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Selling those 
BIG TICKET 
How to Sell REMODELING JOBS 


Presenting 24 solid-pages to help you 


Home improvements sell this growing market 


Begins page 157 











Here is a down-to-earth, 40-page 


operating guide to help you sell 

more profitable home improvement HOW TO cae 
* 

business today. PROMOTE \\S>- \ 

















FALL 


Each of the |4 chapters is written by FIX-UP » 
PRODUCTS 4%, 








an outstanding retail lumber dealer, 











who gives you the benefit of his ex- A complete 
program for 


perience in this exclusive series. 
increased 








Begins page 89 sales 








Begins page 197 
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Gold still flows 
from El Dorado 
County 


50 years the home of 


CAMINO QUALITY PRODUCTS 


The California gold rush is still on—but with a difference! Today it's green 

wf / gold: mountain upon mountain of centuries-old Pines and Firs in El Dorado 

a AT! 
av County, once the heart of the gold stampede, are the source that now provide 


f ; 
Ai s raw lumber material for every use; High grade Pattern Stock—excellent interior 
f a . 


a ” - : finish—paneling—Shop lumber—and general all around building material 
pe 5 POR 

43. . = ‘ -_ 
aaae Sean Pines on the Camino Michigan California’s 85,000 acre tree farm abounds in this mature 


mber, and a progressive forest management policy assures the 
production of high elevation Camino Quality products without inter 
ruption for years to come. ‘Soft textured’’ Camino Quality prod 


ucts, surfaced or rough, offer value and quality 


Join in the rich strike at El Dorado County! Specify 


Camino Quality products on your next lumber order. 
Modern plant, and equipment like this 9-ft. Band Big 
and coreful kiln drying add up to Camino 


BUILDING Propucts MERCHANDISER Circle No. 2 on Coupon, page 282. 
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--.-one of the most beautiful decorative 
plywoods ever developed 


Brushed Wood plywood may be used in either modern or 
traditional decorating, in home or com- 
mercial construction, 
Roseburg’s ‘deep-brush” finish gives 
the panels a warm, luxurious ripple tone 
effect, creating a striking tex- 

tured surface. 

All panels are clear face. For 
finishing, the panels provide a 
wide range of possibilities such 
as natural finishes featuring the 
honey-colored tones of the wood 
itself, exciting accent colors that 
bring drama to problem corners, 
or beautiful tone-on-tone combi 
nations of tints, 


ORDER NOW from your nearest 
ROSEBURG JOBBER 
or wholesaler 


P. O. Box 1091 
ROSEBURG, OREGON 


Circle No. | on Coupon, page 282. 


x. 2 & 


\ ) | 


Nn te & 

















ROSEBURG 
BRUSHED WOOD 
PLYWOOD 





Texture One-Eleven 
Most popular new plywood ex 
terior siding in the nation. 8, 
9 and 10 tt. lengths, 48, 32 
and 16 inch widths. In great 
demand so order today! 





Brushed 
Textured One-Eleven 


Encompassing all the popular 
features of regular Texture 
One-Eleven, Brushed One 
Eleven has a deep etched sur 
face displaying a rippled 3-d 
grain effect 





Crezon Plywood 
A permanent, protective over 
lay is fused to exterior plywood 
producing a satin smooth sur 
face. Ideal for cabinets, siding, 
signs, boat hulls, etc 





Roseburg Lumber 

Cut from the nation's largest 
stand of virgin timber, Rose 
burg Quality lumber is 100% 
kiln dried and end stamped, 
excepting plank and timbers. 
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the TOUGH vapor barrier jobs 





—— 


go to ROTBAR NO. 5 Gusz 


ROTBAR NO. 5: TOUGH, STRONG, 
WATERPROOF, GLASS-REINFORCED 
PAPER MEETS ALL VA, FHA REQUIREMENTS 
ba a fed pt moe ate CRAWL SPACE Graphic proof of ROTBAR’s 
, high resistance to tgars and 
‘ punctures! Concrete slab being 
i poured on ROTBAR NO. 5 


s 


) membrane, laid directly over 
if sharp, coarse aggregate base. 





Waterproof construction and 
insulating properties of ROTBAR 
add extra value. 


Here's why you too should stock and sell Glas-Kraft ROTBAR NO. 5: 


Across the nation dealers say Glas-Kraft DURABILITY ROTBAR NO. 5 Glas-Kraft has amazing all-directional 
ROTBAR NO. 5 has No. | Acceptance from strength, high resistance to tears and punctures. Miles of non-deteriorat- 
Architects, Builders, Contractors and Home 
Owners. ROTBAR NO. 5 is not a stretchy 


delicate plastic film, It was built for the job 


ing glass fibres are bonded between chemically treated layers, under 


heat and pressure. 


ECONOMY Your customer saves twice: when he buys and when he 
’ h. light installs with 18” to 96" wide rolls or lapped blankets up to 26’ wide. 
the rugged jobs. It's strong, tough, light, ‘These mean easier handling, fewer man-hours on the job. 


waterproof, easy to handle, hard to tear, sa — P : 
ACCEPTABILITY ROTBAR NO. 5 Glas-Kraft fully meets VA and FHA 


difficult to puncture. MPR Revisions ¢51 and #55 requirements. It was specifically designed 


and tested for longer, better protection against moisture and soil bacteria. 


Call the Glas-Kraft Distributor in z. G LA ay on K RA FT 


your area now for samples, prices and 
literature, or write incon * OR ATED 


LONSDALE, RHODE ISLAND 


TRADEMARK 
REGISTERED 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


Important reasons for the lag in home building. 


Rising Costs are nothing new in the building industry because higher prices 
faithfully reflect gains for both construction materials and labor. 

Efficency in building during 1954 and 1955 is believed, however, to have 
offset somewhat advances in wage and material costs, at least for a time. At 
current reduced rates for construction there has no doubt been some loss in 
efficency. Mass building undoubtedly accounts for a lower percentage of the 
total than it did a year or two ago. 

Advances in labor and materials on small projects tend to be passed on more 
fully to the potential home buyer. The resulting price for the home is somewhat 
of a shock for the prospect. The increases also are pushing homes into loan 
categories which require higher down payments. 





The housing prospects for 1957. 

The low birth rate during the depression of the 30's has already been one of 
the. ey factors in reducing home buying this year. No decided improvement is 
expected until 1958 with a rapid increase in 1960. 

Buy 2g of larger homes by people already owning a house is one of the strong 
tr which will be cultivated by smart builders next year. The new FHA rules 
on "trade-in" homes should yreye beneficial, become a standard procedure for 
the housing industry. 

Critical veut is the description of 1957 recently advanced by the National 
Association of Home Builders. NAHB is thinking especially of new housing 


legislation and they are drafting a new program of assistance for both veterans 
il Riduweterens to be ready well in advance of the expiration of the GI program. 


Comparisons with 1955 distort the picture. 

Builders anticipated a drop in starts for July and they were quite correct 
in their forecast. July starts were 99,100 compared to 121,900 last year. 
In the first seven’months work began on only 676,000 units, 17% below 1955. 

Looking at the record, however, we find starts within 2% of the seventh- 
month totals for the years 1951 through 1954. It's easy to blame tight 
mortgage credit for declines from 1955's 1,350,000 starts but as a matter of 
fact there are scores of-reasons to suggest we are in for a normal period of 


re-adjustment 
Government_efforts to reduce down payments are definitely in the wind 
but we can't see that they will mean a thing unless interest rates are 
‘polities. adjusted. For our money, it's pure and simple election-year 
politics. 














VA have also begun a pag | of lower appraisals and tighter 
requirements not previously demanded. By October 1, we expect stiffer MPR'S on - 
“lot improvements which will include one tree per lot, more foundation planting, 

rading finished for sowing, 10' driveways if they also serve for walks. VA 
will require black-topped driveways. All of which makes conventional loans 
more attractive. ee nC 


Outlook for the lumber dealer. 


Few retailers will be in such a favorable position next year. The 
scarcity of land which can easily be subdivided by big builders... the 
trend to better quality homes will help the dealer's best customers—medium 
and small builders. 

' New Title regulations make possible even greater emphasis on remodeling 
business. @ maximum loan value as* you know is now $3,500 with og: years 
to pay if the loan is over $600. The special section in this issue suggests 
many ways for increasing this type of business. 

Pickup business is still another opportunity. The lumber dealer's skill 
in selling consumer trade is increasing with each passing month. 

(News continued on next page) 
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Delay “Nothing Down" 
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Softwood Lumber Standards 


4 propo ed rey on of lumber IZ 
Lumber 
other 
fied Practice 
Lumber (Soft 


ipmitted to pro 


standard American 
Standard 
wise, know 


Recommends 


imbet 


wood) 
duce! ib ) i and other 
ipproyv 

dards Di 


inter 


por 
The 


recomime 


quired to 

1/32” differ 

terned ten 

correspond iv 7 
Also a reduc n thickne 
of tandard industria ind; and 
reduction of he 8, 10 and 12 
width / and thicker 
plapped and 


dressed 
worked lumber 
grooved for spline 
Copie for the revision may be ob 
tained from the Commodity Standard 
Di on, | , Department of Com 
merce, Washington 25, D. ¢ Any in 
affected | 


dividual or establishment 


invited to submit comment 


Power Tools at NRLDA Show 


\ aauy two-hour 
anda aclior tool demonstra 

in at lea eight exhibit booth 

at the 1956 exp tion of the National 
Retail Lumber Dealers A 
Chicag December 10-13 will how 
lumber dealet how to sell more powel 


merchandising 


ociation in 


too} 
At the el 
in = the Inte 


nik \ i will be repe ated 
Amphitheatre 
10:30 to 12:30, 


eact morning 4 
method of tool 


subject vill clude 
rental, power tool advertising, “how 
to do it” tool schools in the lumber 
yard, display methods for both sta 
tionary or portabl powe! tools Tip 
for sale of too to building contrac 
tors by the 
cussed 

In addition to the elit meeting 
dealers can attend demonstration ex 
hibit booths of leading manufacturers 
where tools will be shown “in action,” 
throughout each afternoor 

William FE. Wannemaker, Gee Lum 
ber & Coal Co., Chicago, has been ap 
powel tool 


dealer will also be dis 


pointed chairman of the 
clink committec John Steinman, 
Steinman Lumber Co., Milwaukee, 1 
co-chairmar Other deal are now 
being 

Power tool 1 a be een “in 
action” at the xKposition Compo 
nent Part vhere modern meth 
ods of pre iv and pre-a 


elected 


embly of 
house part lumber dealer i} 
be demonstrated A ful cale model 
display tore erected by imerican 
Lumbermar on the 

will also include additiona 
display idea 


exposition floor 


power t ol 
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July Contracts Trail ‘55 


Contract award for future |} 
constructior ‘ of the Rockies 
July agwed $757,.919,000, a 21% 
drop from the like 1955 month and 
the second month in a row that’s reg 
tered a break in the 1956 upward 
trend 

Phere was also a June-to-July 
of B.2% | nousing contract t 


) 


top ofa zabie 24 
figure betweer Ma 
the first time in six 


build ny award 


Phis came 
cline in the 
June. It was 
that home 
rally a between June ana July 

These statistic come from 
Dodge Corp., construction ney 
marketing specialist who have 
ered contract figures for future 
ing in the 37 states east of the 
Mountains for 65 yea 

Dy Creor ge Cline Smith, Dodge Vice 
president and economist, commented 
t awards f June and July 
lightly below 


(ontrac 
recol 
totais, marking tne 
mid-1953 that t 
declined,’ 
smitn al 
arop 
dwelling { covered 
dential contract award 
29% by July This de 
to he 


toward larger and m 


omewnat {Tset 


home 

He emphasized that contract award 
ire still at “enormously high level 

far higher than those for the 

middle months of any year except 
1955.” Dr. Smith also noted that pro 
jection the beginning of thi 
would be “unreason 
able to expect harp increase 
those recorded in 1955 to continues 
th year 


made at 
year indicated it 


ext 
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» NEWS in BRIEF 


Down Payments on Old Homes 


The Federal Housing Administra 
tion has announced that the down pay 
ments applying to new houses are now 
available to buyers of older homes 

FHA Commissioner Norm Mason 

ssued the regulation in conformity 
vith the new Housing Act signed by 
President Eisenhower August 7. The 
minimum down payment on a home 
to be occupied by the borrower, unde1 
FHA mortgage insurance now 7 
of the first $9,000 of value plus 27 
if the value above $9,000, 

There is one « 
When the 


nsurance 


ception, Mason aia 
applicatior for mortgage 
made within a year fol 
lowing completior f a house whicl 
did not have FHA inspections during 
construction, a minimum down pay 
ment remains at the former figure 
12% of the first $9,000 and 27% 

rest. This except 


courage Hbullder 


made to ¢ 


ng FHA 


n Wa 
from by pa 
in pect Or 

Mason predicted that the new tern 
will stimulate the “trade-in” hou 
program and encourage rehabilitatio: 


of older dwe ny 


Armstrong Earning Drop 
Net earnings of the Armstrong Cor] 
Co. in the first months of 1956 
imounted to $6,848,000 on net sale 
of $125 ,289,000 Sale were lightly 
higher than the $122,569,000 achieved 
n the first half of 1955, and earn ng 
vere slightly lower than the $7,025, 
000 earned in the same period last 
year. ©. J. Back trand, pre ident, said 
that the reduced earnings were “due 
primarily to the extra costs involved 
in starting up new production faciliti« 
and preparing to market their output 


(continued on page 272 
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POWER TOOL clinics at the NRLDA exposition are being planned. Seated, left to right 


W. V. Sehn and Roger Taylor, Magna Power Tool Corp 
Bill Regan, Porter-Cable Machine 


Mfg. Co 
director; R. A. Schaub, NRLDA president 
Corp 


Robert Hummert, DeWalt, Inc 


Co.; Martin C 
Standing left to right are, Carl McWade, Sk 
Milwaukee, Wis 


John Steinman, Steinman Lumber Co 
A. J. Peterson, The Stanley Works; Joseph Destfant, Joseph Lumber Co 


Jack Eis nger Black & Decker 


Dwyer, NRLDA Expositior 


Harold H. Hawkins and 
Chicago and 


UMBERMA 








Southern Soret 
PACKAGED with a PLAN FOR PROFIT! 





SOUTHERN 
Let Southern Screws and Bolts put on a “hardware 


FLAT. show’ right on your own shelves! That's what South 
HEAD ern’s famous “EZ to C¥ labels do for hardware and 
STEEL building supply dealers all over America every day 


GROSS 


MADE INU SA 


In addition to complete printed description, Southern’s 
“EZ to C’ labels provide quick, positive package 
identification THREE WAYS 

e By Keyed COLOR 

e By Keyed SILHOUETTE 
— ee e By Keyed BORDER DESIGN 
ROUND HEAD . 

STOVE Strong, colorful, soil- and moisture-resistant boxes 

protect the quality of Southern Screws. Assure your 


BOLTS self that your customers will come back and buy more 


100 
mact wu Ss.A screws as well as related items—by selling Southern 





Screws 


Stock the complete Southern line—the fasteners that 


——— are packaged with a plan for profit! 


. ' scatw co a Wood Screws @ Stove Bolts « Machine 
AGB Tapping Screws @ Roll Thread Carriage Bolts 
Dowel Screws # Hanger Bolts 
HEAD Wood and Type U Drive Screws 
1 GROSS eee Guam asieiees dnb A Ad 


MACE IN 


_- oo oy 
oe ~ 
@é Welt be %. 


d to ee you 


\ a qe pooth +077 _ 


at the 


Screws 


eeeeeeeeened 
Y!/I111L1111F11111111111 Ly, 
Write for free Color 


y Z 3 Label Ch Pack 
HEaN ; 4 = NATIONAL abe art, Pac 
MACHINE 4, HARDWARE & age Stock Guide, 
SCREWS Bulk Stock List. Box 
re SHOW @ 3360-AL 
STEEL onium COLISEUM & 
en ene NEW YORK Cily « 


| “fame 


” f 


sine 
Alm 


WWAAAAANANAAN 


AN 


Warehouses: 


NEW YORK - CHICAGO 
SCREW COMP 
DALLAS - LOS ANGELES Seaemtiibas: ic MEN dieaan 


G 
EEE . Wi 


Sold Through Leading Wholesale Distributors 


Bor Pro Vi pre ’ Circle No. 4 on Coupon, page 282. 





Packy Brings 


LARGE 


BETTER 


from Canada.. a 


Vast timbered wilderness of the § 


of one ol Crestbrook Timber’s lo 


“Packy” announces that Pack 
River Tree Farm Products 
will now handle sales of forest 
products in the United States 
for Crestbrook Timber, Ltd., 
of Canada. 

Crestbrook Timber, Ltd., was 
formed this year by the 
merger of four sawmilling op- 
erations in the East Kootenay 
district of British Columbia, 
and acquisition of other prop- 
erties. 

Operating seven sawmills, 
four planing mills and other 
facilities in the Windermere 
and Kootenay vallies, Crest- 
brook Timber is the largest 
producer of lumber in the 
British Columbia interior. 
Shipments will originate from 
Cranbrook and Wardner, 
British Columbia. 


10 Circle No. 6 on Coupon, page 282. 
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P.O, BOX 1452 SPOKANE, WASHINGTON 
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ONE WOODTEX* ROOFING JOB 
ALWAYS LEADS TO ANOTHER! 


On homes, schools, motels, restau- 
rants and churches all over the 
country, the Certain-teed Woodtex 
Shingle sells itself... job after job. 
This modern, distinctively grained 
asphalt shingle shouts quality from 
the roof tops. Its line of beauti 


ful pastel blends and two-tones, the 


extra weight (250 Ib. per square) and 


BESTWALL 
OT CMLL 


BUILDING PropucTs MERCHANDISER 


increased wind resistance all add up 
to long life and unmatched beauty 


that your prospects can’t overlook, 


Premium-quality Woodtex Shingles 
are easy for dealers and applicators 
to sell again and again and 
profitably. Get complete informa 
tion from your nearest Certain-teed 


supplier... or write direct to us 


BESTWALL—CERTAIN-TEED SALES CORPORATION 


120 East Lancaster Avenue, Ardmore 


EXPORT DEPARTMENT: 100 East 42nd St, New York 17 


Products of Certain-teed Products Corporation 


ASPHALT ROOFING « SHINGLE « SIDING « 


FIBERGLASS BUILDING INSULATION e« 
PAINT PRODUCTS—ALKYD ¢« LATEX e 


Circle No. 171 on Coupon, page 28 
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ywrapher: Cortlandt V Windows: Lupton Residential Casements. 


Lupton Metal Windows—Today’s Best Value 


i © the Lupton Window line you offer one of today best values Their sturdy 


freedom from warping swelling, shrinking and rotting. Their trim lines 
A wide range of types ind sizes he Ips you fill any order. By combining 
yur build istomes wid nge of desig possibiliti 
isements ind 


' 
ine Ww he mn you 


MICHAEI 





Partial List of LUPTON Distributors and Representatives 


\BAMA MARYLAND PENNSYLVANIA t 


\KIZONA 
Phoenix 


Wholesalers, Inc 


ARKANSAS 
Little Rock 
can Metal Wind 


CALIFORNIA 
National Cit 


Nak Distributor 


MBIA 


( 


Met 


MICHAEL FLYNN MANUF. RING COMPANY 
MAIN OFFICI AND PLANI OO ha “on \ Vhiladelp| i | 


tree 


NEW YORK 
51 East 42nd 
York 4 


LUPTON 


METAL WINDOWS 


Circle No. 5 on Coupon, page 282. 





Which load 
would you rather haul? 


(both pictures show a % ton truck with insulation for the ceilings of 2 average homes) 





BUILDING MATERIALS. 


OR THIS—Lightweight L-O-F Glass Fibers’ Home Insu- 
lation comes packaged in compressed, space-saving 
rolis—takes only % the space. 


THIS—-ordinary insulation for 2 homes is bulky, costs 
you extra money in handling, warehousing, and truck- 
ing to job site. 


You save valuable space in your truck 
and warehouse when you handle L:O-F 
Glass Fibers’ Home Insulation. 


It takes only 4 the space of ordinary in- 
sulations, is lightweight and easy to 
handle... really cuts down warehousing 
costs! In addition, it gives you a hatful 
of customer advantages. Because it is a 
lightweight glass fiber blanket (with a 
foil-faced vapor barrier on one side), it 
is pleasant to handle and easy to install. 


LOF 


GLASS FIBERS 


The resilient blanket holds itself in place 


between studs and joists while handy 
tabs are stapled or nailed. Another thing, 
glass fibers can’t burn. 


L:O-F Glass Fibers’ Home Insulation is 
readily available in standard widths and 
3 thicknesses from strategically located 
distributors. Write: L-O-F Glass Fibers 
Company, Dept. 58-96, 1810 Madison 
Avenue, Toledo 1, Ohio. 


L-O°-F GLASS FIBERS COMPANY 


TOLEDO 1, OHIO 


Electronic-Extrusion” process 


HOME INSULATION \ 


Makers of glass fibers by the 
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New 


triple-play 
combo! 


ING Propucts MERCHANDISER 





For low cost residential 
New Lockwood ‘R’ Series 


> 
le. . 
aS 


For standard duty 
New Lockwood 'S’ Series 


.-- here’s the pitch 


@ strikingly handsome 
@ fast installation 
® outstanding performance 


A line-up of winners in any league. 
You can put them on your team now. 
Write us for full information. 


LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Fitchburg, Massachusetts 
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‘Andersen advertising | 
...and builders, too” 


SAVS George Mettle 
of New York Sash and Door Co., Newark, N. J. 


“The greater part of our business is with 
homeowners and project builders,” Mr. Mettle 
writes. “The homeowners who come into out 
showroom have seen Andersen advertising in the 
national magazines—they Anow about Andersen 
WINDOWALLS. And our project builder customers 


tell us the same is true of the folks who visit their 


q ANDERSEN CORPORATIO 








model homes. So we know that Andersen adver 
tising—plus Andersen high quality—definitely 
makes it easier for us to sell Andersen Windows.’ 

You, too, can build WINDOWALLS sales volume 
by tying in with Andersen national advertising 
Use your Andersen Selling Kit to build your own 


local program—or write to Andersen for help. 


—~ 


N+ BAYPORT+ MINNESOTA Lg 
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Here are some new FHA regula 
tions covering changes in the Title I 
Home Improvement Loan Program 
provided for in the new Housing 
Act 

* * * 


Title 1 of the National Housing 
ict has been extended to September 
40, 1959. For loans of $600 or less, 
the maximum term of the loan re 
mains three years and 32 days; but 
for loans above $600, the maximum 
ferm ia five years and 82 days. The 
maximum loan amount has been in 
creased from $2,500 to $3,500 


. 7 + 


For alteration, repair, improve 
ment or conversion of existing 
apartment houses or dwellings for 
two or more families, the maximum 
loan has been increased from 
£10,000 to $15,000; but with the 
former maximum of $2,500 for each 
dwelling unit continued. Also the 
maximum term of the loan remains 
even years and 32 days 


Cla > (a) loans, for construction 
ofa neu fructure to he used for 
other than re 
tural purposes; the new maximum 
of $600, 
and the 
neu marinum loan amount 18 
£3,500, Cla (bh) loana, for build 


nga new atructure for use in whole 


dential or agricul 


term for a loan in exes 


j five wear and 32 day 


orin part for agricultural PUr pose 

erelu ie for resident il weme The 
l has l 

neu narnia oan if en ii 

creased from $8,000 to 83,500; but 


fhe maximum term remaina at seven 


vears and 32 day 


Under the old provisions Title | 
loans could not be used to improve 
i home until six months after the 
tructure had been completed and 
occupied, The new law gives FHA 
authority to waive this occupation 
requirement, Under the new regu 
lations there is no occupancy re 
quirement if the loan is for $600 or 
le For loans in excess of S600 the 
borrower must have occupied the 
new house for at least 90 days 


18 


WASHINGTON 


New Title | Terms Bonanza for Alert Dealers... 
Job Ahead to Let Public Know About Easier Limits 


Maximum financing charges 
Class 1 and Class 2 loans, not hai 
ing a principal amount, exclusive 
of financing charges, in excess of 
$2,500 and not having a maturity 
in excess of seven years and 82 
days, shall not have a _ financing 
charge in excess of an amount 
equivalent to $5 discount per $100 
original face amount of a one year 
note, to be paid in equal monthly 
installments, Class 2 (b) loans, hav 
ing a maturity in excess of seven 
years and 32 days, shall not have a 
firone ng charge in ercess of an 
amount equivalent to $3.50 discount 
per $100 original face amount of 
a one year note to be paid in equal 
monthly installments 


* * * 


Refinancing: a Class I (a) Loan 
or a Class 2 (a) loan, having a 
principal amount exclusive of fi- 
nancing charges, of $600 or less, 
may be refinanced for an additional 
period not in excess of three years 
and 32 days from the date of re 
financing, but not to exceed five 
years from the date of the original 
note. Such notes having a principal 
amount, exclusive of financing 
charged, of more than $600 may be 
refinanced for an additional period 
not in excess of five years and 32 
days from the date of refinancing 
but not to exceed seven years from 
the date of the original note 


7 © + 


List of Ineligible Items: criticism 
of certain items for which loan 
have heen made led to the formula 
tion of items not eligible for loan 
Following is the current ineligible 
list Barhecue pit hathhowse 


hur olay alay m hur gla) pi otection 


bars; door opening and closing de 

vie dumbwaiter pM ire olarm id 
fire-detecting devices; fire extin 
quisher flowe? boxe green 
house except commercial green 
house ; airplane hangars; kennels; 
outdoor fireplace s or hearths; pent 


houses 


¥ - 7 


radiator CoV 
steam 


Also photo murals; 
ers or enclosures; 


cleaning of 


stands; 
exterior 


surfaces; 











swimming pools; television anten 
nae; tennis courts; tree surgery; 
valance or cornice boards. Several 
items have been removed from the 
earlier ineligible lists. In addition 
to making commercial greenhouses 
eligible, it is now permissible to 
take out loans for grading and land 
scaping, lawn sprinkling systems, 
and milk tanks and milk coolers. 


* ¥* ¥ 


New home starts didn’t regain 
volume in July; in fact the number 
declined for the third successive 
month The Department of Lahor 
reported 99,100 privately financed 
housing starts in the month; 3,200 
units fewer than in June and 22,800 
fewer than in July of 1955. The 
formula-adjusted annual rate shows 
thet July held even with June at 
1.070000; sharply helow the July 
"55 adjusted rate of 1,318,000. 


7 ¥* 7 


The dollar value of new units 
built so far this year is S900 
million, or 11%, less than the fig 
ures for the same period of last 
year. Additions and improvements 
which were counted on to offset the 
decline in new construction have 
run ahead of last year by eS 
million: far from enough to restore 
the balance 

7 * * 


1 good many analysts thought 
that while the number of new start 
has declined the demand for larqe) 
would keep the 
dollar value of new house construc 
tion at about last year’s level. For 


and hetter house 


the year, up to now, tarts are down 
hy 17%; dollar value by 11%. Some 
nerease in the dollay value of indi 
vidual new houses: but not enough 
to offset the loss in the number of 
unit 


* * * 


Lumbet 
northwest, ace ording to late reports 
are wavering more or less as the 
volume of orders and production go 
up and down. One of the big ply 
wood producers is said to be notify- 
ing customers that if panel prices 
drop below current levels it will be 
obliged to close down temporarily 


prices in the Pacifie 
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“l'VE FOUND IT PAYS TO BE A FULL LINE 
WHEELING DEALER!” 
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Ww 
| "HEELING PROD CTs 


a 


T PAYS to stock the full Wheeling line because every 
Wheeling product leads to the sale of another. Wheeling 
quality sees to that 
And by handling the full Wheeling line you Can be sure 
of prompt, on-time delivery of a// warehouse-stocked items 
Strategically located warehouses throughout the_ country 
mean on-the-spot delivery when you want it... the same day 
if necessary. 
Get complete full details today from the Wheeling ware 


house or sales office nearest you, 


WHEELING CORRUGATING 
COMPANY 
WHEELING, W. VA. 


», Columbus, Detroit 
York 


Warehouses: Boston, Buffalo, CI } 
Kansas City, Louisville, Minneape New Orleans, New 
Philadelphia, Richmond, St. Louis. Sales Offices: Altanta, Houston 





BuILDING Propucts MERCHANDISER Circle No. 9 on Coupon, page 282. 





HOME IMPROVEMENT ~— 











MORE LIGHT 
PRIVACY AND A VIEW 


VENTILATION 


Dramatic improvement is at once obvious when 


home remodeling jobs start with windows. 


Install modern, removable Re-O+W windows 
to provide maximum light, ventilation, and 
weather protection. Plan for architectural 
beauty plus privacy and a view. Insist on the 
beauty and the natural insulating properties 


of fine wood windows. 


WINDOW BALANCE 


Write for additional information about America's 


finest windows—now offered at competitive prices 


R-O-W SALES COMPANY - 1387 ACADEMY FERNDALE 20, MICHIGAN 


1956, AMERICAN LUMBERMAN ANI 
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STARTS WITH WINDOWS 





¥ re 
s Vota! . 
ee 


EASY TO CLEAN 


EASY TO INSTALL 


EASY TO OPERATE 


R-O-W windows are easier to install because 


sash may be removed and stored safely. 


The improved R«O+-W window, balanced with 
the revolutionary, new LIF-T-LOX balance, 
is amazingly easy to operate. Yet this fine 
balance does not interfere at all with the 


famous lift-out feature which makes cleaning 
witre 


or painting so easy. 
LIF@)LOx 


WINDOW BALANCE 


R-O-W SALES COMPANY - 1387 ACADEMY + FERNDALE 20, MICHIGAN 
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“Marlite 
LL PANELING 


cages Pee 
eens 


Marlite 


watt ond CEILING PANELING 


Use these new 
Marlite sales-builders 


Use these new Marlite sales-builders for bigger. more 
profitable building and remodeling busine Only 
Muarlite offers you everything you need including these 
new in-store displays, new full-color decorating 

idea book, new sound slide film for training salesmen 
and applic ators PLUS continuous national 
advertising. Contact your Muarlite representative O1 
wholesaler, or write Marlite Division of Masonite 


Corporation Dept, 941, Dover, Ohio, 


Marlite * / 


plastic-finished wall paneling 


Another quality product of Masonite® research 
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eS You’ve gotta get in on Moe Light’s big 3-way 


introducing 


Cordette 
Cosuale- 


by Moe Light 











% 


THOMAS INDUSTRIES INC Ga) 


Executive Offices 410% Third $4. Lewisville 2 My 


5 RE-LIGHTING . .. RE-MODELING 
all new, beautifully designed, attractively matched is sweeping the country with the national 
° . . . Oper ion Home Improvemen Ge 
Moe Light Cordette Casual fixtures—specially priced , “re 5 dhie bens ee “wr _ 
; : : ‘ you share o Ws 2,00 MING yusinestys 
for one month and advertised to the hilt in the leading call your Moe Light Distributor today 
homemaker magazines . . . it all adds up to a deal you just for stock ond free sates aide 
gotta get in on! You build sales because your customers ssi cami dle pian tina ethd lt nate a 
, . mm mar) , THOMAS INDUSTRIES INC, 
save ... You make full profits because THEY’RE Moe Light Division, Dept. AL-9 
SPECIALLY PRICED TO YOU! ove eer Fever ony OCurnNnEn OF Oe 


Gentlemen, YE! 


% THOMAS INDUSTRIES INC. 


Originators of Inspirat on Lighting 


Ce p 


Address 
Executive Offices — 410 S. Third St., Louisville 2, Ky City 


In Canada: 1401 The Queensway, Toronto 14, Ontario, Canada My Distributor 
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WARE LEADS ALL OTHERS 
IN NATION'S ALUMINUM 
WINDOW CAPITAL 


Offering a range of aluminum window types 
engineered for easy installation and minimum 
maintenance—produced at modest cost—and 
proven in actual performance, Ware was chosen 
for 19 Greater Miami schools in the last year alone, 
far exceeding any other brand. 


IT'LL PAY YOU te check the selection, proven value, and prompt 
delivery for which Wore is known coast-to-coast. Write Dept 
AL-9 today 


Aiminum ' WERRE Wndowe . 


con 0 Wer : 
tcon owen “Sor Wore WareRite 290 piciccteg — Canements 
Aanng Ware Awning 


Were Leborateries, ing, 3700 N.W. 25th St., Miami, Floride 


(Regional warehouses in HOUSTON, ATLANTA, CHICAGO, and NEWARK 


24 
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Pictured here is one of Ware’s many win- 
dow wall adaptations for the modern school. 
A large family of sections is available, and 
window types are flexible: awning, projected, 
or jalousie. A wide variety of grid patterns 
or flat profiles can be developed, at the 
architect's discretion. 


! 


eM, 
a 
cu 


\\t 
Ws 
Wi 








They’ re New!... They're Revolutionary! 





Pittsburgh Maestro 
~ Concentrated Colorants 


Unlimited Color Ran ge. 
Mixed in Minutes... in 5-Gallon Comteliiiiis 











e Only 11 Concentrated Tube Colorants for 
Rubberized, Alkyd and Oil-Base Paints 





HOW VOLUME PAINT USERS 
SAVE TIME AND REDUCE COSTS 


1. Match and mix colors accurately right on the job. 


2. Concentrated tube colorants disperse speedily and 
thoroughly in a matter of minutes. 


3. Only 11 tube colorants give you 300 MAESTRO 
COLORS—and many other tints and shades. 


4. You need only two tinting bases for each finish. 


5. These tube colorants can be used with high- 
quality rubberized, alkyd and oil-base Pittsburgh 
Paint tinting bases for interiors and exteriors. 


6. Colors made this way cost less. 


7. Smaller shop inventory is required. 


MAESTRO CONCENTRATED COLORANTS are available for 
use in tinting bases of these famous Pittsburgh Paints 
FOR INTERIORS FOR EXTERIORS 
WALLHIDE Rubberized Satin © SUN-PROOF House Paint 
Finish Wall Paint © SUN-PROOF Trim Paint 
WALLHIDE Alkyd-type Flat 
© SHAKE & SHINGLE Paint 
- 


Wall Paint 
WALLHIDE Gloss Enamei CEMENTHIDE Rubberized 


SATINHIDE Enamel Masonry Paint @ Pittsburgh makes this color deck available for painters and 


Handy Color Deck 
for Painters 
and Decorators 


decorators. if contains large chips of all the hundreds of 
PITTSBURGH MAESTRO COLORS 


PITTSBURGH PAINTS 


PAINTS @ GLASS @ CHEMICALS © BRUSHES © PLASTICS © FIBER GLASS 











Poy TiS Oe 2 OS OH PLAT & Sas FF COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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What has a Youngster 


got to do with Insulation? 








The non-irritating qualities of KBalsam-Wool are illustrated 
by this workman, who is handling Halsam-Wool fiber 
freely in using it for calking around a window frame. After 
calking, a vapor seal is applied over the fiber. Photo also 
shows how Balsam-Wool helps provide protection from 


wind infiltration by filling cracks and crevices 


Just this: Anyone can handle Balsam-Wool insu- 
lation without getting “splinters” in his fingers... 
the clean, non-irritating, cellulose insulating mat 
is so gentle, so easy to handle on the job. No won- 
der carpenters and contractors like to work with 
Balsam-Wool! 

But with all its gentleness, Balsam-Wool is a 
tough insulation. Sealed in rugged liners, it with- 
stands handling on the job—doesn’t tear easily, 
pull apart or settie. Rugged spacer flanges (a rein- 
forced flange for application to framing) simplify 
application. 

Add to that high insulating efficiency...resist- 
ance to moisture and to wind...and you have the 
reasons why millions of builders and home owners 
have found Balsam-Wool a sure way to insulate. 


Balsam-Wool insulation is sold by lumber deal- 
ers only. It’s a quality insulation through and 
through, designed for the home which requires 
year-round comfort plus low heating or air condi- 
tioning costs. Wood Conversion Company, Dept. 
120-96, First National Bank Building, St. Paul 1, 
Minnesota. 


BALSAM-WOOL 


Blanket insulation 


clean and non-irritating 


> 
ye 
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GET YOUR SHARE 


of these 3 big markets for Weldwood" 
CONTACT 


W d CEMENT 
For applying plastic laminates like 
CONTA Micarta to table tops, kitchen counters, 
etc.! No more clamps or presses — 
CEMENT your do-it-yourself trade will love it! 


FO insTALUNG puywooo wiTnoUT MAIO 


FoR TT | jamin! 5 panels! Before Weldwood Contact 
DING ALL DECORATIVE \ Cement, a man had to use nails, then 


putty and finish the nail holes. Sell him 


BONDS INSTANTLY ; Weldwood Contact Cement — show 


him how easy it is to bond plywood 


P ON CONTACT panels to walls this new modern way 
: WITHOUT CLAMPS 


For beautifying walls with plywood 


OR PRESSES “ For making and mending 1,001 things 
in home, hobby, garage such as 


= | . agit ha 
Fast Selling ITED STATES PLYWOOD CORP RA : putting down stair treads, model build- 
% 3 : sg ing, leather crafts, applying felt bases 
to lamps and vases, etc., etc. Bonds 


- ‘ NEw O } 
Sizes ! i instantly, on contact, any combination 


of wood, leather, rubber, canvas or 
any other porous surface 


BOTTLES TUBES 


V4 ounce bottle 1% ounce tube 
with brush 

3 ounce bottle 
with brush 


It's sheer wizardy! 
... the way it draws new business! 


Nationally 
Advertised 


in 14 Magazines! 


Free Displays! 


Order now! 








UNITED STATES PLYWOOD CORPORATIO 
55 West 44th Street, New York 36, N. Y. Dept. AL 9-6G 
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New Jersey lumber dealer saves money and space 


VISQUEEN 


film 


information request tag 
@ 


MCL 


AMI-1410 


look for this name 


on the selvage clip this tag— 


attach to letterhead, mai! 


d's lorgest producers of polyethylene sheeting and tubing 


Channel Lumber Company of Port Newark, N. J 


I uses 
umber and materials 


tough VISQUEEN BLACK film to cover | 
stored outdoor 
Here's what Mr. Samuel M. Charin, V.P. has to say Now 


we can store easily damaged products outside economically 


Lightweight, easy-to-handle covers of VISQUEEN 


and safely 
unlight, water, dust and 


BLACK film prevent damage from 
dirt. Never have to worry about down-grading. But more 
important we've been able to use storage shed space for other 


things since we started using VISQUEEN BLACK film. No doubt 


about it! VISQUEEN BLACK film costs le is easier to work 
with and can be used for almost anything around a lumber yard 


available in widths to 32 feet! 


Important! V/SQUEEN film ¢ 
VISQUEEN. O VISQUEED 


Vo. 246197 u 2632206, ha 
THE VISKING CORPORATION 
Plastics Division, Terre Haute, indiana 


IN CANADA, VISKING LIMITED, UNDSAY, ONTARI 
N ENGLAND. BRITISH VISQUEEN LTD TEVENAGE 


‘atents 
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“EVERYTHING HINGES ON HACER /.’ 


Me 


C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Louis 4, Mo. 
Founded 1849 —Every Hager Hinge Swings on 100 Years of Experience 



































Foday, more than ever, Home 
C0 j 


Craftsmen are alter “professional 






8” TILTING ARBOR CIRCLE SAW 


A NEW deluxe tool with exclusive “EASY-VU” 
illuminated angle indicator, “mirror-finish” cast 
iron table and extensions, precision-engineered 
internal parts, and NEW “Safety-Key Switch.” 





24” RADIAL 
ARM DRILL 
PRESS 


NEW deluxe model — 
with exclusive positive 
angle drilling. It's 
complete with 4 HP, 
motor wired and 
ready to use — offers 
extra-large 24” drill- 
ing capacity — heavy- 
duty safety chuck and 
“SafetyKey Switch.” 


oye aes pore -y 
t 


ye 
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, 
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SEND 
THIS 


i 


Hee " 
| 6” JOINTER-PLANER | 


iu 


—both front and rear, egnter-locking | 
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results. They're dead earnest about 


their work and they'll buy the tools 
that do the job. Shopmaster offers 
you the complete line of power tools 
that your customers believe in and 
buy! They're reading about these 
three headliners in the SATURDAY 
EVENING Post. Get the facts, tie in! 













) COUPON Big 


‘minerfnihcosvonopunetie woes MALO). 






























Your store will be a full- 
fledged power tool head- 
quarters with this Shop- 
master Merchandising Unit 

displaying the Shop- 
master Saturday Evening 
Post headliners. The DK-98 
Display packs enormous 
selling power into 20 
square feet 


ee ee ee ee cee ee ce a cee ce ce ee ee ee ae ee ee ee ee ee ee oe oe oe +] 
SHOPMASTER, INC., Dept. 907 | 
1214 South Third Street * Minneapolis 15, Minn | 
Please send me the Shopmaster Dealer Catalog and the pro | 
motion kit so that I can tie-in with Shopmaster’s SATURDAY j 
EVENING POST Campaign | 
NAMI | 
ADDRESS 
CITY STATE | 
DISTRIBUTOR NAME | 
OD ee cee ee ee oe ee ee oe ee ee ee ee ea ~ 
A Subsidiary of Jones & Lamson Machine Company, Springfield, Vermont, U.S.A 
Circle No. 31 on Coupon, page 282. 3] 





= - ‘Qhoot te works 


N 
O OTHER SINGLE SUPPLIER OFFERS YOU: 


MASONITE hel 
elps you reach every prospect with selling tools like these! 


Home owners and buyers through . ree J \. 


AMERICAN HOME — 


BETTER HOMES & GARDENS Builders and contractors through 


HOUSEHOLD 
LIVING FOR YOUNG HOMEMAKERS AMERICAN BUILDER 
SUNSET PRACTICAL BUILDER 
HOUSE & GARDEN BOOK OF BUILDING HOUSE & HOME 

ENGINEERING NEWS RECORD ARCHITECTURAL RECORD 
on mAnunt PROGRESSIVE ARCHITECTURE 
HOME MODERNIZING 


Architects through 





Sales helps for your own merchandising program 


September 3, 1! 
ptember 3, 1956, AMERICAN 





a. MASONITE! 


So complete i 
p a line for so many different panel applications! 


So compl 
plete a package of profit-packed promotion helps! 


Consi j d m 
sistent national advertising to all your arkets! 
—_= s 


* tlle § 
i 7” 
_ a / 
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Farmers through 


“Do-it-yourself” market through CAPPER'S FARMER 
HOARD'S DAIRYMAN 
PROGRESSIVE FARMER 
POULTRY TRIBUNE FORTUNE 
SUCCESSFUL FARMING WALL ST JOURNAL 
PLANT ENGINEERING 


E & IMPROVEMENT PACIFIC W.W. FARM QUAD 
NEW ENGLAND HOMESTEAD DISPLAY WORLD 


Businessmen through 


POPULAR SCIENCE 
POPULAR MECHANICS 
FAMILY HANDYMAN 
HOME MAINTENANC 





Yo “ 
' : can really “shoot the works” with Masonit 
e wd 
ing ammunition. Talk to your Masonite repre whe 
f - 
ative or write Masonite” Corporation D ia 
Box 777, Chicago 90, Ill exacts 


4 


Free “‘do-it-yo ” os * MASONIT 
yourself” plans and information _ osevtlouee 
J "RA OoUcT 
for your customers ———— ; 


BuILDING P 
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WE from ‘LEIGH ) 


Advanced Design 
POCKET DOOR HARDWARE 


Stronger than the wall itself with 
new interlocking steel truss 
construction. 


50% More Steel for Unequalled Strength 


70% More Nailing Area for Greater 
Convenience 


Leigh's new 2300 Series Pocket Door Hard- 
ware sets represent the industry's greatest 
advance in pocket door hardware. Built like 
a truss bridge, having both horizontal and 
vertical interlocking steel trusses, this is the 
easiest to install and strongest set ever de- 
signed. Yet, with all its advantages, it's 
amazingly low in price. 


Adjustable steel split jamb, built in a boxed 
A section for greater strength and rigidity .. . 
actually stronger than the other wall supports, 
can't warp or sag. 


Ten horizontal steel trusses interlock into 
8 steel jamb. Wood nailing inserts are rattle 
proof, provide ample area for attaching wall 
and trim material. 


Steel trusses nail or screw to stud, giving 
c unequalled strength. No other pocket door 
hardware offers the extra-strength feature of ten 
interlocking horizontal trusses. 


Trouble-free operation is assured with complete set comes in one convenient pack- 
Leigh 2800 Series Pocket Door Hardware. - — age, containing steel header and track, split 
Heavy-duty hangers support the door from jamb and horizontal trusses all with wood 
a center-mounted position. Four lifetime ——_—_inserts; hangers with 4 nylon wheels; nylon 
nylon wheels roll smoothly and silently, -——- duo-guide; rubber door stop; door pulls; 
absolutely can not jump the track. The all necessary screws and instructions. 


* BUILDING PRODUCTS DIV. 
Etgh AIR CONTROL PRODUCTS, INC. 
Pine St., Coopersville, Mich. 
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USS GALVANIZED STEEL SHEETS 
bring MORE —— 


Farmers and roofers know that USS Gal 
vanized Steel Sheets are ideal for roofing 
and siding. They know how easy the sheets 
are to install, how uniform in pattern and 
appearance they are, and how they stand up 
for years and years in all kinds of wind and 
weather. Roofing and siding made of USS 
Galvanized Steel Sheets give maximum pro 
tection against fire, too, and lightning when 
properly grounded. 

Moreover, every foot is coated by the 
continuous line galvanizing process, elim 
inating ““weak spots” that may be especially 
susceptible to rust and corrosion and adding 
an unusually attractive appearance to the 
sheet. These are the qualities your cus 
tomers want in roofing and siding, and these 
are the qualities you can give them when 
you handle products made of USS Gal 
vanized Steel Sheets. 

For a steady-profit roofing and siding 
line, backed-up by a great name, handle 
galvanized steel sheets bearing the USS 
Label 


UNITED STATES STEEL CORPORATION 
525 William Penn Place, Pittsburgh 30, Pa 


USS Galvanized Steel Sheeta are 
coated with a certified, uniform 
protective zine coating, produced 
in accordance with Amerian So 
ciety for Testing Materials Spee 
ification ASTM A-36]1 


USS GALVANIZED STEEL SHEETS 


FOR ROOFING AND SIDING —_- 
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nomical installation of their products. Designed for heavy 


duty jobs. Retail: *42.50 


CHICOPEE 


SCREL MING 








y) fs bm) D0 IT YOURSELF INSULATION 


[1hcvwet year reued Abemmem vevulotion Close cosy te beedle Lconsmen 


WATERPROOF 
_  WEENFORCED 
PROTECTIVE PAPERS 


Arrow tackers are trouble-free! They can’t jam—even when 
struck against metal! Patented, non-clogging mechanism 
prevents staples from sticking or jamming the tacker. Never 


any lost time on the job. 


We sell only to the trade. 
never direct to the consumer! 


Available at all leading building supply, lumber yard and 
hardware dealers. Write for free catalog of complete line 


of Arrow automatic nailing machines 


ARROW AUTOMATIC TACKERS 


ARROW FASTENER COMPANY, INC., One Junius Street, Brooklyn 12, New York 
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@ DEALERS REPORT: 


~ Bigger Profits, Larger Turnover 
with Du Pont Custom Colors 


a “Custom Colors are sure giving us a 
plus business. Our painters are really 
enthusiastic over this additional service 
where they can get the wide range of 
colors in high-quality material.’’ 

Anson R. Thompson Co., Inc., Troy, N.Y 


@ “With the Custom Color Line we are 
able to satisfy the color demands of our 
most particular customers. In terms of 
profit and turnover, I cannot recom 
mend your System too highly.’’ 
City Paint Store, San Diego 5, Calif 
@ “It not only has prevented customers 
from leaving my store in search of hard 
to-match colors, but has given them 
top-quality paints in the colors they 
want. My painter customers are also 
very much sold on this system and the 
results they get.”’ 
Lookout Mountain Hardware Co., Inc., 
Lookout Mountain, Tenn. 


“We think that these Custom Colors 
have brought many new customers to 
our stores and will bring them back 
again.”’ 

Lenray Glass & Material Co., Inc., 
Natchez, Miss. 


“We are enjoying good retail as well 

as painter business since we added this 

valuable item to our stock. I feel that 

this system is far superior to any on the 

market.”’ 

Daley's Paint and Wallpaper Store, 
Madison, Ill 


@ “One of the best profit items we 
have sold to date is our Custom Color 
Line. Customer acceptance has been 
very good and we have turned over the 
line once every three months.”’ 
Brookside Paint & Wallpaper Co., 
Tulsa, Okla. 


®16.u 6 wat. off. 


BETTER THINGS FOR BETTER LIVING 


ALBUM OF ry 5 00 
Oa ot Sem Gi08S ) O99 
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“After we had the Du Pont Custom Color System for three months, we found 
it to be a necessary part of our paint business. We do not know how we were 
able to handle our volume of business without it The Paint Bucket, Bing 
hamton, N.Y 


DU PONT CUSTOM COLORS will make your store the color center 

of your community! Here are seven reasons why... 

— You'll have 572 colors to meet every color request, and each shade ia available 
in all three sheens. They're all alkyd base; all odorleas during application. Hun 
dreds of colors also available in “‘Flow Kote’’ Rubber Base Wall Paint and 


Exterior House Paints 
—Colors and bases are manufactured under strict controla—tinting strength is 


exceptionally uniform 
—The Du Pont Custom Color System requires small investment—saves on 


inventory and storage space, too 
—Simple to operate—colorants mix quickly and easily with the base 
— Personalized service—each can bears your name and address 


—Custom Colors are sold for you by the most dramatic color display 


industry. 
— Dealers enjoy high profit margin with this amazing new Color System 


SEND THE COUPON TODAY for information on how you con teke 
advantage of the new Dy Pont Custom Color System. 


E. 1. du Pont de Nemours & Company (Inc.) 
Finishes Division, Dept. AL-69, Wilmington 98, Del 


I'd like to know more about Du Pont Custom Colors, 
Name 


Address 


City. 


«++» THROUGH CHEMISTRY State 
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An attractive, colorful display of FILON at Arcadia 
Lumber Co. Andy Beckstrom, the owner, says 

Today Filon is one of our most profitable items. I'm 
convinced the general public is sold on Filon. We built 
this display to take advantage of all this interest. It's 


paid off well 
Filon's local newspaper ads, listing our name, are 


it helps us write up substantial orders. 


bringing customers in steadily. National advertising 
inquiries referred to us by Filon also turn into pretty 


good sales"’ 





am REGIONAL DISTRIBUTORS 
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this leading dealer says about one of his most profitable items 


“T was hard to convince, 
but now I have no doubts... 


FILON. 


ANDY BECKSTROM, co-owne: 


is building more plastic panel sales ARCADIA LUMBER CO. 
for us every day!” 


Arcadia, Calif 


“We don’t have a big investment in inventory, “We've got lots of darn good sales helps. Filon's “We find Filon is @ year ‘round seller, With 
because we get quick delivery of any size and literature saves us conversation and stream- each sale we usually pick up extra business for 
color from our local Filon distributor’ lines the sale. Every step of the installation is lumber and other things needed for the job 

clearly illustrated for the do-it-yourselfer You can't deny it~ FILON means good profits!" 


Dealers everywhere are praising FILON’S superior quality. FILON’S Colors 
and thickness are always uniform... the corrugations are evenly matched for 
better installations and longer life .. . the Nylon parallel strands added to Fiber- 
glas give a stronger, more rigid panel. These unmatched qualities are the result 
of an electronically controlled process in the world’s largest plant devoted ex 
clusively to Fiberglas plastic panels. It is smart and profitable to handle Filon, 
the leading material in the field. 


Write, Wire or Phone nearest Regional Distributor or Filon Sales Office for complete details 


FILON PLASTICS CORPORATION 


2051 East Maple Ave., El Segundo, Calif., ORegon 8-7651 55 Marietta St., N.W., Atlanta 3, Georgia, Alpine 4442 
228 North LaSalle Street, Chicago 1, Ill., STate 2.7444 270 Park Avenue, New York 17, New York, Plaza 5-5758 





LAS VEGAS, WEV., 2536 Meadows Avenue OAK PARK, ILLINOIS, 704 W. Mad MAPID CITY, SOUTH DAKOTA Syvaacuse |, WY 
Nevada Neon & Supply Ce Tayloe Glass Company ¥ y ” ply 
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MINNEAPOLIS 14, 909 — 9th St SF PHILADELPHIA, & 179 N a eg! SAN DIEGO 3, #21 W VALLEY FALLS. WS 
Kee tee f Pacit Piyw ‘ 
MT. VERNON, ILLINOIS PHOENIX, ARIZ, 1220 W Filimore SAN FRANCISCO 7 r VINELAND WI 
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NEW HYDE PARK. LJ, 121 4th St PITTSBURGH, PENN. 5¢ 
Georgia Pacific Plywood fF ibergias G ai Prod 
NEW ORLEANS, 501 City Park Ave PORTLAND 9, ORE. 406NW G 
Georgia-Pacific Plywood ( Fibergias Lngrng. & Supply 
NEW YORK 56, 933 Courtland! Ave PORT NEWARK 5S. NI 2 Marsh St SPOKANE 24, 1044 t yore, PLNN 
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MORRISON ie | 4 JOO ANNOUNCES ... 


An expanded “NIAGARA” /ine... 
A new “REGENT” /ine... 




















The NIAGARA first all-steel, 7-section, quality garage door designed 
and priced for multiple house projects and low budget installations — is 
one of the fastest moving, high profit items for building supply dealers 
everywhere. Now that it's available in a complete range of sizes — 8'-9’ 
10’-12’-14’-15’ and 16’ widths, in 6'6” and 70” heights — it’s just that 
much hotter. Sales features of the new larger sizes include vertical and 
horizontal reinforcing for maximum strength and rigidity, and a center 
locking handle with locking bars for extra securit 


The REGENT is completely new. It’s one step up from the NIAGARA in 
price, quality, s¢ lling points and sales and profit potential It has all the 
NIAGARA’'s features including its complete range of sizes plus 
wedge-type tracks and completely adjustable roller brackets generally 
found only on much higher priced doors 


BOTH THESE DOORS are like money in the bank. They're in demand - 


PACKAGED GARAGE their quality builds repeat business they're nationally advertised 


and they're competitive in price with ordinary wood or one-piece metal 


DOORS FOR EVERY doors to attract the largest users of garage doors. Both doors are fully 


guaranteed for one year. You can sell them with complete confidence 


BUILDING MARKET FOR ALL THE FACTS about both the NIAGARA and the REGENT - 


including dealer discount, delivery and installation information — look 
for the name of your nearest Morrison Roly-Door Distributor in the 
Yellow Pages of your telephone directory. You can also get this profit 
able information directly from the Roly-Door Division, Morrison Steel 
Products, Inc., 655 Amherst Street, Buffalo 7, New York 


oro” verhead door application... RESIDENTIAL « COMMERCIAL « INDUSTRIAL 


i A 


IN CANADA: OVERHEAD DOOR SUPPLIERS, 1330 Bloor Street W., Toronto, 4 


Morrison Steel also manufactures Mor-Sun Warm Aw Furnaces and Air Conditioners, and Morrison Service Bodie 
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Here's a Big Profit-Moker for You 


ib 


ALUMINUM SLIDING PICTURE WINDOWS 


WITH OR WITHOUT FIN TRIM 


There’s a brisk demand everywhere for these modern windows. That’s because 
they permit builders to enclose large areas at minimum cost add charm to 


all types of homes. 


Picture window and flankers fabricated as one unit. Picture window can be glazed 
with single or double strength glass. Completely weatherstripped. Locking mech 
anism is entirely concealed. Self-lubricating sash sliding devices permit lifelong, 


smooth operation—even when sill is covered with dirt or sand. 


Cupples Sliding Picture Windows are available in eight standard sizes: overall 
widths, 7’-1%” and 9’-15%"; heights, 2’-114”, 2’-SI4", 3’-1I4", 3’-91I4”. 

Easy to sell and install...no service call-backs. Orders filled from our modern 
factory in minimum time. That means a small investment for you. Best of all, 
you make an excellent profit... please your customers 


Cupples also manufactures a complete line of single-hung, double-hung and case- 


slide aluminum windows. All are competitively priced 
Distributors wanted in a number of areas. Write now for details. 


Every Cupples Window Built by 
a Company in Service to 
Homemakers for More Than 100 Years. Uae 2° 


PRODUCTS CORPORATION 


2653 South Hanley Road * $1. Louis 17, Misseurl 
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Jou Sel More, SCH Faster... When Jou Feature 


CELOTEX 


/ as el 
CELOTEX INSULATING INTERIOR FINISHES 

Juild, insulate, decorat all at one time. Rich, in- 
teresting textures mart, exclusive colors, blends, 
and whites, Full range of sizes in Tile Board, Finish 
Plank, Building Board, Tile Board and Finish Plank 
have famous Celotex “E-Z" Joint for concealed sta- 
pling or nailing and quick, easy application, 


CELOTEX HARDBOARD 


Tough dense, grainle: moisture-resistant wood 
fibervoard, Rigid, strong, scuff-resistant, Types: Reg- 
ular, Panel Board, Tempered, Black Tempered, Tile 
(scored 4-inch squares), Leather-Grain, Perforated, 


Underlayment, Multi-Ply, Primed and Sidings. 


REG. U.S. PAT. OFF, 


A Complete Line under One Famous Name, 








You know the brand name Celotex and the fine building 
materials it stands for! And you know the demand for the 
Celotex kind of product quality among builders and the 
home buying-and-remodeling public! 

Independent surveys prove it... prove that dealers rec- 


ognize Celotex as one of the best-known names in building 


CELOTEX INSULATING SHEATHING 


Guaranteed for the Life of the Building! Made from tough, interlocking, long 
Louisiana cane fibers, protected against dry rot and termite attack by the exclu- 
sive Ferox® Process. Has approximately 30°, greater strength than ordinary 
sheathing with let-in bracing. Laminated for extra strength and rigidity. 
Double-waterproofed outside, by protective asphalt coating inside, by 
special processing of the fibers. Vapor permeability greatly exceeds minimum 
advocated by government agencies. Variety of types and sizes. 
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this Well-Knouwn Name in Building Materials... 


Building Products 


Nationally Advertised for Over 35 Years! 


materials. Consistent national advertising for over a third 
of a century has made it so. To get your share of these sales 
and profits, make it your regular practice to feature, dis- 
play, and promote the fast-selling genuine Celotex line! 
Make it known that you are the place to come to for the 


finest .. . Celotex Building Products! 


CELOTEX 


GYPSUM PRODUCTS 
CELOTEX ROCK WOOL PRODUCTS 
Celo-Rok Wall Boards for 


strong, low-cost walls, partitions, Celotexr Rock Wool Blankets, paper-encased, with 


and ceilings. Square or tapered Vapor - barrier face. Full-thiek, medium-thick in 2’, 
edges, Celo Rol Plasters A com 4,8 le ngth Utility blankets in 8 length only Re 
plete line of gypsum plasters of flective blankets in 2’ and 8 lengths, medium- and 
uniformly high quality. Celo- full-thick, Celotex Hand-Pouring Rock Wool pe 
Rok Anchor Lath, plain and per- 
forated. Celo-Rok 14” Weather- 
proof Sheathing, water-repellent 
nan-combustible gypsum core 


cially processed into pellets just right for easy pour 
ing direct from bag. In 26-lb. bag Celotex Loose 
Rock Wool for hand packing around pipes, ducts, etc 


CELOTEX 
ASPHALT ROOFING PRODUCTS 


A complete line of Thick Butt 
Hexagon, Square Butt, and Sta- 
Lock® Shingles for new con- 
struction and re-roofing. ‘Triple- 
Sealed” for longer life. Exclusive 
“Color Harmonized” blends of 
unequalled beauty. The Celotex 
line also includes smooth and 
mineral surfaced roll roofing in 
varying weights 


FOR COMPLETE INFORMATION, CONTACT YOUR CELOTEX WHOLESALE DISTRIBUTOR 


CELOTEX INSULATING SIDINGS 


Jeautify trengthen, insulate old homes and com- 


mercial building Mineral granule finish never 
need painting Variety of sizes and handsome colors 
if WOODGRAIN SHADOWLAP™, DEEPTONE SHADOWLAP, CELO 
BRIC LITE-LINE CELOSTONE Used more and more in 


REG. VU. S PAT. OFF, new-home construction, meeting requirements of 


BUILDING PRODUCTS FHA Uses of Material Bulletin No. 12 


THE CELOTEX CORPORATION, 120 SOUTH LASALLE STREET, CHICAGO 3, ILLINOIS 


Sale ome easier...when you feature genuine 
Sales come hen y ture genuine 
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INTERNATIONAL 


offers you 


all these 
Pickup Features 


INTERNATIONAL 
TRUCKS 


BIGGEST LOAD CAPACITY 

INTERNATIONAL pickup trucks have the largest standard 61/-foot 
body you can get, up to 11.3 cu. ft. more than other leading makes 
Widest bodies in their class by more than 6 inches. With these gen 
erous dimensions you haul bigger, wider, more profitable payloads 


TOUGHEST BODY 

Only INTERNATIONAL offers you a complete line of pickups with 
all-steel bodies, every one with a third hinge in the center of the 
tailgate. They are extra rigid and rugged, last longer — truly sand 
tight. Low loading height saves effort and time 


EASY DRIVING AND RIDING 

With steering linkage ahead of the front axle, you have easier, 
more positive control . . . a natural steering wheel position. This 
INTERNATIONAL design permits shackling at the rear of the front 
springs for a more comfortable ride and longer spring life. 


WIDEST CHOICE 

From the widest choice available, 12 different models, you can 
get the pickup that is best suited to your job for dependable, 
economical performance. You can also get all the equipment you 
need and want including automatic transmission, power steering 
and power brakes. 


FUNCTIONAL, LONG-LASTING CONSTRUCTION 

Roomy Comfo-Vision cab, chassis and every component are de- 
signed and made strictly for truck work. As a result, INTERNA- 
TIONAL ‘Trucks stay on your job longer, cost less to own. There’s 
more—see your INTERNATIONAL Dealer or Branch for complete 
facts and figures. 


INTERNATIONAL HARVESTER COMPANY + CHICAGO 


All-Truck Built to 


save you the BIG money! 


Motor Trucks * Crawler Tractors * Construction Equipment 


McCormick® Farm Equipment and Farmall® Tractors 
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Ked Teggs Merchandising Tips. 


‘This 


nationally known 
USS CYCLONE 


‘Red Tag” 


LABEL 


HARDWARE 
PRODUCTS 





is your greatest business-booster!”’ 


When you display Cyclone Red Tag 
Hardware identify 
them with the well-known Cyclone 
Red Tag Label—you'll find that your 
sales will take a big spurt. That’s be 
cause these products are recognized 


Products—and 


and accepted everywhere as the high 
est quality and most dependable line 
on the market. 


So, make sure that these products 
are given prominent space in your 
store. And make doubly sure that 
they are clearly marked with the 
sales-producing “Red Tag” label 


Meanwhile, check your stock of 


these hardware products. Don’t run 
the risk of losing a sale because you 
don’t have the items your customers 


want. (That means Cyclone Lawn 
Fence and Gates, Flower Bed Bor 
der and Trellis, Cyclone Insect Wire 
Screening—Galvanized, Bronze, and 
Aluminum Cyclone Hardware 
Cloth, Cyclone Catch-All Baskets, 
and Cyclone Flexible Steel Mats. ) 
If you don’t have all these items, 
contact your Cyclone jobber now! 


CYCLONE FENCE DEPT., AMERICAN STEEL @ WIRE DIVISION, UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS + SALES OFFICES COAST-TO-COAST » UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U wf FF: 77429 


BUILDING 


PRODUCTS MERCHANDISER 


PACIFIC COAST HEADQUARTERS—OAKLAND, CALIF 


|USS CYCLONE 
‘Red Jaq" 


Hardware Products 


FLEXIBLE STEEL MATS 


Clean Better-Last Longer 


STA. . 


Wiz4 Wa , 
" Wi MS, 


RE 


Circle No. 28 on Coupon, page 282. 



























Kasver to cut 


Mr. Raymond J. McGrath, owner of 
South Oak Park (Ill.) Hardware, test-cut 
four well-known brands of single-streneth 
window glass identified only as A, B, ¢ 

and D. He picked brand ‘‘¢ arte IG 

window gla every time. So did 28 out 
of 30 dealers who made the same ‘‘blind- 
fold”’ test. Mr. McGrath said: *‘The cutter 
runs free and easy and the glass breaks 


quicker and easier, without any chips’’. 


Fasver TO SELL 


This L°O’F label identifies quality glass 
where er itis seen People knou this label 

it is appearing 216 million times in 1956 
advertising alone! And every time it ap- 
pears it adds to the already strong prefer- 
ence for L°‘O'F glass. This preference 


means faster, easier sales for yous 


Frasier 
TO MERCHANDISE 








This 9” by 12” window glass counter card 





with easel back helps build your window 





glass profits through visual merchandising 






It’s a constant reminder to customers to 






stop and buy replacement glass. Orde 





WG-22 now from your Libbey’Owens 






Ford Distributor (listed under *‘Glass”’ in 





your phone book lor further informa- 





tion, write to Dept 6596, Libbey’Owens 





Ford Glass ¢ ompany, 608 Madison Ave- 









nue loledo 3. Ohio 
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WHY RIDGEBOARD !8 12” WIDE Ridgeboard j 
manufactured in three no-waste length With over 


THE ORIGINAL PLASTIC WALL PANEL 
three million board feet 
This con already installed in its first four year 
of iccessful selling, Ridgeboard 

+} 


each of which is 12 inches wide 
venient width is standard for easier handling 
and faster in talling Edge: are hiplap to far and away the leader 
give a continuou irface effect if desired new triated wall covering 
New appli i ay Deer 
ped so th 
5 ft. I 
Ridgeboard ; 


HIGH PROFITS... LOTS OF VOLUME 
Ridgeboard is the dealer's highest profit line STAYS UP ON THE WALL—PERMANENTLY 
$f. item. Volume is excellent, with each installa Ridgeboard is up to stay for life, when 
tion snowballing new sales into high gea in resi properly installed. Tot 
dential, commercial and institutional applications (some pact-prool will n rust, warp 
projects have run well over 50,000 square feet) 





rugged, ir 


cl 


material! 


OFFICES both new ! ) 
Ridgeboard bright. durab] moderr 
motel chool tore many othe! 











13 DECORATOR COLORS GO ALL WAY THROUGH — Desert To 
Teol Blue + Terra Cotta * Turquoise « Gray +« Chocalote + Flan ngo 
Black «+ White « Citron « Blue « Pink Lady * Light Green 











WRITE today for complete Ridgeboard information and samples. Don’t del lay—it's costly for youl 


Ridge Casticn Company 310 Clark Street, Elyria, Ohio 


Manufacturers of Plastic Wall Coverings Exclusively Ridgetile Ridgecraft Ridgewall Rideehooard Harmony-King-Tile 





OPERATION 


is rolling — 


Mr. Dealer: “Here’s your Black & Decker advertising 

support for Christmas... and a sure way to get more 

than your share of the profits.” 

Steve Allen selling for you on TONIGHT—NBC-TV, 

Nov. 23 thru Dec. 20 
LIFE two page spread and 
full page ad reaching 1 out 
of 5 of your customers at 
the right psychological 
moment for Christmas 
buying. 


READER'S DIGEST 


2 full pages read by the 
| est magazine audience 
in the world 


BETTER HOMES & 
GARDENS 3 big ads run 


ning before, during and 
after Christmas 


STORE DISPLAYS Big, colorful dis 


plays to flag your customers. Your 
wholesaler has all the details 


Look in the Yellow Pages under 
"Tools-Electric’ for Nearest Wholesaler 


Black 


Saw Attachment Orbital Sanding Attachment Saw Table 
$14.95 $16.95 $39.50 
U-3 %" Drill HJ No. 44 Sander MM U-10 Jig Saw 6'2" Heavy-Duty Saw 
$28.95 $52.50 $54.50 $64.50 
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SNOWBALL 


your way ! 


“And a big newspaper ad with your store name and 
location free.”’ This big, 1,000 line newspaper ad will run 
in over 100 cities on Dec. 11. Ask your wholesaler about 
getting in on the free dealer listing. 


a | Dave Garroway is 
For more family fon...aad more jobs waking up your sales on 


GIVE Blacks Decker TOOLS! | the TODAY SHOW 


é New BaD Dehuxe FIXKIT NBC-TV Nov 93 
sya" thru. Dec. 20. 


. 7 


Your customers are tailor-made! 
Impartial surveys prove... 


}, Over 50% of all power tools are bought by brand 
- ° ore . ° 

conscious women. They like the famous name of Black 
For the men who likes to build things & Decker. 


the. 
‘ai y J Over 1 million families will buy electric drills this 
. Christmas. 
59 & eu. 
6. = 





750,000 power saws will be bought this year 


4. Over 500,000 orbital sanders will be sold this fall. 


"id 4 


Operation Snowball is aimed directly at 2!; million hot, 
ready-to-buy power tool prospects. That’s one of every 16 
families in your own neighborhood! Ask your wholesaler about 
liberal dating plan and more details. THe Black & Decker 
Mrc. Co., Dept. H-309, Towson 4, Maryland 


, You have prospects for every 
C2 Black & Decker Tool in the line! 


PORTABLE ELECTRIC TOOLS 
Visit our Booths 97 and 112 at the National Hardware Show, The Coliseum, New York City Oct. 1 to 5 


| 
| 
| 


New Deluxe Fixkit! Con P 

tains '4” Drill, geared New Saw, Drill & Sand Kit! 
chuck, 7 drill bits, hori A Utility Drill, geared 
zontal stand, grinding chuck, saw attachment, 
wheel, polishing pad & , orbital sanding attach 
wax, buffing pad & com : mane, steel case, 2 proj 
pound, arbor, 3 sanding ect patterns for a 
discs, backing pad, steel | stool & fold-away wor 
case, Only $34.95 your shop Only $59.95, your 
customers save $4.00. customers save $12.25. 
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An 


entrance 
you'd he 
proud to 
make... 



































The graceful line of Long-Bell Doors opens wide a new world of volume sales for you. Long-Bell’s 
expert craftsmanship combined with the strength, beauty and warmth of Ponderosa Pine, provides 
both builders and remodelers their choice of design and size. The Quality of Long-Bell products since 
1875, has been geared to meet the demand for perfection...so that you can now proudly present 


your customers “Doors Designed to Last a Lifetime”... by Long-Bell! 


LUMBER COMPANY 


EASTERN DIVISION -KANSAS CITY, MO. WESTERN DIVISION - LONGVIEW, WASH. 


Circle No. 32 on Coupon, page 282. September 3, 1956, AMERICAN LUMBERMAN AND 





This Fact-Filled Book Shows 
You Step by Step How 

to Sell More of Everything 
in Your Store... 


@ Tested Ways to get more walk-in 
traffic, more trade. 


@10 Basic Reasons why Do-It- 
Yourself Flourishes. 


@10 Automatic Gains for the Re- 
tailer who follows this plan. 


@ How to Plan Store Layout to 
Meet Shopping Habits of Your 
Customers. 

@ To Sell it Display it: All About 
Displays 

@ Personality in Selling 

@ Direct Mail Rules 

@Promotion Kit, furnished by 
American, is illustrated and ex- 
plained for each type of store- 
promotion. 





New Book on Merchandising, Selling and 
Advertising tells you how...Written in Plain 
How-To Style by Experts! Send for it now! 


Kenneth Kramer, Managing Editor of BUSINESS WEEK, describes 
this new book as “. . . a kind of post-graduate course in selling, keyed 
to the times, for today’s modern merchant.”’ 


It shows and tells you how to use American rental sanders as a means of 
earning ONE THOUSAND EXTRA DOLLARS of net profit yearly 


to use store layout, window displays, store interiors, personal selling, 
direct mail, telephone directory, store magazines newspaper radio and 
TV advertising to sell more of everything in your store 


It’s something new and inspirational for every retailer and wholesaler 
a new insight on do-it-yourself and how to sell! Send for this down-to- 
earth practical book today! Available only from American! 


PROFIT PROVED 
DO-IT-YOURSELF RENTAL TOOLS 
WORLD-WIDE SALES AND SERVICE 


The American Floor § 
521 So. St. Clair St., Toledo J, OF 


! 
| 
| 
| 
| 
! 
| 
! 
| 
! 
| 
Also—in this unique 48-page sales promotion tool experts show you how 
| 
I 
| 
| 
| 
| 
| 
| 
! 
i 


Enclosed is 25c. Please send w 





. . All this and more, a 
quick easy guide to profit for 
the busy shirt-sleeve retailer! 





trated book entitled “A 
1,000 Extra Met Profit 


MERICAN 


oer SURFACING MACHINE CO 


TASOtlIisSwmect 903 





Toledo 3 
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from foundation to roof- 


Mi. he ~~ is your best source of supply for 


Pre-finished 
Assembled 
Matched-Grain 


OAK Cabinets 


Wide selection 

of styles, sizes 
and finishes — 
providing you 
with tailor-made 
installations to 
meet both your 
custom and com- 
petitive markets 


Harris AristOA Kraft cabinets 


include a wide range of units for kitchen, 


bath, utility room, and special installations. 
Also sink, vanity and lavatory cabinets, and 
units for built-in ovens, ranges and refrig- 
erators. Doors, sides, and fronts are two-ply 


i te ery 
; j ee te SK 








oak on solid hardwood core, with solid oak 
edges. All genuine oak-grain finishes, in 
choice of Silver Fox, Sea Mist, Flamingo 
Pink, Limed, or Natural color, protected with 
finest furniture lacquer. Write for full details 
and prices, 


HARRIS products are sold to retail dealers 
only. Write for complete catalog and prices. 


Dept. A3, 200 E. Long St 
Columbus 15, Ohio 


HARRIS, Inc. 
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For the sash you make or buy: 


use “PENNVERNON”’ 


not Just “window glass 





When you order vlass for the window sash you make The next time you bur i h ol vla hye ure to isk 


or buy sash with glass already installed, be sure to look for Pennvernon—and look tor the distinctive, eyve-catch 


tor the colorful Pennvernon label It 8 your assuralice ny Pe nnavernon labe | Its your ind your customer 


that you are getting “window glass at its best assurance that you are stocking the finest window gla 


Pennvernon has a brilliant, reflective surface with a available 


finish that’s so smooth and even it resists the accumula 
tion of dust and dirt, is easy to clean and resists scratch 


ing. Its color is constant; it doesn't fade or discolor 


CHNVEINON 
\p PAINTS 


PITTSBURGH 
CANADIAN 


GLASS CHEMICALS 


IN CANADA: 


BUILDING PropUCTS MERCHANDISER 


BRUSHES 


FLATS 


PITTSBURGH 


For more information on Pennvernon Window Gla 


write Pittsburgh Plate Gla Compan Koom 6276 


632 Fort Duquesne Blvd., Pittsburgh 22. Pa 


indow Class 


PLASTICS FIBER GLASS 


COMPANY 


LIMITED 


GLASS 


INDUSTRIES 
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Krom foundation to root— 


a RIS is your best source of supply for 


* ware 
f e i 


Pre-finished 
Assembled 
Matched -Grain 


OAK Cabinets 


Wide selection 
of styles, sizes 
and finishes — 
providing you 
with tailor-made 
installations to 
meet both your 
custom and com- 
petitive markets 








a ii ih q - 
: Ria | j 4; 
ey cE) | Wee 
Harris AristOA Kraft cabinets oak on solid hardwood core, with solid oak 
include a wide range of units for kitchen, edges. All genuine oak-grain finishes, in 
bath, utility room, and special installations. choice of Silver Fox, Sea Mist, Flamingo 
Also sink, vanity and lavatory cabinets, and Pink, Limed, or Natural color, protected with 
units for built-in ovens, ranges and refrig- finest furniture lacquer. Write for full details 


erators. Doors, sides, and fronts are two-ply and prices, 


HARRIS products are sold to retail dealers 
only. Write for complete catalog and prices. 


HARRIS, Inc. ~:22°::° 
| i @ = Columbus 15, Ohio 
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For the sash vou make or buy: 


use “‘PENNVERNON”’ 


not just “window glass~ 








When you order glass for the window sash you make The next time you bu ish or dla be sure to isk 

or buy sash with glass already installed, be sure to look for Pennvernon—and look for the distinctive, eye-catch 

for the colorful Pennvernon label. It's your assurance ing Pennvernon label. It's your ind your custome 

that you are getting “window glass at its best.” assurance that you are stocking the finest window g¢ 
Pennvernon has a brilliant, reflective surface with a available 

finish that’s so smooth and even it resists the accumula For more information on Pennvernon Window 

tion of dust and dirt, is easy to clean and resists scratch write Pittsburgh Plate Glass Compan 


ing. Its color is constant; it doesn't fade or discolor 632 Fort Duque ne Blvd... Pittsburgh 22 


-anvernon Window Glass 


ip PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS + FIBER GLASS 
G 


PITTSBURGH PLATE @G@taess ¢CGoawrrny 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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For year- round profu building... 


Il PAYS TO SELL ALL THREE 








Are you all set to meet the demand for the hottest item in wall covering? 

Your customers want the luxury look ... they want quality you can guar- 

STYRO N antee ... they want plastic wall tile made of Styron®! You'll boost profits 

the year around when you're ready with regular- and king-size squares and 

for the luxu ry look smart, modern brick shapes... easily cleaned . .. and in colors to complement 
‘ . the newest decorating schemes. Now is the time to become a certified dealer 
. ’ and write the guarantee that tile, mastic and installation meet quality 
( » ye) al ° « ‘ 

im Guarantee d standards established with the U.S. Department of Commerce Bureau of 
Standards (CS-168-50). Make the powerful Dow national advertising 


Plastic W all lile campaign pay off for you, Get full details from your supplier today. 





oe a Profits are going to the certified dealers who promote the 
reeset , luxury look... display the emblem . . . offer the guaran- 
tee... back it up with the famous Styron label as further 


y-aptind ep. ge |= Assurance that you sell the finest in plastic wall tile. See 


your tile supplier now for a head start to higher profits! 
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STYROFOAM 


a lifetime insulation 


with an unmatched 


combination of properties 


Styrofoam ™ sells faster because it has every- 
thing architects, builders and contractors 
want! This Dow plastic foam is permanent, 
It resists rot, mold and = deterioration. 
Vermin won't bother it. Its low “k” factor 
0.25) stays low because it will not absorb 
water. Styrofoam cuts installation costs, too, 
Light, clean and easy to handle, it comes in 
convenient 3, 8 and 9 foot lengths and 10, 12 
and 16 inch widths that can be cut to desired 
sizes with ordinary tools. And it’s easily 
bonded to itself or other materials. Sound 
like a profit-emaker? It is! Your nearest 


distributor is waiting to talk to you, 


LATEX PAINTS 
for the advantages 
that make them record- 
breaking best sellers 


You can’t afford not to handle these paints 
Since their introduction 8 years ago they've 
increased in sales 500 times... a phenomenal 
sules growth. They dry quickly .. . have no 
“painty” odor... equipment can be cleaned 
with water... dry to a scrubbable, durable film 

. come in a wide color range. “Do it your 
selfers’” love them. Painting contractors and 
architects have discovered their cost-cutting, 
time-saving characteristics. Ask any leading 
paint manufacturer about them, THE DoW 
CHEMICAL COMPANY, Midland, Michigan, Plastics 
Sales Dept. PL 408AA, 


you can depend on 


DOW PLASTICS 
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5200 Series (integral Fin Trim) 





























TRAVERSE 


Horizontal Sliding 


with Integral Fin Trim 





























...a beautiful, extra-low-cost addition to 


REYNOLDS ALUMINUM WINDOWS 


Ease of installing this window makes it attractive to both home handymen and 

professional builders. The integral fin trim is the secret—siding materials simply 

butted against it. (Wood buck also available.) Precision engineered! Corners are 

dressed welded, smooth and strong. Louvered weep holes assure complete drain- 4 

age. Completely weatherstripped. Easy-sliding vents lift out for cleaning...lock 

tight. Besides single-sliding-vent type shown, strip type is also available...slid- ee | aie 
ing vents flanking a fixed center light. Order now. Reynolds Metals Company, 5100 Series (Wood Buck) 


Window Division, 2002 South Ninth Street, Louisville 1, Kentucky 
New puilder’s TYP 
Peesechaeeateeeneee 


REYNOLDS A 
REYNOLDS Lifetime ALUMINUM | REYNOLDS Lifetime ALUMINUM stato ee ran 


REFLECTIVE INSULATION 
GUTTERS AND DOWNSPOUTS FLASHING and Vapor Barrier 


4 


Rustproof perma- Rustproof and non- 
nence and hand- staining, this flash- ai 
some design in rain- ing looks better and 


a aye costs less, 14”, 20” Developed especially 

al tow cos ee “ t " 

onteinal * a5". ond 26 es , for professional use... foil bonded to 
Oh aes: Miiheeedl 019” thickness. 1 40 Ib. kraft paper. Foil on one side and 
in BY ead 6) chee two sides, in rolls of 250 and 500 sq. ft., 
25” and 36” widths. 


REYNOLDS 28 ALUMINUM 


BUILDING PRODUCTS 


See ‘FRONTIER’, Sundays, NBC-TV Network. Starting Sunday, Sept. 23, see Reynolds great new series * 


3 

















CIRCUS BOY’’—same time and station 
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Georgia- 
Pacific’s new 
plastic-surfaced * 
plywood 
: Siding . 


STORE INTERIORS 

Counters, fixtures, and store 
displays can be built more 
profitably with GPX YEL- 
LOw. 








EXTERIOR SIDING 

Panel or lapped gable ends, 
blinds, shutters and soffits 
all help you earn a better 
profit when you use GPX 
YELLOW 





DISPLAY ROOMS 

Home shows, convention 
booths and structures requir- 
ing handsome appearance in 
minimum construction time 
can use GPX YELLOW to 
extreme advantage 











INTERIOR WALL PANELING 
Compartmented walls, par- 
titions, paneling and sliding 
doors can be constructed for 
long service at little cost 
with GPX YELLOW 


BUILDING PRODUCTS 





MERCHANDISER 


Georgia-Pacific Corporation's constant search for new, better solutions to 
builders’ problems now brings you GPX YELLOW! 

This answers your demand for a quality siding that can be installed 
PROFITABLY, because with its durability and specially engineered paint sur 
face GPX YELLOW averages about 15% less in cost than most other plastic 
coated plywoods 

Paints adhere permanently without sanding or sealing — a primer and one 
coat give a lasting, beautiful finish, GPX YELLOW is manufactured in 
standard 4’x8' panels in 5/16" to 14%" thicknesses by G-P’s time-tested, one 
step, hot press method using ‘“B" veneers under plastic overlay, Other veneers 
are “C” grade. With minor edge filling, GPX YELLOW exceeds all require 
ments for a good utility grade interior or exterior plastic-surfaced siding 


6 advantages offered by GPX YELLOW at less cost than most 
comparable building material. 


WEATHERPROOFED, WHEN PAINTED. GPX Yel 
low is manufactured by a process in which cel 
lulose fibers and phenolic formaldehyde resin 
are combined before the overlay is formed, re 
sulting in an intermolecular bond which will not 
check or crac 

STRONG. GPX Yellow has the strength of ply 
wood plus the additional toughness of a plastic 
overlay. The combination is stronger than ply 
wood and has the smoothness and paintability 
of plastic 


WORKABLE. GPX Yellow may be sawed, ma 
chined, drilled, patched, nailed, riveted, glued 
or edge-sanded with ease 


SMOOTHER. GPX Yellow is so smooth that 
sanding is never necessary before painting and 
its hard plastic surface requires lees paint 


FLEXIBLE. GPX Yellow bends to the same short 
radius as regular plywood 


REDUCES GRAIN RAISE—-NO CHECKING—NO 


CRACKING. Hard surface reduces grain raise 
under all but the most extreme conditions 


GEORGIA — PACIFIC 
CORPORATION 

270 Park Avenue, New York 17, N. Y. * 

Gentlemen: Please send me a sample of your new GPX YELLOW 


Box AL956 


Name 
Address 
City 


Send for FREE sample 
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ALABAMA 

Alabome Gioss Co 
Birmingham 

Moore-Hadley Hordware Co., Inc, 
Birmingham 

Riley Stuart Co 
Mobile 

Southern States iron Roofing Co 
Birmingham 


ARIZONA 

Builders Supply & Lumber Co 
Tucson 

Momsen Ounnegan Ryan Ce 
Phoenix 

W.?. Fuller & Co 
Phoenis« 
Tucson 


ARMANSAS 
Fischer Lime & Cement Co. 
North Little Rock 


CALIFORNIA 


Borchers Bros 
Sen Jose 
Compton Harmen 
Long Beach 
Fibergias Enginering & Supply Div 
Owerns-Corning Fibergios Corp 
Los Angeles 
W. P. Fuller & Co 
Alhambra 
Bokersfield 
Chico 
Eureka 
Fresno 
Glendale 
Hayward 
Hollywood 
Huntington Park 
La Jolla 
Los Angeles 
Modesto 
Oakland 
Pasadena 
Pomona 
Riverside 
Sacramento 
Salinas 
Son Bernardino 
San Diego 
San Francisco 
Son Jose 
San Luis Obispo 
San Mateo 
Santa Ana 
Sonta Barbora 
Senta Monica 
Santo Rosa 
Stockton 


Walnut Creek 
Whittier 

General Synthetics Corp 
Oakland 

Peoples Lumber Co 
Ventura 

Triangle Stee! & Supply Co 
Vernon 


COLORADO 

Denver Stee! Products 
Derby 
Greeley 

Hallack & Howord 
Denver 

Pittsburgh Pate Gloss Co. 
Colorado Springs 
Denver 


CONNECTICUT 
Herrick Compony 
Hartford 


Igoe Bros., Inc 
Plainville 
Stamford 


FLORIDA 

Dixie Plywood Co. of Tampa, inc 
Tampa 

Owsley Lumber Co 
Pensacola 

Pittsburgh Plate Gloss Co 
Jacksonville 
Miami 

G. C. Wholesale, Inc 
Fort Lauderdale 


GEORGIA 

Consolidated Erection & Roofing Co 
Savennah 

Jordan Supply Co 
Columbus 


Ray-O-Lite Southeast, Inc 
Atlanta 

Southern States iron Roofing Co. 
Atlanta 


IDAHO 
W. P. Fuller & Co. 


se 
idaho Falls 
Nompo 
Pocatello 


ILLINOIS 

Cadillac Glass Co, 
Chicago 

Capitol Glass Co 
tovingtield 

Pittsburgh Plate Glass Co, 
Galesburg 


INDIANA 

Capitol Gioss Co 
Indianapolis 

Central Gloss Co 
Evansville 

Old Fort Supply Co 
Fort Wayne 

Pittsburgh Plate Glass Co. 
Fort Wayne 
Indianapolis 
Muncie 

The Tiffin Art Metal Co 
South Bend 


IOWA 

Carr Glass & Paint Co 
Des Moines 

Pittsburgh Plate Glass Co 
Cedar Rapids 
Davenport 
Dubuque 
lowa City 
Ottumwa 
Waterloo 


KANSAS 

Chester L Anderson Co. 
Wichita 

Pittsburgh Plate Glass ‘Co, 
Salina 
Topeka 

KENTUCKY 


Fiberglas Contracting & Supply Co. 
Louisville 


Southern States Iron Roofing Co. 
Lovisville 


LOUISIANA 


Pittsburgh Plate Glass Co. 
jew Orleans 


MAINE 

Herrick Company 
Auburn 

MARYLAND 

Art Plate Glass & Mirror Corp. 
Baltimore 

Gilbert Textile Co 
Baltimore 

Reinforced Plastics, inc 
Kensington 


MASSACHUSETTS 


Herrick Company 
So. Boston 


MICHIGAN 


Cadillac Glass Co, 
Detroit 


MINNESOTA 

St. Germain Bros., Inc. 
Duluth 

Stee! Structures, Inc 
Minneapolis 


MISSISSIPPI 


Standard Millwork & Supply Co 
Jackson 


MISSOURI 

Kelley Asbestos Products Co. 
Kansos City 

Ladue Supply, inc 
Clayton 

Pittsburgh Plate Glass Co. 
Joplin 
Kansas City 
North Kansas City 
St. Joseph 
St. Lovis 
Springfield 


MONTANA 

Boorman Lumber & Supply, Inc. 
Billings 

W. P. Fuller & Co 


Missoula 


NEBRASKA 

Kelley Asbestos Products Co. 
Omaha 

NEVADA 

Home Lumber & Supply Co. 
Reno 

NEW JERSEY 

igoe Bros., Inc 
Howthorne 
Neptune 
Newark 
Washington 

Paterson Glass Co 
Paterson 

NEW MEXICO 

Momsen Dunnegan Ryan Co. 
Albuquerque 

National Sales, Inc 
Albuquerque 

Pittsburgh Plate Glass Co 
Albuquerque 

NEW YORK 

Buffalo Fiberglas Corp 
Tonawanda 

Case Wholesale Supply Corp 
Batavia 

Eastern Metals Warehouse, Inc 
Albany 

Goldberg Bidg. Material Corp 
Troy 

Igoe Bros., Inc 
Woodside 

Praicoa 
New York 

L. Treman Co 
Rochester 

NORTH CAROLINA 

H & 5 Lumber Company 
Charlotte 

Southern States Iron Roofing Co 
Raleigh 


Si 
DISTRIBUTORS 


NORTH DAKOTA 
Vantine Paint & Glass Co. 
Bismarck 


OHIO 

Cadillac Glass Co 
Cleveland 

Davids Reliable Giass, Inc. 
Dayton 

Holly Reserve Supply, inc 
Toledo 

H. Never Glass Company 
Cincinnati 

Ohio-Michigan Distributing Co 
Toledo 

Ohio Valley Supply Co 
Cincinnati 

Palmer Donavin Mfg. Co 
Columbus 

Pittsburgh Plate Glass Co 
Toledo 

The Tiffin Art Metal Co 
Toledo 

Wright Sales Co 
Chesapeake 


OKLAHOMA 
Flint Stee! Corp 
ulsa 

Modern Steel Buildings, Inc 
Oklahoma City 

Pittsburgh Plate Glass Co 
Oklahoma City 

Plastic Engineering Co. of Tulsa 
Tulsa 


OREGON 

W. P. Fuller & Co. 
Eugene 
Portland 

Timberib Distributing Co., Inc 
Ontario 


PENNSYLVANIA 

Thos. 8. Davis Company 
West Pittston 

M. Krakovitz & Sons Co 
Philadelphia 

Levco Corp 
Pittsburgh 

Luria Stee! Supply Corp. 
Bethlehem 

Potts-Farrington Co 
Philadelphia 

Service Supply Company 
York 


SOUTH CAROLINA 
Columbia Lumber & Mfg. Co 
Columbia 


SOUTH DAKOTA 
Black Hills Glass & Mirror Co. 
Rapid City 


TENNESSEE 

The Conner Company, Inc 
Knoxville 

Fischer Lime & Cement Co 
Memphis 

Sewanee Cool & Supply Co 
Chattanooga 

Southern States Iron Roofing Co 
Memphis 
Nashville 

Springfield Lumber Company 
Springfield 


TEXAS 
Momsen Dunnegan Ryan Co 
E| Paso 
Moncrief-Lenoir Manufacturing Co. 
Dallas 
Harlingen 
Houston 
Lubbock 
San Antonio 
Temple 


UTAH 

W. P. Fuller & Co. 
Ogden 
Salt Lake City 

VERMONT 

Herrick Company 
Burlington 

VIRGINIA 

Central Glass of Va., Inc. 
Bristol 

Dealer Service, Inc 
Lee Holl 

Seaboard Paint & Supply Co., Inc 
Norfolk 

Southern States Iron Roofing Co 
Richmond 

WASHINGTON 

W.P. Fuller & Co, 
Bremerton 
Seattle 
Spokone 
Tacoma 
Walla Walla 
Wenatchee 
Yokima 

WEST VIRGINIA 

Central Glass Co. of W. Va. 
Huntington 

WYOMING 

Pittsburgh Plate Glass Co 
Cheyenne 

DISTRICT OF COLUMBIA 


Miles Glass Co 
Washington, 0. C, 


... or look in the Yellow Pages under “Building Materials” or “Plastic Materials.” 
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CUSTOMERS WILL COME flocking to see and buy the excit 
ing new Kool-E-Kit...the unique prefab patio kit designed 
for a mass market. Thousands of homeowners want an Alsynite 
patio but they're afraid they can’t swing it. Some may feel 
it's too expensive; others think it takes too much time and 
skill. Now you can make these sales by offering them a lo 

cost patio they can install in less than half a day without any 


pec ial skills. Of course it’s made with genuine Alsynite fiber 


glas panels featuring Filtron 25, magic heat blocking ingre 


dient, and Chemiglaze surface for lasting beauty. There 
full range of effective sales and merchandising tools ready 
for you right now folder detail sheets, ad mats. Put the 


Kool i Kit to work for you today 


BUILDING Propucts MERCHANDISE! Circle 


Copr. 1956 Alsynite Company of Ameri 








ALSYNITE COMPANY OF AMERICA 
Dept. J-11, San Diego 9%, Calif 


I want more information about the big | 


the new Kool-E-Kit 
NAME 


COMPANY 
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"keds 


BRUSHES « ROLLERS 





DE LUXE ISLAND 
SPACE-MAKER 


Newest idea 
in ""Do-It-Yourself”’ 


merchandising 


WOOSTER 
SPACE-MAKER 
DISPLAYS 


excLusiVE 


"txploded-Tip 
; Brushes 
a. Woosrer 


Now you can get more dollars per square foot from paint 
sundries— with Wooster’s Island Space-Maker displays. 

Here, in just two square feet of floor space, is a self- 
contained paint sundry selling center styled in attrac- 
tive modern tones of turquoise and ivory yellow. It 
comes to you complete with a choice selection of fast- 
moving “Exploded-Tip’’ brushes and Wooster roller 
painting kits—plus—special shelves for brush, roller 
and other “Do-It-Yourself’”” merchandise display, and 
plenty of space for storing back-up stock. It assembles 
quickly, requiring no special tools, and can be moved 
easily. 

You profit two ways 
on the Wooster brushes and rollers, plus profit on other 
paint sundry items that you feature; second, you own a 


first, you make your full profit 


valuable permanent display, at no additional cost to you! 

Your Wooster distributor salesman will call on you 
soon to demonstrate how Island Space-Makers can help 
you take more profit from paint sundries. He’ll give you 
details about the Counter Space-Maker, too 
kit that permits quick con- 


a per 
manent counter display 
struction of any number of 3-dimensional displays. 


| WoostTER 


BRUSH CO WOOSTER, OHIO 


Oe. 


IDEAL FOR 
EVERY DISPLAY 
SITUATION... 


on the counter 


i 


Ht 
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“| have a Big Demand 
for Orangeburg!’’ 


“Giving customers what they want 
is my bread and butter. They ask 
for Orangeburg Pipe and I make 
sure they gef it. Orangeburg meets 
modern building standards which 
call for speed, quality and low cost. 
Home owners and builders know 
this. They've seen Orangeburg ad- 
vertised nationally and they're con- 
vinced it lives up to its reputation in 
actual use.” 


Orangeburg Root-Proof Pipe 
comes in long, 8-foot lengths that 
install fast and cut costs. Its famous 
Taperweld Joints seal root-proof 
with a few hammer taps without ce- 
ment or compounds. The material is 
so tough and resilient it lasts for 
years. Over 200,000,000 feet of 
Orangeburg Pipe are in service from 
Maine to California, some for 50 
years and still operating like new. 


BUILDING PRODUCTS 


MERCHANDISES 
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ORANGEBURG 


ORANGEBURG] 


_ Root Foot PAPE 


fey SAVES YOU MONEY 
ome 





EXCLUSIVE 
ORANGEBURG FITTINGS 


Orangeburg Root-Proof Pipe is 
made in 2”, 4”, 4”, 5” and 6” sizes 
for sewer lines from house to street 
main or septic tank, downspout run- 
offs, storm drains and other outside 
non-pressure underground lines. 


V4 BEND 


Orangeburg Perforated Pipe, in 
4” size, is ideal for septic tank dis 
posal fields, foundation drains and 
for draining wet spots everywhere Exclusive 


the famous 


AL-96 for more fac which simplifies 


Orangeburg Fittings featuring 
Orangeburg Taperweld Joint 


tallatior 


Write Dept 











ORANGEBURG MANUFACTURING CO., INC. 
NEWARK, CALIFORNIA 


West Coast Plant 


ORANGEBURG, NEW YORK 


ORANGEBURG 


ROOT-PROOF PIPE AND FITTINGS 
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Millions of (POST readers will see this ad 
and Curtis helps you get the orders! 


More than 20,000,000 readers of The Saturday Evening Post will be 


reached by this Curtis ad in the September 29 issue—a special OHI 
To help Curtis dealers cash in on this big sales 


remodeling issue! 
everything 


opportunity, we offer a complete promotional “package”’ 
needed to tie in locally with this Post promotion for increased dealer 


orders and profits now and in the months ahead. 


CURTIS 
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Here's the tie-in promotional package 
that wraps up sales for Curtis dealers! 


every one designed to channel the results of the 


As always, Curtis is on the alert to help its dealers 
Post OHI promotion right to the dealer's door! Here 


get the most out of national promotions. So here's 


a complete package of on-the-spot sales helps— are some of its features: 


1. A big Saturday Evening Post sales kit mailed directly to dealers 
full of powerful display and local advertising materials to get your 
customers sold on home improvement —now! 


. A big colorful window poster—featuring a blowup of the Curtis 
Saturday Evening Post advertisement shown on the opposite page 
—a sales-making feature for your window or store. 


. Newspaper ad mats—featuring the Curtis products shown in the 
Post ad and directing local prospects to YOU. 


. Direct mail folder—in convenient, envelope-size for mailing to your 
customer lists, enclosing with your invoices or statements—or as 
pickup pieces on your counter. 


5. Radio spot announcements—professionally prepared for use on 
your local station—effective ‘“‘urgers’’ for your prospects 


6. Publicity stories—for use in your local newspaper, featuring the 
Curtis dealer as a source for quality building materials 


. PLUS widespread advertising to builders in the publications they 
read...special help from state and regiona! lumber dealer associa- 
tion secretaries...and on-the-ground help from Curtis salesmen 





If you are not now handling Curtis woodwork, it will pay you 
to investigate the big profit potential in the Curtis Silentite 
window and woodwork line. Complete information is yours on 
request —no obligation, of course. Just mail us a postcard 











CurtiS 
wooowor« Curtis Companies Incorporated 
Clinton, lowa 


SILENTIT 
WOODWORK ete Clinton, lowa © Weuseu, Wis. © Chicago, lll. © Sioux City, lewe «© Lincoln, Nobe, 
heart of the home Topeka, Kans. © Minneapolis, Minn, © New Londen, Wis. © Scranton, Pa. © Oconto, Wis, 
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ADVERTISED IN 


LIFE 


TOTAL READERSHIP 76,450,000 


see our advertising in 


Better Homes 


and Gardens 


TOTAL READERSHIP 15,500,000 
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e Now FRY becomes the 
BIG BRAND NAME in home roofing 
beginning this month with the 
most aggressive, best rounded roofing 
advertising campaign you've 
ever seen. A revolutionary 
new sales-theme ... BONDED 
20 YEARS dramatically 
advertised in mass circulation magazines 
a wealth of spectacular tie-in materials, FREE to FRY 
“bonded” dealers all the ingredients for the most sensational sales success ever 
known in the roofing trade! Get on the bandwagon—get YOUR supply of colorful, 
giant-size reproductions of the LIFE ad for your windows; beautiful miniatures for envelope stuffers; 


ad mats, etc.—and, above all don’t be ‘caught with your Fry Roofing stocks down”! 





Phone, wire or write your distributor—or contact Fry direct—TODAY! 


LLOYD A. FRY ROOFING COMPANY 


World’s largest manufacturer of asphalt roofing and allied products 
5818 ARCHER ROAD - SUMMIT, ILLINOIS (P.0. Argo, Illinois) 
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The Prefinished Surfacing Material 
With Beauty and Durability Built In 


[ CONTRACTOR / 


creates endless selling opportunities because it builds in colorful, 


HEN you add NEVAMAR to your lines, you capture three markets 
with a single product. For builders and contractors, NEVAMAR 


carefree surfaces of matchless beauty 

NEVAMAR is a boon to do-it-yourselfers because it enables them to 
build tables, desks, bars and counters with a distinctive professional 
look. NEVAMAR is a prefinished high-pressure laminate that's made 
in a wide range of colors and patterns, including rich wood grains 
It's a surface that keeps its beauty always... never needs refinishing! 
Add NEVAMAR to the top lines of products you can sell with confidence 


and watch it pull new business your way. 


WRITE FOR his is 


NEVAMAR NEVAMAR’ 


FACTS TODAY © & hegh pressure lammate surface 
» designed tor long lite 
and lasting beauty 
Learn how easily—and quickly— » will not craze, crack or peel 
© withstands boring water 


/ > rewstant to cogaretie burns 
authorized NEVAMAR dealer and > nol allected by grease 


cash in on this proven 3-way La Har alcohol, trait acids 
Q\ ammonia, dieach, int 

7 c A od b 
market. Write today for all the facts eas: 1 similar substances 


» Lasy to clean! 


you can set yourself up as an 


ce 


NEVAMAR contorms NEMA : 
to NEMA specifications ment" 


NEVAMAR DIVISION: 


© 7% NATIONAL Zee Raat Corcng 


ODENTON, MARYLAND 
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---mechanizes your bulk handling for less per day 


than the cost of a laborer with a hand shovel 


Baker Shoveloader costs around $400 less than 
comparable machines—enables you to mechanize 
bulk material handling for about $10 per day— 
less than the pay of a laborer with a hand shovel. 


Designed for continuous heavy work, 
Shoveloader takes a 12 cubic foot bite weighing 
up to 1500 pounds. Four forward speeds with 
top speed of 14 mph make this a fast machine 
and insure better operation on ramps and 
rough ground. 

And don’t forget safety when you compare. The 
operator is behind the lift arms and has a full 


360° view at all times. He can see both bottom 
and end plates of the bucket when loading. 
Other exclusive features include “all-in-one” 
power train (engine, transmission, drive axle, 
wheels), longest forward reach, and the famous 
Baker hydraulic pump and cylinders for long- 
life dependability. 

Shoveloader is versatile, too. Use it for other 
plant operations with any of the following acces- 
sories available at low extra cost: lift-forks, solid 
tires, narrow bucket, crane hook, and catalytic 
muffler. Write us or telephone your Baker 
representative for complete information. 


THE BAKER-RAULANG COMPANY 


1200 WEST 80th STREET @ 


CLEVELAND 2, OHIO 


_ Baker _ 


handling equipment 





A subsidiary of Otis Elevator Company 
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CF STEEL PRODUCTS 


CFal FIELD FENCE 


Fully meets customer re- 
quirements because itcomes 
in many different types, 
heights and weights. Flex- 
ible hinge joints, properly- 
formed tension curves and 
heavily-galvanized coat- 
ing assure long fence life 
and low yearly mainte- 
nance costs. 


CFal V-MESH FENCE 


A continuous one-piece 
fabric that's free from 
cut wire ends and knots, 
CFal V-Mesh Fence is 
ideal as a protective or 
ornamental fence. 











CFal LOK-TWIST NETTINGS 


Twotypes—poultry and 
stucco—which feature 
the Lok-Twist construc- 
tion. This assures a net- 
ting which will vunroll 
flat and stay flat. Man- 
ufactured in a variety 
of widths and meshes 






















CFal 
ORNAMENTAL FENCE 


























Affording excellent pro- 
tection while emphasizing 
beauty, CFal Ornamental 
Fence is heavily galvanized 
to keep its "new" look for 
years. The double-loop 
style has closely-spaced 
bottom wires for greater 
protection; the single-loop 
style presents a very sim- 
ple, attractive pattern. 








CFal BARBED WIRE 


Made by the West's oldest 
steel producer, CFal 
Barbed Wire—unlike im- 
ported Barbed Wire—is 
backed by a recognized 
American producer. |Itcomes 
in five different styles and 
features large, easy-to- 
see barbs. 





CFal CINCH FENCE STAYS, SILVER TIP POSTS 





CFal Cinch Fence Stays give a 

fence extra rigidity and f 
strength... permit the wider ; 
spacing of posts... and are 
often used to ground fences 
against lightning. Silver Tip 

Tee, Angle End and Corner - 
Posts give long life and ex- 
cellent service. Made from new 
billet open hearth steel, they 

are protected with a heavy 
coating of baked-on asphalt- 
base enamel, 
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GOLD STRAND 
INSECT WIRE SCREENING 


America’s largest selling insect wire 
screening, Gold Strand is made in 
Galvanoid, Bronze (both bright and 
antique finishes) and Aluminum. The 
selvages provide a good body for 
tacking and won't pull out of the 
molding. Available in all popular 
widths. 





CFzi-CALWICO 
HARDWARE CLOTH 





The wire cloth with 1001 
uses. Carefully gal- 
vanized after weaving 
for extra rigidity and 
improved resistance to 
weathering. Can be 
formed or bent 














CLINTON 
GENERAL PURPOSE 
WELDED WIRE FABRIC 





Joints are electrically 
welded. The fabric is free 
from sharp edges and is 
easy to form. Uses include 
fencing, corn cribs, window 
guards, vegetable bins and 
flooring for cages and 
poultry houses. 











CFal 

GENERAL PURPOSE 
STRAND AND CFal- 
WISSCO CLOTHES LINE 


Ideally suited for guying posts, TV 
antennas, etc., CFal General Purpose 
Strand fills many important needs 
cround farm and home. Its companion 
product, CFal-Wissco Clothes Line, 
has been a favorite with Western 
housewives for many years. 


CF 
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Available for all standard makes 
and models of automatic baling 
machines, CFal Baling Wire is care- 
fully made to assure trouble-free 
operation of balers. It is widely used 
becouse of its excellent quality and 
fully meets the specifications of the 
American Society of Agricultural En- 
gineers. Bale Ties, packed in bundles, 
ore also available, 


CFal BALING WIRE 


THE COLORADO FUEL AND IRON CORPORATION 
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CFai NAILS 
AND STAPLES 


One of the nation's most 
versatile producers of 
nails, brads and staples, 
CFal can supply all 
usual types of these 
items as well as those with special fea- 
tures including ring and screw shanks 
and a wide variety of finishes. All 
CFal Nails and Brads have strong, well- 
formed centered heads and points. 





3660-A 


























these 


KEYSTONE 


tension screen features 








Hardware is neat, small 


can increase siienedecew'| shou rem desi side 


Only 6 screws for the entire screer 


your sales and profits 


Keystone Aluminum Insect Wire 
Screening, finished with selvage of 5 flat wires 
Strong, rigid, tightly woven—never needs 
painting, can't rust or stain 


Exclusive Patented Keystone Tension 
Catch actually dials correct, sag-free tension 
TM ee Exclusive full-floating sill bar 
adjusts to any sill slant for perfect seal, 


snug fit 


L Se pitat ot 
Sill fasteners for solid, permanent cima 


anchorage. Installation is simple, quick, easy 








the modern, economical window screens with the features you can see... and sell! 


Take advantage of the powerful sales pull of Keystone Extra Convenience... screens pul up and taken down 
rensions window screens designed for modern win- from inside the house — small space storage assured 


dow construction Quickly unlateh for window or sill cleaning 


Economical cost less than old fashioned, heavy If it’s sales you're after, it’s Keystone you want! See 
window screens, Need no maintenance your wholesaler or write today for interesting data on 


Efficient Design tension is vertically applied where Keystone Aluminum Frameless Tensions. Write to 
window frames are heaviest and strongest Keystone Wire Cloth Company, Hanover, Pa. 


KEYSTONE 


WIRE CLOTH COMPANY +- HANOVER, PA. 


Warehouses: Fostoria, Ohio - Brookhaven, Miss. 
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Hell heip you... 


... tie in with architects and builders 


.- profit from industrial 


construction programs 


. sell to the home remodeling market 





meet the growing ‘do-it-yourself’ demands 
cash in on new housing opportunities 


supply the profitable boat-building field 





Your independent plywood jobber can help you 
with all this and more. He’s equipped with a wealth 
EVANS PRODUCTS COMPANY ean mph ' 
Dept. S-9, PLYMOUTH, MICHIGAN 
PLANTS AT: Coos Bay, Gold Beach and Roseburg, Ore.; 


Vancouver, B.C. EVANS SALES OFFICES: Ply:nouth, Mich.; 
New York, N.Y.; Chicago, lil.; Tampa, Fia.; Coos Bay, Ore. 


of sales aids, plans, ideas, and exnerience. Deal with 
him today. Let him help you boost your sales! 


EVANS PRODUCTS COMPANY also pro- DFPA grade-marked 
duces: Evanite hardboard; Evanite battery for uniform quality 


separators; railroad loading equipment; 
fvons is on associate member af the National Plyweed Distribvters Association 


truck and bus heaters and ventilatin rs ‘ , 
systems; bicycles and velocipedes. , EVANEER FIR PLYWOOD EVANEER I$ A TRADEMARK OF THE EVANS PRODUCTS COMPANY 
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were always ready 
with a good supply 
of Trinity White 


The use of Trinity White Cement is a constantly 

expanding source of sales for material dealers. 

It is the whitest white cement... whitest in the 

bag . . . whitest in the mix . . . whitest in the 

completed job. Sell Trinity White for architec- 

THE WHITEST tural concrete units; stucco; terrazzo; cement 
WHITE CEMENT paints; and to homeowners for white concrete 
around the home. For information write Trinity 


White Cement, 111 W. Monroe St., Chicago. 


# 
ty 
£ 
DEALERS! a 


I 
@ product of GENERAL PORTLAND CEMENT CO. i 
| Send for your copy of this new 


CHICAGO + DALLAS + CHATTANOOGA + TAMPA «+ LOS ANGELES populer booklet for consumers. 
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HERE’S WHY— Wholesalers like them 


BIG DEALER 
DEMAND 


QUICK 
els. biialer Wile), | 


EASY STACKING 
& SHIPPING 


TOUGH DURABLE 
PACKAGES 


FAST TO 
INVENTORY 


HERE'S WHY—- 
SELF-SERVICE 


ATTRACTIVE 
DISPLAY 


IGHING & 
WRAPPING 
ELIMINATED 


PACKAGED TO 
CUSTOMER NEEDS 


Dealers like them NO, Ons Of, 





NEW J&L NAIL PACKAGES 


BUILD FAST TURNOVER 


To meet the growing demand for nails in in an 8x 8x 24-inch shipping carton that holds 
small packages, J&L has developed a new line 50 Ibs. of nails 
of attractive | lb., 5 lb., 10 Ib., and 25 Ib. boxes You can order the new J&L shipping carton 
that build turnover and reduce handling and with either of the four following assortments 


inventory costs. Developed in accordance with 50-1 Ib. boxes; 10-5 Ib. boxes; 5—10 Ib 
the recommendations of the packaging com boxes or 2—25 Ib. boxes 

mittees of the Wholesale Hardware Associations, Remember—J&L Nails are packed for your 
all J&L small boxes are designed to be packed convenience. Fill your requirements now! 


Jones & Laughlin 


STEEL CORPORATION: PITTSSURGH 


STEEL 
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WELDWOOD LAUNCHES 
10 BOOST YOUR 
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‘GREATEST AD DRIVE 
WINTER PROFIT 


With heavy advertising support and this 
“Panel Parade” display plan, Weldwood Pre- 
finished Paneling can give you king-sized 
profits all Winter! 


If you're looking for ways TOT. TEen 
to step up Winter profits, 

Weldwood's 5 Way Profit 

Plan is for you! Carefully 

designed to help make 

more sales, it includes 

1. Your hottest profit op- 

portunity—Weldwood Pre 

finished Paneling. It’s the 

industry's most complete 

line in the widest range of 

woods, with a paneling to 

suit any customer 

2. Weldwood’s national advertising full-color, full-page ads, like 
those shown here, will be in magazines with combined readership of 


70 million! Every ad sends readers to see their lumber dealer 


3. Local ad materials build traffic for you. A free, complete mat service 
for ads carrying your store’s name. Mats include complete ads and 


small-size “drop ins’ you can put in your regular advertising 


4. New “Panel Parade” display plan with a size just right for you 
National ads get ’em interested your ads pull ‘em in Panel 
Parade sells em! I very size display show } doze ti of woods in he au 
tiful, large panels 
5. We train your salesmen — at no cost to you. Well teach them how 
to really sell those high profit items you want to move! 

Dont waste a minute. Get the full story from your Weldwood 


a. “ te Pi ctw @ 


branch office. For just the price of a phone call, you can be on your 


‘ PANELING New idea: the sturdy look way to vour best busine Winter ever! 


ng In easy-to pull-up thy SB foot pane le. fintehed and 


” van cover a 12'.8 wall ina few hours for only $83 ®) 
‘ datinclgnns ae e woo 


the « 


‘weubhoon |= =| A te REAL WOOD PANELING WY 


Real Wood Pensiing aenases 
” _ UNITED STATES PLYWOOD CORPORATION 


wed Setes Piyeood Carpersier 
4 Product of 


MORRIE Best Known 
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there’s 


Here’s a “once-in-a-lifetime” opportunity 

for you to join Rusco as a fully franchised 

Distributor or Dealer handling prime windows 

for new construction or combination windows 

and doors for the big home improvement market. 

Here’s your one big chance to reap the financial 

benefits of becoming an active part of Rusco’s for- 

ward drive! Everything about this Rusco offer is new. 

From the top down there’s a new team-minded spirit. 

New pricing policies. New products. New and broader 
market coverage. Plus the biggest market-building 
program in our more than twenty years of leadership 
in the field! Everything’s new at Rusco —and there's 
everything here for you with the oldest and best-known line 
of nationally advertised windows and doors on the market. 


Get the facts...and GO with RUSCO! 
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a look NOW at 


UuUSCcO 


a bia deal for you ! 


NE W low prices —in spite of rising 
costs Rusco reduces prices! 


NEW distribution plan with terri- 
tories re-drawn 


N E W “Series 57” line of steel prime 
windows at lower prices 


NEW “Redi-Fin” line of aluminum 
prime windows, to meet builders’ need 
for standard sizes 


NEW opportunities with Rusco's 
famous steel combination line 


«..the greatest name in windows and doors 


Get all the facts on a RUSCO dealership 
or distributorship by mailing this coupon 
today. No obligation — but act now to 
get your pick of the choicest territories. 
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NEW high-quatity aluminum 
combination window and door line 


NE W low-price aluminum 


combination window and door tine 


NEW faster shipping facilities now 
in operation 


NEW factories and warehouses 
strategically located 


NEW rusco dealer ad program 
ready to spearhead local promotions 


NEW easler qualifications for 
dealerships and distributorships 


Department 6-AL-96 
Cleveland 1, Ohio 


Please send me full information on the Rusco franchise for 


check one) dealers distributors of (check 


nation windows and doors 


Name 
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NEW...from Gabriel Steel! 


SUX FAST-SELLING HIGH-PROFIT ITEMS 


Vari-Posts - E-Z-Posts + Stur-D-Posts - Areawalls - Brick Lintels - Block Lintels 


Each of the fast-selling SIX is a cost-saver for the builder and home 

owner alike. Each makes construction short cuts —saves time and 

does a better job, They are big demand items in this wide open market 

of new construction and home modernization. 

Now 15 product lines plus —from one dependable source! One 

order covers all six new Gabriel items, plus the Gabriel products 
you regularly order: basement sash and utility windows (steel and aluminum), VARI-POST 
window bucks, dome dampers, ash pit doors, joist hangers, scaffold brackets, 
louvres, etc. Write today for the new Gabriel literature. 


VARI-POST—Telescoping steel post, equipped with jackscrew. Provides 
structural support for wide range of applications. Easy, one man installation. 


E-Z-POST— Steel post equipped with jackscrew, for permanent installation 


set in concrete 


STUR-D-POST—For permanent installation. Available with standard cap 
ond base plate, or with adjustable jackscrew unit. 


AREAWALLS—New process heavy galvanizing for crack-proof, rust resist- 
ant bright finish, Deep corrugations for extra strength. Full round bead at top. 


LINTELS—fFor brick work or block work. Engingered strength—rolled rib 
construction. Provides space for good bed of mortar. Costs less than ordinary 
angles per foot installed. Corrosion resistant finish, 





LINTELS 


STUR-D-POST 


AREAWALLS 


INFORMATION PLEASE — Literature 
and information on the new Gabriel prod- 
ucts are available now. Write today to 
Gabriel Steel Company, 13700 Sherwood 
Avenue, Detroit 12, Michigan. 


BUILDING INDUSTRY FOR NEARLY 5 0 YEAR §S__j 
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the newest 
outstanding 
: i” Textured, 
w scuff-proof, 
Grant . moet 


vinyl! fabric 
+ surtace 


product 


development 


Grant fueling WOO 


A REAL DOOR THAT FOLDS! 


styled by Paul McCobb 


features 


Solid Panels: The solid panel construction 
of this Grant door is a revolutionary 
development in a folding door at moderate 
price. The Grant Folding Door has crisp, 
clean lines, blocks sound, hangs rigid 
without billows or rustle. Knock on it, 

It sounds and feels like a door. 





Space Saving: Frees an average of 

14 square feet of floor space (19 square feet 
of wall space) for living space, better 
arrangement of furnishings 


Durable — Easy to Maintain: Viny! 
surface can be wiped with a damp cloth— 
scrubbed if necessary. Tough and long- 
wearing, resists scuffing, color is permanent, 








én 


pe 





Easy Installation: Only a screwdriver is 
needed to install the Grant Folding Door 

in standard door openings in minutes. 
Readily adaptable to non-standard openings. 


Decorative Flexibility: Color styled to 
harmonize with modern or traditional 
furnishings. Attractive design of handles, 
track and other details, also specially 
styled by famous Paul McCobb 





Sn | 
PHN hh af ger to a 


PD Ask for your copy of fully descriptive specifications 
booklet, the swatch book showing the attractive colors 
available ond texture of the non-scuffing vinyl finish, 


rant GOV 


A 
“A REAL DOOR THAT FOLDS” 


Grant Pulley and Hardware Corporation 
31-59 Whitestone Pkwy., Flushing 54, N.Y. 
944 Long Beach Avenue, Los Angeles 31, Calif. 


7 


Other Grant Products 

Sliding Door Hardware * Drawer Slides 

Drapery Hardware + Sliding Door Pocket Frames 
Sheaves and Tracks + Pulls * Industrial Slides 
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to overlook 
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TENSION SCREENS 


be >, 


V4 


THEY CUT COSTS 


The Columbia-matic TENSION SCREEN reduces labor cost 
Installs faster requires no template, no special tools. Installs from inside 
for quick access to all windows. Cannot be taken down from outside 

Precision-made to your measurements, it 


across-the-board! 


your protection against pilferage 
fits exactly. Hardware can be preset in an uninterrupted production schedule 
simply leave Columbia-matics wrapped in cartons, safe from damage 


Aluminum, the Columbia-matic requires no painting, yet costs no more! 


CUSTOMERS LOVE ‘EM NATIONALLY ADVERTISED.. 
CONSISTENTLY 


ressive, consistent advertising program pre- 


Your customer will love their Columbia-matics for 
many reasons. Exclusive automatic tension keeps — 
Columbia-matics drum-tight under all conditions, . : 
eliminates maintenance call backs. Light-weight, easy 
to handle, full length, they won't swell, stick, warp matic 
or rust-stain houses. With heavier hardware and sds ke Jeédindg nationdl meantines, Columibble-cneti 
tension bars containing up to 50% more aluminum 
than similar screens, Columbia-matics are built to 
wive extra years of trouble-free service, 


casa ttt EOE, IE I ei a ie . 
. a 
Pr, 


Ke 
sells home-buying prospects in your area on Columbia- 


TENSION SCREENS, By way of high-impact 


TENSION SCREENS have become a top name brand 


that your prospects recognize and want! 


Py 


ty 
.~-the bestservice 


in the industry! / 


ti ieee 


ay ‘yl. 





- The Columbia-matic FACTORY SERV ind can provide emergency service on special 
ICE DEALER is equipped to give you im sizes, An expert on builder screening needs 
mediate service help you “buy right he will show you installation “short cuts” 


He carries a complete stock of wanted sizes that will save time and money 


For complete details on the Columbia-matic TENSION SCREEN, see your local Factory Service Dealer, or write to: 


THE COLUMBIA MILLS, INC., ode€PtT. 18, SyRACUSE 1, N.Y 


SEE OUR COMPLETE LINE OF WINDOW SCREENS AT THE NAHB SHOW 
BOOTH 219 CONRAD HILTON 
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usswin Designs 


THE ERA DESIGN... 


an interesting departure from the 
conventional knob styling. The 
Era knob is not only pleasing to 
the eye and easy to grasp, 
but also unusually easy to turn. 


THE TEMPO DESIGN... 


a delightful creation that 
form-fits the palm of the 
hand. This design is not 
only available with knobs 
and roses of beautifully- 
finished metals, but also 
in an exciting new 
combination of knobs in 
rare woods and ceramics 
with roses in metal. 





3UILDING Propucts MERCHANDISER 


in doorware 


fashioned to 
fit the hand 


Russwin Doorware in these new desiens 


offers more than modern styling, security 


and service. It offers an unusual and 
outstanding selection of material 
plus knobs designed purposely 
to fit the hand 
[he new designs are available on 
Russwin Doorware that has been 
thoroughly tried and proven for its 
extra-sturdy construction, smooth 
operation and durable finishes. They are 
available in cast or wrought brass, 
bronze or aluminum, and in wood 
where indicated, also in all standard 
finishes and popular functions, Write for 
new descriptive brochure 
Russell & Erwin Division, The American 


Hardware Corporation, New Britain, Conn 


Russwil} 


DISTINCTIVE DOORWARE 


Cirele No. 52 on Coupon, page 282. 





o-Bilt-Well ez 


MERCHANDISING PROGRAM 
GEARED TO DEALERS! 


Program designed to help dealers sell BILT-WELL cabinets, doors 
and windows in record volume. Self-selling floor displays work hard! 
Exciting new contest captures interest and business of builders! 


STEP UP SALES by placing 
these attractive BILT-WELL floor 
displays in your showroom! 


These hard-working floor displays sell right through 
lunch...all year ’round! They stop traffic and invite 
builders to examine how they are put together and 
how smoothly they work. They are also appealing 
to the rapidly increasing number of “‘do-it-yourself”’ 
fans. 


S 


BILT-WELL 
Double-Hung 


Window 
Floor Display 





BILT-WELL 


Ask your 
BILT-WELL distributor salesman today about these ennai in 
oor Display | 5 


eye-catching BILT-WELL floor displays! 


September 3, 1956, AMERICAN LUMBERMAN AND 
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BiILT-WELL 
Cabinet Display. 


.. with colorful companion display 


offering FREE ''Give-Away" Folders on BILT-WELL cabinets. 


.¢ BILT-W ELL 


New 





MERCHAN 


s tor Dea ale®/ 


BILE 


Com-o-dor 
att ls 
~ " 


BiILT-WELL 


Com-o-dor 
Floor Display 


Now, You and Your 
~ Builder Customers Can Win a Free Vacation Trip < 


ro BERMUDA, MEXICO or HAWAII (10° two) 


Contest Rules Are Easy! 

Your builders can easily enter with a photo 
of a 1956 BILT-WELL Window or Cabinet 
installation. Send today for full informa 
tion and entry blanks. The more builders 
you enter, the greater your chance of 
winning one of the free vacations 

The top six builders who enter the most 
unique and practical installations will be 
awarded all-expense trips. And the six 
“qualified dealers who sell these builders 
their BILT-WELL cabinets and/or win 
dow units will also win trips 


Circle 


Vo. ‘ 


*K only recognized retai 


dealers qualify under tu 


of the contest 


Cc 
Sbines ond/or Ww; 
M41 allotion 


vv SOW Te Box 656 


Duque, i. 
Please tend "we 
fOmplete inf 
Of Ain COnmtesy AND « ormatlion on Biy 

‘ 


“pply of ens WEL BuioEs 


OUALED Mame ¥ Blanks 


AGOetss 


State 
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APPLY RIGHT OVER OLD SIDING 


fe Low labor cost means low 
er price, more sales! Ru 

beroid Autoclaved Siding 

can be applied right over 

It goes on 


any old siding 


fast, easily, economically, 


and adds extra weather 


protection for the house 


itself! 


CHOICE OF MODERN COLORS 


beaut 
Ruberoid 


virtually 


Light, airy pastel 
ful deep tones 
Siding comes in 


Ideal 


per 


owner could ask for 
for modernizing 
fect for restoring tradi 


every shade today home tional beauty 


ALMOST NO UPKEEP 


Exclusive Ruberoid 


Duroc” Finish seals out 


dirt, seals in color This 


special coating means extra 
salability homeowners 
need only wash with hose 


to keep siding looking new 





for Low upkeep 


means high profit for you 


years 


Grass AS LONG AS HOUSE ITSELF 
Made of 
Ruberoid Autoclaved Sid 


weather 


asbestos-cement proof. An inorganic mate- 


rial, it offers homeowners 


ing is rotproof the lasting qualities of 


proof, verminproof, fire stone with economy 


| 


rm 













































































HS pne-cuneo-cawt SHRINK 
Assures your customers of 
lasting “fit”. All Ruberoid 
Autoclaved Shingles are 
specially cured through 
high-pressure, high-tem- 
perature autoclave process 
Result 
for life, go on tight, and 


shingles are preset 


Stay on tight. 


QUALITY THAT’S ECONOMICAL 


Colors of Ruberoid Siding 
are more than mere surface 


colors. They are mixed 


right in with the cement 


when shingles are made 


This Ruberoid integral col 
or resists fading, chipping, 
peeling assures Custom- 
ers of long-lasting beauty 
for surprisingly little cost 


Attract Customers With This 
RUBEROID REMODELING BOOK 


Offers tips on modernizing, enlarging, 


beautifying home Ideal way to 
get your Ruberoid Story to 
the remodeling customer 


in your town 


See the man from Ruberoid for your 
copies of this powerful booklet as well as the 
latest Ruberoid literature. Get your share of today’s 


remodeling business with Ruberoid Autoclaved Siding 


Color Chained Cuitclaved Siding 


Circle No. 54 on Coupon, page 282. 
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one 

million 

Hoors 






19 5 ? Fourth Anniversary 195 6 












Every company owes a debt of ( 
to those who have helped it g 


A Word of thanks to our Suppliers, Distributors 
from Capitol Products Corporation on our Fourt. 









"1953 Capitol = 









































a 1955 Capifo] \—™ 
eas | 
al 
7,000 Sq. Ft. of Plant Space 
7 + sa 200,000 
- aoe - 1954Cap fol 80,000 Sq. Ft of 
Annual Sales — Plant Space 550 
— =_— 300 Employees 42 
Yn ay 15 Salesmen 76 
55 Distributors 
40,000 Sq. Ft. of Plant Space 330 Dealers 625 
150 Employees Annual Sales — Annual § 
10 Salesmen $7,500,000 
40 Distributors 









160 Dealers 
Annual Sales — $4,500,000 


Capitol Products Corporation produced its first aluminum 
combination door in 1952. Today, four years later, Capitol 


te Q 
i i Gr tit de occupies the position of the world’s largest manufacturer 
of aluminum storm, screen and jalousie doors 


We take this opportunity to thank our employees 


suppliers .. . our distributors and dealers for the vital 


role they have had in our outstanding growth. 


Capitol realizes, as should everyone in this industry, that 
no one achieves this growth alone. The manufacturer must 


tors and Dealers have the unqualified support of dependable suppliers 


plus the trust and confidence of distributors and dealers 


ourth Anniversary This support, trust and confidence becomes a reality 


only when the manufacturer's product is of the right quality 
. the right style and the right price 


Capitol 








1956 Capito} 


10,000 Plus Sq. Ft. of 
Plant Space 


550 Employees 
42 Salesmen 
76 Distributors 

625 Dealers 


nual Sales — 
$12,000,000 





the result... 





1000,000th Capitol DOOR 


On August 21, 1956, our Fourth 
Anniversary Year, we produced 
the ONE MILLIONTH 
CAPITOL DOOR! 


To celebrate this double event, 


Capitol is launching another 
& 


mammoth, all-out nation-wide 
promotion to help Distributors 
and Dealers everywhere 


SELL MORE DOORS. 


Get the facts on this exciting 
Capitol Profit-Packed Promotion 
today . . . Capitol’s Fourth 
Anniversary 1,000,000th DOOR 
Promotion can be YOUR 
DOOR to increased sales 


and profits. 








oy bys ca __ FREE New 1957 Ford Ranch Wagons 
pPbae | = oo 
_ in Capitol’s thrilling Easy-to-Win Contest 


No jingles to write . nothing to buy 
YOUR customer can win a new 1957 
Ford Ranch Wagon for himself (and one 
for you, too) by just signing his name. 


This terrific contest will sky-rocket your 


door sales 


Get Details NOW... TIE-IN With 


Capifols Door Promotion 


Hers are 

a feu 

of the 
reasons jor 
Capitol’s 
Fabulous 


Growth 








a final word of 


& 
advice to: ALL DISTRIBUTORS AND DEALERS 
OF ALUMINUM DOORS 


We, at Capitol, know from first-hand ex If you, Mr. Distributor, or you, Mr. Dealer 
perience that a business’ most precious are perfectly satisfied with every aspect of 


your present source of aluminum Storm, 


sources of supply. Thus in all sincerity we Screen or Jalousie Doors WE URGI 
YOU NOT TO MAKE A CHANGE 


assets are dependable and satisfactory 


Say to you 


But. .-lf you are not completely satisfied 
with Quality, Delivery, Style, 


Price or Service... 


MAIL COUPON 
TODAY FOR 
COMPLETE DETAILS 


CAPITOL PRODUCTS CORP. 


Mechanicsburg, Pa. 


there’s room 
for You on 
the Winning 
Team... 


| am interested in learning more about 


Capitol’s 1,000,000th Door Jubilee Promotion. 
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How to make ee oa nl 


MORE HOME IMPROVEMENT SALES 


Most experts agree that the dollar volume potential in the home improvement 
field is about equal to the available business in new home construction 


ve 





Home improvement business has an additional advantage: it is steady and 


only slightly influenced by variable economic conditions 


This situation offers a tremendous profit potential for the aggressive dealer 
But like every opportunity, it must be explored and developed with every work 
ing tool at the dealer’s command 


Operation Home Improvement has focussed the attention of the nation’s 
homeowners on the value of better living through home improvements. The alert 
dealers are successfully riding the coattails of this promotion, using the materials 
available from OHI headquarters, American Lumberman and other sources 


The 14 special articles found in this section were written especially for 
American Lumberman by successful dealers in one or more phases of the home 
improvement field. They are making their personal experience available to you 


in their own words. 
The Editors 


INCLUDED IN THIS SECTION 


How to Find Remodeling Business 
By F F. Zirkle. manaae Van Pette 


How to Select Salesmen 
By Raymond H. Dea ener 


How Aptitude Testing Has Helped Us 
By Harvy L. Richards, Pre jent, R af 


How to Train Salesmen 
By R ier Sherma Sale Manaae Ha 


How to Estimate the Remodeling Job 


By ). Ler y Ne Walker & Ha we 


How to Equip the Salesman for the Job 
By T. Merritt iwig, Executive V Pre 


How to Compensate Salesmen 
By Paul V. DeVille, President, 1 


.fow to Run Your Own Crew 
By LeR y Ne i Walker & Ha we ara 
How to Improve Your Time-Payment Selling 
By W. L. Johnson, Assistant Manager, Ret 
B e Payette ber ¢ Boise jar 


ay 


z 
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How to Promote Home Improvement Services 


By Harry Smit nt, Mohawk 


How to Ride the Built-in Profit Wagon 
By Ray ¢ eVille, Secretary, The DeV 
How to Sell Remodeling Jobs to Owners of Recently Built Houses 


W. McKe $ McKe 


How to Operate a Fix-Up Service 
By R_ A. Parke wane “aa 


¥ + L ¥ 


How to Make OHI Work 
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How to Find REMODELING BUSINESS 


House-to-house survey by friendly housewife turns up more business than con- 


tractors can handle. Here's one way you can make a low-cost survey that develops 


big ticket sales. 


By F. F. Zirkle, Manager, 
Van Petten Lumber Co., Pendleton, Ore. 


Key to this type of survey is based on the adaptabil 
ity of the interviewer. This same plan has also worked 
well for Briggs Lumber Co., Inc., Oneonta, N. Y. Mr. 
Zirkle’s article tella how he used this unusual house-to- 
house approach with excellent results. 


There is one way to find out if there is any oppor 
tunity in your community to sell home improvements. 
You simply go out and ask people. We did that in 
Pendleton and found more business than all our 
contractor and carpenter customers could handle. 

When the current building boom in our market 
area slows down, we are planning to ask people again 
about their home improvement plans. 

Here are the details of our plan and how it worked 
to the advantage of our city’s entire building in- 
dustry. 

First, we printed simple questionnaire forms on 
4x6-inch white cards. Second, we prepared an in 
expensive folder telling about our time-payment 
y»lan. Third, we hired a personable woman, well 

nown in the community, to visit homes and ask ques- 
tions. The questions to be asked were suggested by 
the items on the questionnaire card. 


The interviewer. The woman we employed to do 
this job was the folksy type. She was a mature, 
homey, attractive adult person. She liked people and 
showed it. As a result, people liked her. They let her 
into their homes and talked to her. They knew she 
would pass along the information, but they talked 
to her in spite of that. One reason she met with so 
little resistance was that she emphasized she was 
not there to sell anything, but to get answers to 
questions for our firm's survey. 

Sometimes these interviews, conducted door-to 
door fashion, would take only a few minutes. Some 
times they took an hour. Our interviewer worked 
from 9 to 11 a.m. and from 1 to 5 p.m. However, there 
was nothing pushing her and sometimes she worked 
only two hours per day. We told her, “Don’t be in a 
hurry.” 

There was no hint of a piecework basis in paying 
her. Hence she was not pressed to get in and get out 
again. We wanted her to get across the idea that 
Van Petten Lumber Co. is a friendly place. She did. 

We paid the interviewer $1 per hour. She averaged 
15 to 25 interviews per day. 

Often she didn’t find people at home. In such a 
case she would come back. If, after three call-backs, 
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she still hadn’t seen anyone, she would write a little 
note explaining the house-to-house survey, clip it to 
the questionnaire, and place both in the mailbox with 
the time-payment folder she normally would have 
handed the owner. The questionnaire card was ad- 
dressed to us and had a postage stamp on it. We got 
back about half of the questionnaires left in this way. 


Plenty of jobs. We started our house-to-house 
survey in Pendleton in what we call the Riverside 
addition. By the time our interviewer had nearly 
finished calling on the houses in that neighborhood, 
we had more jobs of home remodeling and repair 
than all the contractors and carpenters regularly 
buying at the yard could handle. Actually, we never 
did complete the plan due to an upturn of other 
business. 

By the time our interviewer reached the bottom of 
her list of questions, the natural reserve and suspi- 
cion of the homeowner would be gone. The housewife 
would often ask our interviewer for information and 
prices of home modernizing. 

We had hoped this would happen and had planned 
for it. Purposely, we had not armed our interviewer 
with any information. She knew nothing about our 
prices or services. Thus, she was quite sincere when 
she would say, “No, I don’t know, but I’ll have some- 
one see you with that information.” 

The representative we sent to call with the needed 
information would be one of the contractors and 
craftsmen with whom we do business. We had build 
ers booked up with orders as a result of these calls 
for as long as three and four months ahead. 

Bear in mind, there usually was no specific request 
for this home improvement information. Thus, if a 
contractor didn’t call at once on a prospect there was 
no danger of ill feeling on the part of the owner. 


Open card file. We took the questionnaire cards 
and placed them in a file to which the builders had 
access. To speed up the jobs and make sure each was 
handled by a qualified craftsman, we color-tabbed 
each questionnaire card. Thus, if an owner wanted a 
painter, that card would be given a green tab; a blue 
tab indicated a roofing job; a yellow tab called for 
a carpenter; and so on. We actually had every con- 
tractor and carpenter in town coming in for jobs. 

We found, contrary to what many dealers believe, 
that contractors both large and small are always in- 
terested in home modernizing jobs. This is especially 
true since few of these jobs are competitive. The 
customer is far more interested in getting a good 
job at an honest price than he is in a rock bottom, 
cut price. 
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VACATION-TIME WORK first interested F. F. Zirkle in the lumber business. His first full-time job 


was with the Hayward Lumber & Investment Co. in southern California. Zirkle is a past director of the 


o —_ - - 
_ eee Commission. 


Time-payment folder. Our interviewer left our 


time-payment folder with every homeowner inter 
viewed. This was important, for we found that well 
over three-quarters of the jobs developed from out 
interviewer's work required FHA  time-payment 
financing. 

In some areas there may be difficulty in contracto1 
selection on the part of the retail lumberyard. In 
Pendleton, we had no trouble, nor do | think alert 
dealers in other small cities would experience any 
At the yard, we more or less know the capabilities of 
the contractors we do business with. Over the course 
of time, we get acquainted with all of the contractors 
of our area. We makg it plain to the owners that the 
lumberyard can take no direct responsibility for work 
not done by craftsmen on our direct payroll. (We 
run our own roofing and insulation crews.) 


Plan works well. The house-to-house canvass idea 
has worked well for us. Its success may be due to the 
interviewer we had. She had worked on the federal 
census and thus understood house-to-house question- 
naire work. In addition, she had been in town a long 
time and knew a lot of people and was well known. 
She did her work so well, in fact, that we're still get 
ting calls from owners to whom she had talked. 

Every retail lumber dealer has plans (or should 
have plans) to put into effect when business gets 
hard to get. This is my plan. It has worked well once 
and will work well again. It will bring the yard a 
good volume of business and will assist our builder 
customers to keep their crews active at a profit. 

The plan told us what our market is. It showed 
us exactly where sales work was needed. It told us 
where to make sales calls. It helped the contractors 
of the community and helped the lumberyard. 

A plan of this kind is necessary, too, in these days 
when so many materials are sold by applicators 
Plasterers can buy metal direct; flooring contractors 
buy through wholesalers and lay the flooring for the 
owner; the lumberyard is left to sell only the low 
profit items and is by-passed on the long-margin 
items. By using a plan such as described here, we 
are able to bring these long-margin items back into 
our hands at the lumberyard and sell them for the 
satisfaction of the home improvement needs of the 
homeowners of our community. 





HOUSE-TO-HOUSE canvass 


produced information, which the 
resulted in orders, The house with 
wife, Mrs. E. lL Young left, is yard 
interviewed by Mrs. James Mrs 


Grubbs, taking the role of the 


canvasser, 





Western Retail Lumbermen's Association and is currently a member of the Pendleton City Planning 


COMPLETED KITCHEN at 


remodeled 
Zirkle's 
is proudly displayed by 
Young to Mrs. Grubbs of 


Young house 
materials from 


the Van Petten staff 


SIMPLE FORM helps canvasser get information in a hurry 


mi wa 


Owner y hy 
( “ 
Occupen 
Coal Oil Ww 
urnaece 
No 
Insulation Yes Ww 
No 
Storm Windows Yes 
No 1” 
Garage Yes 
Yes No ( 


Concrete Drive 
(9942 


Date Roof Applied ; ‘ 
Date House Painted: | 45 


Adequate Yes 


Yes va No 


‘ Yes 


Cabinets 


Fireplece 


oms Basemen 


Finished Ro 


Finished Rooms Attic Yes 


Are Additional Rooms Needed 


No (| 
No | 
Ne L- 














What do you need? 


PINES? FIR? SPRUCE? 


Ask your Winton Man 


MINNESOTA Robert G. Pagenkopf 
P.O. Box 222 


| 
Louis F. Huett Dubuque, lowa 


1100 W. Lake Street 


Minneapolis 16, Minn 
SOUTH DAKOTA 


William R&. Mordaunt 
1100 W., Lake Street Carl W. Riis James M. Ellison 


Minneapolis 16, Minn P.O. Box 272 116 Marion Bidg ens 


Pierre, South Dakota Cleveland, Ohio 
Fred D. Cool 


3100 W, Lake Street MICHIGAN INDIANA EACLE 

Minneapolis 16, Minn 1 V. Sherk N LAKE SAWMILLS UMITED 
orkey Sant Lawn Kun 0m weet wr 

Richard E. Somers P.O. Box 4721 fone P — sd 

3100 W. Loke Street Redford Station P.O. Box 30 


Minneapolis 16, Minn Detroit 19, Michigan Munster, Indiana 


WISCONSIN OHIO ILLINOIS 


Wendell E. | 
Pe ag 32 one William H, Coombs Leroy R. Andrews 
wy P.O. Box 188 P.O. Box 207 
avwatosa, Wisconsin 
Worthington, Ohio Normal, Illinois 


James A. Westrup 
R. 1. MW 
P.O. Box 1802 cWilliams Harry H. Grace 


aida BW t. 518 Jeflerson St 4554 N. Broadway 
tiwovtee sc nen 
im foom SIO, Monhotton Bide, Room 202 WINTON 


IOWA Toledo, Ohio Chicage 40, Illinois 


Robert W. Hamilton Theodore H. Gardner Wayne A. Oliver 
P.O. Box 376 P.O. Box 11 P.O. Box 202 Distribytors of all types and grades 


Mason City, lowa Cincinnoti 27, Ohie Rockford, Illinois 


AMERICAN LUMBERMAN 
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OND MATCH COMPANY 


IMBER ANDO LUMBER OPERATIONS 


Oxymea Hanson Lumaen Co. 


THE DIAM 
NortTHwestT T 


GIESB 
LUMBER 
SoHE 
dial 


DOUGLAS COUNTY LUMBER CO, 


— SLEARWATEp 


292 


AND COAL COMPANY 


cimeee 





man /MBER pp 


+ 22 9 


In the pictur 
you also get these other 
famous sources of supply 


CO. 
nite PINE SASH 


Ld 
“Onion F. mer Ze 


PARE PINE INDUSTRY, INC. 


WILLAMETTE VALLEY LUMBER CO. 


A TEAM OF TOP QUALITY SHIPPERS! 


You get more than Winton’s own pro- 
duction when you deal with Winton. 
You have access to many other famous 
brands and species—specialists in any 
line you need—located to give you 
freight advantages. 

Take a fresh, new look at the full Win- 


ton picture the next time you see your 
Winton man. He’s trained to do his job 
in terms of helping you operate at a 
profit. Unless our dealers make a profit 
no one can stay in business long, includ- 
ing us—and this is our 66th year. Draw 
your own conclusions. 


a“ 


LUMBER SALES COMPANY oWINTON® 


3100 West Lake Street * Minneapolis 16, Minn. Pie eanoetne Or GOR Lue 
of West Coast Woods, inclvding the finest White Spruce, Pine, Fir, Red Cedar ond Redwood = “ 


Circle No, 55 on Coupon, page 282, 





How to SELECT SALESMEN 


Chapter 


The general sales manager of a Texas firm tells where to find good prospects 


and outlines a basic interviewing procedure. 


By Raymond H. Dear, 
General Sales Manager 
The Calcasieu Lumber Co., 
Austin, Tex. 


Finding good saleamen isn't easy, but using a well 
regulated procedure, such as that outlined here, will 
qualify candidates and eliminate incompetents, Ray- 
mond H. Dear started as a part-time employe for The 
Calcasieu Lumber Co. while attending the University 
of Texas. He ia now secretary and general sales ran 


ager, 


Selecting a salesman to sell building materials is 
not an easy job! 

In our business, customer service is of prime im- 
portance and our salesmen must be completely quali- 
fied to render this service 

The salesman must have a thorough knowledge of 
four pertinent aspects of building: he must know the 
best methods essential for good construction design; 
the various methods of financing; some knowledge of 
real estate values; the advantages and limitations of 
the products we sell 

Realizing this knowledge is essential, it becomes 
necessary to seek our employes from related fields 
of activity, which would afford them some _ back 
ground training 


Best sources. Ordinarily, we find it best to em- 
ploy prospective building material salesmen who 
have had either training or experience in preparing 
architectural plans, or actual construction experi 
ence. There are numerous sources from which these 
applicants may be chosen, namely: 


1. Contractors’ or carpenters’ sons, who, in addition to 
their building experience have had some college edu- 
cation. 

College graduates or undergraduates, who have been 
students in architecture or engineering and have de- 
cided not to follow these professions. 

Men who have operated small businesses of their own 
in a closely related field and have an ambition to 
become successful in the building materials industry. 
Young ambitious carpenter foremen and real estate 
salesmen. 


We hope that with additional training and experi- 
ence these men will develop into first-class salesmen, 
capable of selling the many services our industry is 
required to offer. 


First interview. In our effort to select salesmen, 
ample time is given during the first interview to de 
termine whether or not the applicant is qualified for 
the type of sales work for which we are seeking a 
salesman. We outline, briefly, the requirements of 
the particular job and give him some idea of the ad- 
ditional training that will be required. Although we 
use a formal application form for all employes, we 
have found it advisable not to request its completion 
prior to the first interview. The manner in which the 
form is presented to an applicant assumes meaning 
and understanding after we have discussed the basic 
requirements. 

He is told that several people will probably study 
his application before he is offered a job and it is 
imperative that all questions we answered. He is 
also invited to furnish us any additional information 
in the form of a letter, which he feels would benefit 
him in our consideration of his employment. 


Second interview. After the completed applica 
tion is returned, the date for a second interview is 
set, allowing reasonable time for checking refer 
ences. Sometimes the applicant is asked to alert his 
references, enabling us to receive more prompt re 
plies. The completed form printed here is typical. 
(See Employment Application Form. ) 


We have a form letter of inquiry to former em 
ployers and references. Ordinarily it is mailed only 
to out-of-town references, as we collect the same in- 
formation by telephone locally; however, if any ques 
tion arises concerning the applicant’s out-of-town 
references, we make these contacts by telephone for 
additional detailed information. In addition, a de- 
tailed credit report is secured from the Credit Bu 
reau and is used in consideration of the applicant. 
(See Reference Letter Form.) 


If I have done the screening up to this point, and 
in the event that the applicant appears to be a good 
candidate, his application is then reviewed by his 
prospective immediate superior. When the applicant 
has been screened by a store or department manager, 
he is brought to my office for the second interview. 
In any event, both the manager and I sit with the 
applicant in the beginning of the second interview 
Later, the manager takes the applicant to the place 
he will work and gives him a more detailed descrip 
tion of the job, its responsibilities, working hours, 
etc. 

If the manager indicates he is pleased with the 
prospect, upon their return to my office, I discuss 

(continued on page 96) 
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A~—They demonstrate safe and simple top-side cutting, 
at any angle—how user always sees mark and blade. 
B—They show how De Walt makes any dado cut— 
easily, from the top~—with safety guard on cutter. C 
They tilt powerful direct-drive motor and demonstrate 
tilting arbor shaper. D--They show how De Walt be- 
comes a horizontal drill—any of 12 basic power tools 
...and even builds into workbench! They demonstrate 
De Walt in just 15 minutes and they sell! 


Sales-minded 


lumber dealers 





make more money 


selling 


AMF De Walt 


They demonstrate how 
De Walt does everything... 
easier, faster, better 





Dealers by the hundreds know De Walt® sells best 
because it’s the finest of all home power tools. And 
they can prove it. They take advantage of powerful 
national and local advertising ...sales-making dealer 
aids...free factory training for their salesmen... 
De Walt’s Easi-Budget Payment Plan. They demon- 
strate, they sell, they profit! 

See how you too can profit from De Walt’s Direct 
Factory Franchise. Write the address below today. 


Among hundreds of lumber dealers who profit by selling AMF De Walt Home Power Shops are: 


G. J. Apel Lumber Co., Sandusky, Ohio 

Banner Lumber Co., Billings, Montana 

Cadillac Hardware & Lumber Co., Livonia, Mich. 
Central Hardware Co., St. Louis, Missouri 
Findorff Lumber & Supply, Madison, Wisc. 

L. Grossman Son, Inc., Quincy, Mass. 
Gettysburg Building Supply Co., Gettysburg, Pa. 
Ladd Lumber & Mercantile Co., Pueblo, Colo, 


Another 


De Wart 


POWER TOOLS 


Product 
| seem eee 


Lancaster, Pa. 
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DeWALT Inc. 


Northbrook Lumber Co., Northbrook, Il. 
Pinellas Lumber Co., St. Petersburg, Fla. 

South Side Lumber Co., Logansport, Ind. 

Square Deal Lumber Co., Crescent City, Calif. 
Veenstra Lumber Co., Racine-Kenosha, Wisc. 
Whelan Lumber Co., Inc., Topeka, Kansas 

White Sash & Door Co., Massapequa, L. 1., N. ¥ 
Wood Lumber Co., Birmingham, Alabama 
Woodbridge Lumber Supply, Woodbridge, Conn, 


Subsidiary of AMERICAN MACHINE & FOUNDRY COMPANY 


Circle No. 56 on Coupon, page 282. 








HOW TO SELECT A SALESMAN 


(begins on page 94) 





the opportunities offered with the job and explain 
our customer relations policy. The applicant is given 
every opportunity and is encouraged to ask questions 
during the interview. We, in turn, seek information 
about his family, his possessions, his debts and the 
like. We want to learn all we can about our appli 
cant and want him to thoroughly understand our 
company and its organization. 

At this point in the interview, with the best sales 
manship at my command, our company is sold to the 
applicant with the purpose of stimulating his desire 
to become an employe. He then is advised that a de 
cision concerning his application will be reached 
within a short period of time. 


Third interview. At the third interview, some of 
the basic items of the previous interviews are dis- 
cussed again and a beginning salary is offered, often 
with our insistance that an over-night consideration 
be taken before the final answer. We emphasize the 
fact that we wish to hire only people who desire to 
become permanent employes, and advise the appli 
cant that both he and the company will be entering 
a 90-day trial agreement, for we want to be sure the 
new employe likes his job and fellow workers and 
that we like the results of his efforts. 

All employers know that a clerk with a low price 
can take orders, but that it takes a diligent, well 
trained salesman to sell consistently at a profit. We 
invest many dollars and hours in selecting and train 
ing salesmen, so we strive to choose, with delibera 
tion, only the best applicants in the market 


(continued on page 98) 
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THE LUMBERMAN'S ACTUARY 
John W. Barry $16.50 


CYCLOPEDIA OF BUILDING 


In one book, here are answers to almost 
any estimating problem you may have 
Use its tables to compute lumber feet 
and price per piece or by the thousand, 
discounts, areas, wages, pricing units 
of shingles and wallboard, mouldings, 
other building materials. Most compre 
hensive edition ever: now 560 pages; 
top dollar page revised upward to $400 
per M, with starting unit price of $20 
Easy and quick to use: cut-in index tabs 
give instant reference to any page; 
cover is durable fabricoid with stitched 
binding to lie flat; convenient 53° x 
84 in size 


HANDY LUMBER CALCULATOR 
50c 


A useful pocket size manual including 
a lumber calculator for standard sizes, 
log rules, estimated weights of lumber 
and useful miscellaneous lumber tabu- 
lations 
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WOOD INDUSTRIES DICTIONARY 
Nelson C. Brown $1.50 


Here in one source is a concise, com- 
prehensive explanation of the indus 
try's terminology. Over 1500 terins and 
definitions, and over 300 abbreviations 


make it a valuable reference 


September 


TERMS 
Compiled by American Lumberman. 50c 


Useful to newcomers in the industry 
and experienced personnel alike. A 
handy reference to: over 1,000 building 
terms, charts and tables; fundamentals 
of light construction; legal terms con 
nected with the building field., 
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new National Lock Hardware 
in striking Brass 


or Copper and 


Dead Black 


A FAST-MOVING ASSORTMENT CONSISTING OF SELECT 
PULLS ... KNOBS ... BACKPLATES . .. HINGES .. . CATCHES 


If you're not totally familiar with Decorator . National 
Lock’s newest cabinet hardware creations in fashionable 
Brass or Copper and Black or, if you're not aware of 


the colorful Display Board, “Select-a Pakaging” and other 


A QUICK-SELLING sales stimulators included in the assortment you are 
PROFITABLE LINE urged to contact your supplier or write us for details. Do 


it now and cash in on National Lock’s current nation-wide 


consumer advertising program featuring popular Decorator 


NATIONAL LOCK COMPANY 


® Rockford, Illinois © Merchant Sales Division 


BuILpING Propucts MERCHANDISER Circle No. 57 on Coupon, page 282. 
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57-A 57-8 

Low price Flat Pure Bristle 
Varnish Brushes popular Wall 
for quick sales Brushes move 
5 doz. assorted =~, fast! 1 doz. assort 
ed 3”,3%°,4° 








57-D Happy sales to happy cus \ f f/f = 
tomers! Bright floor display stands ? : - ') 
Contain: 2 doz. assorted 14%” and 2” 


Flat Varnish, plus 1-3/12 doz. assorted - : 


tai Seens= GOLD STRIPE BRUSHES 
Yours Free / 


Back again because the finest pure 
bristles are now available in quantity 


With Pittsburgh you know you're selling 
top quality. And the famous Gold Stripe 
line is the highest quality made, anywhere. 
Each brush is carefully filled by hand, 
= ' b by expert brush makers using perfect, 
-~— \ pure bristles. Made to stand up under 
S7-E Your choice of three assort- w\ years of steady, professional use. Choose 
ments: Pure Bristle, Pittsburgh Syn-  % : 
thetic or Nylon. Sturdy wire rack dis from this assortment of customer-tested, 
play. Easy to see. Contains 3-9/12 doz quality brushes to make your paint brush 
assorted 1%” to 3” Flat Varnish, 4” ‘ re ‘ 
Wall and 1%” Angular Sash Brushes ? sales climb. 








’ PAINT BRUSHES displayed in cans attached to 
BONDEX id stepladder with a high flying spinner 
Perfect applicator sign! That's the new Pittsburgh Gold Stripe 
for Bondex® display. So unique and compact, so easy to 
1 doz. fast-selling set up and display so easy for your 
coating brushes customers to spot. And you wind up with 
a free stepladder yours to sell, use or 
give away! 


Mail Coupon for Complete Details! 


PITTSBURGH 


Gold Stripe seusues 


BRUSHES + PAINTS «+ GLASS «+ CHEMICALS «+ PLASTICS «+ FIBER GLASS 
UNI-FILL : 


Hand Wire PITTSBURGH PLATE GLASS COMPANY 





assorted han 
dies. Contains 
2-2/12doz. as 
sorted brushes PITTSBURGH PLATE 57-A 

GLASS COMPANY . 

Brush Div., Dept. C-09 

3221 Frederick Avenue 57-6 || 57-€ 
Baltimore 29, Maryland 

Gentlemen: Please rush 57-C UNI-FILL 
me more information 

about FREE brushdis- BONDEX 

plays I have checked 


NA AN P BUF 


Firm 


Address 
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How APTITUDE TESTING Helps Us 


Individual employe and entire organization benefits, says this Texas dealer, who 


speaks from experience. 


By Harvy L. Richards, 
President, 

Richards & Krueger Co., 
New Braunfels, Tex. 


Hiring qualified personnel is the No. 1 problem of 
most dealers. Two years of experience with aptitude 
testing has helped Richards & Krueger Co, solve their 
personnel problem. The tests described by Mr. Rich- 
ards are available from the California Test Bureau, 
5916 Hollywood Blwd,, Los Angeles 28, Calif. 


Like many other small firms, Richards & Krueger 
Co., was confronted with personnel problems result 
ing from expansion during recent years. 

These problems were probably more acute as the 
firm is slightly larger than the average lumberyard 
and as the organization is more diversified with de 
partments of plumbing, heating, air conditioning, 
electric appliances, sheet metal, home planning 
plus an extensive hardware department. Conse 
quently a method of ascertaining qualifications by 
aptitude tests was instigated as the basic program. 


Any test to be a good test should have qualifica 
tions as follows: 


1. Must be valid. Measure what it is supposed to meas- 
ure. 

2. Must be reliable. Measure accurately and consis- 
tently. 
Must discriminate. Measure differences in achieve- 
ment. 

4. Must be comprehensive. Cover all phases of subject 
matter. 

5. Must be readily administered and easy to score. 


Tests classified. A study of various aptitude tests 
showed an examination in the fields of social, me 
chanical, general sales, clerical routine, computation 
and scientific as the most desirable. The aptitude 
test was administered to old employes by the local 


A past-president of the Lumbermen’s Association of Texas, Mr 
Richards has served NRLDA as a director and member of the 
firet Merchandising Committee. He ta also a past-president of the 
Lionas Club and the Chamber of Commerce of New Braunfels 


100 


senior high school counselor. In addition, a series of 
occupational interest inventory tests were given to 
check interests versus aptitudes. 

A study of initial findings showed that opinions 
of management were not biased but correlated facts. 
An additional finding showed that generally apti- 
tudes and interests were correlated to a high degree; 
consequently the occupational interest tests were 
soon discontinued. 

Why test? To avoid square pegs in round holes. 
To put the results of the tests into effect may take 
months or even years to avoid disrupting an organ- 
ization. We can sincerely state that no key employe 
or employe of permanent status was hurt in the 
necessary reassignment of duties. We believe the 
individuals were helped. 

Further findings showed that the employment of a 
skilled person in testing is not necessary. Provided 
all instructions for administering the tests are ad- 
hered to, we believe most school principals would be 
qualified to read test results. The scientific portion 
of the test is often given only for the purpose of 
assisting individuals in methods of taking tests. 


Interviews defined. Job interviews are two fold 
at Richards & Krueger Co. The first interview con 
sists of a one-page job application giving normal in 
formation of the individual plus a verbal interview. 
Prior to discussion of salaries and placement, apti- 
tude tests must be completed and read. We feel this 
method gives management the basic information to 
assist in ascertaining capabilities. 

Two years have elapsed since the program com- 
menced and we feel that it has assisted materially in 
producing the best sales organization we have ever 
had. If we had started aptitude testing years ago, 
we would not have had an employe who was mis- 
placed because management then required ad 
ministrative functions of a technician or mechanic. 
Likewise a recent applicant had a satisfactory em- 
ployment record at several well-known concerns, 
attendance at the Texas Lumbermen’s 30-day short 
course and another school, but basic aptitude tests 
showed he had a very limited sales ability. 

In conclusion, we believe aptitude testing helps 
select the most qualified members for a team. In 
addition, the better the personnel the easier it is to 
teach and the more likely we are to succeed. Busi- 
ness is a game—the desire to get ahead must be 
there, but the teacher oftentimes can be no better 
than the student. A business needs customers, more 
customer sales and only a well-qualified, trained and 
enlightened sales force can accomplish the task of 
insuring a constant high or higher sales profit. 
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-already inits frame == 


..-the first pre-framed glass-louvered jalousie! 


’ 
FIGURE 22 


Nova again leads the field with its top-quality Nova lown), are made as well as modern engineering tech 
Jalousie, already installed in a wood window frame, ready niques and materials can make them. They 
slightly higher, but you have the satisfaction of getting 


to place in the opening. In new construction or in the 
replacement of old-fashioned windows, this means impor most economical 


are priced 


the best and in the long run the 


The new 68-page Nova Handbook gives the know-how on 


tant savings in installation costs 
construction ere fully 


every type of jalousie. Details of 
instructions on how to figure sizes 


Here, for the first time, jalousies fic standard window 
to build com 


openings. You get a complete package — including the 
jalousie, glass, screen and wooden frame — all contained 


illustrated. There are 
of individual windows, as well as on how 


carton for safe delivery. The #1 plete porch enclosures with the new levellers that 
automatically take care of out-of-level porch floors. The 


It che 
Handbook tells how to eliminate wood bulkheads and 
lumb up walls—and describes Nova Wood Jalousie Doors 


ind the All-Aluminum combination screen and storm doors 


in a special crushproot 
White Pine frame has filler pieces on the inside 
jalousie is used with dry-wall construction, simply pull the 
four filler strips off if with plaster { 
leave them on 
Nova Jalousies dignify and beautify the Send for your copy of the new Nova Handbook today. In 
low-cost house and are naturally “at home ou also get complete information on 
in any residence. With Nova you get toy 
quality. Jalousies generally are made to meet 
which necessarily causes 
cation of cedar shakes. There is no 


Nova Jalousies 
i Kindly address your inquiry to Department J-15 


this building manual 
how to waterproof basements or treat brick and masonry 
surtaces on Novafold Plastic Folding Doors on Nova 
price competition Shakes and on the new 4’ Novapanel, for quick appli 
some sacrifices in quality cost or obligation 


pre-framed or KD (knocke 


NOVA SALES A wholly owned subsidiary 
. 


inctow.oc. Whether 


TRENTON 3. N. J of Homasote Company 
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How to TRAIN SALESMEN 


There is more than one way to school a salesman. This Rhode Island dealer has 


some original ideas including "Operation Switch-er-oo." 


By Roger Sherman, 
Sales Manager, 

Harris Lumber Co., Inc. 
Providence, R. |. 


Where should a new salesman start? How can he 
heat familiarize himself with all departments? How 
should he handle the price question? You will find the 
answers to these and other important questions in this 
article by a New England sales manager. 


In recent experiences, we have found that compe- 
tent remodeling salesmen are not born, They must 
be taught or learn from experience. 


No two lumberyards use the same methods in sell 
ing. For this reason, we believe that each organiza 
tion should give every salesman some basic training. 
This training should include acquainting him with 
his fellow employes, who he will have to depend 
upon to fill his orders 


No salesman is better than the company he works 
for—and the company is his fellow employes. Behind 
the scenes, the salesman must have full cooperation 
if he is to succeed 


Move salesmen around. In our operation, we in- 
variably start a new man on the lumber counter, 
which usually proves whether he has the basic fun 
damentals and ambition required to advance in sell- 
ing. After a brief period with observation and check- 
ing of his work, we can usually learn his weaknesses 
and strong points. This gives us the opportunity to 


Roger Sherman, 29, sales manpger for the Harrie Lumber Co., 
Ine., Providence, BR. 1,, began his career with a New Bngland 
lumber mill on jobs ranging from felling timber to making 
deliveries 

In 105 ‘herman joined the Harvia Lumber Co. as a yard salea 
man and advanced through the ankes to outside saleaman (1950) 
and sales manager (1954) 


Under the tutelage of general manager Charles Hopkins, Sher 
man has been active in developing @ sales training program; a 
complete, detailed price book aystem; a Lu-Re-Co department 
and a package remodeling department, which this vear will ac 
count for 100 kitchen sales 
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determine where he will be best suited in our organ- 
ization. 

We have also experimented with what we call “op 
eration switch-er-oo.” This is a scheme whereby in 
slack periods sales clerks are switched from one de- 
partment to another. For example, a lumber clerk is 
switched to the hardware department and vice-versa. 

Switch-er-oo is an excellent means of acquainting 
all sales people with what we sell in every depart- 
ment. The plan also keeps the fellows on their toes 
in their own respective departments since they have 
to teach the “greenies.” It also allows us the oppor 
tunity to switch clerks during vacation periods, sick 
leaves, etc. Let me add that switching in this manner 
requires considerable study to avoid leaving any de 
partments undermanned and thus create customer 
dissatisfaction. 


How salesmen learn. Training and learning is 
one thing in our business which will never end. The 
remodeling salesman must keep up with new prod- 
ucts and he must also have a fair knowledge of how 
things were done in the past, particularly since he 
will often be dealing with older structures. 

Sales meetings and classes have been the most suc 
cessful method of teaching in our organization. We 
have learned that it is extremely important that such 
meetings and classes have as much employe partici 
pation as possible. It may even be necessary to put 
persons “on the spot” when asking for answers on 
sales questions. 

I can remember that when I first started calling on 
contractors, I had but a limited knowledge of mate- 
rials, particularly millwork. I can remember how 
extremely embarrassing it was not to know the right 
answers. However, any problem I stumbled around 
on never troubled me a second time because I made 
it my business to learn the right answers. 


"Forced" learning. We found it is possible to re- 
create the situation of putting a salesman on the spot 
in our sales meetings. Here’s how it works: 

We write the name of different products we sell on 
slips of paper and let each person pick a slip out of 
a hat. The salesman must then learn all he can about 
the product and give a short talk on it at the next 
meeting. Often, a man from the hardware depart- 
ment would get a lumber subject and vice-versa. The 
little talks afford a chance for each employe to 
“shine” by telling how much he knows about a prod- 
uct either during his talk or as a constructively criti 
cal addition to a fellow employe’s comment 


Types of classes. Some of the classes we have 
conducted for salesmen are: kitchen planning; basic 
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REGULAR TRAINING SESSIONS often put salesmen ‘on the spot.” They must take product names 


from a hat and discuss them at the following meeting. 


OPERATION SWITCH-ER-OO is an effective way to familiarizing employes with all departments 


It enables one salesman to stay with a customer until his needs are met, also provides qualified sales 
men in every department during vacations or emergencies 


millwork; general hardware: blueprint reading and 
estimating. The most successful classes were on 
kitchen planning and estimating 

The classes are held at 7 a.m. on Saturday morning 
and usually last 144 hours. Participants in the 
classes were the men who had shown interest in the 
subject and whom we thought had some possibilities 
for advancement in sales 

Meetings that were particularly helpful to poten 
tial outside salesmen were those where complete 
specs for a home were discussed. For the most part 
we started with the blueprint of some simple house 
and covered just about every phase of construction 
from the foundation up. We attempted to convey as 
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much detailed information about each phase i pos 
ible 

Qur instruction did not 
tion concerning the building materials we sell: we 
also cover the work of sub-contractors and anything 
else about construction which might help the trainee 


stop at just the informa 


wer or advise a customer properly 
of course, obviou that the meetings that are 
planned beforehand alwa have the beast re 


Nine basics. In training remodeling salesmen 


there are several point h must be emphasized 


(continued on next page) 
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again and again to be sure they strike home. These 


include: 


1. Know the product. Know what it will give or 
do and how it will benefit the end-user, your cus- 
tomer. Know how to use and install it properly. 
Know what advantages it has over your competitor’s 
product. 


2. Always quote the price last after you are sure 
the customer clearly understands what is included. 
Be sure he knows al! the advantages and features of 
your product. Make the customer aware of what else 
is available at lower costs, pointing out that you do 
not carry such products because of low quality. Of 
course, do not state names of rival brands; to 
“knock” another brand is perhaps the worst thing 
you can do, 


3. Always quote a “lump sum” or “package price” 
whenever possible or practica!. Avoid competition 
by e yyy that “you can have this (added room, 
etc.) for as little as $— per month.” Point out that 
you can handle all financing arrangements. 


4. Remember the qualities of a good salesman: 
Be a good listener and be yourself (the customer 
knows when you are “putting on the dog’). Remem- 
ber the three S’s—suggest, show, service. 


5. Let the customer make his own choice from a 
variety you have offered him. He will be proud to 
say, “Look what I bought” rather than “Look what 
some salesman sold me,” 


6. Always talk the customer’s language. For ex 
ample, a double-hung window is a common term to 
lumbermen, but to a housewife it is a window that 
slides up and down. 


7. Nothing starts until a sale is made; no sale is 
worthwhile without a profit. 


8 We do not promise service—we give it. Don’t 
over-estimate the ability of the shipper or other men 
you will have to depend upon to fulfill YOUR obli- 
gation to the customer. Don’t make a liar out of your- 
self by committing yourself to the impossible. 


9. Perhaps the most important thing to remember 
is: A customer remembers 1/10th of what he hears; 
8/10ths of what he sees; 5/10ths of what he hears 
and sees together; and NINE tenths of what he does. 
Always do your level best to get the 90% score. Even 
if the customer does not buy today, if you really got 
your message across, the customer will remember 
and eventually buy to fill his need 


What about price? There is one thing which I 
leave until last—the subject of price. The only prob- 
lem we have in this respect is ourselves. The fact is 
that we are too worried about price before we quote 
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it to the customer. We are not “sure-footed” enough 
about price and our customers almost always can 
sense this situation. 


Our general manager, Charles Hopkins, has said 
several times that if the salesman knows the correct 
price and stands on his two feet without being 
ashamed of it or making excuses for it, he will win 
the sale in most cases. Naturally, however, you can 
not expect to get every remodeling job you quote on, 
because if you do, your prices are probably too low 
and you are not making money. 


With but few exceptions, we maintain a very rigid 
pricing policy and I believe we have gained much 
respect for holding to it. People prefer to deal with 
an up-and-coming outfit that is on the ball, not one 
that is on the rocks. 


Need price book. Salesmen should be equipped 
with a good, complete and comprehensive price book, 
which covers anything they are likely to encounter 
in remodeling inquiries. It should also serve as a 
technical reference to make them Johnny-on-the-spot 
when their customers need advice. 


We have found that such a system of pricing, along 
with price stickers on most items in the store, elim- 
inates that question in the customer’s mind. 


I don’t mean to imply that any price, no matter how 
high, is the correct price. Actually, the correct price 
is one which allows at least two things: it gives the 
dealer a fair profit and allows him to sell competi- 
tively. There is a price for any package we sell which 
allows both of these needs to be met. I think most of 
us have a hard time finding the correct price because 
we are afraid our price will be too high. 


Confidence prerequisite. (onfidence for the sales- 
man is all-important. Equally important, he must 
know that his superiors have confidence in him. 
Nothing you can do will help any more than to make 
salesmen know that the “boss” is confident he will 
make the grade—especially when he is starting out. 


Our training has paid off in creating good sales- 
men for both remodeling and new construction. 
Three of our outside salesmen have an excellent 
range of ability. One of our men, who started on the 
lumber counter six years ago, has been doing an ex- 
cellent job selling industrial accounts for a year. 
Another man who was a hardware sales clerk about 
three years ago is now selling successfully to con- 
tractors. 

A third man, also a hardware clerk three years ago, 
is now the best kitchen salesman I have ever known. 
In 1956, I believe he will sell more than 100 package 
kitchens. 
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STEEL SQUARE 
Gilbert Vewnsend....... TITTIT IST T Tih ft ) 


True messurement in eenstruction ls net only @ 
Mecessity, it le ao shill, With thie beok, the young 
carpenter learns the many veces of, and hew te use 
securately, hie mest valuable measuring tee! the 
steel sauere, Inciudes illustrative prebiem, from 
start te finish, of heuse construction. Indesed by 
individual jobe for easy reference. 112 pages 


160 GLUING QUESTIONS AND ANSWERS 
Themes O. Perry ........ sey S10 


Helps your sales stat explain preduet construction 
features, and previde the ‘'de-it-yourselfer’’ with 
Needed information. Presents the anewers to every- 
Gey Questions on gives from mizing and spreading 
te and heeds Covers! ting, het 
end cold pressing, testing of give jeints, core prob- 
ferme a6 well 08 plyweed and veneer 
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THE WOOOS YOu USE 


Reprinted from Weed and Wood Products. $1.00 


Did you know that we are using commercially onty 
16% of the total number of tree species? This book 
of articios gives you « quick complete picture of 
these leading woods, inciuding source, general prop- 
erties and specific commercial uses 


+ - maaamae HARDWOOD IDENTIFICATION 
CHA 


Kukechha and Rene ‘ $1.00 


Using the simple charts in this book, you can quick- 
ty identify any important commercial hardwood 
with jvet the naked eye and « hand lens Makes it 
easy te Coperate red and white oak; birch, beech and 
manta} red gum and mahogany, Philippine and true 
, buckeye and black gum; 
ether coulesinn weeds. 24 pages. 
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~» 


Address. 


City, State 


AMERICAN LUMBERMAN, INC 
139 NO. CLARK ST, CHICAGO 27, ILL 


Enciosed is my check in the amount of $ fer 
the books | have checked below 


Stee! Square 

160 Gluing Questions and Answers 

The Weeds You Use 

Commercial Hardwood Identification Chart 
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‘‘Customers place a standard order 
for pressure-creosoted posts, 


and then come back for more’”’ 


SAYS J. D. FOSTER, PRESIDENT 


ROEBUCK GIN AND LUMBER COMPANY, ROEBUCK, SOUTH CAROLINA 


TWO FREE FOLDERS help you build 
sales of pressure-creosoted posts! To help 
you increase sales of pressure-creosoted posts, 
U. S. Steel offers you two free folders which you 
can pass out to fence prospects in your area 
These folders, “Fence Planning Saves” and 
“Fences That Pay,” tell exactly how to go about 
erecting a good fence—from planning to finish 
ing details. 

T hese folders are available from treaters who 
use USS CREOSOTE in treating top quality 
farm fence posts and other lumber. Send in the 
coupon and it will be forwarded to the treater 
nearest you. 


fence 
planning 
Saves 
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“We've been selling pressure-creosoted posts 
for 10 years, and we keep about 300 to 500 of 
them in stock at all times,” continues Mr 
Foster. “I use pressure-creosoted posts on my 
own farm and I recommend them highly. I tell 
farmers that if they want a good fence—one 
that will really last a long time—they should 
build it with pressure-creosoted posts, Cus 


tomer reaction has been very good.” 


Agricultural Extension 

United States Steel Corporation 
525 William Penn Place, 
Pittsburgh 30, Pa 


Please send me information on your merchandising program 
for pressure-creosoted products 

Name 

Address 


City State 


STEEL 


Circle No, 60 on Coupon, page 282 
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Cha pter 


How to ESTIMATE REMODELING JOBS 


Unit system eliminates the need for a detailed list; it discourages price shopping, 


builds customer confidence and enables a prompt quotation while the prospect is in 


a mood to buy. 


By J. LeRoy Nelson, Manager, 
Home Improvement Department, 
Walker & Hallowell, Inc., 
Sarasota, Fia. 


Thia article outlines the mechanics of developing a 
simplified estimating system and how to use it. The 
importance of special fees for services re ndered is dis- 
cussed and specific recommendations made. 


Since it is going to require careful study with the 
prospect to determine just what is to be included in 
an estimate covering a home improvement job, some 
method of simplification must be found. 


Thus all the small and less important details can 
be passed over as quickly as possible and the con- 
ference time devoted to questions about which the 
customer will have to make decisions before the job 
can be estimated with accuracy. 


It seems most logical that an estimate should be 
developed by assembling all the required materials 
and services into pre-priced units, such as squares 
of floors, ceilings, roofs, outside walls, or lineal feet 
of cornice of various widths and designs and adding 
unit prices of doors windows and all other units of 
equipment that may be required to complete the 
project. 

This eliminates the need for a detailed list of each 
piece and foot of framing, sheathing, siding and all 
the other materials, yet provides that none of these 
necessary materials are overlooked and forgotten. 


As a final re-assurance that the unit list is com 
plete and the estimate is accurate, it might be a good 
idea to actually make a detailed material list, espe 


Starting aa a truck driver for the Meek Lumber Co., Lincoln 
Neb., in 1988, Mr. Nelson later aseteted in the development of a 
short-cut type of eatimating course 

While associated with the Schoeneman Lumber Co., Siouwr City, 
lowa (1939-1956), Mr. Neleaon was instrumental in developing a 
complete home improvement service under the trade name of 
“Handy Andy Service He recently accepted « position as man 
ager of the home improvement department of Walker 4 Hallowell 
Ine., Sarasota, Fla 

Speaking at state and regional lumbermen’s conventions, Mr 
Nelson has stressed the importance of the repair and remodeling 
market. He is a former president of the Sioux City Home Bulld- 
ers Assoctation 
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cially in those cases where it is apparent that the 
job is about to be sold and a firm contract entered 
into. Such a list will also serve as a delivery list, 
when the job is started. It is much quicker, however, 
to use a unit system of estimating on all preliminary 
quotations and permits the salesman to make more 
calls with less time devoted to estimating. 

Also, a unit estimating system takes another step 
futher from the old question of how much per thou- 
sand, which is established at the right price when the 
units are pre-priced and which is applied on every 
future quotation until it is found advisable to change 
these prices. 


Eliminates price shopping. With a complete sys- 
tem of unit prices, a salesman can sit down with a 
prospect and go over the major issues of size, type, 
kind and color of the finished job and avoid giving 
out a list of materials that might encourage a shop- 
ping trip to several other yards for a lower material 
price, 

Many dealers and estimators have discovered that 
there are certain basic units which occur again and 
again in remodeling work. These units may vary in 
shape or size, but always consist of approximately 
the same fundamental parts or pieces of building 
material. 

It is then a natural step that we predetermine the 
cost of both the materials and the labor for the vari- 
ous units, on an expandable basis such as so much 
per square or per square foot or per lineal foot or 
per yard, Once this basic cost in place, is determined, 
it is only a matter of a few minutes to take off the 
areas of added room space and determine a complete 
price. 

For instance, the adding of a room to enlarge a 
small home consists simply of enclosing space, pro- 
viding access, ventilation and light and including the 
units of equipment that may be desired in the fin- 
ished project. 

An estimate would then be broken down into a 
certain number of square feet of floor, ceiling, roof, 
walls, and a certain number of lineal feet of founda- 
tion, cornice gutter, partitions and of course the 
proper number of windows, doors and the required 
special equipment. 

Only a few variations of these units would be re 
quired, in order to prepare an estimate on the vast 
majority of remodeling jobs. Most homeowners are 
not well informed anyway, on the proper size of floor 
joists, rafters, studdings and all the other variables 
with which a good construction man is familiar. 
They become confused by the mass of details in- 
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USE UNIT SYSTEM of estimating for preliminary quotations and a detailed list of materials for a 
double check once the job is sold, advises the author 


volved in such questions. It is much better and so 
much easier for them to simply know that the deal 
er’s organization does know the answers and they 
have prepared the estimate on the kind of a job that 
will give complete satisfaction 


Builds customer confidence. The unit system of 
estimating is one that can the salesman in 
building confidence in the mind of the prospect. He 
can point out to the homeowner that a great deal of 
time and care has been devoted to working out ex 
actly the right price on each unit. It may be well to 
point out that the experience of many capable men 
working at the building trade for many years, has 
been incorporated into this unit sytsem of estimating 

He is not at the mercy of some inexperienced, un 
trained person, whose guess may be the whim of the 
moment. Show the prospect also that it would be 
just as unwise for the dealer to permit these unit 
prices to be too high, thus losing jobs, as it would 
for him to allow them to be so low as to show a loss 
on the completed piece of work 


assist 


When making use of such a system it will be well! 
for the salesman or the dealer to have at hand, a 
rather complete job estimate form. This may or may 
MERCHANDISER 


BUILDING Propucts 


not be the basis for « losing the contract, but in any 
event it serves to remind the estimator that there 
are a number of points that must be well understood 
the homeowner and the organization who 
responsible for the final completion of the 


between 
will be 
job 

This form will remind each party 
the contract, many of the small points easily over 
looked and too often forgotten until it is time to have 
them done. Then, each may be looking at the other, 
saying, “You were supposed to do that.” 

The list or form need not be the 
the detailed figures are worked out, but 
vide space for entering only the total 
item to be included 


to set down in 


heet on whi h 
should pro 
cost of each 


The completed estimate form should be preserved 
available for reference, should there be an 
later as to what the estimate included. It 
might even be initialed by all parties to the contract 
and be made a part of the firm agreement 

Another value of a good unit tem of estimating 

building the reputation of the firm for promptness 
swering inquiries 


and be 
question 


in an 


(continued on the next page) 
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ESTIMATING REMODELING JOBS 
(hegins on page 106) 





Too often, our money is invested in costly adver- 
tising, our copy men beat their brains out writing 
buy-appeals to the home-owning public and we muff 
the ball on the most important play of the entire 
game, The customer wants to know and has to know, 
how much our product costs. And he wants to know 
now, 

Almost everything else he is asked to buy is pre- 
priced. He knows how much a new car will cost. He 
can compare values, all up and down the scale. He 
comes in to the auto showroom pre-sold on that car, 
that model, at the advertised price. 


Pre-price packages. We can do some pre-pricing 
too, if we want to use our estimating system in the 
most efficient way. We can price an 8x12’ added 
room, a carport or a new roof, But there is a vast 
field of virgin soil waiting to be tilled and harvested. 
Waiting for the estimator-salesman-counselor, who 
knows and can tell why he knows, how much the cus 
tom-made special model home improvement project 
will cost offers a tremendous advantage over the old- 
fashioned carpenter workmen, who must put off the 
answer to the vital question, until he can “take off a 
list” and get a price from the lumberyard on the 
materials. 

It is possible, also, to make certain combinations 
of units such as floor, ceiling, roof, etc. so that a very 
close preliminary estimate can be quoted on an added 
room for instance. 

This can be done by calculating and combining 
those units that enclose the space and knowing how 
much per square foot is involved in the area of floor 
space, then how much per lineal foot for the items to 
enclose the area, such as walls, foundations, cornice, 
etc. Then all the estimator needs to add is the total 
number of windows doors, lineal feet of partition 
and special equipment, if any. 

Such a combination estimate will many times serve 
to qualify a prospect. 

We all know there is no point in making up a de 
tailed estimate on a $1,000 remodel job, if the pros- 
pect is prepared to spend only half such a sum. 

It can work the other way, too. Sometimes it will 
serve to assure the prospect that the job they want 
to do can be done well within the budget they have 
allowed and may even help to up-grade some of the 
items they have intended to include. 


Unit system explained. The mechanics of devel 
oping a unit system of estimating are quite simple. 

Perhaps the easiest way would be to determine 
what units are most often used in remodeling work. 

One mid-western yard has had such a svstem in 
operation for several years. The units they find most 
often needed, are segregated into an estimating book 
of 15 sections. 


These sections are as follows: 

Foundations — Outside Walls — Floors — Roofs — 
Cornices — Partitions — Doors and Windows — Ga- 
rages — Paint — Cabinets — Fences -— Porches — 
Dormers — Insulation — Miscellaneous. 


Several alternates and variations from “standard” 
are included under each of these sections. Thus, even 
a semi-trained salesman can present an accurate 
preliminary estimate when necessary. 

Such an estimating system also helps to build self 
confidence in the mind of the salesman. 

We have very few trained estimators in the build 
ing industry. Those who are so trained, have usually 
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had little time or inclination to receive sales training 
as well. What we must develop, if we are to make 
the most of the OHI program and its vast opportu- 
nity, is the type of men who can apply salesmanship 
and real service selling to our market. 


We need to provide this type of men with estimat- 
ing and selling tools that are easily mastered, yet are 
completely dependable when properly applied. Such 
tools can aid greatly in the tremendous task ahead of 
the building industry, which is the job of bringing 
our nation’s homes into first-class condition and 
equipped with conveniences at least on a par with 
the equipment offered by other industries. 


It makes one wonder, doesn’t it, to see a $4,000- 
$5,000 latest model automobile standing outside, un- 
sheltered alongside a minimum home whose market 
value may be even less than the auto? 


Let’s get out of the rut of doing all our business 
the hard way and get into the groove of personal 
service selling. 

To do this, we must have a system of quick, accu- 
rate estimating, workable in our local market situa- 
tion and so priced that the estimate includes not only 
the right price for our materials and the necessary 
labor, but also a profit for the home improvement 
department and a smal! percentage for those unpre- 
dictable contingencies. 


Guarantee satisfaction. We must be prepared to 
make good on those borderline occasions when some- 
thing went wrong and the customer is not completely 
satisfied. With care, these occasions need not be 
numerous, but their fair and prompt satisfaction can 
make or break the reputation of the dealer with his 
customers. Of course, many dealers and yard man- 
agers will never have a need nor the opportunity to 
develop a large sales organization for selling home 
improvements. 

Due to the limitations of their trading area or 
other factors beyond their control, such service as 
they can render will be confined to their own per- 
sonal efforts. 

Here then, will be an entirely different situation. 
The solution to their problem of complete consumer 
service may require a different approach as to the 
detailed organization of a package estimate. 

The main objective, however, is exactly the same, 
which is always the objective of a controlled package 
sale to the ultimate consumer, with the materials 
from the dealer’s yard included at a profitable price. 

This any dealer may do, if he will point out to the 
men he will look to for the labor involved, that their 
price for the performance of this job should be all 
they are concerned with. In no case should their 
price be made on the basis of expecting any per- 
centage of discount or any concession of any kind on 
the dealer’s materials. 

Once they understand this and become used to 
fieuring only their own part of the package, they will 
also begin to see how much easier it is to simply 
spend their time installing and not have to waste 
precious hours quoting and selling the complete job. 
The dealer can present their services in his package, 
in a much more attractive form than the carpenter 
or contractor can do for himself. 

This is especially true of the smaller contractor, 
the workman who likes to spend a great deal of time 
on the job, either doing the work himself or super- 
vising it very closely. Such a workman usually pro- 
duces a trouble-free job, so there is mutual advantage 
to both the dealer and the customer, when they are 
agreed on a complete package deal. 

Sometimes the dealer will have to prepare the ma 
terial list himself, on a package project. Sometimes 
he will depend on the carpenter or contractor who is 


(continued on page 110) 
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Adas Plywood Gum flush doors are uniformly better doors to 


start with — so you're always sure of a uniformly better jxish 


Buy Gum! 


stain it mahogany — and forget shortages! 





This is it and you can sell it completely. Atlas Plywood Gum 
flush doors are harder and less porous than inferior imported doors 
yet Atlas Plywood doors are priced competitively! And the harder che 
wood the easier the sale! 

Adis Plywood Gum flush doors can be uniformly stained in a variety 
of rich, deep Mahogany tones. Made of American woods throughout 
Atlas Plywood Gum flush doors are skillfully crafted by experienced 
American workers from forest to finished product 

Aclas Plywood Gum flush doors cost about the same as inferior 
foreign doors but cheir difference pays off for you in customer satis 


faction and good will. They are actually cheaper to stain and finish 


BEAUTIFULLY AT HOME IN ANY TYPE HOUSE 





than the softer imported woods 


For complete information, send for free color folder. Write Dept 


AL-9, 1432 Statler Building, Boston 16. Mass 
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CAULKING 
COMPOUND 
CARTRIDGE 


@ No costly overruns 

@ No messy spillouts 

® May be used in any Standard 
Cartridge Gun 


With the new cartridge you get results 






































Dual Compartment Plunger is the Answer 
to Neat, Low Cost Caulking Jobs 


Armstrong ‘‘Flow-Control’’ 
Cartridge is equipped with a 
diaphragm action retractable 
plunger. It provides immediate 
release of pressure which stops 
the flow of caulking compound 
when plunger rod on gun is 
disengaged. Plunger rod is dis- 
engaged from ratchet by turn- 
ing rod or using trigger release 
when provided, 

Another advantage of the 
dual compartment plunger is 
its provision for expansion and 
contraction of the caulking compound when 
stored in high or low temperature. This feature 
eliminates any possible strain on the cartridge 
sidewall. 

















When plunger rod is disen- 
gaged, inner compartment 
moves back to position shown 
by dotted tine, releasing 
pressure which stops flow of 
caviking compound 


Complete Information upon Request EST. 191) 





THE ARMSTRONG COMPANY 


GENERAL OFFICES and Laboratories 
1001 £. 103rd $1., Chicago 28, Hlinois. 
Other plants: Detroit + Dallas « Richmond, Calif. + Charlotte, N. C. 


Circle No. 62 on Coupon, page 282. 
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to do the work. In either case, a profit or estimating 
fee should be added to the price of the package and 
used to compensate whoever works up the estimate. 


Special fees. Some dealers use a 5% fee on this 
and give it to the contractor on the jobs that are 
closed and completed. 

Then of course, someone must be compensated for 
the vast amount of time and effort involved in mak- 
ing sales calls, helping plan improvement jobs, and 
in general, acting as the co-ordinator of all the fac- 
tors involved in such work. Again, a 5% fee should 
be about the right amount for this service. It is 
little enough, yet can be the means of building quite 
a nice fund out of which to pay the sales department, 
or the dealer of yard manager himself, for those 
extra hours of his time that are certain to be con- 
sumed in such service and sales work. 

The only other factor that enters into the pricing 
of a home improvement job, is the element of respon- 
sibility for the customer’s complete satisfaction. 
Someone, most often the dealer himself or the yard 
he represents, must be prepared to assume this re- 
sponsibility. The customer has a right to expect it, 
and usually the dealer is the one to whom the com 
plaints will come when there are any. 

One rule that a dealer should establish and abide 
by is never to take a risk or a responsibility, without 
also taking a profit. 

This profit may be small, as applied to the overall 
picture of home improvement work in general, but a 
3% addition to the total price of a contract can be 
the means of complete satisfaction of a customer’s 
complaint; or complete disappointment over the 
whole proposition. 


Figuring the total. The complete estimate, then, 
will include all materials that the dealer desires to 
supply, plus any other materials he will buy or ob- 
tain from outside sources. These will be priced on a 
basis that provides a good profit to the dealer’s yard. 

Next is added the price of the labor required to 
assemble and finish the job. 

To this is added the cost of any other work that 
may be included, such as electric wiring; plumbing, 
heating or air-conditioning and perhaps floor cover- 
ings, or wall or floor tile. These items are usually 
priced by the sub-contractor, who is to be respon 
sible for their completion. 

When the above items are listed, and totaled, the 
dealer may add his percentage for estimating, then 
his percentage for the sales department and finally 
the percentage for contingencies, which is his “Sat- 
isfaction Insurance.” 

At first glance, this may seem to be a staggering 
total for a sale that involves only a small percentage 
of actual dealer’s materials. Some will say that this 
is certainly the “hard” way to sell their products, 
and they may be discouraged at first and feel that 
such an involved process can result in nothing but 
trouble and extra problems and responsibilities. 

Just remember this, however. You, as a dealer, are 
better informed on how to assemble the facts and 
factors of such an undertaking than the average 
homeowner will ever be. How much greater must be 
his confusion, and consternation, when faced with 
the problem of necessary home improvement work? 

When you think how relieved he may well be, to 
discover that you are prepared to render a complete 
service, putting together all these dozens of details 
for him, isn’t it reasonable to suppose that he will 
be willing, even happy, to allow you and your organ 
ization to also receive full payment for those services 
in the form of a small percent of profit. 

The old axiom is still true and will always be 
true 

“He Profits Most Who Serves Best.” 
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SUPERIOR PRODUCTS SIDEWALLS ----- 


Highest quality materials crafted by 
masters for consistent superiority! 


@ BY ADVERTISING IN ane 
CONSUMER AND TRADE House Bao \p — 
PUBLICATIONS A ile erie | 


Telling the Shakertown ~ 


~~? 
story to your customers 1? ert 


often and with impact! 


@® AND AT THE POINT OF SALE... 
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Chapter 


How to EQUIP THE SALESMAN 


Five types of specialized salesmen represent this Pennsylvania firm. The selling 


tools they carry and how they use them are described in this article. 


By T. Merritt Ludwig, 
Executive Vice-President 
Merritt Lumber Yards, Inc., 
Reading, Penna. 


A well-equipped saleaman can frequently close a sale 
on his firat call, Mr. Ludwig tells about the many help- 
ful sales toole carried by his specialist salesman in 
paint, millwork, remodeling, kitchens and general 
huilding materials 


In previous chapters, it has been established that 
the salesman must be trained in the product he is 
selling. Assuming this is the case, it is then neces- 
sary to see that the salesman has the proper tools to 
go into the field, meet the contractor or individual 
prospect, give his “sales pitch” and be prepared to 
close the job on the first call. 

Practical experience shows that the salesman who 
can get the order on his first call is far more success- 
ful than he who must make repeat return calls. The 
following are the various classifications of salesmen 
used by our company and might be considered as 
specialized in their field 


1. The general salesman. This is the salesman 
who sells the house-building contractor. We have 
found that the general salesman in going into the 
field, should first of all, drive a vehicle that is repre 
sentative of your company and a credit to your or- 
ganization, Station wagons have proven most satis 
factory to us because of their all-around utility. 

The general salesman at all times carries with him 
in the back compartment of his station wagon, at 
least three samples of windows ... the Curtis double- 
hung Silentite window, an inexpensive double-hung 
window, and thirdly, a sample of the new awning 
type window that is just catching on in our part of 
the country. By carrying the windows to the builder, 
it enables the salesman to point out the features to 
the builder and his foreman, thereby helping in the 
successful sale. 

The general salesman must also carry with him 
key seasonal items that are either being introduced 
or pushed by our company at a specified time. I refer 
specifically to miniature samples of the pre-hung 
door, samples of miter-type trim and pastel-colored 
silica brick. The general salesman must also have in 
his possession a complete price book that is up to 

I, Merritt Ludwig, execut vice-president of Merritt Lumber Yards 
Ine Reading, Penna., is a member of the general exposition committe: 
f the National Retail Lumber Dealers Association. He served as chair 
man of the materials handling clintc of the first NRLDA exposition in 
Vew York and moderator of the modern store clime at the NRLDA con 


ention in Cleveland last year, He is president of the Berks County 
chapter, Pennsyleoania unit, Middle Atlantic Lumbermen’s Association 
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date covering the complete line of materials handled 
by the company. This price book must also have 
manufacturers’ literature or Sweets Catalog inserts 
covering the specialized products. 

Another must for the general salesman is an order 
book so that he can write the order in the field and 
have the customer sign it to secure the order. Esti- 
mating sheets are carried at the back of the order 
book in the event an estimate is needed immediately. 
However, our company prefers to have estimates 
typed, if possible, in the home office where they can 
be checked by the various department managers. 

Other items carried by our general salesmen are 
ready-mix concrete slide rules, nail bags, job signs, 
carpenter pencils, etc. 


2. The kitchen salesman. The kitchen salesman 
is a specialist of the highest caliber, who doesn’t nec 
essarily require a station wagon, but does require a 
presentable car for he is normally in contact with 
women. On occasion he must transport them either 
to the company display rooms or to a completed job 
where another kitchen has been installed. 

The kitchen salesman must be of neat appearance, 
pleasant personality and be able to close the order 
at the time of the sale. The equipment this salesman 
carries includes his own individual name cards, esti- 
mating sheets, a Merritt’s kitchen presentation book- 
let that can be prepared right on the job and handed 
to the prospect, literature on the various makes of 
kitchen cabinets sold by the company, Formica sam- 
ples as well as tile and linoleum samples. 

Perhaps the most important tool to the kitchen 
salesman is his miniature assembly kit, which he can 
set up as a toy sample kitchen, right in the prospect’s 
home. They can then visualize their future kitchen. 
He must also carry with him small models of the 
actual cabinet he is presenting so that he can show 
the features the line represents such as hardware, 
paint finish, drawer and shelving adjustments, etc. 

The kitchen salesman should at all times carry 
with him a photographic viewer with which he can 
show the prospect slides of other kitchens that have 
been installed by his company, as well as a list of 
satisfied customers that he can refer the prospect to. 

If the kitchen salesman also sells appliances, he 
should carry with him at all times a complete stock 
of appliance literature, particularly pertaining to 
built-ins which represent 75% of the remodeling and 
new kitchen appliance business today. In some in- 
stances, a built-in oven and surface unit can and has 
been installed in a company station wagon for this 
purpose. 


3. The millwork specialist. Our company has 
four salesmen, who are considered millwork special- 
ists, who do nothing but service the house-building 

(continued on page 114) 
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THREE WINDOW SAMPLES are carried by 
Merritt's salesmen serving the contractor 
trade. In this case, Merritt salesman has a 
factory representative with him. They are 
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MINIATURE CABINETS are carried by the 
Merritt kitchen salesman, who is explaining 
their advantages to the contractor. This re- 
modeling job involves a new, enlarged 
kitchen. 


MODEL WINDOW is used by the remodel 
ing salesman to sell storm windows and 
screens for this house. Miniature unit is easily 
carried and demonstrated 
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contractors as well as the large general contractors. 
This salesman is acting as a service man and doesn’t 
need to carry with him samples of the products for 
they have been pre-sold by the general salesmen who 
have originally contacted the job. This salesman, 
however, must be equipped with complete estimating 
forms, quotation sheets, a portable drawing board, 
accurate foot rule and a very good knowledge of de 
tailed millwork. 


4. The remodeling salesman. The smal! lead or 
remodeling salesman’s task is the most difficult and 
therefore requires a multitude of samples. He is also 
equipped with a station wagon and carries with him 
at all times as many miniature samples of the fastest- 
selling products as he can. 

It is particularly important that he carry samples 
of screen doors, combination doors, tension screens, 
acoustical tile and planking; an inexpensive as well 
as an expensive grade of wood paneling and volumes 
of manufacturer's literature, well-catalogued. 


This salesman, in addition, must have order blanks 
and quotation sheets so that he can leave his quota 
tion on the job and if possible, write up the order at 
the time of the initial call. He carries with him a 
well-prepared chart covering financing rates from 12 
months to 60 months; he has a copy of the same 
that he can leave with the prospect, making it pos 
sible for the job to be sold on long-term financing 
rather than immediate payment, a stumbling block 
to many small sales 


5. The paint salesman. A paint salesman has a 
difficult task for he calls on small pot-and-brush 
painters as well as large contracting paint organiza- 


tions. In addition, he calls on the house-building cus- 
tomer or the housewife desiring to repaint her exist- 
ing home. He must be well informed on his product 
and must at all times carry his price book, order 
blanks and quotation sheets with him. 

He also carries a paint brush display case con- 
taining at least 15 paint brushes of various sizes, 
samples of various wood stains applied on small 
pieces of wood paneling or trim, sample quarter-pints 
to leave with remodeling customers and good will 
promotion items such as paint paddles, caps, pot 
hooks and pail carriers. Also drop cloths—both 
paper and cloth—ladder and sundry information and 
manufacturer’s literature on the products he is sell- 
ing. 

All salesmen carry with them at all times at least 
two gallons of white house paint primer and two 
paint brushes, so that they can leave them at the 
job they are calling on. A vast majority of the calls 
require paint and the salesmen have been successful 
in selling paint on their first call regardless of 
whether our company secures the balance of the 
business or not. 

In conclusion, we have found that our five types 
of salesmen must basically have a sound knowledge 
of the job they set out to do, the products they 
are selling and the ability of the company to perform 
the tasks required. 

The salesmen at all times must remember that they 
are representatives of the company and accountable 
to the company for all calls they make. They must 
submit a daily sales report to the sales manager and 
in turn, must justify their activities at a weekly sales 
meeting at which time their progress is reviewed, 
their problems analyzed, and company policies re 
viewed. 
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RIGHT—Detail of the patented 
Safety Catch that holds door 
securely in full open position 


Cirele No, 65 on Coupon, page 282. 


@ The Frantz No. 400 Series has rapidly become a best 
seller everywhere—from coast to coast, 

The exclusive Safety Catch provides the utmost in sec- 
tional overhead door convenience. Just a gentle lift starts 
the door up. At full open position the Safety Catch stops 
and holds the door firmly, securely. No banging or slam- 
ming! No rebound! Yet a slight pull releases it for closing 
when desired. 

You'll admire the 400's for their fine appearance and fast 
installation, their quality and low cost. But their precision 
operation really sets them apart. /f’'s the extra appeal of 
something special—the Safety Catch—that makes this Series 
one of the most popular that Frantz has ever produced. 


*U.8. PATENT Wo. 2,706,476 


FPRANTZ MANUFACTURING CO. 
Sterting, ttlinotsa 





CATALOG NO. 303—Con- 
tains specifications and illus- 
trations of 67 models and 
sizes of rigid and sectional 
doors, Write for FREE copy. 
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Cha pter 


How to COMPENSATE SALESMEN 


Both the salesmen and the company management like the plan described in this 


article. Here are the details. 


By Paul ¥. De Ville, President, 
The DeVille Lumber Co., 
Canton, Ohio 


Salary plus commission ia the satisfactory incentive 
setup used by this Ohio dealer, Commissions are given 
on both written ordera and written estimates. (Writ- 
ten estimates must exceed $100.) Special prizes also 
help keep saleamen on their toes 


I might mention at the outset that our reason for 
setting up this plan, which we did at a meeting with 
our salesmen in 1950, was because we felt that they 
did not have the incentive that was needed and that 
we were not making as many sales as we should, 


At that time, we were not sure that our plan would 
work, nor were we sure that we could afford the setup 
that we made, namely because we had all of our sales- 
men on a straight salary. We left the salary stand 
as it was and added the commission. 


We have made no change whatsoever in the plan 
since it started. I know that we are very happy with 
it and I am sure that our salesmen like it, because 
they are doing a good job and making extra money. 


We employ six salesmen and all of them work both 
in the office and outside. We also have two counter 
salesmen, who only work inside and they are not on 
the incentive basis. They are what we call junior 
salesmen and as they become more familiar with sell- 
ing and the merchandise that we handle, they will be 
put on the incentive basis. The monthly salary of 
our salesmen run from $300 to $400 per month. The 
saleamen furnish their own car and take care of their 
own car expense. 


How plan works. The incentive consists of 1% 
of the dollar value of all orders written, regardless 


Paul V. DeVille, president and treasurer of The DeVille Lumber Co 
Canton, Ohi has been in the lumber business since he graduated from 
high school in 1924, He started as office boy and cler Four years later 
he bought ut The Bartlet? Lumber Co., changing the name to The 
Delille Lumber { 

fictive in industry affairs for many years, DeVille is a member of 
the 1956 NRLDA Fixposition Committee and chairman of the NRLDA 
Committee on Women's Housing Congress to be held in Chicago. in 
December lie was president of the Ohdo Association of Retail Lumber 
Dealers in 1944; a charter member of the Lumber Dealers Research Coun 
if and a member of the executive committee since 1948 
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of whether it is a cash deal, a regular charge account 
or financed by one of our various financing plans. 
It covers any and all material we sell, regardless of 
the price of the material or to whom it is sold. 

Secondly, we pay 1% commission on all estimates 
that are sold. I might qualify this by saying that we 
consider an estimate any list of material in which a 
customer is given a quotation amounting to $100 or 
more on which a written proposal or quotation is 
given. However, the 1% is paid on the exact amount 
of the material that is delivered to the job, regardless 
of whether it be for a larger or a lesser amount than 
the estimate or quotation given. And this is paid on 
a monthly basis according to the amount of material 
that is delivered on the quotation each month, as 
many of these jobs will carry over a period of two, 
three or four months, particularly on a large remod- 
eling or a new house job. Many times the home- 
owner will do his own work and of course, he does 
a lot of it in the evenings and on days off, that being 
the reason for it being spread over a longer period 
of time. 

This gives the salesman a chance to earn 2% on 
each sale of estimates, provided he follows through 
and gets the order for the material in advance of the 
customer calling in and perhaps giving the order to 
a fellow salesman. This results in our customer get- 
ting better service and gives us more time to make 
deliveries. 

Our reason for paying the 1% on all material de- 
livered, rather than the exact amount of the estimate 
is two-fold. First, it is an extra incentive for the 
salesman to sell additional material over and above 
that that he originally quotes on; secondly, we can- 
not get hurt if a job is sold and we finally deliver a 
lesser amount than the original sale. Of course, this 
is the exception rather than the rule. In almost every 
instance the salesman makes many additional sales 
of materials that are not in the original quotation. 


Bookkeeping equipment. We use a Burroughs 
Sensimatic bookkeeping machine whereby it is a sim- 
ple matter to know what the total of each salesman’s 
sales are for each day, as well as for any period of 
the month. 

When the sales are posted to the accounts receiv 
able ledger, the bookkeeper just pushes an extra key. 
Each salesman is assigned a separate numbered key, 
so that each of his sales is identified when rung up. 
Of course, this particular thing only covers the 1% 
for the orders written. 

The additional 1% for estimates is handled in the 

(continued on page 118) 
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Northern Woods have been recognized for high quality and dependable performance for 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 
these quality hardwoods. Consult the firms on this page for your requirements in Northern 


Woods. 


*tHoll Hardwood Co, . . . ss + + + «(Otonto, Wis, 


Maple, Birch, Beech, Oak Flooring. Strip, Assembied Block, Herring- 
bone, Parquetry types: all types Heavy Duty Flooring. 


*+J, W. Wells Lumber Co, . . . « » Menominee, Mich, 


Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. 
Custom kiln drying. Upper utes Send Maple and Birch lumber, 
rough. 


*Copeland LumberGo. . . . « « + » « Ghleago, I, 
Mills—Marquette and Newberry, Michigan 
Sales Office — CHICAGO — 228 N. La Salle St. 
Hardwoods. 
Planing Mills and Dry Kilns. 


tMember Maple Flooring Mfrs. Asen. 
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*Roddis Plywood Corporation . Marshfield & Park Falls, Wis, 


Roddis Lumber & Veneer Co. of Mich. lronwood, Mich. 


Roddis Lbr. & Veneer Co., Lid. Sault Ste. Marie, Ontaric, Can. 
Complete stock N. Hdwds., Hemlock, W. Pine, Cedar Prod., Maple, 
Birch, Fig. Hdwd. Ven'r'd Doors. Pilywd. Modern Dry Elin facilities 


*t+Ahonen Lumber Go, . « «© « + + « =(ronwood, Mich, 


Northern Hardwoods, Hemlock. White Pine, co. Planiag Mil 
~—Modern Dry Kilns. “AAA” brand MFMA rdwood Flooring. 
Hardwood and Sottwood Pallets. 


"Kimberly-Clark of Michigan, Ine. . . 


Sune, Neenah, Wis. 
Mills at Marenisco, Mich. 


Northern Hardwoods, White Pine. 
Modern Dry Elins. Expert Millwork. 


*Goodman Lumber Company . . . . . Goodman, Wis, 


Northern Hardwoods, Hemlock, White Pine, Basswood, Hardwood 
Dimension. Planing Mill. Dry Kilns. Rotary Cut Veneers. 


*Member Northern Hemlock & Hardwood Mfrs. Asan. 
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following manner. At the end of each month, each 
salesman lists the jobs that he has sold and these are 
added to a sheet, which carries a rurning list of the 
previous jobs that he has sold. When all the sales 
have been posted, the bookkeeper lists the amount of 
material delivered during the month on each sales- 
man’s sheet and then totals it to cover the amount of 
materials delivered to each job for each salesman. 
I'his sheet is continued until each job that the sales 
man has listed is completed. 

After this is completed, the commission for the 1% 
on orders written and the 1% for materials delivered 
on estimates sold are totaled, this being the amount 
the salesman is paid on or about the fifteenth of each 
month in addition to his salary. 


What salesmen make. You might be interested to 
know the amount earned in commissions. For the 
year 1955, the least amount that any salesman made 
on commissions was $2,020 and the most that anyone 
received was $4,069. Total earnings of salesmen 
ranged from a low of $5,269 to a high of $8,569. This 
represented sales for the low man of $122,000 and 
the high man of $199,000. At this point, I might state 
that the man that was paid the highest monthly sal- 
ary showed the lowest cost to us per dollar of sales. 


You might also be interested to know what our 
percentage cost of sales per man was, including sal- 
ary and commission. The following are the percent- 
ages for each of our six salesmen: No. 1, 3.8%; No. 
2, 3.9%; No. 3, 4.8%; No. 4, 4.8%, No. 5, 4.4%; No. 
6, 4.6% And as I mentioned before there has been 
no change in this setup since we originally started 
it in 1950. 


In order to give each salesman something to shoot 
at we set up quotas on a monthly basis, three months 
in advance, The plan is as follows: first we get the 
percentage of each salesman for the previous year, 
then we take our total sales for the corresponding 
month of the previous year and for January, Febru- 
ary and March of 1956, we added 20% to this figure, 
then divided by the salesman’s percentage. That 
figure is his quota. (The 20% we added for the first 
three months of this year is the estimated increase 
we feel we should make over last year. Of course, 
this percentage varies from time to time depending 
upon business conditions and financing, which is 
governed locally.) 


An example: 


$840,000 
26,000 
January 1955 sales 80,000 plus 20% equals $96,000 


15% of $96,000 equals $4,400, this being the salesman's quota 
for January of 1956. 


Total sales for the year 
No. | Salesman's Sales 


Special prizes. From time to time we give prizes 
to the men meeting their quotas or the one that ex 
ceeds it the most. Sometimes we set this up on a 
monthly basis and other times for a three-month 
period. And we have found that in the slower pe- 
riods of the year, in particular, this proves an extra 
incentive for the men to get out and work a little 
harder, 

The prizes that we give are something that can be 
used around the house such as electrical appliances, 
bridge lamps, etc. The reason that we give this kind 
of a prize is so that the wife and family will get some 
benefit from it and appreciate the extra effort that 
the man is putting forth, sometimes in the evenings 
and even on Sundays, in order to make a sale and not 
only get his extra commission, but wir. the prize as 
well, 

I think this pretty well covers our incentive plan 
and to be truthful with you, I have never heard of a 
better one or I certainly would have tried it. 
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A “window shopper’’ uses more than a rule 
to measure the worth of a window. He is concerned 
with QUALITY, PERFORMANCE and STYLE, 
He wonders about EASE-OF-INSTALLATION. 


Your PROFITS are directly related to 
customer satisfaction. You PROFIT most 
by selling WOODCO E-ZEE Loc Wood Awning 


Windows... from every point-ol-y lew. 





Wate 


Bey Sold exclusively through the lumber dealer. For the name of the nearest WOODCO distributor write to 


WOODCO CORPORATION 


Jacksonville 1, Fla. 
North Bergen, N. J. Schenectady 3,N.Y. Lowell, Mass. 


Factories: 
NORTH BERGEN, N. J. and ROCKWELL, Randolph, Wisc. 
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Chapter 


How to RUN YOUR OWN CREW 


Where to find qualified building mechanics and how to control them are two im- 


portant points discussed in this article. 


By J. Leroy Nelson, Manager, Home improvement Dept., 
Walker & Hallowell, Inc., Sarasota, Fla. 


Three ways of handling the labor problem are sug- 
geated in this article by Mr. Nelson, the author o 
Chapter 5, “How to Estimate the Remodeling Job.” 


Many dealers who are now operating a complete 
home improvement department, became interested in 
selling home improvements in a more or less acci- 
dental manner. 


Perhaps some began their program in self-defense 
against the roofing and siding specialist, whose meth- 
od was to enter a community with a well-trained 
crew of “bird-dog” lead getters, a few good “closers” 
and a more or less organized crew of applicators, 


This group would move into a town or city, work 
it hard for a few weeks, take a long profit on most of 
their deals and leave with a long series of unful- 
filled promises, false guarantees and a host of un- 
satisfied customers, or victims of high-pressure sell- 
ing. 

This was a rich field, partly because until recently, 
there was little real sales effort made by local, de- 
pendable factors. 


Perhaps, too, the attractive “easy-payment” terms 
were an added inducement to the homeowner to im- 
prove his property. 


Need complete service. The alert dealer soon 
realized that he would be obliged to offer the same 
complete service, if he was to compete with the pro- 
fessional type specialty sales crew. 

Much of the labor involved in the application of 
siding, roofing and such products, could be estimated 
and contracted for on a “per square” basis. This 
eliminated the usual risk involved in estimating labor 
costs. 

Sometimes, however, the dealer who took roofing 
and siding contracts became involved in complaints 
due to faulty workmanship. This pointed up the need 
for more perfect control of quality of workmanship. 
Control, or responsibility for good work, sometimes 
led to the employment of building mechanics on a 
permanent basis, working on a per-hour rate, or a 
per-unit price for labor. 

Dealers have learned that there will always be a 
need for a certain amount of permanent, dependable 
labor in connection with home improvement work. 
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The question is, especially in those areas where 
winter time building is more difficult than in the 
south, how to maintain such a crew and provide year- 
round employment for them. 

Some dealers, especially in larger cities, have 
found it expedient to own a few good building sites 
and to keep a few small or medium size homes under 
construction. 

These speculative homes serve as a labor cushion 
for the crew of carpenters, painters, roofing applica- 
tors and other related workmen. They are homes that 
need not be completed at any definite time, but 
usually are at various stages of construction. 

Should one of these homes be purchased by an 
owner who needs early possession, then a concen 
trated effort is made to deliver the completed home 
as promptly as possible. This may be done by the 
same crew of steady employes or the completion of 
the home may be “farmed out” to a co-operating 
crew, who may not be as steadily employed. 


Quality control. This latter method is sometimes 
used to perform all the labor, especially on a house 
that is pre-sold or custom built. 

Again, of course the dealer must be very sure he 
will not lose control of the quality of workmanship. 
He must employ only such men as he knows to be 
dependable. He will be taking the responsibility for 
the completed job, even though his regular crew of 
workmen did not perform the labor. This responsi- 
bility factor is the dealer’s key to outselling the 
itinerant applicator. 

No other merchant has so great a stake in the 
product he sells. Most of the purchases a family 
makes are not expected to last more than a few 
months or a few years at best. But a home improve- 
ment project is something the family will live with 
and enjoy for many years, sometimes for a lifetime 
and it had better be right. 

That makes it extremely important for the dealer 
to have close control of the labor he uses to assemble 
his products into the package he offers the family. 

Dealers who assemble home improvement packages 
should never lose sight of their obligation to bring 
the very best mechanics available into the working 
crew for which they are going to be responsible. 

It is not always easy to find men who are versatile 
enough to do the wide variety of jobs such service 
requires. The large construction company may have 
a few and sometimes these few can be attracted to 


(continued on page 122) 
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A Grand toy 
for your 
favorite boy ! 


Scale-model toy tractor-trailer 


that’s a special “plus” 
for GOLD BOND dealers 


Here's a kid-size truck that’s a scale-model beauty —a great toy 
that's a fine value, too. It’s a big and handsome all metal trac 
tor-trailer with a motor that winds with a push and roars real 
istically as it scoots across the rug. It would retail for $4.00 
it’s yours for just half that... only $2.39 when ordered singly. 
It's a wonderful truck to give your son, the lad around the 
corner, or Cousin Ned’s boy. It's a Gold Bond special that 
Gold Bond dealers can give a kid on his birthday... hide away 
till Christmas...or just give it because you like the boy 
If you're thinking about a special toy truck promotion, 
here’s one that brings 110% profit! You can sell this truck for 
$3.98. It costs you just $1.89 in quantity lots of 24! Makes 
a novel and eye-catching display for your window or 


Ma 
Gold Bond 


BUILDING PRODUCTS 


NATIONAL GYPSUM COMPANY 


BUILDING Propucts MERCHANDISER Circle No. 180 on Coupon, page 282, 


counter —and carries the Gold Bond name wherever it rolls! 

The ribbed-steel craiier body is 13” long, 4” wide, 6” 
high. It’s finished in metallic gray with the famous orange 
gold and black Gold Bond logo on each side, The cab, 
spray-painted in red with a Gold Bond sign on each door, 
is 6%" long, 3” wide and 3%” high. Grill, bumper and hub 
caps are nickel plated 

Every wheel it runs on is real rubber, Metal dolly-wheels 
make trailer detachable. There are double doors at trailer's 
rear and a large front door with a sliding latch 

Each comes ina colorful carton ships ed in corrugated con 
tainer, Trucks are limited., .offer expires Septe mber 40,1956 


Mail this « oupon today to start your tru ks rolling your way 
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RUN YOUR OWN CREW 


(begins on page 120) 





the dealer's organization. They are usually men who 
become dissatisfied with the monotony of form build- 
ing or nailing, with no chance to individualize their 
job. 


These men enjoy the opportunity to do an espe 
cially nice job of trimming a door or building a 
kitchen cabinet; or selecting an extra-long door cas 
ing, so the entire side of trim can be cut from the 
same piece, with the grain matched and continued 
all around. These are the little things that give a 
dealer a good reputation, 


Selecting foreman. Whenever a dealer's organ- 
ization becomes large enough to justify a crew fore 
man, who does nothing but supervise and keep pro- 
duction going, there will be a job for a very high type 
man who can be a great help in consumer satisfac 
tion. 


He will be a man who can pitch in and help do any 
job the crew is assigned to, but will be too valuable 
in his other capacities to be left for long as a working 
member of the crew. His job will be to organize the 
men, the materials and the flow of work so that no 
time is lost waiting for materials when the workmen 
arrive at the job. Neither does the customer want 
the materials lying about for too long before the job 
actually starts, so delivery must be closely scheduled 
for greatest satisfaction. This foreman will need a 
pick-up truck, so that in case of an oversight or short 
age on a delivery, he can scoot down to the yard and 
get what is needed. 


Customers are very cost-conscious, especially of 
labor that is costing well over $3 per hour and they 
do not like it at all when one or two men have to sit 
and wait for a material delivery. 

The foreman who can deal with the consumer, keep 
the customer happy and satisfied, plan his work and 
delivery schedule so there is no lag or overlap, and 
still be on hand to lend his know-how and experience 
in solving the tricky installation problems—that man 
is a jewel too priceless for most dealers to possess. 
This ideal is seldom obtained, but it does point up 
the need for another specialist in the expanding field 
of home improvements. 


In some cases, especially in smaller towns or coun 
try yards, it may be more practical for the yard man 
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Cert A. Sellers 
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Raymond V Credit twe volumes 


Veit 


Veour business will profit more with scourate records to sid in daily opera- 
tiens. This book gives you and your stef « werking knoe rT 
te help you make prection! managerial decisions. 166 pages, 156 iiivetrations 


BOOKKEEPING FOR BUSINESS AND PERSONAL USE 


je of sceounting 


In readily understandable terms, these two books explain the purpese of 
various business and persons! records, ard how te keep them 


Concentrates on books and methods used te record daily buying and selling 


ager to handle this supervisory part of the work 
himself. 

Perhaps he has a good second man or bookkeeper, 
who can look after the yard and office for short pe 
riods, while the No. 1 man is out on the job. 


temember, these package sales can carry an extra 
margin of profit and the larger unit sales can be 
volume producers as well. 


Solving labor problem. To sum up, there seems 
to be several ways the labor problem may be handled. 


First, by a fixed labor rate per unit on such things 
as the application of roofing, siding, combination 
windows, doors, etc. 

Second, by a steadily employed crew of selected 
workmen using every possible means toward keeping 
them fully employed. 

Third, by referring leads and prospects to co 
operating trade mechanics for the labor portion of 
home improvement projects. 

This third method of handling the labor problem 
is, in our estimation, the weakest from the standpoint 
of satisfaction to the consumer. It lacks supervision 
and control. The dealer has almost no chance at all, 
to close a package deal for a home improvement job, 
and thus leaves the prospect wide open to competi- 
tion. 

Many dealers are not yet ready to go into actual 
contracting for complete home improvement pack 
ages. Until they are ready to do so, they will have to 
improvise, as far as labor is concerned. They should, 
however be very careful to make sure that the labor 
they deal with has some sort of liability and com- 
pensation insurance. 

If not, there could be grave risk of a serious situa 
tion, particularly when a dealer has assembled and 
contracted for a complete package job, involving 
labor as well as his own materials. It might well be 
that he will be legally determined as responsible for 
all the men who work on the jeb and he should be 
well protected by proper and adequate insurance. 


Customer guarantee. One of the best arguments 
the sales department can have, as a selling tool, is 
the statement that all liability has been carefully 
considered and the owner is held completely pro 
tected from any kind of trouble should accidents or 
damage occur as a result of any home improvement 
package job for which the yard is responsible. 

sefore such a statement can be made, of course, 
there must be complete insurance protection obtained 
with a reliable insurance company, which specializes 
in such protection. 
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How USS GERRARD speeds handling—cuts costs 


“We have been able to cut handling time, give our 
customers better service, balance our work load, 
save storage space, and reduce brick breakage 
through the use of USS Gerrarp Round Steel 
Strapping,” says Glen-Gery Shale "}rick Corpora 
tion of Reading, Pa., largest building brick manu 
facturer in the East. Glen-Gery uses 12-gauge 
USS Gerrarp Round Strapping to package bricks 
in easy-to-handle units of 500. 


“We reduced handling time by 75%, increased stor- 
age space by 33%, and cut shipping damage to less 
than 1%, by palletizing our tuyeres with USS 
GERRARD Flat Steel Strapping,” says Climax Fire 
Brick Company of Climax, Pa., producer of 60°, 
of the nation’s requirements for these odd-size 
Bessemer Furnace fire bricks 


NEW CATALOG—HOT OFF THE PRESS! 34 pages of photographs, descri 


GERRARD STEEL STRAPPING DIVISION, UNITED STATES STEEL CORPORATION 
GENERAL OFFICES: CHICAGO, ILLINOIS 


“We rely on USS GERRARD Strapping to get our 
houses to the building sites in perfect condition,” 
says West Coast Mills, Chehalis, Washington, 
manufacturers of prefabricated Far West Homes 
These attractive prefabs are shipped all over the 
United States by rail and truck, bundled securely 
with USS Gerrarp Round Steel Strapping. They 
arrive consistently at the building sites with every 
piece intact 


Waterproof-wrapped for shipment, this coil of sheet 
steel is being reinforced with USS Gerrarp Flat 
Steel Strapping. Notice how strip of strapping in 
side coil exerts outward tension, keeping pro 
tective paper in place 


Bring your packaging-tying problems to USS GERRARD. Regard 
less of what they are, our engineers will help you find the safest 


surest, most economical solution to them 


facts and figures on all USS GERRARD Steel Strapping and associated equipment 


Gerrard Steel Strapping 
2933 West 47th $¢., Chicage 37, Iii 


Please send me, free of charge, the new 


36 page GERRARD Bive Book of Packaging 
Nome 


Company 


State 


UNITED STATES STEEL 
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Chapter 


How to IMPROVE YOUR TIME PAYMENT SALES 


Budget selling is everybody's job in the Boise Payette organization. That's one. 


reason why time-payment sales gained 122%, in one month this year. Here are some 


simple hints that will make your time payment selling more effective. 


By W. L. Johnson, Asst. Mar., 
Retail Sales Division, 

Boise Payette Lumber Co., 
Boise, Idaho 


The home modernization job sold for cash is one for 
which you may be competing with every other dealer. 
The job you sell on a time payment plan may be one 
which wouldn't be done at all without the benefits of 
paying for it out of income 


The details of the various time payment plans are 
well known: 30-day open account, FHA property im- 
provement loan, conditional sale contract, the re 
cently developed “revolving credit” plan, the so 
called “open-end” on the homeowner's mortgage or 
trust deed. But even the most useful sales plan de 
pends on people. Here are some things being done 
to help lumberyard men and women make more effec- 
tive sales use of these time payment devices. 


1. Keep it simple. You can’t assume that the 
homeowner knows anything about time payment 
plans. He may know more than you do; or he may 
not know they even exist. 


For example, you are talking to a prospect for 
some modernizing work. You mention a Title I loan. 
Somehow the sale doesn’t work out. Come to find 
out, your prospect doesn't know what “Title I” means 
or what benefits he can get because of it. 


Horn in Fort Collins, Cole W. L. Johnson has lived moat of 
hia life in Idaho. He joined Roise Payette Lumber Co. aa a yard 
asstatant in 1916, Later he managed yards for the company until 
he was appointed its credit manager im 1924. Im 1946 he was 
named aasistant manager of the retail sales division, the position 
he holds today 


Hie ia alao vice-president and manager of the Construction 
Finance Corp., a wholly-owned subsidiar vy of the Botse Payette 
Lumber Co, Johnaon served as president of the Western Retail 
Lumbermen’s Association in 1958, Currently, he ia a member of 
the property improvement loan advisory committee of FHA 
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Instead of talking about a Title I loan, it may be 
better to talk about a time payment plan. Avoid using 
a lot of financing terms, which may have no meaning 
to your prospect. My personal approach is to urge 
our people to say as little as possible on loans, but 
to get right down to cases and say, “You can build 
for so much down” or, “You can add on this room for 
nothing down and so much a month out of income.” 


Speak his language. As in the case of mortgage 
loans, other terms mean little or nothing to prospects. 
In some areas sellers of new houses talk about “im- 
pounds” and “deposits.” They may refer knowingly 
to “open-end” mortgages. They may even talk about 
a “seasoned” mortgage or to a “warehoused” mort- 
gage. Chances are good these terms mean only little 
more to the user than they do to the listener. Don’t 
use them; they only confuse your prospect. Instead, 
tell him his monthly payments are so much, that his 
taxes and fire insurance money is set aside for him, 
and that he may be able to add his home modernizing 
costs to his present FHA mortgage without upsetting 
his monthly payment program. Explain about no- 
down-payment, but do it in simple terms. 


2. Getting the information. Some dealers don’t 
make as much use of time payment selling as they 
should because they fear the detail of paper work. 
Or perhaps they fear appearing to pry into their cus- 
tomer’s financial affairs—undoubtedly a strong ob- 
jection to time payment selling on the part of dealers 
in rural communities. 

The paper work in connection with a time payment 
sale is not complex. In fact, in our organization we 
urge that every permanent man and woman on the 
yard staff be prepared to handle a time payment sale, 
not just the manager. Note: this does not apply to 
opening a regular 30-day account. This is a one-man 
job. It should be done only by the manager or credit 
manager. 

The most important paper to be filled out for an 
FHA time payment sale is called, “Credit Applica- 
tion for Property Improvement Loan.” This is Form 
FH-1. Lenders tell me it is a never-ending process 
to get dealers to complete this form accurately. Get 
ting credit information is more than stating that you 
know the man when you meet him on the street. 


Get his name right. The first item on the FH-1 
form is the customer’s name. This is often missed or 
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spelled incorrectly. It is essential to have the man’s 
address correct and complete. You don’t have to show 
the legal description of the property being improved 
unless there is a mortgage or trust deed involved. 
You should be sure the address of the property to be 
improved and the address of the customer are writ- 
ten on the form, so that you can find these places if 
you have to. If a customer is on a rural route, write 
on the application, “So and so, route, 8 miles east and 
2 miles south,” or whatever it is. 

Some of the information needed on the Form FH-1 
is to help in locating the customer in case he moves 
without paying the loan. In getting the information 
for these items, merely ask straightforward questions 
without making explanation of why you want to 
know and you will get straightforward answers. 
Name and describe the improvement to be done; some 
loans are delayed because the dealer has not named 
it on the FH-1 form. 


That big bad warning. At the bottom of the Form 
FH-1 is a warning against making false statements. 
This is put there to protect the customer and you 
should explain it to him in this way. If you are being 
fair and square with a customer, you can say, “This 
is for your protection against high pressure selling.” 
Don't hedge or dodge this point. 


In all time payment selling there are three funda- 
mentals: 

1. The customer wants the improvements. 
2. You want to sell them to him. 


a 


%. He is able to pay for them out of his income. 


We are kidding ourselves if we avoid using credit 
in selling. It is obvious that the American customer 
likes to buy on credit. It also is obvious that the 
credit of the American customer is good. By using 
a well worked out time payment selling plan you are 
putting yourself in line with this trend. 


Tightens up book accounts. There is another ad- 
vantage, too. This is the advantage to you, the seller. 
In our own company, for example, we have been 
stressing time payment selling for many years. As a 
result we have been able to tighten up considerably 
on our open book accounts. In other words, a well- 
executed time payment selling program takes off your 
books the accounts which tend to drag out over a 
period of months. These accounts are set up on a 
repayment schedule which the customer understands 
and is able to pay, while he might not be able to pay 
up within the 30-day repayment period of the open 
book account. More important for him is the fact 
that the monthly payment is fitted into his regular 
monthly household budget. 


3. Every employe can sell. Selling time pay- 
ment deals is the job of every man and woman in the 
yard. It is not solely the manager’s job. In our com 
pany, we have started a plan which gives incentives 
to every man and woman on our yard payroll to sell 
time payment jobs. We call this our prize-point pro 
gram. 

The prize-point program sets up a definite method 
by which an employe is rewarded for finding and 
carrying through to completion a time payment sale. 
We have tried with some success to bring an em 
ploye’s family into the plan, too. 

—_— 

When we started it, we wrote an explanatory letter 
to the home of every employe. We said, “The entire 
family, father, mother and the children are on the 
selling team.” 

The children, say, hear about a neighbor who wants 
a uew garage. They tell Dad about it. Dad calls on 
the neighbor, taking with him product data and pa 
pers to complete the loan. He sells the job. Then 


BUILDING Propucts MERCHANDISER 


it’s easy thru Boise Payette 


A handsome fence gives you privacy for 

more enjoyment of outdoor living and adds 

to the beauty of your home. See Boise 

Payette today and learn how 

you can fence your entire yard 
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TIME PAYMENT SALES are promoted in three different 


places in this Boise Payette ad 
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FAMILY IS EXCITED over some of the prizes father can win with time-payment sales. 
Studying the prize book is Ernie Griat of the Meridian, Idaho yard, his wife and daughter 


the loan is put through a lender’s office and the job 
is done, 


The family benefits. At this point, Dad applies 


for prize points. He sends his application to the 
company’s general office after it is approved by the 
yard manager. At the general office we make out a 
prize-point check and mail it to Dad. (It should be 
noted here that as a line yard organization, our pro- 
cedure on this is more complex than a one or two 
yard firm would be.) 


The prize-point check is like a bank check except 
it is good only when turned in with a request for 
merchandise prizes. We get the prizes from a whole 
sale firm, which specializes in this type of prize point 
contest and which publishes a merchandise catalog. 
The prizes are selected from the catalog and range 
widely from jewelry, silverware and furniture to 
sports goods, major home appliances, clothing and 
toys. Almost any item needed or wanted by a family 
is included among the prize merchandise. The cata 
log is kept at the lumberyard for the use of the fam 
ilies of all the employe 

The items in the catalog are priced in prize points, 
not in dollars. Thus, you can get a camper’s axe for 
160 prize points, or an automatic washing machine 
for 28,155 prize points 

We think an important part of the success of the 
program depends on getting family participation 
When a family realizes that to get that new electric 
vacuum cleaner without paying for it out of income 
Dad can sell a machine shed or a granary, or that 
the new doll for daughter can be had through Dad’s 
selling of a 12x22-foot garage including materials 
and labor, that produces real interest 


Bonus points given. When we started the prize 
point program we gave each employe who made his 
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PRIZE-POINT checks are mailed by Mrs. 


Bertha Carpenter of the firm's general office. 


first time-payment sale under the plan a bonus of 
200 points. Then, for every dollar of time payment 
sale we award one prize point. Note that this in- 
cludes both material and labor. 

In effect, we are awarding an incentive in mer- 
chandise amounting to 1% of the cost of the total 
job. Since our company does no application or in- 
stallation of home modernizing work, but turns that 
work over to cooperating contractors, the incentive 
works out at about 154% to 2% on materials sales 
volume. 

Does the plan work? We feel it does. In terms of 
increase in volume of time-payment sales, our May, 
1956 time-payment sales volume represented a gain 
of 122% over our May, 1955 time payment. In addi- 
tion, every one of our yards has now made at least 
one time-payment sale something that we never ex 
perienced before, for some of these yards had never 
before made any time-payment sales 


Incentives are worthwhile. Developing incentives 
for improved sales is one of the major problems in 
today’s retail lumberyard operation picture. We 
realize our program of prize points is not the final 
answer, but it goes a long way in the direction of get 
ting the family interested in something more than 
just the size of the monthly wage. They get inter- 
ested in contributing to the welfare of the company 
rather than simply the money they get from the 
company, 

Why do we pay prize points only for time-payment 
sales? It is because the time payment sales would 
often be missed if it weren’t for the opportunity of 
paying for the home modernizing out of monthly 
income, The cash sales, as noted at the beginning 
of this article, are the ones for which you compete 
with other sellers; the time sales are created and 
tend to be non-competitive. They are the answer to 
an improved profit picture for many retail lumber- 
yards today. 
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| Packaged in complete sets 
for 4’, 5’, 6’ and 8’ two-door openings. 


Set includes: 
—— Track (aluminum No 1000) 


“ or (steel No 1100) 
2 Pair Hangers * 
: (1 pair for each door) 
4 1 nylon guide (adjustable 
‘ - to all thickness of doors) 
herman 
. hy 


Accessories in the McKinney line include: 
Rubber Bumpers—1020 fj 
¥,” Round Pulls—1032 
1%” & 2%" Round Pulls—1030 


we 4° x 1%" Oval Pulls—1031 
@ *Patent pending 
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75! That’s right! 

Now you can actually offer 
your customers 75 graceful, 
eye-filling design possibilities 
...Ina beautiful new Sargent line. 
The Sargent Sentry line 
...the lock for better homes! 


75 design combinations...available 
in 19 functions...5 exquisite, practical 
finishes. From an amazingly small stock! 


PLUS 7 new simplifying installation 
features that builders are sure 
to appreciate. 





The new Sentries conform to 

Fed. Spec. FFH 106A, Type 160 

for bored lock and latch sets. 

Ask your Sargent Distributor for details. 
Or write direct to Sargent & Company, 
New Haven 9, Conn., Dept. 3-J. 
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How to 


PROMOTE HOME IMPROVEMENT SERVICES 


Chapter 


Read how a Detroit dealer operates a separate modernization department in 


three major areas: kitchens, garages and miscellaneous jobs. 


By Harry Smith, President, 
Mohawk Lumber & Supply Co., 
Detroit, Mich. 


Newspaper advertising ia the backbone of Mohawk's 
promotion program. Model kitchens and bathrooms, 
promoted by well-trained salesmen, are additional sales 
toola that enable this supermarket series of yards to 
atrike while the consumer's dollar is hot 


We have learned from experience that a home im 
provement service can operate best as a separate 
department. In our salesrooms we refer to the Mo- 
hawk Modernization Department and Home Planning 
Service with displays and signs and our salespeople 
are constantly alerted to take advantage of this ave- 
nue through which they may increase sales for ma 
terials. 

In order to convey the message through our sales 
people and to better promote this service in the sales 
room, we are constantly reminding them of the 


Harry Smith, president of Mohawk Lumber & Supply Co., got 
hia merchandising start in hia father’s produce business This 
was a good education because, aa he points out, tt requires ter 
rifle display and merchandiomg ability to move products before 
they spoil 

Hia fivet job in the building materials fleld was as a sales man 
ager for a wrecking contractor selling the materials acquired in 
the demolition of buildings. He expanded the line to new lumbe 
hardware and other tlemea 

While helping form the NRA code for the wrecking industry 
Smith talked with Sidney Hechinger of the Hechinger Co., Wash 
ington, D. C., which had started to sell a diversified line of build 
ing products, He conceived the idea of a supermarket chain of 
stores and atarted the firat of five im 19457 

Smith ia president of the Detroit Hoo-Hoo Club and a member 
of the board of directors of the Detroit Lumber Dealers Associa 
tion. He ts aiso a member of the National Affairs Committee 
of NRLDA 
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Mohawk Home Modernization Department and 
thoroughly acquainting all of our salesgirls and 
salesmen with the type of service we have to offer. 
Mohawk has organized its modernization depart- 
ment into three distinctive divisions. As a unit, how- 
ever, it is advertised as the Mohawk Modernization 
Department. These three divisions are: 


1. General modernization division. This includes 
attics, recreation rooms, additions, bathrooms, sid 
ing, roofing gutters and fencing. 


2. Kitchen planning division. Our men are fac- 
tory-trained and have the ability to make a sketch 
plan for presentation to the customer. We have four 
complete lines with direct factory connections on 
steel in white and twelve colors; finished birch, plas- 
tic laminated; and an unfinished wood line. In addi- 
tion, we have arrangements with many of the manu- 
facturers of built-in ovens, ranges, refrigerators, 
hoods and fans and show these on display in our 
salesrooms 


3. Garage division. This is a separate division 
in the modernization department and is one of our 
busiest. We accept contracts for the cement work 
and the garage. Garages may be built of frame ma 
terial, brisk or concrete block and are designed to be 
in keeping with the house which it adjoins or to 
which it may be attached. 

Homeowners prefer to deal with an established, 
reputable, reliable company, which can supply plan 
ning service, sound advice and handle all require 
ments for materials and labor and be willing to 
accept all responsibility and liability for the job 
during construction and after completion. This has 
a particularly strong appeal to homeowners, as it 
makes it possible to deal with one responsible factor 
for the entire job rather than deal individually with 
a dozen or more separate crafts. 


Job lead sources. The merchandising of mod- 
ernization jobs must be done aggressively if it is to 
be a success, Promotions may be developed through 
various media such as newspaper, radio, television, 
direct mail solicitation, door-to-door canvassing, 
telephone canvassing and promotion within the sales 
room itself. 

The selection of the proper advertising or promo 
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the far end. 


tion medium is best determined by the dealer's own 
trading area. In a large metropolitan area the 
chances are that best coverage can be had by news 
paper advertising in a section of a paper which de 
votes space to editorial content on home building 
In a rural area radio or direct mail such as a circu 
lar with return post card might work well 


We have decided upon the use of newspaper pro 
motion to excite interest on a direct basis and to take 
advantage of heavy traffic in all of our five stores to 
promote our modernization department within the 
salesroom itself. Dealers generally are afforded an 
excellent opportunity to promote interest in modern 
ization right in their own salesrooms. 


With the emphasis on Operation Home Improve 
ment and the good display materials available from 
OHI in the form of window stickers, banners and 
signs, the potential for developing leads right in the 
salesroom is great. 


A great deal of selling area in all of our stores is 
devoted to the merchandising of so-called impulse 
sales items. The advertising of specials or so-called 
leaders produces considerable traffic. Our aim is to 
spread our displays in such a way that customers are 
apt to wander all over the store and inspect the vari 
ous displays and to attract his attention to models 
and literature on specific types of home improvement 
work. 

Good kitchen and bathroom displays show actual 
built-ins. Complete rooms are prominently located 
well-lighted and attractively decorated. Even if the 
husband is interested in the purchase of home shop 
tools or hardware or a few pieces of lumber. the wife 
will soon find herself carefully 


OOKINgG over the 


Three Home Improvement Divisions 


SUPER-MARKET store is one of five operated in Detroit by Mohawk. Kitchen planning center is at 






Kitchen 
























FOUR COMPLETE LINES in wood and steel are offered. Built-ins 


hoods, fans and heavy appliances are tied into kitcher package sales 






beautiful kitchen and bathroom model 

Also in each store, there is a display model of a 
garage showing several garage doors in actual opera 
tion. In addition, there are samples of every known 
kind of paneling from butit up type such a knotty 
pine, random widths to all of the woods in both fin 

hed and unfinished varieties of softwood and hard 
vood paneling 


Each } mand displa in tes que ‘tioning by the 
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These American 


mean MONEY IN THE 





AMERICAN STEEL POSTS 


~can be driven easily and quickly. No 
»0st holes needed, Big, husky posts 
vave slit wing anchors that root the 
posts into the ground. Made in Studded 
“T,”“U,”" and All.Purpose“U” styles for 
extra strength. And you can get Ameri- 
can Steel End Corner Posts—made in 
both concrete and dirt-set styles. 


AMERICAN GALVANIZED GATES 


are made of heavy gauge fabric, with 
sturdy, yet lightweight steel tubing 
frames, There are many styles, types, 
and sizes to choose from. All gates come 
complete with fittings. 


AMERICAN GALVANIZED 
UTILITY WELDED STEEL FABRIC 


is widely used for turkey raising, fur 
farming, poultry batteries and many 
other farm uses. Made of 11- to 14- 
gauge wire, in a variety of sizes. 
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te ] ( p ; [ ( ( [| ( | When you handle the complete line 
of American Fence Products, your 


sales curve can’t go anywhere but up. 
Sales are practically automatic, be- 
cause American Fence is second to 


/ | none in popularity. That’s why 
there’s more in use than any other 

brand. Farmers like the way Ameri- 

can Fence resists rust and corrosion, 

retains its bow-string tension at all 
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times, even with radically changing ° 

temperatures. They find it easy to e 

erect, economical to maintain. The ° 

medium-hard line wires are soft e 

enough to splice, yet hard enough to e 

retain their tension curves indefi- e 

nitely. And the hinge joint construc- ‘ 
tion provides a remarkable degree of 

vertical flexibility. : 

Build a reputation for handling pe 

the best—stock USS American Fence a 

Products, today! ‘ 

° 
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AM £ » ICA p £ FE ag C a SEE The United States Stee! Hour. 
it's @ full-hour TV program pre- 


sented every other week by 


AND United States Steel. Consult your 
local newspaper for time and 
| TS station 


U N a S t.2:4 229 


BUILDING Propucts MERCHANDISER Circle No. 82 on Coupon, page 282. 





General 


ATTICS AND BATHROOMS are two projects in this division 


Budget terms and do-it-yourself advantages are featured, if 
‘] y 3 


applic able 


customer and generally we have on hand representa 
tives from our own modernization department to 
make suggestions and help plan a job. Principally, 
we are interested in obtaining live leads from this 
source of inquiry, Our customers are impressed with 
the fact that we have experts in all lines, who have 
the ability to plan and suggest a job modernization 
best suited for their own needs and in their particu 
lar financial category 


Easier home planning. It is a good idea to set 
aside an area in the store known as a home planning 
center. This should be well-lighted, commodious and 
equipped with books, catalogues, magazines and 
photographs showing various types of remodeling 
and home improvement projects. The prospect should 
be encouraged to browse around and leisurely inspect 
the material. The more he sees, the more questions 
he is apt to ask. If an alert salesman is on hand to 
discuss the various ideas with the customer, he is 
almost certain to develop a real live lead for a job 


We offer whatever form of financing is best suited 
to the customer, whether it be an open account, a 
budget arrangement, FHA loan or one of the many 
bank loan finance deals that are now available. We 
offer the customer the choice of a complete service 
of both materials and installation or if he is a dete) 
mined do-it-yourselfer, we will furnish all necessary 
planning information and the materials only; in fact, 
even some supervision for installation by himself 

(continued on page 284) 
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Garages 


RL MR agg = 


SEPARATE DIVISION in the modernization department. Mohawk 


accepts contracts for both cement work and garage itself 
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ATTRACTIVE FINANCING is offered Mohawk's customers 
with “as low as" payments on every job. All illustrations 


are from American Lumberman's mat service 
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Builder Donald W. Johnston, Peoria, Il., chose Potooon 


to separate kitchen and dinette attractively 


Sell the door the builders buy! 


Builders favor folding doors because they sell houses 
faster. But builders like Donald W. Johnston of Peoria, 
Illinois, have still another reason for specifying folding 
doors by Holcomb & Hoke. These are the doors that 
operate easiest—with 61% less hinge friction . . . and 
look better —with exclusive cornice for a “‘finished’’ look. 
Home-makers know and prefer these doors. For the 
builder they make houses sell faster. For you, as a dealer, 
they are assurance of fast, easy sales, and steady, high- 
ticket profits. Look up your Foldoor Distributor —under 
“‘Doors”’ in the yellow pages. Find out the full “profitun 
ity” offered you by Holcomb & Hoke’s complete line of 
fabric-covered folding doors. Only line with three separate 
price ranges to sell all the market—all the time! 


INSTALLING DISTRIBUTORS IN ALL PRINCIPAL CITIES 
In Canada: FOLDOOR OF CANADA, Montreal 26, Quebec 


HOLCOMB & HOKE 


FOLD OOR 


THE SMARTEST THING IN DOORS 


HOLCOMB & HOKE MFG. CO., INC, 
1545 Van Buren St. 
Indianapolis, Indiana 


Please send full detaila on FoLpoor 


NAME 


ADUDK ESS 
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How to Ride the BUILT-IN PROFIT WAGON 


"Get aboard,” advises this dealer expert, “because the objections are few and 


the advantages are many.” 


By Ray C. DeVille, Secretary, 
The DeVille Lumber Co., 
Canton, Ohio 


Here is a step-by-step plan that has made The De 
Ville Lumber Co., Canton, Ohio, one of the top mer- 
chandisers of built-ins. Realistic appraisal highlights 
the headaches as well as the advantages of specializing 
in this field 


Every lumber dealer should take 15 minutes out of 
his not-so-busy day now, and study how to get on the 
most profitable band wagon to come down the Avenue 
in a long time. 


For future reference, let’s call it the “Built-in 
Profit Wagon.” Here are some suggestions on how 
best to get started in this field. 


FIRST, you must be thoroughly convinced that you 
want to get into this market and make a profit. And 
then leave no stone unturned in making it a success. 


Second, seek out the very best lines of built-ins to 
sell. Don’t be satisfied with a cheap or unadvertised 
line. Go after the big boys—General Electric, Hot 
point, Westinghouse, Caloric and the like, and what- 
ever you do, don’t settle for anything less than a dis 
tributor or sub-distributor arrangement. You will 
find as you get into the built-in business that prices 


Ray DeVille’s first job upon graduation from high achool was 
s a laborer in a lumberyard, He took a night achool course in 
jueprint rending and worked at every imaginable job in the 
rd and mill before starting work in the office 


In 1947 he became secretary and director of The DeVille Lum 
ber Co, He ta @ past president of the téth district of the Ohio 
Lumber Dealers lssoctation and a poat director of the atate 
‘iaroclation, DeVille mt tor of the Ohio tate Junior 
Chambe of Comme enident of the Canton 
; nig Naiwahe 


lie ia presently active a meombe of a committee, which ia 

janicting the Lumbermen’s Investment Corp. for the state of 
fihio to provide adeq home financin for lumber dealers 
throughout the atate 
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are kicked around quite a bit, and you have to have 
one or the other to be able to compete to get the 
builder business, which is what gives you the volume 
needed to buy right. 


How to start. After searching the field, select 
one line of electric built-ins and one line of gas built 
ins. As you will find in most parts of the country, 
some women will have a preference for one or the 
other, or maybe gas or electric may not be available 
in certain locations, or again you may find that due 
to restrictive utility rates, one or the other may be 
a better seller. 


You should have a good line of built-ins, such as 
ranges, ovens, refrigerators, dishwashers, disposals, 
fans and hoods, and after you get your feet on the 
ground, you can get into a more complete line such 
as built-in mixers, air conditioners, washers, dryers, 
incinerators and the like. Built-in radios also are a 
very definite factor in the built-in field today and 
many can be installed in either new or old homes. 
They range in price from $87.50 for the cheapest set 
to $800 for a hi-fi installation. Get a local man to do 
the installation of these radios and give a service 
warranty for one year both on the equipment and 
installation. 


If possible it’s a good idea to represent two dif 
ferent lines of built-in refrigerators, although | 
don’t recommend stocking any refrigerators whatso 
ever as there are so many colors and they are not 
a fast mover. But I would display one of each type, 
if possible. 


If you have trouble securing a distributorship or 
sub-distributorship on a good line of built-ins, I 
would recommend that you contact your local power 
or gas company and I’m sure they will help you im 
mensely in getting the better lines, also help you get 
a good set up. 


Third, check with your local lending institutions 
and seek out every available financing plan that is 
available to you for financing your built-in remodel- 
ing projects. You should have a plan whereby you 
can finance a complete house to a remodeling job 
that would sell for anything from $300 to $5,000. 
And remember the automobile dealer is one of your 
competitors when you sell a $4,000 kitchen, so to com- 
pete with him you should have terms anywhere from 
12 months to five years with which your customer 
can pay for his remodeling project. 


You will find that your financing plan will have 
(continued on page 138) 
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GOOD DISPLAYS in your store will help sell built-ins, These two model kitchens, one electric and one 
94s, are part of the DeVille exhibit. 


INSTITUTIONS are good prospects. 
Banks, churches and industrial firms, for 
example. Complete line of built-ins, ex- 
cepting refrigerator, was sold for this 
church parish house. 


MATERIALS BILL for this job totaled $2,395.16. Homeowner contracted the labor and did 
quite a bit of it himself 
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OPEN HOUSE PROMOTION, carefully controlled to get live prospects, can lead to substantial jobs 


a great lot to do with your success in selling built 
in equipment. As a matter of fact, you might say that 
financing does a big part of the selling just as it is 
the real secret in selling of automobiles today. If at 
all possible, handle every detail of the financing in 
your own office, even up to the point of your customer 
making the payments at your office. You will find 
that this will built repeat sales and increase store 
traffic 


How to promote. suild one or if possible, two 
good displays in your office, showing as many of the 
built-ins as you select to sell, as possible. I can’t 


over-emphasize the need of good displays. People 
want to see what they buy, plus the fact that it will 
make your women customers think they have a 1910 
kitchen, and they always want to be one step ahead 
of Mrs. Jones down the street. Make her dissatisfied 
with what she has and she will get a new kitchen 
before the old man gets a new car or a fishing boat 


Four, call in the manufacturers whom you select 
as your built-in suppliers to train your sales per 
sonnel in the details of selling built-in equipment. 
They will be more than glad to do so and they will 
do a better job than you can, as they know their 
product as well as that of their competitors, which is 
very important. Also it is a good idea to call in your 
local power and gas company to give you assistance 
along this line. We have found that bringing them 
into your confidence will be ever so helpful as they 
will even send customers to your own office to see 
the equipment you have on display 


You'll find that after you get into the built-in busi 
ness and do a real job of promoting it, that the other 
big manufacturers will come to you and want to sell 
you their equipment. And in many cases you'll be 
able to get representation and sell their line along 
with the ones you have, thus being able to take care 
of more cutsomers as you will find people who de 
mand a certain name product or a certain type that 
you may not handle 


Five, advertise, advertise, advertise. This is one 
phase that all lumber dealers have let down on in the 
past, and it is most important, not just for built-ins 
but in all lumber merchandising. Set up at least 3° 
of anticipated sales for advertising. You will find 
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most manufacturers have a cooperative plan on ad 
vertising. You will also find that your utility com 
panies will give you assistance along with this. Use 
everything you can to best advantage in your adver 
tising program 


I recommend newspaper radio, direct mail, yellow 
pages in the telephone book and even TV, as you 
grow. If you doa real job of advertising and display 
ing built-in equipment, the women will flock to your 
store and they influence 87% of all remodeling and 
new home construction. Advertising will also estab 
lish you as your town’s built-in appliance and kitchen 
headquarters, and this is very important 


The liquor industry spends as much as 15% of 
their sales on advertising, which usually ends with 
a headache. The lumber dealers should certainly be 
able to spend 3% of anticipated sales on advertising 
to give happiness and security to the people of 
America. Let’s advertise, advertise, advertise. 


One other ideal method to promote built-in equip 
ment is through demonstrations. Call on your loca! 
utility companies and arrange demonstrations in 
your office or display room on the use of these built 
ins before any women’s organization. This is cer 
tainly a good public relations program along with 
good advertising, and it will cost you practically 
nothing. 


Another good idea, is a mailing to your local con 
tractors to announce your appointment as a distribu- 
tor. This again establishes your company as a head 
quarters for these built-ins and will bring in sales 
from contractors previously unheard of. Still an 
other good idea is a meeting sponsored by your local 
power company or gas company to which all the local 
contractors are invited. This session will show how 
and why they should get on the “built-in profit 
wagon” to help sell their homes and remodeling jobs 

One other thing that certainly can’t be overlooked 
in the built-in field is that all the shelter magazines 
have done a terrific job of promoting built-ins. Most 
women read one or more of these magazines and want 
to own a new modern kitchen with all the built-in 
gadgets of today 


Six, get a kitchen salesman and installation crew 


(continued on page 140) 
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Now it’s easier than ever to merchandise 
Schlage’s open-back “Color Accent” locks 
... because Schlage has packaged a color- 
ful variety of “Color Accent” Backgrounds, 
pre-cut to exact size for easy application 
behind the circular Continental escutch- 
eon or the rectangular Manhattan. Made 
of Con-Tact® self-adhesive plastic, “Color 
Accent” Backgrounds can be applied to 
doors without paste, water, or special tools. 
Result: a unique, personalized doorway 
accent in a matter of minutes. 
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BACKGROUNDS 


FOR HOMEOWNERS... “Color Accent” Back 
grounds offer an easy way to enhance doorway 
interest, whether building or remodeling 


FOR ARCHITECTS AND BUILDERS... they pro 
vide a time-saving, inexpensive way to individ 
ualize doorways — whether on tract developments 
or custom homes 


FOR YOU, THE DEALER... ‘Color Accent” Back 
grounds are a colorful new merchandising idea to 
help you expand your sales of Schlage’s popular 
open-back lock stylings increase your lock 
profit per house 


SCHLAGE LOCK COMPARY 


For Information on “Color Accent” Backgrounds, 
SAN FRANCISCO, NEW YORK, 


including ordering information and colors available, 
contact your Schlage jobber or write direct to the 
Schlage Lock Company for Bulletin #662-Z-9 


Address all correspondence to San F'ranciaco 
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BUILT-IN PROFIT WAGON 


(hegins on page 136) 





as this is the most profitable way to sell built-in 
equipment. The kitchen salesman should be able to 
design and engineer kitchen remodeling jobs. You 
can sell a complete kitchen with built-ins at so much 
a month. In this manner, price is not a factor. You 
sell a complete package and make at least a 50% 
markup on all items sold. The average kitchen re- 
modeling sale will average between $1,500 and $2,000 
and you can go as high as $4,000, $5,000 or $6,000 
on @ single job. 

One word of caution on your installation crew, is 
that you should try in all cases to have a complete 
crew that can handle all the details including electric 
wiring, plastering, plumbing, carpenter work, paint- 
ing and heating work if necessary. You'll save time 
on the installation, which naturally increases your 
profit on the “built-in profit wagon.” 


Headaches described. Let's say you're now in 
business. You want to know about the headaches. 
First, let’s consider the servicing headache. If you 
select one of the better makes as suggested before, 
you will sell, at the time that you sell the built-in 
equipment, a one-year free warranty each time you 
sell a built-in. All the leading manufacturers have 
locai men or factory representatives to take care of 
all servicing which is very important. Don’t sell 
built-ins if you don’t sell the warranty, for you will 
have headaches, It is also wise to sell a demonstra- 
tion deal, if available, in your town as it is the little 
lady who uses the built-in who should know all the 
advantages of the equipment after it is completely 
demonstrated to her. You will be surprised how 


many customers she will send to your store, and how 


much happfer she will be if she understands every- 
thing about her equipment. 


The next possible headache could be competition. 
With the distributor or sub-distributor set up as sug- 
gested before, you don’t need to worry about this 
headache as you'll be buying at as good a price as 
anyone else in your area, It will be only a matter of 
deciding how much profit and volume you want to do 
and setting your price accordingly. 

Really, the only place that you'll run into competi- 
tion on built-ins is possibly with the builder business. 
This being a large dollar sale with fast turnover, 
you can sell to the builder at a 20-25% markup and 
make a nice profit. Thus, you will attract new builder 
business and these customers will buy other mer 
chandise, too, You may only sell him built-ins at first, 
but you will find this new builder customer will be 
back and look to you as a real merchandiser, as you 
have the things he wants, whereas your competitor 
down the street may not have. 

The inventory headache, This again is a very sim- 
ple headache depending on the setup you have with 
your suppliers, It is possible you may not even stock 
anything at the outset, but I certainly recommend it. 
I don't think any of us would sell 2x4’s today if we 
didn't stock them. The fact remains that you’ll make 
sales only because builders can come in and take 
their built-ins with them on the spur of the moment. 
A maximum of $5,000 will give you a complete stock 
of electric and gas ranges and ovens, in color and 
stainless steel. 

Color is a big factor in the built-in field today. 
People are going more and more to color in their 
everyday living, not just in their homes. We should 
certainly sell color along with our natural wood, as 
one brings out the other 


In addition to ranges and ovens, your inventory 
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should include: fans and hoods, dishwashers and 
garbage disposals. And on this investment of $5,000, 
you should get a turnover on your inventory of at 
least 6 to 10 times a year, which will net you a nice 
profit on your investment, not to mention the tie-in 
sales made with the built-in equipment. You can see 
the objections are few and advantages many to get- 
ting on the “built-in profit wagon.” 


More pointers. Here are just a few more pointers 
to anyone interested in the built-in business. If you 
have a home show in your area, be sure to display a 
model kitchen in it. Let the people in your area know 
you are the merchandisers of built-ins, let the women 
see first hand what they are missing and what they 
should have in their modern kitchens of today. 


You may ask, “Should I sell built-ins without sell- 
ing the whole package?” By all means, sell whatever 
and to whomever you can, as you'll still make a nice 
profit on the built-ins and you can be sure at a later 
date there will be tie-in sales with this equipment. 
It is a proven fact that built-ins increase store traffic 
and builder curiosity. 


Another good idea is to set up some kind of a co- 
operative advertising program with your builder- 
dealer customers. This can be handled on homes 
open for inspection, or display rooms that builders 
may wish to instal] themselves. This cooperative 
effort will increase your prestige with them and sell 
your merchandise. This co-operative arrangement 
could be a 50-50 basis, or a 1/3, 2/3 cooperative ar- 
rangement. You could underwrite your cost by your 
cooperative arrangement with the manufacturers 
and utility companies. 

Thus it costs you nothing but some selling time to 
induce your builder dealer to see the light. Any 
method you can use to let Mrs. Housewife become 
exposed to the built-in fever will put the spending 
germ in her husband’s pocketbook. 


Here are just a few things to think about. A 
woman spends 45 days of her life, each year, wash- 
ing dishes and a dish washer costs just a little more 
than automatic windows on a new car. Certainly we 
should sell more dish washers than car manufactur- 
ers sell automatic windows, if we merchandise them. 


Unit sales of built-in ovens and surface units will 
match those of the free standing models in 5 to 7 
years, is the opinion of the gas range manufacturers. 
Lumber dealers should enjoy that profit, not some- 
one else. 


Twenty-two million women now have a driver’s 
license. Let’s give them more time to drive by selling 
them modern kitchens with all the latest built-in 
gadgets to save them time in doing their everyday 
work, If they can drive, they can operate the gadgets. 


Americans spend 28¢ out of every dollar they earn 
on automobiles, 23¢ of every dollar on food. Where 
is the lumber dealer's share of that dollar? We have 
to creat a desire in women to want to own a better 
home with a modern kitchen with all the built-in 
features. This can be done by advertising, displaying 
and demonstrating to her that she needs it. 


The market is there, the products are available, the 
manufacturers have created a demand, the people 
have the earning power and financing is available. 


The rest is up to us to get on the “built-in profit 
wagon” before some other good merchant like the 
plumber, electrician or the builder takes the silver 
spoon out of our mouth, Let’s show all America that 
the lumber dealer is a merchandiser, not a horse-and- 
buggy operator that sits by his pot-bellied stove and 
spitoon, with his feet on his desk, waiting for the 
customer to come in to see him. 
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RUSTPROOF, STAINPROOF 
ALCOA ALUMINUM NAILS 


And there are ten different types of nails to 


Nobody wants to see a good job ruined by “‘nail- 
pox’’—that common construction disease that 
results when rusty nails rear their ruinous heads. 

Alcoa is calling this problem to the attention of 
builders and consumers through a continuing pro- 
gram of national and trade paper advertising. 
These advertisements tell nail customers about 
the advantages of Alcoa Aluminum Nails. And 
they suggest you as the local source of supply. 

Through the facilities of Macklanburg-Duncan 
Co., and leading national distributors, you can 
order a stock of Alcoa Aluminum Nails . . . now 
packaged in a new and popular manner. The pack- 
ages are designed to hold just the right number of 
nails to do a specific job. Every size and type you'll 
be asked for is packaged in this way! 


handle every kind of nailing job—each in a full 
range of sizes. 

Be ready for the rush of requests when they 
start coming. Order your stock of Alcoa Aluminum 
of America, 


Nails now. Aluminum Company 


2267-J Alcoa Building, Pittsburgh 19, Pa. 


Your Guide to 
the Best in 
Aluminum Value 


ALCOA 0) 


i Ce 
NAILS 


2? THE ALCOA HOUR 


Bios sews moun 
PUD iivceusre souean avensees 


Alcoa Aluminum Nails and Fasteners are available nationally through 
Macklanburg-Duncan Co. and leading wholesalers of other Alcoa products 
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How to SELL REMODELING JOBS 


to Owners of Recently Built Houses 


Long Island dealer tells how he promotes garages, attic rooms and breezeways. 


By J. W. McKeon, Secretory 
The McKeon Lumber Co., 
Hicksville, N. Y. 


Many post-war housing developments provided hard 
ly more than minimum shelter, These homes now offer 
an excellent opportunity for additions either on a do 
it-yourself or contractor basis. Mr. McKeon tells how 
hia firm uncovers leads and follows through for sales 


A good part of our $400,000 annual volume is in 
materials for the Levittown homes built in 1949-52. 
Most of the projects are added rooms. 


Once our package remodeling program got under- 
way, we found that satisfied customers were the best 
source of new leads. This immediately took 95% of 
our business out of competition. 


Our ads in local weeklies are designed to catch the 
customer before he starts his project. We also use 
direct mail on a monthly schedule. Most of our direct 
mail pieces include a return post card and returns 
up to 500 cards from a single mailing are not unusual. 


Another successful mailing for us is American Lum- 
berman's HOME Maintenance and Improvement maga- 
zine 


Still another source of leads has developed through 
a series of lectures | have made before adult educa 
tion classes on attic remodeling. I made 10 talks and 
had an audience of about 400 prospects each week. 


Specific plans. |t is a simple matter for a dealer 


to obtain blueprints of project houses. These will 
show the area in which attic bedrooms and other 
major projects. With the blueprints of the various 
styles of Levittown homes, our company draftsman 
drew up plans for the expandable space. 

John Jack) W Wek eon ecretary of the family-owned Me 


Keon Lumber Co Hickaville \ Y., has been engaged im the 
retau building materials business since childhood 

4 native of Long Island, McKeon served four years in the 
'. 8. Navy during World War Il, He ia a graduate of Amherst 
Masa.) College, married and the father of two children, 
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The room plans, printed on 8,” x 11” sheets, show 
wall placement, closet space and location of existing 
structural details like windows, stairs and chimney. 
Using this simple plan sheet, either the customer or 
the salesman could sketch in additional refinements. 


Since most of our attic expansion work is done 
on a do-it-yourself basis, we furnish step-by-step in- 
struction sheets, also a partial list of materials 
arranged in the order of installation, instructions 
and drawings of principal details. 


You can’t sell remodeling packages over the phone. 
The customer must come to the store, secure sample 
plans and instruction sheets. Then a salesman tele 
phones for an appointment following the store inter- 
view. 

He points out that a detailed list of materials has 
been prepared for the prospect’s inspection. The lists 
are standard for the various plans with a space for 
the customer’s name and address at the top of the 
sheet. 


Upgrade the job. When it becomes evident that 
the customer is serious about going ahead, the time 
is ripe to upgrade the sale with better quality mate- 
rials and tie-in items like unfinished furniture. 

We have found that it takes about the same effort 
to sell high quality products as it does to sell the 
economy grade, but the net profit is almost three 
times as great. 

Our salesman always carries a suitcase sample kit 
in an effort to bring as much of the showroom as pos- 
sible into the customer’s home. Selling is easier when 
customers can see and handle samples of flooring, 
wallboard, ceiling tile and other items. 

The woman of the house isn’t interested in the dif- 
ference in wall framing materials, but when it be- 
comes time to discuss finish materials—colors and 
patterns—it is important to consult her. 

She knows how she wants the final job to look and 
quite often helps increase the final amount of the sale 
because she wants products that look well. 


Packaged priced. A!! materials lists for specific 
plans are quoted at a package price. The lists are 
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THIS ATTIC ROOM is typical of the many remodeling projects sold owners of Levittown 


N. Y. homes. 


MODERN SHOWROOM of the McKeon 
Lumber Co., Hicksville, N. Y., attracts scores 
of remodeling prospects. 


priced in detail and the totals written at the bottom 
of each category. 

In discussing final costs, we emphasize monthly 
payments rather than the total bill. Where the labor 
is done by the homeowner, we point out the savings 
which average $650-$750 for a two-room project. We 
help customers arrange FHA Title I loans. 

During the peak of the Levittown expansion work, 
about 50° of the projects we sold were contractor 
installed. Some contractors bought as much as $10, 
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OTHER PROJECTS which make Levittown 
people good prospects: garages, carports 
breezeways, dining rooms and upstairs bath 


rooms 


SAMPLE MATERIALS are displayed as they 
look installed. Unfinished furniture is often 
sold with attic remodeling jobs. 


000 worth of materials per month for attic remodel 
ing jobs. 

Recently, there has been a shift from do-it-yourself 
to larger remodeling jobs handled by contractors 
There are several reasons for this changeover: home 
owners have more money and can afford to have the 
work done; they want more elaborate projects which 
require skilled help; adequate financing at lower in 
terest rates for longer periods is available for these 
projects 
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"For my money— 


Automatically saves work, 
time and money every 
minute of the day! 





Owners everywhere are now recognizing FORDOMATIC as one of 
their biggest business assets in a day’s operation. Pictures on these 

pages give you an idea why. 
You'll find FORDOMATIC literally pays for itself. Drivers make 
“We've spent practically nothing for main- more calls, more sales with FORDOMATIC and with less effort! 
tenance in over 2'4 years,” says Mr. Max You cut route delivery time with faster getaway; eliminate waste 
Rapesyk of Rosedale, Long island. “With of gas through faulty gearshift judgment. And FORDOMATIC 


conventional transmissions you can't - “ : 
avoid drive-line shocks. Fordomatic ends boosts trade-in value too. Ask your Ford Dealer for a demonstra tion. 


all that 


is no clutch with “IT save valuable time in traffic.” FORDOMAT IC saves 16 hand 
and-foot motions every traffic stopover 2000 in a typical 
day of city driving. Delivery time is speeded up all along 
the way 


“No more clutch expenses,”’ because there 
FORDOMATIC, From start to finish shifting is smooth and 
automatic, Big loada get rolling easily——-with no strain on 
driver or truck 


“Terrific off-the-road performance.” FORDOMATIC delivers 
low wheel-speeds that a conventiona! transmission can’t 
match for power. It carries you through sand and mud 
easily with no fear of stalling. 


“Fordomatic ends costly shocks to drive line.”” Especially over 
rugged “washboard” roads, FORDOMATIC eliminates shock 
damage to transmission gears, to differential, to rear axle. 
Maintenance costa are cut to a minimum. 
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Fordomatic pays for itself 


BIGGEST-CAPACITY Pickup in half-ton 
field. New 8’ box on 118” wh. available at 
low extra cost. 64%’ box on 110” wh. stand 
ard. FORDOMATIC drive, power brakes 
at worth-while extra cost 


“More exact shifting saves gas on hilly terrain.”” FORDOMATIC 
shifts with split-second precision. No waste of gas through 
faulty gearshift judgment. Smooth FORDOMATIC power 
means more tire mileage 


530 PM 


“Home again with plenty of energy to spare.” Shifting with 
a conventional transmission is a big part of the work of 
driving. FORDOMATIC completely eliminates all this work 

leaves you that much more rested at the end of the day 
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With FORDOMATIC (Ford's automatic transmis 
sion) you enjoy all the money-saving features 
pictured at the left. Ford’s 1956 Pickup also offers 
other features to cut hauling costs, time and work. 


Two Short Stroke engines! Ford gives you a 
choice of two gas-saving Short Stroke engines, 
either the 167-h.p. Power King V-8 or the 133-h.p. 
Cost Cutter Six. Ford’s Cost Cutter is the only 
modern Short Stroke Six in the 4 -ton field! 


Most Capacity! Ford’s new 8-ft. box, available 
on the 118-in. wheelbase, is the biggest found on 
any %-ton Pickup. And the standard 6' -ft. box, 
on the 110-in. wheelbase, gives you a full 45 cu. ft. 
of loadspace. Slanting flareboards offer more load 
space, more load protection. Exclusive Toggle- 
type latches hold tailgate tightly sealed to body 
sides. Both come on either size box. 


Most Comfort! Only Ford has Driverized Cab 
comfort. Seat shock snubbers to smooth the ride! 
Level-action cab suspension for longer cab life. 


Most Safety! Ford's new Lifeguard steering 
wheel helps protect you from the steering column 
in case of an accident. Lifeguard door latches help 
guard against doors springing open. Ford seat 
belts available at low extra cost. Test Drive a 
dependable Ford Truck today. 


FORD TRUCKS 
LAST LONGER 


Using latest license registration data on 10,068,600 trucks, 


life insurance experts prove Ford Trucks last longer 
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How to OPERATE A FIX-UP SERVICE 


Handling small jobs can be a profitable business if you know how to price and 


promote them. Here's how to handle these jobs three ways: 


|. Within your own organization. 


2. Through a contractor customer. 


3. Do-it-yourself basis. 


By R. A. (Bob) Parker, Owner, 
R. A. Parker Lumber Co., 
Ponca City, Okla. 


Some dealers call them “nuisance jobs.” Bob Parker, 
who promotes fix-up business, advises dealers not to 
neglect small jobs because of the profit on both labor 
and materials. This article tells how he prices the jobs 
and handles the customer to everybody's satisfaction 


In the operation of a fix-up service, we have found 
that it is very important to give prompt service, not 
only in figuring the jobs, but in carrying out the 
work 

In order to control the sale, we do most of the fig 
uring. When one of the contractors brings in a job, 
we assist him in doing the figuring, if he wishes 
that help. When we turn over a job to a contractor, 
we get his figure for doing the job with our specifica- 


Rh. A. Parker got acquainted with the lumber business at the 
age of 10 by doimg amall jobs around a yard in Cushing, Okla,, 
where hia father, H, L, Parker, waa manager and later district 
manager for Long-Rell Lumber Co 


Following graduation from Oklahoma A @ M College, Parker 
held a number of responsible jobs in yards operated by the 
Thompson Parker Lumber Co. He established his own company 
in (045. Im 1954 he started work on hia Building Tailor adver 
tiving service, which te now made available to other dealers on a 
franchised basis 

Parker wae one of the founders of the Oklahoma Lumbermen’s 
Association and was president of the association in 1961. He ts 
chatrman of the assoctation’s educational committer, which has 
heen active in establishing courses for the training of new em 
ployes in the industry 
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tions for the job 

Since our fix-up service is designed to make the 
lumberyard the center of operations, it makes pos- 
sible a very flexible operation. The job can be han- 
dled by our service department or by a contractor or, 
if the owner wishes to do the work himself, we will 
assist him in planning the selection of materials or 
in advice and help in getting his work done 


Work order card. If our service department is to 
do the work, a work order card is made out showing 
the name, the address and the job description. This 
card is also a time sheet with the back of the card 
for listing material used. This work order is particu- 
larly useful for small service jobs and in a control 
of the workmen’s time as well as material used. 

In many cases the small job is a job that the con- 
tractor will not do. These jobs are sometimes re- 
ferred to as “nuisance” jobs. We think they are 
profitable because we not only make a profit on the 
material, but we also make a profit on the labor. In 
addition to that, we get bigger jobs from satisfied 
customers whom we have served. We have a man 
on the weekly payroll who takes care of this work; 
if needed, we hire extra help. 

After the job is completed, we check to see whether 
it was handled to our own satisfaction and to the 
satisfaction of the owner. This gives an opportunity 
for extra sales. On a recent checkup to see if we 
had stopped a leak in a customer’s storm cave, we 
were given a $1,000 job. Other service jobs have led 
to even larger sales. The operation of our fix-up serv 
ice department is a very important part of our busi 
ness. In taking care of such jobs as hanging a storm 
door, repairing a leak in a roof, building a small linen 
cabinet, etc., we not only make friends but we also 
make a profit. 

Does this kind of operation take time? Of course 
it does take extra time, but when we can make a 
profit over and above our overhead we do not mind. 


Procedure described. When the contractor does 
the job, he is given a written specification and plan to 
show the work to be done. We work with him in the 
selection of materials to see that the owner is get 
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ting what we sold him and also to help sell the mate- 
rials that we have in stock. On the completion of 
the job, we go with the contractor and check the job 
to be sure that the work is satisfactory and complete. 

For the owner who wishes to do his own work, we 
help him in making his plans, selecting and applying 
materials. We think that entirely too many jobs are 
poorly done because of little things that could very 
well have been done. If the customer wants our help, 
we will advise with him in helping him get a work- 
manlike job. We have rafter cuts for different pitch 
rooms that a customer may borrow. If the customer 
needs help on his labor we will send our men out, 
charging him for the service. 

In our fix-up service we certainly do not take any 
job away from the contractor. We work with him and 
see that his customer receives every help through 
him that we offer any other customer. Many jobs can 
best be handled through the contractor. On jobs 
where the owner wants us to be the prime contractor 
and we feel that the job can best be handled by a 
building contractor, we give the owner the completed 
price and then let the builder have the contract at 
this own figure. 

In every case we feel that the owner looks to the 
lumberman to see that he gets a good job. Our fix-up 
service is set up so that if a workman leaves, the service 
continues on just the same. 


Charge for service. Our fix-up service gets away 
from situations so graphicaliy explained by an insur- 
ance adjustor recently. 

In talking to him about our bid on an insurance job, 
we had added 10% profit over and above our labor, in- 
surance, taxes, etc. He said, “You certainly do not add 
on when you sell a house. You just ask the customer 
what it is going to take to sell him and then do what- 
ever is necessary to sell him.” This man had just com- 
pleted a new home, so he was talking from experience. 

In cost cases the customer is willing to pay for a 
service performed. We save him the trouble of look- 
ing up the different crafts necessary to complete a 
given job and look to his interests to see that he gets 
the job he has contracted for. We have a minimum 
charge for the different jobs. 

On a roof repair job the minimum labor charge is 
$5. All the material is charged out at regular price 
and the labor is charged at $3 per hour plus 10% profit 
for our shop or service account. In billing the customer 
for the job, we usually list the work done and then 
give a lump sum for the job completed. We do this just 
as we do when we bid a job. 

We prefer to give a completed price on the jobs be- 
fore the job is started, but when this is not feasible 
we use the above method of charging. 

In figuring our jobs we figure our materials at the 
regular retail price the same as we would sell a con- 
tractor and then add for all labor, overhead, taxes, con- 
tingencies and profit. 


Upgrade customer. We do offer free advice and 
help in selection and application of materials. Perhaps 
it has been covered in other chapters of this section, 
but I believe it requires repeating. No two customers 
are alike and each one must be analyzed as to his needs, 
his paying ability and his desires. In too many cases 
we have found ourselves guilty of underestimating a 
customer’s desires. Perhaps an $85 storm door on a 
$5,000 house is not necessary, but some customers want 
them. They have pride in their home and are willing 
to spend more. 

If we study our customers, we can help them create 
a desire by offering a completed job. 

Our fix-up service advertises the completed job, mak- 
ing it easier for the customer to imagine himself as 
the proud owner of the subject advertised 

Realizing our own weakness, we know that most of 
us are conservative in the expenditure of energy. It 
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THIS ROOF JOB ran about $1,000 and led to further repairs of 
porch posts and windows in the same house. Labor is under Parker's 
supervision. 


NEW KITCHENS are ao Parker specialty. This was a do-it-yourself 
job with floor, wall and ceiling tile furnished by Parker, also cabinets 
and casement windows—an $1,800 project 


is much easier to have someone else arrange for all the 
details in a building project. Our “Building Tailor” 
Service,” as we call it, is arranged to furnish that kind 
of service for our customers 

But as we have stated above, no two customers are 
alike and each one must have the type of service he 
wants. 


*Several dealers are promoting a fix-up type of fran 
chised service within the industry. Besides Bob Par 
ker’s “Building Tailor,” there is Al Carr’a “House 
Doctor,” headquarters also in Ponca City and Marion 
Pugh's “Doctor Fix-It,” College Station, Tex 
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GIVES YOU POWERFUL SELLING HELP 


The Brand Sells itself. RED BRAND is marked to 
help the brand sell itself. Farmers know RED 
BRAND'S top red wire, bright red barbs and red top 
on steel posts identify the best in fence value. RED 
BRAND'S long-standing reputation is stronger today 
than ever. In addition to usual RED BRAND quali- 
ties, Keystone, makers of RED BRAND, gives the 
product the exclusive process of Galvannealing® which 
fuses zinc deep into copper-bearing steel wire . . . locks 
rust out years longer. 

Advertising Brings in The Farmer. Powerful adver- 
tising in farm radio, on television and in national and 
state farm magazines bring the farmer to your point 
of sale by proving the advantages of RED BRAND 
over ordinary galvanized fence. The trend is to larger, 
better-equipped farms. Good fence, along with many 
other things you sell, is essential on the modern farm, 
and RED BRAND advertising is geared to this mar- 
ket. Take advantage of this advertising help. 


Educational Promotion is indirect Saies Heip. 
Farmers are becoming familiar with RED BRAND'S 
educational program, called Practical Land Use, which 
4s designed to help the farmer to farm better. Radio 
shows, along with RED BRAND magazine advertis 
ing, invite the farmer to your place of business. Help 
ful literature, which guides the farmer to better soil 
practices, is furnished dealers. Improved soil prac 
tices in your selling area call for more fencing and 


many more of the products you sell. 


Write today for more detalis on how we help you sell. 


KEYSTONE STEEL & WIRE COMPANY 
Peoria 7, Illinois 
Makers of Red Grand® Fence: Red Grand® Barbed Wire - 
Baie Tie « Red Top® Stee! Poste + Nalise «+ Keyline Poultry 
Netting - Ornamental Stee! Posts + Non-Climbabie Fence + 
Gates + Keymesn® + Keycorner + Keybead 


Dd Foure (we thit Sells mm Sight / 
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Chapter 


How to MAKE OHI WORK 


Carefully guided promotion has pushed sales ahead for this lowa dealer, who 


credits his aggressive OHI program. 


By Thomas M. Partridge Ill, 
Manager, Newton, lowa yard, 
Denniston & Partridge Co. 


Here ia the successful step-by-step OHI program 
used by Tom Partridge 111, manager of the Denniston 
& Partridge Co. yard in Newton, lowa. He tells how 
D&P, aided by other local retail merchants, got the 
public excited about OHI, Then how D&P used con- 
tractor clinics, an open house, regular employe meetings 
and store promotion to keep the home improvement ball 


rolling 


Operation Home Improvement* has been a tremen 
dously successful promotional tool for Denniston & 
Partridge Company 

In January of '56, we, with the help of our local 
Chamber of Commerce, convinced the appliance deal- 
ers, furniture dealers, plumbing and heating men, 
hardware store operators, bankers, contractors, paint- 
ers, and all others in the building trades, that all would 
benefit through a cooperative OHI program. 


Our first step was a “kick off” meeting wherein the 
purposes and aims of OHI were explained and a tenta- 
tive program set up for the City of Newton's part in 
the promotion. Our mayor, C. C. Harp, proclaimed 
February, 1956, as the official kickoff month for OHI. 


After the proclamation, a Parade of Services. was 
organized, The purpose of the parade was to demon- 
strate to the people just how many services were of- 
fered locally. In the parade were delivery trucks from 
every business establishment in town plus fire trucks, 
ambulances, police cars, and the like. 


‘*A manual explaining how to organize and promote 
OH] at the local level is available from OHI headquar- 
ters, 10 Rockefeller Plaza, New York 20, N. Y.) 


Thomas M. Partridge Ill is a member of a family long aseo 
ciated with the lumber business, Denniston & Partridge has 26 
yarda and sia affiliated yards ‘ 

Strong OHI promotion ts credited by Mr Partridge for the 
salen success of the Newton yard this year. He is a graduate of 
the University of Minnesota, majoring in commercial lumbering 
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Complete with bands and OHI banners, the parade 
was the fanfare for the events to follow. National 
Guard planes flew over the city and airplanes from our 
local airport bombed the entire town with $100,000 
worth of coupons that were to apply on merchandise 
purchased from participtaing merchants during OHI 
week. A short time later the city of Newton held a 
home show attended by 10,000 people. Since the popu- 
lation of Newton is only 15,000, we felt that the promo- 
tional OHI groundwork had been successful. That 
ended the cooperative OHI effort. We carried on from 
that point with our own individual promotions. 


Promotion described. With the town quite thor- 
oughly indoctrinated with Operation Home Improve- 
ment, we endeavored to associate our company with 
OHI by advertising and promotion. 


In our promotions, contractors’ clinics proved very 
popular. We held them in our home improvement show- 
reom, so that the meetings had an additional good 
effect in giving the men who do the work a chance to 
see a display of practically every product we sell. For 
the general public, we held an open house. It was a 
new home, but in it we included many of the newest 
features, demonstrating to visitors what could easily 
be included in their plans for remodeling—and more 
than that, it showed the people that anything they 
might need for remodeling was available right here 
in Newton. The open house was most successful with 
a turnout of nearly 3,000 people. We are still selling 
jobs “Just like you had in your model home.” 


This month we plan a home improvement contest. 
The actual job will not have to be completed; it will 
be judged from plans alone. The prizes will be cash 
and merchandise, with a little extra bonus for the win- 
ner in the event that he has gone ahead with his plans. 
Our aim is to increase the public’s consciousness of 
OHI and the more thoroughly they think about their 
dreamed of improvements, the more likely they are to 
go ahead. Another major promotion will follow in the 
fourth quarter, but it is still in the planning stage. 


Each month we have a meeting of employes; truck 
drivers, salesmen, bookkeepers and our general staff. 
Here we discuss future plans and the business of the 
previous month. Everyone becomes more conscious of 
the problems of the other man’s job; the result is 
greater cooperation. It is surprising how often the 
men on the trucks pass along tips to the salesmen. 

At the onset of our OHI campaign Denniston & 
Partridge Co. had designed 31%” plastic covered but- 
tons that pin to the shirt or coat, for all employes. 
The button displays the OHI insignia and has a slip in 

(continued on page 152) 
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PLANNING CENTER 


PLANNING CENTER is busy spot in the store. Salesman Milton Christen, left, is showing an 


attractive plan to a prospect, Carl Schumann. 


ats 
ri 


LAPEL BUTTON, especially 
designed for Denniston & 
Partridge, has OHI insignia, 
salesman's name and special of 


the month 
GARAGE AND BREEZEWAY addition was 
a $1,900 job including concrete drive and 
patio in the rear. Financing was Title |, FHA 


INTERIOR VIEW of breezeway (same ob) shows how jalousy win 


dows, combination door and knotty pine paneling made this ares 


very livable 
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BUILDERS 


EVERYWHERE 
use 


| THIS REMODELING JOB consists of porch steps, planter 


and ornamental iron column and railing, a total of $900 for 


y FETAL B UJ | LD | N G material and labor. Customer Keith Iske saw firm's adver- 


tising and stopped at the yard. 


P RO D U CTS panel that shows the employe’s name and indicates the 


OHI theme of the month. The button serves several 
very practical purposes. It reminds both the salesman 
and the customer of the month’s special; it gives the 
customer the name of his salesman and last but not 
least, it arouses a lot of curiosity, which gives us an 
other opportunity to tell people, “This is '56, the year 
to fix.” 





From foundation to finish ‘ ; 
Uses planning calendar. During the month of Au 


: : TITITTs y lar,” the Saturday Eve ning Post s Theme-of-the Month 
the more extensive line. OUETTEL) We follow their Planning Calendar, a part of their OH 
; ; Wall Ties kit, closely. 
Area Walls . . . Joist Hang- Covity Well Vise All of our newspaper advertising carries the OH 
ers... Dampers... Laun- CG Well Plote Ties insignia, our store and our showroom have OHI signs 
dry Chute Doors... Flue everywhere and each of us wear the OHI button on his 
Cleanout Doors... Crawl- 3 chest. We don’t propose to let our customers forget 
that “ 56 is the Year to Fix.” 
Space Doors... and Attic . ; 
, . , The cumulative power of OHI advertising in the na 
Ventilators, represent only p tional publications, together with our efforts on the 
a few of the many depend- local level seems to be paying dividends. With our 
farm trade greatly reduced by drought, and our project 
. = . . : housing down to nearly nothing, we find an increase 
rg aye Pa ceed. | in our total business. Never in my experience with 
’ Denniston & Partridge Co. has there been so many 
wide selection of Outdoor } home improvement jobs done both by contractors and 
Fireplace Equipment. a the home handyman as are being done this year. Since 
Joist Anchors * , : -¢ 
the OHI promotion is the only thing we are doing dif 
Over forty years of design oa Sten Aen: o ferently than we did a year ago, we are certain that 
a OHI is doing a job for us 
have earned Donley an en- Ventilators We like to sell the “package job,” and price most of 
viable reputation asa man- Herizentel, our advertisements, as little as $ per month. How 
ufacturer of quality prod a ever, because most of our customers are factory work 
Half and ers and by nature rather handy with tools, we have a 
ucts. Builders have found Qoarter high percentage of do-it-yourselfers, who prefer to 
it profitable... and prac- “*** buy a few pieces at a time. We use our own “revolving 
tical to use Donley credit plan” as well as FHA Title I and ABC financing, 
Metal Building Products. -» — so we are prepared to handle the OHI customer whether 
he buys a whole new room complete, or a single board 
at a time 

All of our labor is done by contractors, but whether 
Write today for a free copy é the job originates with us or with the contractor, we 
of Donley’s new catalog fe ae ee usually find it necessary to measure the job, draw a 
featuring the complete Hea ue plan, present the contract, arrange financing, and 

F us guarantee the job We like to give our customer a “one 
stop service” and make it as easy as possible for him to 
buy from us. 

It took thought and work to get the Operation Home 
Improvement ball rolling and it takes a little effort in 
THE BROTHERS COMPANY the way of advertising and promotion to keep it mov 

ing, but now we have OHI working for us and OHI is 


doing a wonderful job. 


able, time-saving items in 


and fabricating experience 


line 
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local stocks right now! 
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Popular | hermopane insulating gla Will istributor 


ee more plentiful from now on thank Die to heip 
to Libbey’Owens’ Ford tremendous! op It include 


expanded plant facilitie And more display, envelope tuflers, bann 
people want | hermopane pecause thie Ol standara 
know it will give them more comfort iInstructior 
VCal round 


With construction in 


the time to pu h J hermo 


Shermopane 


NS ULATING GLASS 


LIBBEY - OWENS: FORD 
a Great Name in Glass 


Circle No. 163 on Coupon, page 282 





hap | 23 


a 


ad 


: spo or ese -_ ime! 
INSULATION PLANK AND TILE. NOW... you can sell more Gold Bond 


Gold Bond Variegated Planks and Ivory Tiles make these rooms 
Insulation Plank and Tile to your “do-it-yourself” 


ustomers who harmonies of surface pattern and color. Ac>ustamatic Tiles can be 
need and want attractive rooms like this one! Every inch !s distinc used to hush the noise in playrooms and workshops. Flame- resist 
tive.,.every inch is modern good taste. ant factory coating saves the cost of painting. 


AND NOW...THERE’S MORE WHERE THIS 


Gold Bond's big new Insulation Board Expansion means 
more products for you to sell builders and remodelers 


—— : : a , { o . - t M, at is ma PAs 
INSULATION SHEATHING. NOW... sell more Gold Bond Insulation Sheath SHINGLE BACKER. NOW there’s more Gold Bond Shingle 
ing to builders and contractors. Help them cut sheathing cost with thes« Backer to sell siding contractors and builders who want a low 
big 2’x 8’ and 4’x 8’ panels, Asphale Impregnated or Asphalt Coated and 


cost way to add attractive shadow-line depth to shingle siding 
impregnated. They go up faster than wood with one-fifth the waste! Help your customers build better insulated walls at the same time 
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LOWE BOWLING A 
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famatic Tile f 


ACOUSTAMATIC TILE. NOW... sel! more Gold Bond Acou 
owners and managers of linge alle kating rinks, restaurants, institu 
ns and « ish distracting now 


i 
artractively muftle a 


them. Tile 


ire casy t 


INSULATION BOARD PANELS. NOW you can offer your builder 
customers more Gold Bond Insulation Panels for fast, low-cost 
Factory coated, flame-resistant Ivory 


score or bevel 


remodeling jobs finish 
saves painting. Fast-handling, easy to cut 


OMES FROM 


Heie's where National Gypsum has just 
about aoubled its Insulation Board output 
here s one of the most modern plants cg RS 3 
in America’s building products field ’ ‘ yar © 
the Gold Bond factory at Mobile, Ala a <a 
= 
eho 


y, 
( ee 
‘Mpyn 


(Otter 


of research kee] } thew repeat sale quality nigh 


et THERE'S MORE from Mobil more 
the whole line of quality Gold Bond Insulation your customers Gold Bond Insulation Board prod 
ucts. There ittractive profit for you in every sale 


Board products headed your way from National | 
Take idvantage of thi extfa ervice, too You 


Gypsum’s newly expanded Mobile plant—Sheathing, 
. can include Gold Bond Hardboard in the same cas 
both the Asphalt Impregnated and the Asphalt ‘ , , 
. vith your Insulation Board shipments from Mobile 
Coated and Impregnated; Shingle Backer, decorative 
‘ ‘ nm save in overhead of extra ftreignt handling 
i r Gold Bond repre 


Planks, Panels, Tiles; Acoustamatic Til all Kiualidians 
Increased Gold Bond production gives you _ nann * = 


Mir 


of these short supply products to sell. Gold Bond 


INSULATION BOARD PRODUCTS 
Gold Bond 


NATIONAL GYPSUM COMPANY 
BUILDING PRODUCTS 
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FROM THE WORLD’S 
FINEST OAKS... 





COMES THE WORLD’S 
FINEST FLOORING 


A | /| 
‘“FLOORI N G 


Sam MADE FROM THE Nowhere will you find a better quality oak flooring, every 
CHOICEST MISSOURI , / ) 
OAKS — MOUNTAIN joint of which is precision milled to perfection. Words 
GROWN 


prove inadequate in describing the uniformity of texture 


(EBB 
c . 
conte in mocesn and the extra smooth finish of OZARK BRAND OAK 


K ' ; , , 
1LNS FLOORING. Your first order will convince you. If you 
ACCURATELY MILLED want to build lasting good will with your customers, try 


AND GRADED 

OZARK BRAND OAK FLOORING on your next flooring 
PRODUCED TO MEET 
NOFMA STANDARDS order. Prompt delivery. 


Write, phone or wire us collect for quotations and delivery. 


ZARK 
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Fine Flooring Since 1927 





MERICAN -- == 
UMBERMAN 


par a a ee 
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REMODELING 





ee ° wo Mh CHANDISING 
Dealers on the Firing-line Fall *sssut 


Bring Down Big Ticket Remodeling Jobs 


The previous section has presented the important essentials required for op 
erating successfully a busy remodeling department. Dealers, like yourself, have 
described how they handle everything from a market survey to their local experi 
ences with OHI 


The key question now is “what happens when these principles are carried out? 
is it profitable? On the pages that follow retailers again report thei! 
experiences. And because in almost every community one particular type of 
remodeling job is frequently more needed ... more easily sold... these features 
are conveniently grouped by the specific remodeling packages, It has been our 
observation that it is wise to concentrate on one package at a time, learning 
the best way to estimate... the most suitable products to include in the remodel 
ing job. In this way the entire sales organization eventually becomes specialists 
on all remodeling packages and qualified to discuss them intelligently 


Trained personnel is, of course, the key to running a good remodeling op 
eration. But not far behind is an attractive planning center backed up by con 
sistent advertising and display in the showroom. The planning center now has a 
dual function—selling homes in a more competitive period and promoting remodel 
ing. Experience has shown that displays of building materials should be grouped 
about the planning center for sales punch and customer convenience, There's 
a negative affect on the prospect when a salesman must fumble around for his 
samples. 


Building room sections to demonstrate remodeling packages is often limited 
by the size of the typical showroom. Yet it is our belief that they are possible 
if slow-moving merchandise is tossed out the window and if remaining items 
are displayed more compactly on modern fixtures. Displaying packages is also 
easier if a dealer adopts a policy of featuring one remodeling package at a time 
in line with the improvement being featured currently by salesmen. Packages 
should never be built-in permanently. Rather we should study display methods 
used on the stage and television where “flats” are widely employed 


Four full pages of advertising layout for remodeling are included this 
section. Ads are in all sizes and they are based on our experience 
1,000 dealers who have purchased and used our ADservice mat program 


INCLUDED IN THIS SECTION 


Planning Centers—Vital for Tomorrow's Retailing 

Makes Three Remodeling Sales Daily 

Attic Finishing Packages: Six Sold . . . Fifty to Go 

More than 160 Bathroom Remodeling Sales Annually 

Shows Homeowners How-To-Do-lt 

Radio-Activated Remodeling Salesman 

Get Your Prospect Excited! 

Adservice 182, 183, 184, 
Stimulating Home Remodeling Sales With Visual Tools 
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National Plan Service 


Special Editorial 





Your biggest, most 
profitable sales will begin 
in a functional, pleasant 
home planning center. 
Table, chairs and plan 
books are just the start for 


a center with appeal. 


Merchantable construction has been defined as 
end-use packages of building materials and labor, 
such as homes, farm buildings and structural im- 
provements, which can be advertised, merchandised 
and creatively sold to consumers. Dealers generally 
recognize certain basic facts as self-evident in this 
industry today: 

1. That 94% of building contractors do not have 
offices, sales and display rooms, advertising and pro- 
motional programs, or the selling skill to creatively 
promote end-use construction packages such as 
homes, farm buildings and building improvements 
to the general public. 

2. That the construction industry will never gain 
its full potential of consumer dollars as long as the 
industry permits such contractors to do its mar 
keting 

3. That it is extremely difficult for a dealer to 
make a sustained satisfactory net profit selling to 
contractors only. 

1. That creative consumer selling of merchantable 
construction by the dealer is the only road to ade- 
quate profits for both dealers and contractors. 

In the face of these facts the average dealer has 
one sound way to secure his company’s future—to 
implement a policy of selling merchantable construc- 
tion packages to consumers. 

Fortunately the dealer doesn’t have to use a high 
diving board to leap into controlled consumer sell- 
ing-—-he can wade in if he wishes. His policy may be 
as simple as organizing a group of small contractors 
to act under his sales management in following up 
leads on construction sales. Or he may decide that 
because of the shortage of building mechanics and 
construction foremen he will keep his contractors 
busy by developing a sales organization to sell their 
services. 

Or he may go the whole way and take contracts 
for all or a part of the merchantable construction 
packages salable in his market, and then sublet 
them to contractors. An alternate to this method is 
to negotiate the consumer contract and avoid dealer 
contracting by having an assignment form which 
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Vital for Tomorrow's Retailing 


& 


splits the proceeds between the dealer and contrac 
tor. 

Whatever policy he follows he must have a Home 
Planning and Improvement Center in his store to 
effectively carry it out! 

This can be and should be the focal point in the 
community ior anyone thinking of a new home, a 
home imprevement or a merchantable construction 
project of any kind. Lhis center should have certain 
minimums: 

A sign that can be seen throughout the store. 

A tableor two with plenty of comfortable chairs, 

A salesman’s desk and files. 

Literature racks—and space for home planning 
information. 

A file of previously built and supplied homes, 
giving all particulars—estimating, financing, con- 
struction costs, specifications, etc. 

From there, of course, a dealer should expand in 
proportion to his volume and competitive need by 
adding to his center these important items: 

Product sample displays (New NRLDA panels). 
Model kitchen and other packages. 

A panel home department (Lu-Re-Co). 

Color slides, with viewer or projector. 
Before-and-cafter-pictures. 

Sketching and drafting department. 

One day—not far off—the retail lumber and build- 
ing products merchant will say to the public in his 
yard vicinity: 

“Come all ye who have a home or farm building 
problem of any kind.” 

“Come to our home planning and improvement 
center.” 

“We provide a one-stop service—a trained service 
representative who will take care of everything for 
you.” 

When a lumber and building products retailer 
establishes this policy, his opportunity for a more 
profitable future will be materially increased. 
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A cedar shingle 
that’s “been through 
the mill” 











INE)! 


—another “first-in-cedar’ from Gi surface 
Huntting-Merritt 2 sanded 





4 
te 





kolortoned 











Here is the first, the original, sanded shingle on From our own 
the market. Smoorurirs are another Huntting- virgin stands 
Merritt “‘first-in-cedar.”’ Surface Sanded on 
the face side to accent the rich, natural 
character of cedar and provide just enough 
“tooth” for easy staining or painting... 


of western 
red cedar 


Precision Squared to assure trim, true courses : P 

, ' Using genuine 
and the appearance of a continuous horizontal Certi d 
line...Kolortoned in a selection of eight ny eee 
beautiful oil base colors that enhance rather shingles 
than mask the color gradation and 


graining of the cedar. Carton- packed 


You will want to incorporate SMOOTHFITS in sidewall 
in this season's plans. Remember, they squares 
are like no cedar shingle ever before 

available— smooth, square, colorful. Be first 
. . . ‘ . . ” 
in your area to offer this exceptional sidewall Available in 18 
material. Phone your supplier, or contact... and 24” lengths 


CANADIAN FOREST PRODUCTS LTD. y) SMOOTHFITS 


Huntting-Merritt Shingle Division —another “first-in-cedar” 
Vancouver, B. C. Telephone: Kerrisdale 6711 from Huntting-Merritt 
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BUILDING SUPPLY 


SALES BUILDER 


STICK ttWELDWOOD 
for TOP GLUE PROFITS 


WELDWOOD 


MECHANIX GLUES 


ILLUSTRATED are advertised regularly in 


NA, MECHANIX 


wl anor irae? a 
ei. ILLUSTRATED 


because — 


The 1,400,000 men who read MI every month pro 
vide a vast, big-buying market for Weldwood 
glues and adhesives, 90% do their own home re 
pairs — over 80% own workshops or benches — and 
take a keen interest in reliable, top-quality prod 
ucts that insure faster, more professional results 


Weldwood's well-known line of adhesives offers 
craftsmen a perfect solution for any glueing prob 
lem —while Clear Firzite, White Firzite and Satinlac 
provide an ideal finish for every woodworking job 
This top performanc e is the reason these U.S. Ply 
wood products are the first choice of ‘‘do-it-your 
selfers’ everywhere—and why they bring extra 


sales and greater profits wherever they are sold 





MECHANIX ILLUSTRATED 


A FAWCETT PUBLICATION 
67 West 44th Street - New York 36, N. Y. 
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REMODELING TEAM, left to right: dealer W. F. Hanson and contractor-team |. O. Eliason 
and S. P. Vorvick, who specialize in top-quality projects. 


Three Remodeling Sales 


That’s the seasonal peak achieved by Potlatch Lum- 
ber Co., Kennewick, Wash., by using hand-picked con- 
tractors, consumer financing plans and personal promo- 


tion. 


Dealer Statistics 


Located about midway between the two main business streets of 
Kennewick, Wash., (pop. 14,000), the Potlatch Lumber Company's branch 
yard does an annual volume of about $750,000, Sales are about evenly 
split between contractors and consumers. The yard has eight employes, 
of which three are engaged specifically in sales. 


Kennewick is one of the three towns in the Pasco-Kennewick-Richland 
triangle which experienced amazing growth due to the construction of the 
Atomic Energy Commission's Hanford Plutonium Works during the war 
years. 


September 


4 
4 


Daily 


Right at the top in home improve 
ment sales in the Potlatch Lumber 
Company’s 55 line yards is the 
branch in Kennewick, Wash. In the 
spring and fall months, the yard 
often writes three remodeling sales 
per day. 

According to W. F. Hanson, who 
has managed the Kennewick Pot- 
latch yard for 19 years, here are 
the main elements in the success- 
ful remodeling sales plan: 


Contractor team: “When it 
comes to assigning contractors for 
customers who do not have their 
own contractor, I always pick the 
team of I. O. Eliason and §. P. 
Vorvick,” says Hanson. 


“Although this may be contrary 
to general dealer practice of parcel- 
ing jobs out to a pre-selected num 
ber of contractors, the system has 
worked successfully for us for 15 
years, and it is no secret among 
my other contractor customers. 
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RECREATION ROOM, finished in knotty pine, became the talk 


of the neighborhood because of excellent craftsmanship. It led to 


other sales. 


“The Eliason-Vorvick team is 
composed of highly skilled crafts 
men in both construction of high- 
quality homes and remodeling proj- 
ects. When they complete a job, I’m 
always sure that it is perfect from 
the standpoint of both workman- 
ship and materials. 


“The reputation for this brand 
of quality has become well-known 
in our community, and it pays off 
again and again in terms of repeat 
sales and word-of-mouth advertis 
ing that brings in new remodeling 
customers,” says Hanson. 


Customer financing: The yard 
offers both Allied Building Credits 
and normal bank financing under 
FHA Title I for consumer custom- 
ers. Remodeling loans up to $1,000 
are approved by the dealer himself 
under ABC with virtually no red 
tape. 


Money for the entire cost of the 
remodeling project, which goes up 
as high as $2,500 under FHA Title 
I, is paid to the dealer at once. 
Homeowners make no down pay- 
ment and have up to three years to 
pay. 

“We often finance labor costs as 
well as materials in order to fully 
control the sale and to make good 
our reputation as the one-stop re- 
modeling dealer,” says Hanson 


“Under this setup, the contractor 
gets his pay as soon as the owner 
signs the disbursement order. When 
the carpenter or contractor gets his 
check, he automatically signs a 
waivers of lien certificate,” he ex 
plains. 

The yard makes a special point 
of informing homeowners that any 
money remaining from the loan 
after the job is complete is applied 
back to help pay off the loan. This 


Bumping Propucts MeRCHANDISES 


Mes HT 


HOUSE REMODELING turned a run-down building into an efficient 


combination photo studio and living quarters 


FINANCING IS KEY to most sales. Hanson can handle details for most customers 


on the first call, 


eliminates a possible temptation 
on the part of a customer to mi 
use a loan 
“Financing is certainly one of 
the main keys to successful re 
modeling Hanson 
“because of the multiple benefits 
for the customer and the dealer 


sales,”’ su) 


Most of our customers borrow to 
rooms to 


add another one or two 
their homes or to add recreational! 
space. Some of our custome 
have returned two and three times 
over a period of several years t 
buy additional project 

“People have come in to thank 
me for suggesting they take out a 
loan for home improvements. One 
customer said if he had not taken 
out his home-improvement loan 
he would have had a worn-out 
automobile in place of two valu 
able rooms to show for his money.’ 
, Advertising approach: Potlach 
ards, In 


through a prot ona 


advertising agency invests a set 
percentage of sales in regular news 
paper, radio, TV and direct mail 


idvertising for each local vard 


In addition, Hanson strives to 
bolster the reputation of the Ken 
newick yard at the local level 
through participation In 
community affairs. He belongs to 
i dozen civie groups and serves in 
official capacities in other 


active 


active community 
participation pays off by making 
the company name and my name 
well known and it helps me meet 
scores of people who often become 
customers, ays Hansor 


In m Case 


‘When people come in to inquire 
remodeling project, 
chances are | know enough about 
them to complete the sale in one 
visit without even waiting for the 
return of the routine credit cheek 
And, we've never had loan go 
bac 


about 
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umber s 


Smithtown | VEMENT 


HOME IMPR ; 


tut Coder Pot 


ommos Ore 


c « t Der 
RMAL OPENING vhes weekend 
tO 


Smithtown Lumber + 
VETERAN BUILD! “ 


NG SPECIALISTS 


a whew ee tiing perm 
4 me 
‘ 


) DO-IT-YOURSELF ; om ay " bal ’ aor . wee & . “1 ' — > Gent 


= gwTHTOWN LUMBER |= =<0"_ 
CORPORATION 


eveny weer 


SMITHTOWN 


102 MAIN srreert pF 
a6 PARKIN. Smithtown 2-1000 
re 
pees THTOWN LUMBER 
REGULAR PRICES AT MIGHTY SMI 
LOW PRICES ARE 


HOME IMPROVEMENT SUPERMARKET is the way Smithtown 
describes its new showroom, part of a program to capitalize on 
homeowner sales, Newspaper opening ad carried a strong pitch to 
attract consumers 


Attic Finishing Packages: 
Six Sold . . . Fifty to Go 


In return for some free display 
fencing, the contractor-customer at 
the Colonial Acres development 
town (N.Y.) Lumber Corp., one of the East’s largest  *!!owed =the Smithtown (N.Y.) 

Lumber Corp. to install an attic- 
: finishing display in the unfinished 
suppliers of project builders, is gearing up to sell attic of the model home. Result: 
six attic packages sold and a poten- 

: tial of 50 more. 
packaged remodeling and home improvements. Smithtown, which last year 
grossed $5% million selling materi- 


In tune with market trends, here’s how the Smith- 
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als to development builders, is now 
turning more of its merchandising 
artillery toward do-it-yourself, 
package remodeling and home im- 
provement sales. 

“We prepared for the project 
builders before they came by being 
ready to distribute the great vol 
ume of materials they needed,” says 
manager Sidney Lipsey. “Now, 
times are changing. The develop- 
ment boom has apparently passed 
the peak. The time is ripe to return 
to the development houses to sell 
the improvements they need. 

Remodeling Program. “The pro- 
motion of attic finishing package 


sales in project homes is a part of 


PACKAGE ATTIC DISPLAY telling buyers of the Cape Cod house 
they can purchase all finishing materials for $10.20 per month. 


BUILDING PropucTs MERCHANDISER 


our over-all program,” says Sid 
“The big step in this direction was 
the completion of our new $150,000 
Home Improvement Supermarket 
showroom in which we can ade- 
quately cater to both builders and 
the homeowner trade 

“In addition to the do-it-yourself 
and pick-up trade, we are selling 
major remodeling packages like: 
attic rooms, kitchens, added rooms 
and basement recreation rooms in 
the fall and winter; and garages, 
patios, breezeways and tool sheds in 
the spring and late summer,” he 
adds. 

Sales Procedure. According to 
Don Davis, in charge of sales to re 


MODEL HOUSE in a development supplied 
by Smithtown is a Cape Cod style with an 
unfinished attic 


modeling contractors and home 
owners, here’s the procedure for 
selling package attic projects: 
Advertising. On completion of 
the new showroom last spring, the 
firm began an intensive advertising 
program under the direction of the 
Laughton-Smith Advertising Agen 
cy, Babylon, N.Y. First ads in the 
campaign were to educate the pub 
lic about the various grades of lum 
ber to point up the reasons for price 
differences. Other ads described the 
firm’s convenient new bargain shed 
for economy-minded customers 
Going into the fall months, ads 
were built around various pack 


(continued on next page) 


MATERIALS SELECTION for the project is sided by « pylon dis 


play unit built from blue prints designed by American Lumberman 
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WALL AND CEILING materials are displayed on a 


second pylon on the mezzanine of the firm's new show 


room, Pylons revolve for convenience. 


and listed the for each 


month 


ayes 
per 
Display: In addition to the com 
plete displays of hardware, paint 
and building materials in the show 
room, displays of a cut-a-way atti 
room and a basement recreation 
room are featured on the mezzanine 
area, The displays, about 10’x 10’, 
show sections of the floor, walls and 


price 


DEMONSTRATIONS of how to install vari 
ous materials are conducted at the showroom 
each Saturday ladies learn about 


plastic tile 


Here 
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ceilings. The recreation room con 


tains a model bar. 


Determining Needs: “The ay 
erage attic finishing job in our area 
will contain from $300-$3,650 worth 
of building materials,” says Don 
Davis. 

“We must first determine what 
the customer wants by showing him 
various materials; we can get an 
idea of his tastes and budget re- 
quirements in our first general dis- 
cussion, which enables us to learn 
how big the materials package can 
be,” he says. 


Sketches and Plans: [1 addition 
to making up a detailed materials 
list, Davis and George O’Connor are 
trained to make sketches of re- 
modeling projects. Davis, for ex 
ample, has experience as a car- 
penter, contractor, draftsman and 
accountant. If a remodeling project 
is elaborate, blueprints are obtained 
from outside No service 
charge is made sketches and 
plans 


Work Performance: If the cus 
tomer decides to finish the attic 
room himself, O’Connor or Davis 
will go to the job site to help him 
get started. Smithtown employes, 
however, will perform none of the 
actual labor themselves. The cus 
tomer is encouraged to call for ad 
vice at any time. 


sources, 
for 


To further assist do-it-yourself 
ers, the firm sponsors product prod- 
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TIE-IN SALES, like hand tools, help the dealer increase the amount 


of each package sale of materials for finishing off attic rooms. 


uct demonstrations at the store 
each Saturday. 

In the event that a customer 
wants to hire the labor for his 
project, the firm obtains one of the 
five specialist remodeling contrac- 
tors that the firm deals with reg- 
ularly. 


Financing: Financing is ar- 
ranged for customers through local 
banks. All forms are kept in the 
showroom; the customer needs only 
to sign, and all details are handled 
by the remodeling salesmen, Cus- 
tomers can purchase an attic re- 
modeling package with no down 
payment and a pay-out period rang- 
ing from 30 days to five years. 

At least two banks in the area 
maintain financing plans which en- 
able dealers to readily finance cus- 
tomer’s home improvement projects 
subject to the bank’s approval. Once 
applicants are cleared, dealers get 
payment in full from the bank im 
mediately, and customers make 
their monthly payments to the bank 

If a remodeling project is exten 
sive, Smithtown will help the cus 
tomer negotiate a mortgage loan. 

“While it is true that mark-ups 
for materials sold as packages for 
remodeling are higher than for 
many other transactions,” says 
manager Lipsey, “competition in 
this field is getting stiffer every 
day. So, it is necessary to offer as 
complete a package of services as 
possible to keep remodeling cus- 
tomers coming to your door.” 


1956, AMERICAN LUMBERMAN 





Hardwood Plywood Sales jumped 40% in 30 days 
...and the Northbrook Lumber Company gives much of 
the credit to their Hardwood Plywood Display 





Northbrook Lumber Co. salesmen find it easy to 
sell from their display showing 40 different 
species and figure types of Hardwood Plywood 


Mr. Robert Bailey, Manager of the 
Northbrook Lumber Company 


“|. . Even though our Hardwood Plywood business has always been good, we actually found that 
Hardwood Plywood sales jumped 40%, within a month after our display went up... with no cut prices 
or “deals”. We give much of the credit to the display. Builders appreciate this service because it makes 
their job easier—they can bring in their prospects and let them select their own Hardwood Plywoods 
and, it gives us a chance to talk to the builder about other building materials and services we offer 
Then too, the do-it-yourself home owner will go out of his way to see actual sample panels of Hardwood 
Plywoods before he buys. Naturally, we keep stocks of all the popular species on hand for immediate 
delivery. Service like that, both display and delivery, is what's building our business.” 
Robert Bailey 

NO DOUBT ABOUT IT...YOU TOO CAN CASH-IN ON NorTHerook LUMBER COMPANY 

HPI’s NATIONAL CONSUMER ADVERTISING BY DISPLAY- penmenenneer Tahaan 

ING HARDWOOD PLYWOOD AT POINT-OF-SALE. >i 


ALES HELPS...MAIL THIS COUPON, TODAY 
Fon SaaS HARDWOOD PLYWOOD INSTITUTE, Dept. 22-1 


600 South Michigan Avenue, Chicago 5, Illinois 
Gentlemen: | am interested in making Hardwood Plywood 
profits. Please send complete information on current HPI 
dealer promotions, Hardwood Plywood Displays and Na 
THIS SEAL HELPS YOU SELL! tional Advertising 
The HPI seal identifies American mills operating under 
a rigid 5-point quality control program—with full sup 
port to Hardwood Plywood dealers through national 
advertising in leading consumer magazines 


HARDWOOD PLYWOOD INSTITUTE 
600 South Michigan Avenue Chicago 5, Illinois city ZONE 


NAME 
COMPANY NAME 


ADORESS 
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WALL AND CEILING materials are displayed on « 


second pylon on the mezzanine of the firm's new show 


room, Pylons revolve for convenience 


ages and listed the price for each 


per month 


Display: In addition to the com 
plete displays of hardware, paint 
and building materials in the show 
room, displays of a cut-a-way atti 
room and a basement recreation 
room are featured on the mezzanine 
area, The displays, about 10’x 10’, 
show sections of the floor, walls and 


DEMONSTRATIONS of how to install vari 


ous materials are conducted at the showroom 
each Saturday learn about 


plastic tile 


Here, ladies 
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ceilings. The recreation room con 


tains a model bar. 


Determining Needs: “The ay 
erage attic finishing job in our area 
will contain from $300-$3,650 worth 
of building materials,” says Don 
Davis. 

“We must first determine what 
the customer wants by showing him 
various materials; we can get an 
idea of his tastes and budget re- 
quirements in our first general dis- 
cussion, which enables us to learn 
how big the materials package can 
be,” he says. 


Sketches and Plans: [n addition 
to making up a detailed materials 
list, Davis and George O’Connor are 
trained to make sketches of re- 
modeling projects. Davis, for ex 
ample, has experience as a car- 
penter, contractor, draftsman and 
accountant. If a remodeling project 
is elaborate, blueprints are obtained 
from sources. No service 
charge is sketches and 
plans 


Work Pertormance: If the cus 
tomer decides to finish the attic 
room himself, O’Connor or Davis 
will go to the job site to help him 
get started. Smithtown employes, 
however, will perform none of the 
actual labor themselves. The cus- 
tomer is encouraged to call for ad 
vice at any time. 


outside 
made for 


To further assist do-it-yoursel! 
ers, the firm sponsors product prod 
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TIE-IN SALES, like hand tools, help the dealer increase the amount 


of each package sale of materials for finishing off attic rooms. 


uct demonstrations at the store 
each Saturday. 

In the event that a customer 
wants to hire the labor for his 
project, the firm obtains one of the 
five specialist remodeling contrac- 
tors that the firm deals with reg- 
ularly. 


Financing: Financing is ar- 
ranged for customers through local! 
banks. All forms are kept in the 
showroom; the customer needs only 
to sign, and all details are handled 
by the remodeling salesmen. Cus 
tomers can purchase an attic re- 
modeling package with no down 
payment and a pay-out period rang- 
ing from 30 days to five years. 

At least two banks in the area 
maintain financing plans which en 
able dealers to readily finance cus- 
tomer’s home improvement projects 
subject to the bank’s approval. Once 
applicants are cleared, dealers get 
payment in full from the bank im 
mediately, and customers make 
their monthly payments to the bank 

If a remodeling project is exten 
sive, Smithtown will help the cus 
tomer negotiate a mortgage loan. 

“While it is true that mark-ups 
for materials sold as packages for 
remodeling are higher than for 
many other transactions,” says 
manager Lipsey, “competition in 
this field is getting stiffer every 
day. So, it is necessary to offer as 
complete a package of services as 
possible to keep remodeling cus 
tomers coming to your door.” 
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Hardwood Plywood Sales jumped 40% in 30 days 
...and the Northbrook Lumber Company gives much of 
the credit to their Hardwood Plywood Display 








Northbrook Lumber Co. salesmen find it easy to 
sell from their display showing 40 different 
species and figure types of Hardwood Plywood 


Mr. Robert Bailey, Manager of the 
Northbrook Lumber Company 


“|. . Even though our Hardwood Plywood business has always been good, we actually found that 
Hardwood Plywood sales jumped 40%, within a month after our display went up... with no cut prices 
or “deals”. We give much of the credit to the display. Builders appreciate this service because it makes 
their job easier—they can bring in their prospects and let them select their own Hardwood Plywoods 
and, it gives us a chance to talk to the builder about other building materials and services we offer 
Then too, the do-it-yourself home owner will go out of his way to see actual sample panels of Hardwood 
Plywoods before he buys. Naturally, we keep stocks of all the popular species on hand for immediate 
delivery. Service like that, both display and delivery, is what's building our business.” 
Robert Bailey 
NO DOUBT ABOUT IT...YOU TOO CAN CASH-IN ON peeemenitent Uiesidnilenesaie 
HPI’s NATIONAL CONSUMER ADVERTISING BY DISPLAY- Menteennaeer tana 


ING HARDWOOD PLYWOOD AT POINT-OF-SALE. >; 


R SALES HELPS...MAIL THIS COUPON, TODAY 
voR's 4 HARDWOOD PLYWOOD INSTITUTE, Dept. 22-1 
600 South Michigan Avenue, Chicago 5, Illinois 


Gentlemen: | am interested in making Hardwood Plywood 
profits. Please send complete information on current HPI 
jJealer promotions, Hardwood Plywood Disploys ond Ne 


THIS SEAL HELPS YOU SELL! tional Advertising 


The HPI seal identifies American mills operating under 
a rigid 5-point quality control program—with full sup NAME 
20rt to Hardwood Plywood dealers through national 
F = y ee _— COMPANY NAME 
advertising in leading consumer magazines 


HARDWOOD PLYWOOD INSTITUTE 
600 South Michigan Avenue Chicago 5, Illinois city ZONE 


ADDRESS 
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An up-state New York dealer scores 


More than 160 Bathroom Remodeling Sales Annually 


Here's how Collins & Sons, Troy, N.Y., combines the efforts of its 
retail building materials division and plumbing distributorhip in nailing 


down big-ticket sales. 


Make the contact..... 


Materials for bathroom packages 
average $66,400 every year for Col 
lins & Sons, Troy, N. Y. This up- 
state dealer is both a building mate 
rials retailer and plumbing and 
heating distributor. 

More than one-third of the 500 
bathrooms sold annually by the 
firm’s plumbing and heating divi- 
sion are for residential remodeling. 
Average price of bathroom fix 
tures is $250. In addition, the com- 
pany’s building materials division 
sells an average of $150 worth of 
materials for each project. 

“There’s no question about the 
profitable combination of operating 
a plumbing and heating supply 
business in connection with a retail 
lumberyard,” says Arthur L. Col 
lins, building materials manager 

“None whatever,” chimes in 
Charles E. Collins, plumbing and 
heating division manager. “The 
lumber department brings in sales 
for the plumbing and heating de 
partment and vice-versa. And, this 
year in particular, the sales result 
ing from remodeling projects cer 
tainly are helping take up the slack 
in plumbing and heating sales 
caused by the decline in new house 
starts in our area.” 

For 29 of the 60 years the dealer 
ship has been in operation, the 
plumbing and heating division has 
been an integral part of the overall 


BATH REMODELING PROSFECT is que- 
ried in the building materials showroom by 
Art Collins to determine if he has selected 
plumbing fixtures. 
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Offer a wide selection .. . 


SELECTING FIXTURES, customer is as- 
sisted by Art, pointing, and Charles Collins. 
who manages the plumbing and heating dis 
tributorship. Latest colors are displayed 


part in planning .. . 


Burmpinc Psopucts MERCHANDISER 


PLUMBING SHOWROOM which offords 
the customer a wide selection of bathroom 
fixtures, accessories, shower enclosures. Room 
also displays kitchen, cabinets, appliances 


Assist the customer... 


DETAIL PLANNING for major remodeling 
and new construction brings managers of 
both departments together over blueprints 
Results are big-ticket tie-in sales 





FOUR BUILDINGS comprise Collins headquarters in Troy. 


Building materials division occu 


pies three buildings, plumbing and heating showrooms are in structure at right 


business. Collins & Sons, headed 
by Arthur E, Collins and his sons, 
Art and Charles, today employs 50 
persons and grosses around $1 mil 
lion annually. From one-third to 
one-half of the gross is derived 
from sales of plumbing and heating 
supplies to plumbers, contractors 
and industrial accounts 


Here’s how the two divisions 
operate in nailing down sales of 
materials for bathroom remodeling 
projects: 


“Whenever a customer comes 
into the lumberyard inquiring 
about materials for remodeling,” 
says Art, “we make it a point to 
ascertain if he has lined up his 
plumber and fixtures. If the cus 
tomer has no plans, we ask him to 
step over to the adjoining show 
room to see Charles.’ 

In addition to the building ma 
terials showroom, the company 
maintains a modern 20'x 40’ dis 
play room for bathroom fixtures, 
kitchen cabinets and appliances, 
and an adjoining 15'x 20° display 
room for heating plants 

Charles helps the remodeling 
customer select the style of bath 
room fixtures and accessories. He 
also helps the customer select a 
plumber from the list of 150 that 
the firm deals with in its 50-mile 
trading territory 

The men in the plumbing depart 
ment figure costs on the jobs and 
handle the layout to assist the 
plumber during the installation 
If the customer needs financing 
assistance, Charles will help him 
arrange for a home improvement 
loan at one of the local banks. If 
the bathroom is part of an exten 
sive remodeling project, Charles 
helps the customer arrange an 
open-end mortgage of similar loan. 
Both Art and Charles frequently 
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make outside sales calls at 


tomer’s homes. 

The company also allows cus 
tomers to pay for plumbing and 
heating supplies needed for re 
modeling over a period of 90 days 
A 5‘ interest charge is made on 
any unpaid balance after 90 days. 


Cus 


The Bathroom Package 


“The price of the basic fixtures 
for a bathroom—including tub, 
water closet, lavatory and neces 
sary fittings—will range from $17/ 
to $650,” says Charles. “And you 
can almost always expect to in- 
clude: built-in dishes; towel 
bars; paper holder; and lighted 
medicine cabinets. 

“The trend in this area is very 
much toward the colored fixtures. 
And, there’s a big demand for 
glass shower doors and tub enclo 


BOADP 
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RELATED SELLING 
CONTEST 


and the prize is worthwhile: 


© a round-trip ticket to the 
big NRLDA exposition at 
Chicago, Dec. 10-13. 


© $100 for your expenses. 
©a certificate as a “Master 
of Creative Selling.” 
It’s easy to enter: 


Just send Art Hood, 139 North 
Clark St., Chicago 2, Ill, your best 
examples of profitable related sell 
ing. 


Contest Closes November 1 
MMA UL. 009900 1 AURAL ASMA 10 { L011) 


Suptember 


> 
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sures. Many want separate shower 
stalls,” he adds. 

Exhaust fans and bathroom 
heaters also add to the gross from 
many package sales. 

“Especially in rural and sub- 
urban areas,” says Charles, 
“there’s a wonderful opportunity 
to include hot water heaters and 
water pumps. Pumps range in 
price from $90 to $450 depending 
on the depth of the well. In an 
average year, we'll sell from 75- 
100 pumps for residential use 
alone. In areas where septic tanks 
and drains are needed, it is not 
unusual for the total price of an 
ordinary bathroom to run as high 
as $800-$900.” 

Tie-in sales for the bathroom 
remodeling from the building ma- 
terials’ division include: rough 
lumber; nails; insulation; plaster- 
board; wall tile or tileboard; win- 
dow with hardware and frosted 
glass or glass block; door and 
hardware; resilient, ceramic or 
clay tile for the floor; molding; 
and lighting fixtures 


Plumbing Peculiarities 


“One thing about the plumbing 
and heating business,” says 
Charles, “if you’re going to do a 
proper job of sales and service, 
you must be in it all the way. The 
handful of nationally-known man 
ufacturers of plumbing fixtures 
will sell only to a jobber who is 
selling to plumbing contractors or 
other legitimate users. 

“We lean heavily on our brand 
names in both plumbing and heat 
ing. All of our advertising and 
merchandising is based on brand 
names. Of major importance to our 
sales is the national advertising 
done in general and shelter maga 
zines by the manufacturers. 

“At the local level, we advertise 
in newspapers weekly. We tie-in 
with a bathroom display at the 
local home show, and send out di- 
rect mail to plumbers and builders 
who operate plumbing depart- 
ments,” he says. 

“We employ six men in our 
plumbing division. We have one 
man on our perpetual inventory 
system full time. I spend about 
75% of my time on detail figuring 
and laying-out projects, many of 
which are obtained on the bid 
system. 

“The plumbing division must 
maintain not only a complete in- 
ventory of fixtures and units in 
plumbing and heating, but also all 
of the necessary pipe and fittings. 
In bathroom fixtures alone, for ex- 
ample, we sell about eight carloads 
per year and maintain an inven- 
tory of about 1% carloads. We de 
vote about 2,500 square feet of 
storage to the bathroom products 
alone,” says Charles. 
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Know how very little 


inventory-space this 
big-selling door takes ? 


Modernfold comes complete in one slim package for fast 
over-the-counter sales 


Here’s downright magic—a profitable 
large item that doesn’t eat up your 
inventory space! MODERNFOLD Doors 
are substantially built with all-steel in- 
terior framework ...they come complete- 
ly equipped with necessary trim. Yet 
they fold into compact packages. 

MOoDERNFOLD Doors are in big demand 
for new homes and remodeling. Month 
after month, impressive one- and- a-half 
page national advertising pre-sells their 
space saving features, their convenience 
for closet openings, their lifetime quality 
What an opportunity to get more profits 
out of small inventory space! See your 
MopERNFOLD Distributor, or mail the 
coupon right away. 


Attractive kitchen featured in MODERNFOLD national ads—in American 


A NATURAL FOR "DO-IT-YOURSELFERS"’ Home, Better Homes and Gardens, House Beautiful, Living for Young 


P Homemakers, Sunset and Small Homes Guide 
Everything furnished in one pac kage for sta , n less than 3 


¥ MopERNFOLD'S low-cost “Spacemaster™ line 
‘ Available in these popular sizes 

kit Opening H } 
6’ 6’ or 6 ay’ 
6'-6" or OB" 
6'-6° or 6-814" 
6-6" or 6-844" or 87-0" 





MODERNFOLD NATIONAL ADVERTISING SENDS PRE-SOLD CUSTOMERS TO YOU 





See us 
at Booth 610, 
NRLD Show 


@i ses, waw CASTLE PROOVETS, ine 


anada;: New Castle Products, Ltd., Montre 
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RECREATION ROOM was built in the 
basement by Ogden postmaster and amateur 
carpenter Ed Vendell, The 14'x25' room was 
completely remodeled during his spare time 
at a material cost of about $500 


“ 


ATTIC REMODELING was done by steel 


worker Arie Kodlwyn during his spare time 
under the quidance of Anderson Lumber Co 
Bill of materials ran about $1,600 
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Shows Homeowners 


How-to-Do-It 


Utah firm pushes do-it-yourself remodeling through 


clinics and on-the-job instruction. 


Encouraging handymen to build 
or remodel a home themselves has 
stimulated sales a neat 10% at 
Anderson Lumber Co., Ogden, Utah. 
More than one-third of the firm’s 
business is now with ambitious 
homeowners. 

“We advertise that all customers 
have to know is how to use a ham 
mer and saw in order to remodel 
basements and attics or build a 
home,” says branch manager 
George Ward. 

“The Ogden postmaster, for ex- 
ample, who had no previous experi- 
ence with building or rernodeling, 
dropped in and told me he would 
like to fix up a basement recreation 
room with knotty pine walls, 
acoustical tile ceiling and a tile 
floor 

“Il showed him photographs of 
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similar jobs and told him what steps 
were necessary to complete the 
project. He was willing to try it 
and did an excellent job. We use 
photographs of his basement to en 
courage other prospects. 


Clinics pay off. “Though we use 
newspaper, radio, television and 
direct mail promotion, clinics for 
handymen and motion pictures are 
our most potent sales tools. 

“We had 63 members of the Og- 
den Executive Association and their 
friends as guests at the movie, 
‘Your Father’s House,’ which 
showed how an old home was re 
modeled on a do-it-yourself basis 

“The next day several of them 
dropped in and asked for help in 
planning remodeling jobs. 

(continued on page 174) 
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DU-8 Sander — Fastest 
cutting machine in the , an 
rental fleld 


C-5 Edger — Perfect for sand- 
ing hard-to-reach spots 


That's right, the profits pour in endlessly. Just ask the man 
who has a Clarke rental department. He'll tell you that in 
practically no time at all, the Clarke machines pay for them 
selves in rental fees alone. From then on, it’s pure profit. And 
right from the start, you'll profit handsomely from sales of re 
lated do-it-yourself items including sandpaper, filler, wax and P-12RS Rug Sham- 
steelwool. You'll be surprised how a Clarke rental department poo Machine—For 
. F , easy, thorough 
increases store trafhc, brings in new customers for everything shampooing of all 
you have to sell, steps up profit with no increase in overhead rugs and carpets 
The Renta Clarke Profit Plan offers you the most complete 
selection of promotional aids in the rental field — window 
streamers, posters, shelf strips, postcards, newspaper mats, 
flasher sign, instruction booklet —to establish your store as a 
Clarke rental equipment headquarters, It’s a complete mer 
chandising plan, pioneer of the do-it-yourself rental field, 
P-12 Floor Main- 


designed to build big, endless profits for you. Clip coupon for hacer “ene as 
polishes, waxes, 


full details. 
and steel wools 





GET SMART — RENT CLARKE [eee 

yy, 
a r e Send me a FREE copy of your 16 page booklet = * “y 
about the Renta Clarke Profit Plan, Dept. 4469 — « 4 - 
aa — 


SANDING MACHINE COMPANY pela 





469 East Clay Avenue, Muskegon, Mich. “* 
Authorized Sales Representatives and Service 
Branches and Distributors in Principal Cities 


in Canada: 
Clarke Sanding Machine Co. (Canada) Ltd 
21 Advance Road, Toronto 18, Ont 
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still want quality! 





\—: oe we 


that’s why it 


always pays 


to sell 
ey ia | BS 


The minute you hand a Greener tool 
to a customer, he can ‘‘feel’’ the 

fine quality and extra workmanship that 
go into its making, Every Greences 
tool is carefully formed and finished for 
accuracy and correct cutting edges 

and properly heat-treated for strength 
and long life. Buile to do day-in, day- 
out hard work swiftly and cleanly, 
Green ee tools bring /asting satisfaction, 
This means that more customers ke p 
coming back to you for more fine tools, 
when you sell Greenten. Line includes 
famous Greener 22 Solid-Center Auger 
Bits . Electric-Drill Bits . . . Expan- 
sive Bits... Chisels. . . Gouges 
Turning Tools... Drawknives and 
many more. Ask your wholesaler. ot 


write for free, new complete catalog. 


GREENLEE 





FREE! HAND TOOL 
PROFIT CHART 


Quickly converts cost per dozen of various 
tems into unit cost. Gives profit percentages 
on selling prices and on costs, to help you 
ropidiy figure your markups. Tells your 
profit story in seconds. Free to hardware 
and building supply deoiers . . . send 
request on your letterhead, 


GREENLEE TOOL co. 
2269 — 12th STREET, ROCKFORD, ILL. 
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HOW-TO-DOAT 


(begins on page 172) 





Pricing. “In figuring a remodel- 
ing job we use budget terms spread 
over 36 months under FHA terms. 
Our net profit runs about 8% to 
10%, based on average retail prices 
and regular profit margins. 

“In selling a project, we show 
the prospective customer all the 
steps required to get the job done 
We list the price for each phase of 
the project. Thus, the homeowner 
can pay for the materials a step 
at a time if he desires. 

“We give customers on-the-job 
advice if they need it. Talking to 
homeowners who've completed re- 
modeling jobs has given us pointers 
on how to help customers. 


Planning service. “We're fortu- 
nate in having a capable draftsman, 
Eldon Watts, in our planning de- 
partment,” Ward adds. “As long as 
prospects can outline what they 
want, Watts, a former homebuilder, 
will give them a working drawing. 
He does a lot of work on these plans 
at home in the evenings. This nets 
him about $400 a month extra 
salary.” 


Seasonal remodeling jobs. 
“August is a good month to push 
home remodeling in this area,” 
Ward says. “We have a special cam- 
paign from August to Christmas 
based on this theme: ‘Fix up your 
house yourself and be into a new 
home for Christmes.’” 

Anderson Lumber Co. has found 
home remodeling projects an ex- 
cellent source of word-of-mouth 
advertising. As friends and neigh 
bors pitch in to help get a job done, 
they Jearn how easy it is and soon 
begin planning improvements of 
their own 


Testimonials help sales. One 
customer, forced to find space for 
his rapidly expanding family, asked 
Ward for help in building living 
space in the attic. Doing the work 
himself under Ward’s guidance, the 
customer built two attic bedrooms, 
a hall and a shower stall in previ- 
ously unused space. The bill of ma- 
terials was about $1,600. 

“We now have extra rooms and 
our home has increased in value, 
thanks to the do-it-yourself pro- 
gram of Anderson Lumber Co.”, the 
grateful homeowner says. Who can 
ask for a better testimonial to the 
effectiveness of a home remodeling 
campaign ? 








When answering advertisements 
please mention 


AMERICAN LUMBERMAN 
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“We give overnight service 
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as far as 200 miles away.” 


Take the word of Bill Medlyn, superintendent of Trus- —the trouble-free window that's the largest selling unit 
con's big Long Island City warehouse. He says, “We give of its type in the world, It's a proven product you can be 
overnight delivery of windows as far away as Baltimore. proud to sell 
That's about 200 miles. But, we get the order there the s 

sty ty Cash in on the ‘‘plus’’ service that only Truscon 
next day. In fact, all our orders go out within 24 hours. ‘ 

3 , : 4 ; offers! Take advantage of same-day shipment out of 
We normally stock 8 different window types in 210 differ 

: a complete warehouse stocks. It applies to all Truscon 
ent sizes. That's better than 42,000 windows in our in- . 
“2 dealer products — Series 1438 Double-Hung Steel 
ventory. 
enees} Windows, Steel Ranch Windows, Steel and Aluminum 

Bill Medlyn’s service in the New York area is typical of Casements, Aluminum Awning Windows, Aluminum 

warehousemen everywhere. Jalousie Windows and Doors, Interior Steel Doors, 


that offered by Truscon*® 
Projected Steel Windows and Metal Lath and 


There are 24 in all. Located to serve you. Backing each 
other up to back up Truscon dealers and their builder Accessories. 


customers Iruscon helps dealers sell. Send coupon for full infor 


In the picture you can see part of Bill Medlyn’s big mation describing the Truscon opportunity for building 


stock of Truscon Series 138 Double-Hung Steel Windows materials dealers 


TRUSCON STEEL DIVISION 


TRUSCON STEEL DIVISION REPUBLIC STEEL CORPORATION 


Dept. C-1040 


REPUBLIC STEEL 1058 Albert Street, Youngstown 1, Ohio 


Youngstown 1, Ohio Yes, I'm interested in full-time warehouse support, Send me the 


Truscon literature on Building Products 
v 


Name 
A NAME YOU CAN BUILD ON 


lirm 





“CALLING CHARLIE CLEVELAND," intones Ralph Day, who operates the main radio 


base station at the firm's yard 


Now it's the 





"The carpenters have drawer trouble.” 


GETTING THE CALL on the two-way radio 
in his sales car, outside remodeling salesman 
prepares to drive over to the job site. 


Radio-Activated Remodeling Salesman 


Outside package remodeling salesman for 


the Building Center 


Stores, Gloucester, Mass., sells seven to nine improvement projects per 


week. Here’s how a two-way radio hook-up between salesman’s car and 


the office helps out. 


Charlie Cleveland, the outside 
package remodeling salesman at 
the Building Center Stores, 
Gloucester, Maas., sells an average 
of one major remodeling package 
and six to eight smaller packages 
each week, 

According to owner Charles T 
Heberle, Jr., here’s how a two-way 
radio between the salesman’s car 
and the office helps out 


1. Speeds Service: The minute 
a customer calls in asking for an 
estimate on a large or small home 
improvement package, the office 
operator radios the information to 
Cleveland. The same day-——some 
times in a matter of minutes 
Cleveland drives up to the pros 
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pect’s house to discuss the project. 

“The customer is always in a 
hurry and always flattered about 
the rapid service call,” says 
Heberle. “This creates an excellent 
first impression that usually leads 
to the sale.” 


2. Speeds deliveries: By the 
same token, when Cleveland picks 
up materials orders from cus 
tomers or remodeling contractors, 
he can radio the information in at 
once. This means that many deliv 
eries can be made a half-day or a 
full-day earlier than normally 
possible. 


3. Good advertising: The fact 


that the remodeling salesman is 
“radio activated” provides an un 


usual angle that can be empha 
sized heavily in the firm’s adver- 
tising and promotion. 


Art Hood's Suqgestion 


“We put on an outside package 
remodeling salesman for consum- 
ers about a year ago as a result of 
a suggestion made by Art Hood 
during a management clinic,” says 
Heberle. “We sent the salesman 
through every school we could find 
related to consumer selling, and 
put him to work in the field last 
October. His sales—most of which 
are out of competition—are on the 
increase and the plan is really be- 
ginning to pay off.” 

The firm originally put in two- 
way radios to speed service of 
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MAJOR REMODELING SALES. including new kitchen-bath addi 


tion, remodeling of two rooms inside, plus interior painting. Total 


ticket was $5,000 


their fuel oil delivery trucks. With 
the base station at the yard (cost 
about $2,000 including tower an 
tenna) already installed, it was an 
easy matter to install extra re- 
ceiving-sending sets in building 
materials cars and trucks. 

Installation of RCA two-way 
radio in a car or truck costs about 
$450. The firm now has two-way 
radios in five vehicles: one in 
Cleveland’s sales car; one in a 
pick-up truck operated by Bill kiff 
outside salesman for builders and 
remodeling contractors; one in an 
other pick-up truck; and two in 
panel body trucks. From the base 
station at Gloucester, the radio 
can reach the vehicles anywhere 
in the firm’s 30-mile-in-diameter 
trading territory. 


AUXILIARY SENDING STATION, located downstairs in the shewroom 


next to the sales counter, is manned by Lincoln Burgess. Burgess just got 


e call from. ... 
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MAKING THE CALL, Charlie settles the problem of 


Remodeling contractors were surprised to find their call 





cabinet 


brought materials in 10 minutes 


The Salesman's Secrets 


Charlie Cleveland was formerly 
a cabinet construction and sales 
specialist, which fits him partic 
larly well for kitchen sales. In 
training for his outside sales as 
signments for the Building Center 
attended a five 
accelerated sales course at 
University of Massachusetts 
sored by the Northeastern Retail 
Lumber Dealers Association; took 
a correspondence course in small 
homes blueprint reading and 
drawing; attended scores of man 
ufacturers plant tours, product 
shows and instruction sessions. 

“The biggest dollar volume 
comes from all the minor repair 
projects we sell,” Charlie, 


Stores, he 
the 


spon 


SaVs 


terials. 


weeks’ 





“like front and back porch steps, 
entry doors pore h repairs 
and window repairs. Second in 
amount of dollar sales are kitch 
Following are added rooms, 
garages, breezeways, attic rooms, 
basement recreation rooms and 
similar packages We are trying to 
stimulate the bigger package sales 

and the little ones often lead to 
them.” 

Charlie reports he gets his sales 
leads from: phone calls that come 
to the office as a result of adver- 
tising; word-of-mouth from satis 
fied customers; from remodeling 
contractors “whom I always 
question.” building permits; from 
the fuel-oil end of the business 
when customers are changing 


screen 


ens. 


heating plants; from building per 


LOCKPL ai 


GLOUCESTER 


RADIO IM PICK-UP, which is operated by Bill Kiff, outside 
contractor salesmen. 
Radio can reach more than 30 miles 


Bill just called in a rush order for ma 
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CONSIDER 
the 
SOURCE 


IN REDWOOD, 


Hobbs Wall is a source of 
satisfaction. Hobbs Wall serves 
dealers everywhere with the 

best in Redwood. And has for 


over 90 years 


For the name of your nearest repre- 
sentative, write or wire Hobbs Wall. 


HOBBS WALL 
LUMBER CO. 
4 
£) 
ee 
Hobbs Wall is Exclusive Diseribucor for 


WILLITS REDWOOD PRODUCTS CO, 


A CRA Mill 
Circle No. 211 on Coupon. page 282 
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mits; from leads sent from na 


tional manufacturers. 


Financing Techniques 

“There’s nothing complicated 
about my calls on homeowners. I 
just point out that whatever their 
remodeling or repair project is, we 
have the experience and the best 
brand names materials to help 
them solve it. And, we tell them 
accurately what it will cost, and 
that we can confidentially arrange 
monthly payments if they desire,” 
says Charlie 

The firm utilizes three financing 
plans: 1. a 30-day open account 
2. revolving budget accounts, 
which allows the homeowner to 
buy up to a $200 limit per given 
month, and pay on a monthly basis 
with a 1% service charge, and 3 
FHA Title I loans. The Title | 
loans are promoted and adve1 
tised under the name of “Better 
Homes Club.” 

In connection with Better Homes 
Club loans, the firm will assume 
direct responsibility for customer 
satisfaction on remodeling work. 
An extra fee is charged for this 
service. The company will assume 
responsibility for all involved on a 
project except painting and elec 
trical work. Under this arrange 
ment, a separate account is estab 
lished at the yard for the customer 
and all bills on the account are 
paid from the account. The cus 
tomer, of course, approves all bills 
and gets receipts. 


Estimating Cushion 

“The important thing in calling 
on a homeowner,” says Cleveland, 
“is sincerity.” You've got to make 
the homeowner know you are sin 
cere and that you are seriously 
putting in a maximum amount of 
effort to help him solve his re 
modeling or repair problem. 

“This pays off. For example, I 
recently sold an added room proj 
ect to a homeowner which 
amounted to about $1,500. The cus- 
tomer was pleased with our service 
and sincerity, and he has guaran 
teed us an elaborate breezeway 
project for this fall. 

“One thing | always do when 
estimating a job is to put in a little 
financial cushion. The amount de 
pends on the cost of the job. The 
cushion is to cover unknown devel- 
opments—like a customer chang- 
ing his mind about a door. If it 
develops that the financial cushion 
is not needed, the customer is 
pleased to find the job actually 
cost a little less than we originally 
estimated,” he concludes 

The Building Center Stores, for- 
merly Gloucester Coal & Lumber 
Co., does an annual gross of about 
$1 million, 65° of which is con 
sumer sales. The firm employs 42 
persons in its headquarters at 
Gloucester and new drive-in yard 
at Rockport. 





To locate consumer liter- 
ature 


As you well know, it requires a 
lot of consumer literature to do 
an effective job of direct mail ad- 
vertising, and to answer consumer 
customer interest in all the vari- 
ous products you stock. 

‘The most complete coverage of 
manufacturers’ consumer litera- 
ture available to lumber dealers, 
is a special editorial section, and 
the hundreds of advertisements 
in the annual Dealer Products File 


Issue of American Lumberman. 


... the April 2, 1956 issue 
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...This is only one of 16 
ways in which this issue 


can serve you... 
l.UMBERMAN 
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ALL THE BUILDING PRODUCTS 
YOU NEED... 


Corrugated Aluminum Roofing in Rolls’ 

Farm Roofing and Siding Sheets 

Industrial Roofing and Siding Sheets 

Roofing and Siding Accessories 

Rolled Valley and Utility Sheets 

Flashing Stock and Shingles 

Building Shapes 

Reflective Insulation 

Vapor Barrier 

Rain Carrying Equipment (Both Aluminum 
and Galvanized) 

Weatherboard Siding and Awning Stock 

Aluma-Props 

Lawn Edging in Rolls 

Acoustical Material 


ALL FROM ONE (32-000 [cme yil' i4 sane 


QUAKER STATE 
METALS COMPANY 


When you order your Aluminum 
Building Products from Quaker 
State Metals Company... 


You Profit e oo by being able to order all your mate- 
rial from ONE DEPENDABLE SOURCE. 
Save on overhead by keeping inven- 
tories, bookkeeping and valuable 
time to a minimum 


You Profit. e e by Quaker State's fast and accurate QUAKER STATE METALS COMPANY 


service. No need to lose big orders Dept. 16-1167, Lancaster, Pa. 
because you're low on stock. Quaker 

*Patente to protect 7 10 
State will deliver exactly what is Oartnes Pete ta 2000507 
necessary i FAST ©1956 Quaker Sote Metals Co 


fr 
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Yours for te asting... 


A DAYS WORK 








COMMUNITY CAM ADO LONGER LITT AND 
SITTER VALUE TO YOUR HOME 


4 OOTIN MORE WATS 








FULL-PAGE AD in the Chicago Tribune is typical of the big promotional splash made by 


Community Builders, Inc. 


Get Your Prospect Exccted/ 


Chicago firm offers everything from a $10 bank 


deposit to a free day’s repair job for the chance to dis- 


cuss a remodeling project with a homeowner—and sign 


him up. 


Free repair jobs and premiums 
make it difficult for home improve- 
ment prospects to ignore the pro 
motion campaign waged in the Chi- 
cago area by Community Builders, 
Inc 

Frequent full-page ads in the 
metropolitan papers blanket the 
suburbs, Although their promotion 
may seem sensational and daring to 


the average building materials deal- 
er, it has elements that any dealer 
can use. 

Here are a few ideas used by this 
firm to make them the largest home 
remodeling company in the mid 
west, 

Money in the Bank. The firm 


sends letters to home improvement 
prospects enclosing a card listing 





Inevietion 


LJ 
Plastering 
f | Additions 
Partitions 
| Coder 
Shingles [ 
Front or - 
Rear Perch | 
New Kitchen [~) Sey te enlarge 
and Bath ‘ Living Reem 


Picture Windows 


Siding 


[ | Fewndations 





[) Dormers 


[ )} Medernize 
) Exterior 


{ | Corpenter Repairs 


{ | Refinancing all 
/ my peyments 


if Basement or Attic Flot 


Resting { } Gerage or 
Carper 
[ | Extra Rooms 


[ | Porch Enclosures 


{ 7 ] Cement Wolk 
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September 


home improvements and a deposit 
slip for $10 to be added to the pros- 
pect’s savings account. 

“Just slip the postage-paid reply 
card out of the pocket and tell us 
what remodeling your home needs,” 
the letter says, “In a few days a 
courteous remodeling advisor will 
call on you. He'll put our words to 
work and officially endorse the en 
deposit slip, automatically 

(or adding to) your sav 
ings account. No strings at- 
tached. The first 500 homeowners 
we hear from who are sincerely in 
terested in remodeling will receive 
this gift.” 

A day's work free. Community 
Builders offers a day’s work free to 
home remodeling prospects in full- 
page ads in Chicago newspapers. 
The firm offers to send a union car 
penter, plumber, electrician, or 
plasterer to the prospect’s home. 
Objective of this promotion is to 
show by example the firm’s high 
standards of workmanship. The 
homeowner pays for any materials 
required to perform the small jobs 

Some of the typical jobs per 
formed by the building tradesmen 
are: carpenter—install or repair 
windows, door or canopy. Install 
flower boxes or repair porch steps 
or railings. Piasterer—patch 
cracked walls or ceilings, install an 
arch, Electrician—install or repair 
a switch, outlet or fixture. Plumber 

install or repair faucets, install 
a showerhead or dishmaster. 


Offers premiums. Community is 
currently offering an electric kitch- 
en clock to home improvement pros- 
pects mailing in a coupon from its 
newspaper ads. The clock serves as 
an excellent “door opener” for the 
firm’s remodeling advisors. Previ- 
ously the firm offered other ap- 
pliances. 

Family financing plan. The firm 
offers prospects a low-cost family 
financing plan which makes it easy 
to pay for remodeling jobs. This 
plan takes care of existing mort- 
gages, pays off old bills and pro- 
vides a group life insurance policy 
for the head of the house. 


Stresses budget terms. Every 
home improvement advertised by 
the firm is listed at budget terms. 
Listed in a current ad is a number 
of jobs, which Community says can 
be financed for as little as $5 a 
month. These include fences, base- 
ment post and beams, tuckpoint- 
ing, modernizing interiors, replac- 
ing rotted siding, installing new 
gutters and downspouts, insula 
tion, overhead garage doors, paint 
ing and decorating and boxing in 
eaves 


closed 


opening 


MONEY IN THE BANK. Mailing the card brings @ personal 
visit from one of the firm's remodeling advisors who dis- 
cusses proposed home improvements and validates a $10 
deposit slip for the prospect's savings account. 
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SELL LONGE 


SELL 


CONTINENTAL 


Here’s the fence that outlasts them all! The 
secret is Continental’s exclusive Flame-Sealing 
process which permits a heavier, tougher, 
more uniform zine coating. The coating is 
actually welded to the copper steel—and the 
copper steel itself is up to three times more 
rust resistant than ordinary steel! That’s un- 
beatable 3-way protection that assures your 
customers longer fence life! But that’s not all. 
When you carry Continental Products you 
have a trusted and respected line that has 
brought steady repeat sales to generations of 
Continental Dealers—with 15 types of farm 
fence, posts and gates, 3 kinds of galvanized 
steel roofing (including the popular new 
Tyut-Lyke Bin Dor), better barbed wire, 
automatic baling wire, welded wire fabric, and 
other items, Treat your customers to the best 
in steel, and treat yourself to the best in steel 


profits! See your Continental man now! 


(SAINST RUST 
_AND GUARANTEED: | 





You can promote ‘‘one-stop”’ 
buying by offering ALL 
these items... and you can 
order these items all in one 
convenient mixed shipment! 


MERCHANDISE! Circle No. 76 on Coupon, page 282. 





SUGGESTED ADS TO HELP 





Mats Available for Your Project Ads 


Well-planned, consistent newspaper advertising is 
the most effective way for you to (1) capitalize on the 
industry’s great promotion “Operation Home Im 
provement” and (2) establish your yard as commu 
nity headquarters for modernization jobs. 

Your ads should feature completed projects-—should 
sell your store as the place to come for planning help 
financing information, construction advice 

Dealers are invited to make use of the attention 
getting ad layouts, headlines and copy ideas reproduced 
here and on the following pages. The mat illustrations 
used in these ads are from a group of 254 available to 
dealers only from American Lumberman, For complete 


information, send coupon on page 185 


This ad, 1 col 
11 in., uses AD 2 col. x 11 in. ad on kitchen remod 
service mats no eling, using ADservice mats nos 


90, 114, 102 112, 118, 117. 


—-— 


We'll help yo you NAME OR SIGNATURE CUT 


MODERNIZE ; 
Your New Kitchen 


“custom designed just for you’’ 
As low 00 per mo. 





ADD & NEW ROOM 


LOW AS $00 PER MO 


reas 
i at 


mopEnn RITCHEN 


LOW AS $00 PER MO 


— + 


ENCLOSE THE PORCH 


LOW AS $00 PER MO 

















YOUR NAME} = | YOUR NAME 
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This 3 col. x 16 in. ad ties in with OHI promotion. 
ADservice mats used are nos. 136, 138, 187, 115, 93 
and 79 — just a few of the 254 mats you get from 
American Lumberman. 


YOUR NAME OR SIGNATURE CUT HERE 
a, ory (a y % 


Yon” 34 A 


we vote for“  “ 


HOME IMPROVEMENTS 


idern home imp, ovement is an in- 
Seren vestinent in family happiness, convenience, pride, 
and comfort as well as protection of your prop- 
erty value 

Let us help you plan the home improvements 
your family need We'll make complete ar- 
rangements for easy financing and construction, 
Come in today and talk it over no project too 
large or too small! 


NO MONEY DOWN... EASY MONTHLY PAYMENTS 


[~ = 





rinse THE ATTIC 


LOW AS ‘00 Per Mo. 





BATHROOM TILED 


LOW AS*00 PerMo. LOW AS ‘00 Per Mo. 


14’x 22’ GARAGE 


Rete tadend 5°00 Por Me. 





YOUR NAME 





sin 


3, 19°6, AMERICAN L.UMBERMAN AND 





YOU SELL MORE HOME IMPROVEMENT JOBS 





See other suggested ads in this issue—pages 216, 217, 218, 219. 


‘ol. x 16 in. illustrated with large ADservice mats 
nos. 13, 88 and 1. Show suggested ads in this issue 
to your ad agency or newspaper ad man. 


YOUR NAME OR SIGNATURE CUT HERE 


Give your family 
needed toom NOW 


~S TAKE YEARS TO PAY! 


—~| FINISH 
the ATTIC 








for den, TV room, 
extra bedroom 


NAME OR SIGNATURE CUT 


GARAGES 


Choose from 29 up-to-date plans 


Price) 
age BF 


p f 
(7 od 


=. 


we 





| 
LOW AS ‘00 Per Mo. LOW AS ‘00 Per Mo. 


YOUR NAME | 














YOUR NAME 





ING Propucts MerRcHAND! 


| 


> col. x 10 in ad fete ng garage 


4 ( 
A Dservic mats u -y are m 
Xl and & , 


es a 


* Guaranteed Materials 
* Guaranteed Work 
+ Low Monthly Payments 





For as little as °00 per mo. 
a 


YOUR NAME 


in time to build 
before winter! 


GARAGES 








we will build a big 
14’ x 22’ 


GARAGE 


on your lot 





NO MONEY DOWN 











ADservice MORE 


HOME IMPROVEMENT AD 





1 col. x 10% in 
ad using Adserv 
ice mats nos, 114 
and 90. 


This suggested ad is 2 col. x 10% 
in. ADservice mats used are nos. 
190 and 243, 


NAME OR SIGNATURE CUT “om 
| 4057, 
Nothing quite matches 5 | ‘i £ fj: 


the charm and beauty of | “= 
See ua for 


WOOD PANELED WALLS “IDEAS 


* ESTIMATES 
* FINANCING & 
CONSTRUCTION 
INFORMATION 


ft He 
ale 





LOW AS *00 PER MO. 


| 


t 


Ate 
5 Raa, 


ADD A ROOM 


LOW AS ‘00 PER MO 





MODERN KITCHEN | 











YOUR NAME 


8 col. x 6 in. ad using ADservice mats nos. 114, 80 


and 246, 


We wee community headquarters for 


HOME IMPROVEMENTS 


> ~<a A 
| 


C4 Mie 
Pak ¥ 
as 
LOW AS ‘00 PER MO LOW AS‘OO PERMO. LOW AS ‘00 PER MO. 


YOUR NAME 








184 


YOUR NAME 
Liscieticuesisicaietiiesivitiaiagil 


This ad is 3 col. x 15 in. It features OHI seal and 


ADservice mats nos. 15, 3, 248, 158, 5, 187, 117, 106 


and 144, 


YOUR NAME OR SIGNATURE CUT HERE 


We are community headquarters for 


HOME IMPROVEMENTS 


See ua fer 

ATTIC FINISHED * IDEAS RECREATION ROOM 
= * ESTIMATES emnieed 
* FINANCING & -— 
xe —" CONSTRUCTION ~ 
| LOW AS*OOPERMO. INFORMATION 





LOW AS '00 PER MO. 





YOUR NAME 








ADservice mats can be used to 


These ads show how 
variety of 


up small or large ads. The wide 
including completed projects, products 
‘round cam 


make 
illustrations 
applications provides mats for a year 
paign. Mats are in stock for immediate shipment. Send 
te information. 


coupon on opposite page for comple 
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IDEAS FOR YOUR FALL AND WINTER CAMPAIGN 





See other suggested ads in this issue—pages 216, 217, 218, 219. 


Home Improvement ad, 3 col. x 17 in., shows AD- 
service mats nos, 88, 93, 94, 95 and 89. Note use of 
OHI seal and suggested tie-in copy. 


YOUR NAME OR SIGNATURE CUT HERE’ 


LET OUR HOME SERVICE DEPARTMENT 
HELP YOU GET STARTED NOW on 


home improvements 


Whether your most important need is for an 
added room, modernized kitchen, garage, or any 
other home improvement — our experts will help 
you with ideas, design suggestions, free estimates 

We'll make arrangements for construction if 
you wish. And we'll show you how you can pay 


as you enjoy with small monthly payments. Come 





for den, TV room, 
extra bedroom 

















LUMBER Sseccate 



































PLEdUTUTE 





YOUR NAME 
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NAME OR SIGNATURE CUT 
4 ideas for better living 


TT) sa 





= 
Protect clothing with safe... convenient 
CEDAR DISAPPEARING ADD A ROOM 


CLOSET LINING __ STAIRS 


LOW AS 400 Per Mo. 


(brand) 


WALL TILE COUNTER TOP 


00 


YOUR NAME 


2 col. x 9 in. ad using ADservice This 1 col. x 9 in 
ad uses ADservice 
mats nos. 90, 98 


and 97 











YOUR NAME 


mats nos. 139, 235, 187 and 118 


How To Get Mats 
Shown in These Ads 


Send coupon below for FREE 48 
page book showing complete selec 

tion of 254 mat illustrations, copy 
uggestions and layout ideas, Con 
tains order blank, prices, complete 
information 








(please print or type) 


AMERICAN LUMBERMAN 
139 No. Clark St., 
Chicago 2, Illinois 


Rush my free copy of the 48-page ADservice book 
NAME 
COMPANY 


ADDRESS 





city ZONE 














Stimulating Home Remodeling 


With Visual Sales Tools 


From customer research this industry now knows for sure that the most 
erious weakness in selling remodeling is giving the public a rather solid idea 
on what the finished remodeling might look like. Contracts go unsigned because 
the dealer just expects too much from his customer—they can’t imagine the 


completed job clearly 


A dealer may alibi and say it’s difficult te solve this problem. We agree but 
the record book is full of examples where retailers have taken this difficult phase 
of selling remodeling in their stride. We are great believers in room sections 
which show both improvement ideas and the suitable products in use. But where 


the showroom is small there are many alternatives 


Manufacturer sales tools are readily available from slide viewers to special 
project-type literature. It is our impression that these tools vary greatly in 
quality but that the dealer often lumps them all together. Being tough ana 
discriminating is a wise move. Both the salesman’s time and showroom space is 
too valuable for anything but the finest sales tools. We also are convinced that 
a dealer can be sure of excellent results if he builds his promotions around 


photos taken of local jobs that he planned or for which he supplied materials 


SEEING LEADS TO SALES 


IDEA KITS containing manufacturers /it 
SLIDE VIEWER is used by salesman of erature can be taken home and studied DEMONSTRATIONS are used by Wright- 
O & N Lumber Co., Menomonie, Wis., to at the prospect's leisure. This type pro Bachman, Inc., Indianapolis, Ind., to show 
bring home improvement ideas to farm motion has proved effective for W. R homeowners how they can improve their 
housewives, Shaw Lumber Co., St. Paul, Minn. homes themselves 


186 Seplen 3, 1956, AMERICAN LUMBERMAN AND 





rs — 
a ee 


, r : > > 
= ae = 
- . 7 ~ 
oe f . . : — . ——~ of JL 
a ~~“ oa’ . £ ~ ze £ - x 
e ' 5 all coat a i se ‘ 7 ‘ 
S - ‘ J - ~ ne 
- Aa a a “a A “ Z f a 


= a | 
‘ pea 
7 ra ; nme ee ‘era 


LF Time 3= Wilh gg gt a 


A 7 
Wm So | 
you don’t have to be a a 


to buy Crestline Millwork in carloads! 








none better to build with or to sell 


Manufactured by THE SILCREST COMPANY, WAUSAU, WISCONSIN 
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DISPLAYING HOME IMPROVEMENT PACKAGES... . 


Feo ™ 00M NonITONS 
CAR PORTS 


GARAGES 
PATIOS | 


GARAGE PACKAGES are pro- 
moted in the parking area of 
Chandler Lumber Co., Van Nuys 
Calif. Signs on all four sides of 
the garage also promote home 
improvements, patios and screen 


PORCH ENCLOSURES were promoted at a Detroit do-it-yourself ATTIC FINISHING, at budget terms, is promoted with this before 
show with this model which was later moved to the showroom of and-afier attic section at Harris Lumber Co., Chicago 


Grace Harbor Lumber ¢ 
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QWSSTON TOOLS MAKE FINE GIFTS 


If 8 
p23 thed eee noe 





utile cam, aii oe 
D-23 Hand Saw Fox ak aa 
and 10ft Reale ane Vv 
wan af 


{ 
\aty ( rie 


HERE'S HOW TO DISPLAY this new DISSTON saw-and-rule 
combination package to make it a real traffic-stopper 


Get this DISSTON <c44.scl/xg CHRISTMAS PACKAGE 


it displays itself 


it gives you the opportunity to sell 
a combination package: 


DISSTON D-23 HAND SAW and a 
DISSTON CARLSON 3310 STEEL TAPE RULE 


@ or fo sell the saw by itself 


Note the big sales appeal of the very popular D-23 Hand Full page DISSTON ads in 


Saw in 26” length and Big Chief Rule 10-feet long. See why POPULAR MECHANICS POPULAR SCIENCE 
we call them self-selling. Look at the two-part sleeve! The MECHANIX ILLUSTRATED 
top part sells the package, then tears off leaving the biggest feature this gift package! 





Merry Christmas tag ever 


Order these profit-producers through your DISSTON wholesaler now. — DissTON-CARLSON 


Tape RULES are &t 
y to read, tame 
high quality. The #441 
oot reac 


Henry DISSTON DIVISION Ep2em ls Bay 


H. K. PORTER COMPANY, INC. iW 
Philadelphia 35, Pa. ert 
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DISPLAYING HOME IMPROVEMENT PACKAGES. . 


KITCHEN PACKAGES in the showroom windows of Denny Lumber Co., Middletown, Ohio, do 
double duty. Besides attracting the attention of pedestrians and motorists, the kitchen serves as 
a walk-in display 


mn . “ ! f ‘ WOOD WALL PANELING in the customer waiting room at Bur 


bank (Calif.) Lumber Co. has customers bringing their friends 


BASEMENT RECREATION ROOMS are one of the most popular 


’ in to see it. All of the wall area ceiling are used to promote wal 
home improvements and Ed Williams Lumber Co., Canton, Ohio 


paneling for both new construction and interior renovation 
dresses up the showroom basement with a full-scale display of 


materials for this type job 
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THE ALL NEW 


Sunray De 


RODUCTS MERCHAND 


‘LUCK CASE HOLE 


ove" DIA 
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Luxe by WESLOCK 


Circle No. 78 on Coupon, page 282. 








PACKAGES . 


DISPLAYING HOME IMPROVEMENT 


BATHROOM MODERNIZATION 
is often overlooked as a needed 
home improvement in dealer pro- 
motion. McKeon Lumber Co., 
Hicksville, N. Y., promotes bath- 
room improvement packages 
tailored for homes in the Levit- 
town area. 


HOME IMPROVEMENTS available at budget terms are graph 


= ically illustrated by this cutaway drawing of a house at Jackson 
_- —-———— Lumber Co., Denville, N. J 

HOME IMPROVEMENTS 

YOU CAN BUY ON TIME 


; 


KITCHEN PACKAGES at Main Line Lumber Co., Wayne, Penna, 
include high-profit specialty items. For $1,059, the customer gets 


12 items including floor and wall tile, ceiling fan, refrigerator, 
sink and built-in oven and range, cabinets and counter tops 


BATHROOM PACKAGES are promoted in three employe rest 
rooms at DeVille Lumber Co., Canton, Ohio. Each room is fin 
ished off in a different decor suitable for a well-appointed home 
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... count on Flintkote Building Materials to 
help build up your home improvement profits ! 





HOME IMPROVEMENT SUGGESTION NO. 1 


Give Tired Old Houses A New Lease On Life 
... with FLINTKOTE INSULATING SIDING 


It’s no secret that home-owners the 
country over want their homes to 
have new beauty and economy. What 
a profit opportunity for you ... for 
thanks to a special Flintkote back 
coating, you can offer your customers 
colorful insulating siding that has 
dimensional stability in all kinds of 
weather. 


HOME IMPROVEMENT SUGGESTION NO. 2 


Make Old Homes Look Like New 
... with FLINTKOTE ASBESTOS SIDING 


You have the edge over competition 
when you use Flintkote Asbestos- 
Cement Siding! For only in this Flint- 
kote siding can you offer the protec- 
tion of Flintkote’s new ‘‘Wrap- 
Around” Dura-Shield* Coating... a 
coating with a face shield of silicone 
for added protection against moisture 
and staining. 


HOME IMPROVEMENT SUGGESTION NO. 3 


Top Off A House Beautifully 
... with FLINTKOTE ASPHALT SHINGLES 


The first thing on many a home- 
owner’s list of home improvements 
isa new roof. Make ita FLINTKOTE 
roof and your selling job will be easier. 
You’ll make a profitable customer... 
for life. Flintkote Asphalt Shingles 
come in a wide variety of colors and 
distinctive styles, 


= . , / 
HOME IMPROVEMENT SUGGESTION NO. 4 


Brighten ANY Room In The House 

... with FLINTKOTE DECORATIVE 
INSULATION BOARD 

Here’s a hig source of extra profits! 
Make use of the smart decorator 
colors and lovely modern textures to 
cheer up drab surroundings... reduce 
noise ...add insulation. 


HOME IMPROVEMENT SUGGESTION NO. 5 


For Really Effective Insulation 
... use FLINTKOTE INSULATING WOOL 


Flintkote In- 
sulating Wool, 
made of Fiber- 
eiae*.”, 36 
quickly and 
easily installed 
in new and old 
houses. Avail- 
able in handy sizes and forms. In 
sulating wool is clean and light in 
weight. Will not rust, rot or mildew, 
Won't attract vermin .. . fire-resistant, 


HOME IMPROVEMENT SUGGESTION NO. 6 


up noise...with 
) FLINTKOTE 12” 
Perforated Ceil- 
ing Tile. And 
pocket an- 
other profit. 


THE FLINTKOTE COMPANY, Build- 
ing Materials Division, 30 Roecke- 
feller Plaza, New York 20, N. Y. 


Remember, when customers talk of home improve- 
ment... recommend Flintkote Building Materials. 


FLINTKOTE ... [40 cud Col Leader tinee/9or 
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FAST WORK ON TUNNEL WALLS: Jaeger’s 3-speed 6-yard batches of 3” to 4” slump concrete for Detroit utility 
transmission provided last charging ind discharging of tunnel Mixer is latest Vodel y! HMD 


ONE UP, ONE POURING, ONE AWAY: “Jaeger mixers Force Academy. Colorado Springs, ¢ olorado 

certainly mix and handle this 2” slump concrete beauti Five Jaeger “Mix Plus” truck mixers, delivering 6-cubic 
fully.” comments FE. F. Matelich of Matelich & Hansen, In yard batches with a 6 mile trip-haul, poured 700 yards of 
contractors on the potable water reservoirs for U.S. Air z lump material for the heavs floor slab 
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BATCHES, LAID END TO END, MEASURE 8580 FEET: 1678 vards of Class A concrete and the material for 8580 
For 978 ft. Breach Inlet bridge at Charleston, S. C.. Redi linear feet of 21” octagonal concrete piling which was pre 


Mix Concrete ¢ ompany’s Jaeger truck mixers supplied cast on the site. 


3-speed Jaeger hits the buckets faster 


Talk to any operator of the Jaeger Model “D” truck mixer 
He'll tell you he would never go back to a 2-speed outfit. 


With his Jaeger 3-speed transmission, he can fast charge 
at 16 rpm drum speed and then drop down as slow as |! ; 
rpm for long haul agitation. On the job he can discharge 
at any rate he wants. Low-low speed gives him ample power 
to discharge stiff concrete even as slowly as a cupful at a 
time. This broad range of operation is all within proper en 
gine spe ed range of 800 to 2000 rpm 


With the further advantage of Jaeger’s bigger throated 
hopper and 25° larger discharge blades, you can out 
charge and out-discharge any mixer you've ever owned 
often by minutes. 
Another thing—today’s Jaeger has an extremely short 
center of gravity. Mounts to advantage on standard trucks, ets ‘ ve 
with your choice of optional equipment including either CLOSE CONTROL FOR BUGGIES AND BARROWS: 
separate engine or long prove d truck engine drive con With 3 peeds and single lever operation Jac fer operator 


trolled from cab, For details. see your Jaeger distributor easily control peed and volume of discharge of any lump 
concrete toe ich customet need idrum load or a cupful 


THE JAEGER MACHINE COMPANY 
160 Dublin Avenue, Columbus 16, Ohio 


COMPRESSORS bd PUMPS . MIXERS . PAVING SPREADERS, FINISHERS 


or write us. 
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This Profitable Market Can Be Yours NOW! 





SALES POTENTIAL “UNLIMITED” 
th KEYSTONE 


Aluminum 


SIDING! 


SELF-LEVELING BEAD 
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Specie! Keystone interiocking device locks 
siding strips tightly tegether, Siding ectvelly 
becomes one unit. 
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It LOOKS EASY...It IS EASY! 


1. Apply Aluminum foil to old or new siding. 








2. Fasten Starter Strip level along bottom of wall. 


3 Nail on Side Panels. Use back-up strips or backer-board 
* for rigidity 


4 Attach corner pieces to complete the job. Inside corner 
> 
strips and window trim placed as job progresses. 


THE SECRET for a Better Job, a Faster Job at Lower 
Cost and more profit is Keystone’s patented Self Leveling 
Bead, Once you level the starter strip, you're set for a 
perfect job. 

Heavy .025 gauge Alcoa aluminum used. All accessories 
for use in completing the job are produced in our own 
factory and they are designed to fit in perfectly with the 
siding panels, 

Keystone panels contain nailing slot designed to care for 
contraction and expansion. Air vents provided as required 
by government specifications for new home construction, 


CONSIDER WHAT THIS CAN MEAN TO YOU! 


. Profits on Application! 





Profits on Material . 


The trend is to Aluminum Siding... 
for both New Construction and Modernization 











Siding silitedl for Efficient Handling! 
BETTER KNOW KEYSTONE BETTER .. 





BELIEVABLE FACTS MAKE IT 
EASY TO SELL KEYSTONE! 






KEYSTONE pays for itself in just a few years with the 
Money Saved on Fuel, Painting and Repairs. 









KEYSTONE can’t Rot, Rust, Chip, Peel, Crack, Chalk or 


Blister. It’s as permanent as the building itself. 











KEYSTONE is available in Stately White, Soft Grey, Ocean 
Green and Ranch Buff colors, with a smooth, matte surface 





that washes easy and never needs painting. 





KEYSTONE finish is roller coated on and baked for per- 
manency, According to American Society for Testing Ma- 
terials specifications, Keystone Siding has the FINEST 
PROTECTIVE COATING SYSTEM POSSIBLE used on 
it and IT IS FAR AHEAD OF COMPETITION. 
of many quotes we can furnish you from technical and 
laboratory research data on Keystone Quality.) 







(Just one 







KEYSTONE Aluminum Siding reflects heat in summer and 
provides superb insulation in winter. 


Only KEYSTONE Siding is so Good! 


|} MR. DEALER: Get Your Share of this 
| PROFITABLE BUSINESS..NOW! | 
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Parte catnaa 





Prompt Deliveries / 





. Write us immediately for details . . . 













KEYSTONE ALLOYS CO. 
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Sales Office: LATROBE, PA. 








September 3, 1956, AmuricAN LUMBPRMAN AND 


AMERICAN - 
UMBERMAN 


_—— 


FALL FIX-UP 
PRODUCTS 
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Organized Fall Promotion Will 


Build Volume in Fix-up Merchandise 


While selling home improvements has been fully covered in this issue out 
editorial presentation for fall selling would not be complete unless we gave ideas 
for fix-up merchandise. As the leaves begin to fall every dealer begins to sell 
more weatherstripping, storm sash and many other seasonal items 


Yet taking what comes through the door is just asking for minimum volume 

on seasonal products. The formula for success in selling seasonal items is simple 

informed employes, display and advertising. Actually we find sales people 

seem to enjoy a slanted promotion that essentially meets with a favorable re 

ception from the customer. Many dealers offer their people special compensa 
tion to encourage full support for drives on seasonal merchandise 


Display within the store is also essential and it is encouraging to see that 
many more manufacturers are now offering display materials directly tied to 
fall selling. The insulation people, especially, have come up with materials with 
spaces for prices and monthly payments. For strong customer impact mass dis 
play is sure-fire. One roll of insulation is fine, but 20 are better and show cus 
tomers that you attach importance to the product you sell. It’s a smart idea to 
clear the service counter of everything but the smaller items needed for fall 
home fix-up. Storm door hardware, weatherstripping, calking, ete., all lend 
themselves to impulse selling in the store 


You will find in this section scores of ad layouts for profitable fix-up mer 
chandise. We believe that American Lumberman alone this fall offers dealers cleat 
interesting ideas for promotion of seasonable merchandise 


INCLUDED IN THIS SECTION 


Pointers for Merchandising Fix-Up Products 198, 200, 204 
Hikes Specialty Sales to $100,000 Yearly 206 
Displaying Fix-Up Products 208, 210, 212, 214 
Advertising for Fall 216, 217, 218, 219 
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MERCHANDISING FIX-UP PRODUCTS .... 


SHINGLES FLAPPING in the breeze from a large fan catch the eye of pedestrians passing 


Jenkins-Essex Co., Elizabethtown, Ky 


will remain flat under high winds while ordinary shingles won't 


4x8 sheet of plywood 


CUSTOM GLAZING gives individuality to 
exterior doors purchased from Lisbon Lumber 
Co., El Dorado, Ark. Customer selects door 
and type of window openings he wants. Lisbon 
glazes it to his specs. This small service has 
literally opened the door to larger 
improvement jobs, 


home 


198 


BUDGET TERMS for paint jobs is promoted 
by John F. Chick & Son, Inc., Silver Lake, 
N. H. Compact display of paint and ac 
cessories is topped off with a sign: "You 
can paint your home for as little as $4.67 
per month.” Outside paint jobs are fi- 
nanced through @ local bank's moderniza- 
tion loan department 


September 3 


Dramatic display effectively shows that seal-tab shingles 
Both types are mounted on a 


MASS DISPLAY in heavy traffic 
converts browsers into customers for sea 
sonal items at Tum-A-Lum Lumber Co., 
Walla Walla, Wash. Here about 20 square 
feet of floor space is used to display 
linoleum and floor tile and related items 


areas 
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Sheffield... the LEADER... is often copied... . BUT 


h | NEVER DUPLICATED .. . has now developed the most 
WL sensational aluminum paint! Continued research by our 
Tr technicians has developed an EXCLUSIVE formulation for 

FOR OVENS. STOVE PIPES TH! RED HOT that creates a FUSING ACTION that takes 


F place when heat is applied resulting in a SMOOTHLY 
Gxt) AND FURNACES FUSED ALUMINUM SURFACE! GET THE BEST... get 


FIELD Bronze PAINT CORF the NEW RED HOT! 


USE IT EVERYWHERE - 
GUARANTEED Wherever EXTREME HEAT IS REQUIRED 


* To Withstand at Least 1600° of Heat 
* Not to Discolor 
* Not to Blister.. Peel Off..Chip..or Crack @ OVENS and STOVES 


@ FURNACES and BOILERS 


* Insoluble in Ordinary Solvents © HEATING PIPES and CHIMNEYS 


> — ~~ i 
a 


Sheffield Zrorese PAINT CORPORATION = 


ONE OF THE WORLD'S LARGEST 


s ; 
MANUFACTURERS OF ALUMINUM PAINTS CLEVELAND 19, OHIO ay 


BuILDING PropUcTs MERCHANDISER Circle No. 79 on Coupon, page 282. 





MERCHANDISING FIX-UP PRODUCTS .... 





PROFESSIONAL ADVICE on proposed home improvements is offered prospects by Bob Stein 
man, center, and decorating expert Mrs. Muriel Frisch, of Steinman Lumber Co. The Milwaukee 
Wis., firm uses timely spot radio announcements to promote home improvements and increase 
store traffic on Saturday mornings to offset the drop in contractor trade. 


SIDEWALK DISPLAY of storm doors is 
used to catch the eye of passing motorists 
by Bissell Lumber Co., Chicago. Large 
price cards are visible 60 feet away 
Stout rope keeps wind from blowing doors 
down 


| FE 
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CEILING-HIGH DISPLAYS 
spark impulse sales of seasonal 
and related items at Builders 
Emporium, Van Nuys, Calif 


ss 
g—i8 | 
2 See Sue 3 4 


Small placards list prices and 
descriptions of specialties shown 





CURVED ARROW dramatically 
ties individual tile samples with 


mass display on the table. Dis _ PYLON DISPLAY brings customers to the 


plays of this type use a minimum 
of space to promote package 
sales of related items at Builders 
Emporium, Van Nuys, Calif 


rear of the showroom of Forkner-Manger 
Lumber Co., Anderson, Ind. Brightly lit 
display pushes seasonal paint items and 
weatherproofing products. 
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HOME-TOWN LUMBER CO. 


Building Supplies and 
READY. Mx CONCRETE 


— 








for a “second income” 
branch out to ready mix... with a Boule An"! 





New Profit Opportunities * Low Capital Investment 


Business forecasts call for a continuous green light in ready-mix 


Ready mix is here to stay. 
volume for years to come 


If the nearest ready-mix plant in your area is miles away, and you supply cement, then you 


are the logical source to render service to your present contractors and to new customers 
in this booming business 


Plenty of profits are waiting for those who expand their operations to include ready mix as a 
much-needed service in their trade area 


You don’t need a huge investment. And you don't have to be an expert in concrete 


required: Small plant plus small truck mixer 

You can get a good start in ready mix with a minimum-sized plant. Then, with the 
popular low cost SMITH “314” Mixer on a single axle or small tandem truck 
you're in business 


The 314” is Smith's “work pony With a 4\4-cubic-yard mixer, it is 
guaranteed to mix 4 full cubic yards. Low overall height 
makes it perfect for small plants both portable and semi-portabl 


When you get ready for ready-mix profits, be sure to specify the 
SMITH “3! for one of your present trucks or for anew small one 





2844 NORTH 32ND STREET . MILWAUKEE 45 WISCONSIN 
Affiliated with Essick Manufacturing Company, Los Angeles, California 


sid i. , 
y 
SM 
THE T. L. SMITH COMPANY f (een 
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DEALERS TELL WHY 
IT PAYS TO SELL 


) “EXCLUSIVE POLICY, 1 “CANNOT BE BEAT 
A BIG BOOST FOR " FOR QUALITY 
THE DEALER... AND PRICE... 


er 2st salesmen are the people 

One of the n any advantages | enjoy is the Jur best salesmen are the people to 
Weather-Proof Company's sales policy 
of selling exclusively through lumber 


whom we have sold Wepco products 
Our sales have been most satisfactory 
service has been e silent...’ says 
and hardware dealers This isa boost Your service ha been exceller t. "y 
” G, H,. Freymann, Freymann Lumber 
for the dealer says A. N. Justus, C D lle. | 
o., Dyersville, lowa 
Justus Lumber Co., Hopkins, Minnesota y 











DUO-MATIC KANGAROO 


Self-Storing 3-Track Combination Door 


Combination Window with Exclusive 
Retails for $15.95 up Self-Storage Compartment 
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EXTRUDED ALUMINUM 
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“EXCELLENT 
ADVERTISING 
SCHEDULE... 


The quality you build into your products 
combined with your excellent advertising 
schedule in national publications is 
unquestionably responsible for our 

substantial increase in sales volume 
says Robert T. Drazen, The Drazen 
Lumber Co., New Haven, Connecticut 


DUO-DELUXE 


“Picture -Window” 
Combination Door 
2-Lite Model Also Available 


P” Gearon ed by 
Good Housekeeping 
or 48 sovinstd ' Y 





“FINE FACTORY- 
TRAINED SALES 
REPRESENTATIVES 


At all times they are willing to assist us 
any problems With the great amount 


of ‘Do-It-Yourself’ trade they have been 


quite helpful to our sles force says 
Thomas W., Barr, Barr-Thomas Lumber 


Company, Fairmont, West Virginia 


® | 





DUO-DOR 

Combination Door 
Retails for $39.95 
Six Standard Sizes 


MERCHANDISING FIX-UP PRODUCTS . 


METAL SPECIALTIES for interior and exterior modernization jobs 
are promoted in this corner of Southern Lumber & Hardware Co., 
New Orleans 


COMBINATION WINDOWS are prominently displayed 
at Smithtown (N.Y.) Lumber Co. Sign invites customers 
to leave their name and address for a free home demon 
stration and an estimate. Leads generated by this display 
have produced substantial sales 


HALF-PAINTED HOUSE was photographed by 
Building Center Stores, Gloucester, Mass., to 
show paint prospects how much difference a 
paint job would make 


Do.lr Youestif 
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DO-IT-YOURSELF ALUMINUM for storm sash is an excellent specialty to push in the fall. Chan 


nel Lumber Co., Springfield, N. J., sponsored demonstrations to show homeowners how they 
could economically make aluminum storm sash themselves. Placard shows 


cost of extrusions 
gussets and plastic strips 
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BING CROSBY 
co-starring in M-G-M's 
“HIGH SOCIETY" 


in VistaVision 
Color by Technicolor 


—— 70-40 


@ Campaign Bing-O newspaper mats featur 
ing you, Crosby and Zonolite 

@ Campaign Bing-O counter cards. Get 
‘em up and keep ‘em up . 

@ Campaign Bing-O window streamers 
a magnetic traffic-stopping device 





@ Campaign Bing-O radio commercials 
Crosby talking in person on record. 





for your store 

@ Campaign Bing-O billboards and publicity 
releases. Cover all bases! Make this your 
BIG YEAR 

@ Campaign Bing-O floor display...Bing 

Crosby life size singing the praises of your 


Zonolite product! 





ort R Lo 


€) 
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It's Bing Crosby... Zonolite...and you...teamed 
up to deliver you the biggest profit season in 
insulation history! Here's America's favorite 
family man...telling 135 million Americans to 
insulate...and to do it with ZONOLITE brand 
vermiculite! 14 top magazines for homeowners! 
26 big ads! Your target is the ONE BILLION, 
TWO HUNDRED THOUSAND DOLLAR 
SALES POTENTIAL FOR HOME INSULA- 
TION this fall and winter. Tie-in! Write today. 


Keep your register 


with the season's hottest “> 


DO-IT-YOURSELF 
INSULATION CAMPAIGN 





, 


SF |: 
AE ZONOLITE COMPANY, DEPT. AL 96 


, 135 So. LaSalle Street, Chicago 3, Illinois 


Send me the Campaign Bing-O sales kit free. I'm tying in with this 


big national] campaign Jocally 


NAME 


FIRM NAME 
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PACKAGE SALES like this kitchen project contracted by the Denny Lumber Co. include many profitable 


items like the built-in range and oven 


Hikes Specialty Sales to $100,000 Yearly 


By E. M. Sherman, 
General Manager, 
Denny Lumber Co. 
Middletown, Ohio 


JALOUSIE WINDOWS are among the spe 
clalty products, which are found to yield a 
high profit margin by the Denny Lumber Co 


206 


Our most outstanding depart 
ment at the present time is our 
specialty department. 

This department, now in its sec 
ond year, has built its sales of 
jalousies, aluminum awnings, com 
bination doors and windows, show 
er and tub enclosures, garage 
doors, ete., to well over $100,000 
per year, 

The gross profit margin on this 
type of sales is remarkably above 
the average of the balance of our 
operation. For example, last year’s 
percentage gross margin to net 
sales was approximately 37%. 

Rather than use the ordinary 
carpenter or contractor for this 
type of work, we try and use spe- 
cialized mechanics especially in 
clined toward jobs of this kind 
Although we find that we must 
supervise and inspect most of this 
work, this is no problem because 
of the satisfactory markup. 


Need a capable man. We would 
caution any dealer not familiar 
with the specialty lines to start 
with a capable man to head up the 
department, a man previously ex 
perienced in the specialty field. 

It is not necessary to carry a 
large inventory to maintain a siz 
able sales volume, since most 
items can be bought and sold on a 
job basis. Our inventory averages 
about $10,000, which indicates a 
turnover of 10 times. One can 


Seple mber 


; 


readily see that this high turnover 
will result in good net profits if 
properly handled. 


One of our major departments is 
our floor covering department 
which, besides selling and install- 
ing a complete line of floor cover- 
ings and wall tiles, also handles 
the sales of cabinets and kitchen 
remodeling. After building up sales 
in our floor covering department to 
about $30,000 per year, it was de 
cided to expand the scope of the 
department, making it a full-time 
job for one man. Cabinets and 
kitchen remodeling was a natural 
and our current sales in this de 
partment are well over $100,000 
per year. 

We now make a package sale 
consisting of floor covering, tile 
work, cabinets and Formica tops 
and built-ins. We do any remodel- 
ing necessary to make the installa 
tions. This kind of sale, we have 
found, is more profitable than the 
material-only sale. 

We are just now reaching a point 
where creative selling and package 
selling will be a must for those 
dealers who wish to obtain their 
share of a lucrative business. The 
lumber dealer is the logical one to 
sell this field. 

We do not feel that the contrac 
tor will resent this approach be 
cause we are developing plus 
business for him in the end. 
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ways Roltite adhesives can help you 
cash in on the billion dollar 
remodeling market 


1. WALL TILE (plastic or metal) in- 
stalled with Roltite Wall Tile 
Adhesive 


2. VANITIES covered with decorative 
laminates bonded with Roltite Ce- 
ment 


3. CERAMIC TILE (for floors or walls) 
installed with Roltite Ceramic Tile 
Adhesive 


4. METAL MOLDINGS installed 
without screws or clips with Roltite 
Industrial Cement 


SINK TOPS and counter tops — 
decorative laminates bonded on the 
job with Roltite Cement 











ACOUSTIC TILE and other fibrous 
sheet material installed with Roltite 
Acoustic Tile Mastic 


| ee Te BARS and other built-in fixtures 
covered with decorative laminates 
bonded with Roltite Cement 


8. WALL PANELING (pre-finished 
or unfinished) installed without 


nails or clips by using Roltite 
Cement. 










































































Billions of dollars will be spent during 

the next year on remodeling projects in 

American homes, The list above shows | 
just a few of the remodeling jobs on 

which Roltite adhesives can help you do © 
a better job . . . more easily and more 

profitably. For details on how Roltite Adhesives Since 1928 

can help you cash in on the big remod- 

eling market, see your Roltite distributor — 166 SUNSHINE DRIVE GROVE CITY, OHIO 
or drop us a line. 


SSE EPa Co wee wt/wn 
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DISPLAYING FIX-UP PRODUCTS .... 


DEALER DISPLAYS produce results when the timing is right and the 
display itself tells a convincing message to the customer. It takes the first 
cold snap, for example, to make an insulation job seem attractive. Or again, 
a mass display without talking signs is largely wasted effort. On the pages 
that follow, both dealers and manufacturers suggest ideas for displaying 


seasonal merchandise. 


00 (1 -rouRsiy 
INSULATION ' 
ZOWOLITE \ HOME INSULATION 
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FLOOR DISPLAY of |0 bags of Vermicu- 
lite insulation stops store traffic at North 
Continental Lumber Co., Des Plaines, Ill. 
Placard says these 10 bags, selling for 
$28.50, will cover an attic area of 272 
square feet to a depth of three inches. 


» 


WALL RACKS adequately stocked with 
short lengths at Bollinger Lumber & Supply 
Co., Shreveport, La., keep homeowners 
returning for “another hunk of that good 
wood.” 
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- ANODIZED 





Yes, only VENTILAIRE offers anodized aluminum 
windows at no extra cost. And that's important 
because anodizing gives aluminum a beautiful 
hard finish that resists scratching and marring, 
cannot be damaged by salt air, chemical fumes 
smoke or smog, that are more attractive when 
new, and keep their beauty through the years. 
And VENTILAIRE windows always operate 
smoothly. When you tell the VENTILAIRE ano- 


dized window story you make faster sales, bigger 








profits and more satisfied customers. Get the 


facts today! 


_ wVentilaire 


== 
_“% OFFERS EVERY OTHER RECOGNIZED 
QUALITY FEATURE 


@ Heavy aluminum sections, 14" deep, strongest 
frames in the light casement field 

@ Electric flash welding . . . assures rigid corners, 
solid construction 
Manufactured under rigid quality controls, meets 
top industry specifications 
Versatile design for adaptation to any type of 
masonry or frame construction 
Easy to install . . . available with integral fin- 
surrounded frames 
Wide range of sizes to fit every home need .. . 
casement, awning, basement and utility-type 
windows 


PROTECTED TERRITORIES 
NOW AVAILABLE... Ventilaire Products Company 

2431 Harvey Street ° Muskegon, Michigan 
. - - don’t choose any metai 
window line until you have 


ANODIZED ALUMINUM the facts on VENTILAIRE! 
windows 


Yes, | want to know more about Ventilaire Anodized 


Aluminum Windows . . rush me the details! 


NAME 


Ventilaire | 


PRODUCTS COMPANY city 
TERRITORIES OPEN . . . REPRESENTATIVES INQUIRE 
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DISPLAYING FIX-UP PRODUCTS.... 


me 
RELATED ITEMS 
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COLOR HARMONY and its application 
is becoming an important sales toecl in 
selling homs improvements. Here Charles 
Young, of Home-Brite Lumber Co., Belle- 
ville, Ill, helps a customer choose the 
trim celor to harmonize with the color 
roofing she chose fer a re-roofing job 
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ITEM SIZES 
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1x3, tad, 106, 5/ 4x4 


loorin slain en 
F oor! g, pra e d CABIr and D, FG and VG 


Flooring, 1x3, 1x4, 2x6, 4/12" (Para 
end-matched 328) C&Btr and D, FG & VG 
WEST COAST SS a iar eie 


1x8 (105, 116 & V Rustic) 
plain end CAB & D 


J 
Pattern siding 
L U vi 8B & R arr Swe, 1x6 (106) C&Btr & OD 
end-matched 


4s Vand, VonB, WnB, %x10, 
4240, 4 4 
Bevel siding VG Hi-Hemlock, C48tr & D 


5x4, 1x4, 1x6, CABtr & D, 
Ceiling also ECBIS & ECB2S 


x 


224 through 2410, green 
and KD 


X 


Dimension 


(PLUS PLYWOOD SHEATHING) Falck vyaas toeeah S14ate 


2x4, 206, 2x8 


We produce D.F.P. A. grade-stamped sheath- tad Geocah tal? Clw & 
ing, and can supply interior and exterior D, 5/4x4 through $/4x10 


plywood in all standard sizes and grades. Finish D&BIr, 2x 4 through 2x8 
D&Btr $45 


HERE ARE SOME OF THE 

VG SISNIE 5/4x10 & 12 
MANY ITEMS AVAILABLE Stepping C&BIr & D (approx. 60% 
TO YOU IN MIXED CARS. me 
If you don’t see it listed 
here, ask for it. 


| WENININININTEN [NIN 


\} VISA XN 


Board and All standard sizes No. 142 
Shiplap, green Com, & No. 3 Com 


Boards and Hi-Hemlock 16, 8, 10 in 
Shiplap, dry No, 1&2 Com. & No. 3 Com 


Fir Gutter 3u4, 4x5, 4x6, 6/40, avg 
22 feet 








Up to 24x24, lengths up to 


WILLAMETTE | —— 
available) 


Wide range of patterns in 


HM i = Lae Ee Ni LO Cc K Mouldings casing, base, door jambs 


‘ 2x6 T&G, E.M. lengths 4 te 
is available in the following items, Factory flooring ahs engths 4 to 


plus dimensions from 2x4 through 2x10 


Both exterior and interior 


Plywood in all standard sizes, grades 
BEVEL 
SIDING 


Yox6 through %x10 END-MATCHED SIDING 


V RUSTIC 
SIDING 
1x8 plain end In popular 106 pattern 


Speeds application, assures 


MOULDINGS ~ better job 
oer alg 3 END-MATCHED FLOORING 
‘pe mama ALSO AVAILABLE 


ALL THE ABOVE ARE AVAILABLE IN REGULAR OR MIXED CARS WITH OTHER ITEMS 


WILLAMETTE NATIONAL LUMBER CO. Producers of HI-HEMLOCK® 
FIR and CEDAR 
WILLAMETTE VALLEY LUMBER CO. z a = stered 
Member West Coast Lumbermen’s 
Aasoc ation 
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DISPLAYING FIX-UP PRODUCTS .... 


RELATED SALES at Hixon-Peterson Lumber Co., Syivania, Ohio, 
INSTRUCTION SHEETS distributed by Wright-Bachman, Inc., build the small floor sander rental fee into extra pro!'s trom 
Indianapolis, Ind., provide handymen with ideas on using do-it sales of abrasives, floor finish, paint, putty knife, plaster patch 
yourself aluminum for storm sash and various interior projects. and floor wax 


these tots , nag 
ail te a eae ite 3 
featured by % MIRACLE Fimeraw oo 


How - to 
Sditorw 


of your 


RENTAL TOOLS featured at Hixon-Peterson Lumber Co., Sylvania, Ohio, help sell many related 


items. Fall is a good time to promote floor finishing before cold weather and the year-end 


September 3, 1956, AMERICAN LUMBERMAN AND 





Meet the Jalousie Style Trend 


AN-TECT-V has the best 
| PROFIT 


| Opportunity 


Jalousies are being considered for every new 
home and every remodeling job, Be ready to 


supply this growing market 





Suggest them for 


1. Kitchen Windows 
Quick ventilation. Opens so easily by 
turning the operating crank. Convenient 
to reach when leaning over a sink. 


2. Prime Windows for any room 
Storm windows and screens available 


where needed, 


Porch Enclosures, Breezeways. 
Make year ‘round rooms of these sel 


dom used areas. 


PRO-TECT-U Jalousi ire of the 
finest quality throughout and have 
many unusual features of design 
and construction that make selling 
easy! Patented contour}? Vane 
Holders have no sharp projection 
or tabs to bend, no springs or insert 
to get lost or fall out. Glass cannot 


be removed from outside Com 





pletely weather-stripped. Continuou 
Heads and Sills on multiple unit 
Interchangeable right or left hand 
operation on all unit 

Pro-Tect-U Jalousies have been hurri tested and approved 


ime ‘ 
They meet the Florida Window Manufacturers Association 
specification for air and water infiltration under dynamic con Best of all PRO-TECT-U is the 


litions of wind and water ss Confirmed by the University of i ] j 
Miami Housing Research Laboratory j 4 7 quality tandard in Jalouss yet 











priced to permit you to quote and 





@ Oldest, most experienced company. a cll on a profitable 


@ Best design. Tested and improved over 20 years. 
Ungineered to meet all window and door require- lo help you, we have new displays, cata- 


ments. You can quote on any job. logs, stuffers and ad mats 
bs ° 


PRO-TECT-U Jalousie Corporation 


¥ - 
3 The ORIGINAL Silirgss 4525 Ponce de Leon Bivd., Coral Gables, Fla. 


?| nd me the full sales opportunities on 


| [ can ‘ i 
I: LJ PRO-TECT-U Jalousi 
= - # Please have your ft presentative 


sy Yel tht] mete) ite] 7 Bale). | 
4525 Ponce de Leon Bivd. © Coral Gables, Florida 


a ee ee ce ee eee ee ee ee ee 


N 
WwW 
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DISPLAYING FIX-UP PRODUCTS.... 


on v9 = Se ES RCE oS nae 4 Whack ce 
Ra uA conse : 


wit 1 THE PURCHASE Of 
Miles: tastle (102, « 

ia euCrY loened FREE ' 
rt GAYS (t/t | were Po* pap cry 
4 Hsueh Rtcanns Maples axtrd * 
WITH PURCHASE + esberias th egies 
.. SAIN Cy Mts Joaned FREE 








SEASONAL ITEMS are changed 

regularly on this panel behind 

; mae «the sales counter at Queens- 
AGAIN a ; pha ck borough Lumber Co., Bayside, 
j N. Y. With the coming of fall, 


in | 


calking guns, and calking com- 


\CAULKING pounds are prominently dis- 


played and priced. 


SCALE MODEL of a wood kitchen con- 
tains samples of window trim and a minia- 
ture door. This compact unit built by 
Curtis Companies, Inc., can be used in a 
home improvement center or as a sample 
case for outside salesmen. 


FUNCTIONAL DISPLAYS can be both useful and profitable for a 
INSULITE believes in mass display and is encouraging dealers to lumberyard. Diamond Match Co., Glenbrook, Conn., uses this base 
set up this floor promotion. Display posters offered have write-in ment door unit as an entry for its basement and also to show how 
areas for prices, monthly payment price this metal specialty can improve a home 
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LUCAS KNOWS 
THERE’S 

NO PROFIT « Great Nome in PAINTS 
IN A CAN 

OF PAINT UNTIL 

THE DEALER 

SELLS IT 


THAT'S WHY 

LUCAS 

QUALITY PAINT 

PRODUCTS ARE 

BACKED BY 

SUCH AN 

AGGRESSIVE 
MERCHANDISING CAMPAIGN 








iIitustrated above is the most remarkabie Paint 


Decorating Guide in America today with 3OO large & t 

color chips and over 100 full color illustrations. Full of j 

professional advice on redecorating problems and ZA Write for 
countiess ideas and suggestions on correct color f information 
combinations. Just one of many, many merchandising today! 


aids that heip dealers sell more Lucas ality Paint 
P = Quality Painte ,- | me 


- 


’ 


JOHN LUCAS & COMPANY, INC. 


1617 PENNA. BLVD., PHILADELPHIA 3, PA. 
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TIMELY SUGGESTED ADS 





“Winter Coming” Theme for Fall Ads 


winter weather provides you with a 
appeal that is always effective be 
ith current activities and in 
Your customers are “winter 
izing” their cars, filling oil tanks and coal bins, buying 
winter clothing for the family and they’re in the 
market for many items you sell that will protect thei: 
property and add to family comfort 


The approach of 
timely advertising 
cause it ties In closely w 
terests of home-owners 


Here, and on the following pages, are reproduced a 
number of suggested newspaper ads for your Fall cam 
paign. The mat illustrations used are just a few of the 
254 available exclusively from American Lumberman 


Send for free ADservice book-——see coupon, page 219. 


This 3 col, x 11 in, ad can be made up with A Dservice 
mats nos, 168, 173, 170 and 174. 


YOUR NAME OR SIGNATURE CUT HERE 


“Cold weather coming! 
WINTERIZE YouR HomE NOW 


* fares 





WINDOWS 


- 00 
- +00 
‘00 


Order today! 























YOUR NAME 








Suggested “get read for Winter” ad, 3 col. x 16 in., 
using ADservice mats no. 168, 156, 15 9, 93, 106, 98 
and 97. 


YOUR NAME OR SIGNATURE CUT HERE 


Cold weather ahead... 
WEATHERPROOF YOUR HOME NOW 











——— 00 | 
a ae 
*00 | 


Order today! 


INSULATE 
Your ATTIC FOR 
COMFORT and 











YOUR NAME 
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TO STIMULATE FALL SALES TO HOMEOWNERS 





3 col. x 16% in. ad using ADservice mats nos. 106, 
160, 170, 253, 173, 162, 169, 157, 144 and 171. 


WINTER sata 


WEATHERPROOF NOW FOR © == 
© family comfort 


© property protection 
© fuel savlage 





























YOUR NAME 











BUILDING Propucts MERCHANDISER 


See other suggested Fall and Winter ads in 


this issue—pages 182, 183, 184, 185. 





FALL FIX-UP Spl 


*00 





L “ ‘ 
This 3 col. x 6 in. ad uses “ADs rvice 
139, 12, 184, 109, 11, 10 and 142 


Small 
mats 
2 col. x 9 in. ad using ADservice 25 
mats nos. 169, 171, 175, 


= = 00 YOUR NAME 


176 and 186 usec 





A Dservice 
no 110, 


236, 232, 164 and 


d in this 1 


179. col. x 9 in, ad. 


NAME OR SIGNATURE CUT 


Cold weather ahead... 


WEATHERPROOF YOUR HOME NOW 





COMBINATION DOORS “ r Tay! 
24 t | vi 
: | || | 


— ‘oo | | | 








YOUR NAME | 


FALL 


FIX-UP 
Specials 


ae 
ViAhR *00 


- if 
‘00 


‘00 


| 
i | ‘00 


YOUR NAME 
| 


eS 


*00 


“KA 
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ADservice 


MORE SUGGESTED FALL ADS 





2 col. x 8 in. ad using ADservice 
mats nos, 26, 162, 37, 26, 147 and 
153. 


NAME OR SIGNATURE CUT 





‘00 


LADDERS 














Small paint ad, 1 
col, x 8 in., using 
ADservice mats 
nos, 25, 82 and 35. 





Your Best Buy! 
(brand) 


nos. 144, 176, 


This 2 col. x 9 in. ad uses ADserv- 
ice mats nos, 144, 176, 252, 165 and 


UL a 


YOUR NAME 











Suggested 3 col. x 7 in. ad, using ADservice mats 


262, 


155, 251, 250 and 175. 





Atip « 
from the * 
weather . 


PAINT 





. Winter is coming! cer ruese 
OUTSIDE JOBS DONE NOW 





YOUR NAME 
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"HOUSE PAINT 
= 


YOUR NAME 





September 3, 


2 col. x 14 in. ad using ADservice 
mats nos. 159, 250, 110, 179, 148, 
177, 178, 154, 98 and 97. 


NAME OR SIGNATURE CUT 


Only a few weeks left to 
GET YOUR HOME 
READY FOR WINTER 






































LUMBER Syeccals 


YOUR NAME 














American Lumberman has invested 
over $10,000 in original drawings 
and cuts to bring you ADservice. 
Mats are available to you at a very 
low price. You get the complete set 
of 254 for only $86.90, or you can 
spend only $3.95 and get 10 to 12 
mat illustrations. For complete in- 
formation, send coupon on opposite 
page. 

LUMBERMAN AND 
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USING ADSERVICE MATS AVAILABLE TO DEALERS 


See other suggested ads in this issue—pages 182, 183, 184, 185. 





% col. x 17 in. ad — nos. 171, 158, 170, 93, 179, 154, 


176, 1565, 252, 164, 169, 167, 166, 251, 32 and 34. NAME OR SIGNATURE CUT Winter-proof 
YOUR NAME OR SIGNATURE CUT HERE 1 your home Now 


= rwise) ease! | 
W IN / ERIZE your home Seinen H 4 | =| Coun bees 


for snug comfort — 


00 *00 & i 
aca i 
The 


00 














" = Py , 
+ > ‘> , ; - 
ort nag? lg | a Sie | 
: A ~"t oie ~ \ 
; +00 
00 00 00 


YOUR NAME YOUR NAME 


This 2 col. x 9 in. ad uses ADservice 1 col. x 9 in. sug 
mats nos. 169, 178, 164, 165, 175, gested ad using 


























ADservice mats 
nos. 171, 163, 176 
and 175 


FREE BOOK SHOWS 
All ADservice MATS 


Send coupon below for your copy 
of free 48-page ADservice book 
Shows entire selection of 254 mat 
illustrations available to dealers 
only from American Lumberman 
Includes complete information on 
ordering mats 


























(please print or type) 


AMERICAN LUMBERMAN 
139 No. Clark St., 
Chicago 2, Illinois 








Rush my free copy of the 48-page ADservice book 

















NAME 








COMPANY 


YOUR NAME ADoHes 


city ZONE 
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DON’T LET 
THE SALE 
STOP HERE 


mee we me me 


GET THE 
FINISHED 
FLOOR SALE 
TOO! 


It means $14 per room’ EXTRA 





ones ae 
Ce ate 


PROFIT to stock, 


promote, sell Gold Seal floors! 


customer — whether he’s contractor, 
tract builder, or do-it-yourselfer — doesn’t 
stop work when the ple neon is down. If you 
stop selling at that stage, you're losing easy 
extra profit to somebody else 

Complete the sale with profitable Gold Seal 
Floors. Look how Gold Seal Floor Coverings 
can bring extra profit to lumber dealers: 


tOne sale of linoleum tile for a 9’ x 12’ 


TOOLS AND SUNDRIES, 
room gives you approximately $14 gross 


T00! . 
profit, based on a 40°, merk-up! 
2. It takes little space to display the line 


Your 


PLUS 


YOUR PROFIT ON 


HOME OR BUSINESS 
Linoleum + Nairon® Standard + Nairontop* 
RESILIENT TILES Rubber + Cork + Nairon Custom 
Nairon Standard + Vinyibest « Linoleum + Ranchtile® Linoleum - 
PRINTED FLOOR AND WALL COVERINGS 
Congoleum ® and Congowall® 
RUGS AND BROADLOOM 


FOR 
INLAID BY THE YARD 


Asphalt 


LoomWeve* 


1) 1956, CONGOLEUM-NAIRN inc,, Kearny, N. J “Trademark 
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For example, a special Gold Seal rack 
shows 24 different tile patterns in just 5 
aq. ft. of floor space. 

Linoleum sales lead to the sale 
hesives, tools, plywood, nails, etc 
at extra profit. 

Gold Seal flooring is a heavily advertised 
year-round profitable item. 

You can sell all Gold Seal products on the 
easy ABC “Buy Now—Pay Later Plan.” 
Get the full profit picture ... call the 
Gold Seal Distributor nearest you — now. 


of ad- 
all 


>a aA 
(0 d Seal 


FLOORS AND WALLS 
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As the home-improvement trend continues, 
the competition for customers gets keener. 
You need something extra to stay ahead. 


LIFE supplies it. By regularly featuring 
LIFE-advertised products and by displaying 
the ‘“‘Advertised-in-LIFE”’ symbol you fre- 
quently gain vital added selling power. You 
make a farstronger appeal to both home handy- 
men and contractors alike. 


That’s because advertising in LIFE pre-sells 
your customers—amateurs and experts—on 


SUILDING Propucts MERCHANDISER 


GIVES YOU AN EXTRA EDGE ON THE COMPETITION 


particular building products and materials. 

In the course of 13 issues, LIFE reaches 3 
out of 5 households in the average community 
That’s local sales impact working for you 
sending customers to your store looking for 
their favorite LIFE-advertised brands. 


Give ’em what they want. Give them good 
reasons to buy more products more often by 
featuring ‘ Advertised-in-LIFE”’ products. 
You'll give your competition something to 
envy every week. 


9 Rockefeller Plaza, 
New York 20, N. Y. 


Audience Source: A Study of the Household 
Accumulative Audience of LIF k 
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Dutch Boy 


Simplifies Color Planning... 


All Wonsover colors are guaranteed to “go together.” 


Simplifies Painting... 


Goes on easy. High-hiding. One coat is usuaily enough. 


ey 


Simplifies Cleaning... 


Ordinary soap and water keep walls spotlessly clean. 
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Now Nalkyd Wonsover has everything it takes 
to be a big volume profit-maker 


Here’s a great ready-mixed Nalkyd 
flat wall paint. Wonsover! 


It’s a “Dutch Boy” Nalkyd. Odorless. 
Easy to use. Easy to clean. And it’s 
popularly priced! 


That’s enough to give “Dutch Boy” 
dealers another real profit-maker. 
But the “Dutch Boy” doesn’t stop 
there. He gives dealers an additional 
sales-builder of real power. Pre-har- 


monized Wonsove? colors. 
All 32 colors on the Wonsover card 


BUILDING Propucts MERCHANDISER 


harmonize with one another. To the 
“Dutch Boy” dealer, this means: guar- 
anteed customer satisfaction 


To dealers everywhere: High- profit 
Wonsover is only one of the man: 
“strings” to the “Dutch Boy” dealer’s 
big, money-making “bow.” That’s why 
a “Dutch Boy” 
sure-fire profit-maker. 


franchise is such a 


Made by the makers of ‘‘Dutch Boy’’ Paints 


General Offices: 111 Broadway, New York 6, N. Y 


( . d 

In the Color Gallery, 
“Dutch Boy” dealers 
have more than 100 
popular colors. All 
the sparkling variety 
needed to clinch any 
sale! 
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MALL OFFERS EVERY 
SAW, 
SANDER 


AND DRILL 
THE 


CRAFTSMAN REQUIRES 


No matter how tough 
your problem, there’sa 
MALL circular saw de- 
signed specifically to 
deal with it—prices 
from $34.95. 


MALL drills of every 
speed and capacity, a 
type for every appli- 
cation from light shop 
work fo heaviest steel 
construction—from 
Q $21.95. 


Belt sanders, orbit 
sanders, polisher- 
sanders and sander kits 
by MALL are always 
in strong demand by 
cabinet makers, car- 
penters and construc- 
tion men, Priced from 
$38.95. 


MALL electric, gasoline 
and pneumatic chain 
saws have exclusive 
MALL roller bearing 
nose guides... cut 3 
times faster. Prices 
from $104.50. 


In 30 years of building power 
tools, from concrete vibrators and 
rubbing units, through portable 
electric and pneumatic tools to 
chain saws and electric generators, 
MALL has earned a reputation 
for superior quality, performance, 
service and fair prices that you 
can depend on. 

Send coupon today for this com- 
plete FREE catalog of MALL 
PORTABLE POWER TOOLS. 








MALL TOOL COMPANY 


Division of Remington Arms Company, inc 
7734 South Chicage Ave., Chicago 19, Ill 
Gentlemen: Give me high profit Dealer- 
ship information on the MALL line, 
Firm 
Address 


City State WT 226 
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THIRTY-FOUR LUMBERMEN attended « two-day management workshop in St. Louis, sponsored 


by Southwestern Lumbermen’s Association and conducted by Paul R. 


Service Co. 


Lumbermen Praise 
Southwestern Workshop 


Thirty-four enthusiastic lumber- 
men representing 28 lumberyards 
attended a two-day management 
workshop in St. Louis, Mo., recent- 
ly, and called it an outstanding suc- 
cess. The workshop, conducted by 
Paul R. Hollenbeck, Lumber Service 
Co., was sponsored by the South- 
western Lumbermen’s Association. 
Assisting Hollenbeck were Ken Mil- 
liken and Bud Mapes of Southwest- 
ern Lumbermen’s Association and 
Harold W. Sparks, Lumberyard 
Supply Co. 

In attendance were Hill Yancey and Oscar 
B. Stolle, C. J. Harris Lumber Co.; Ben W. 
Breer and Raymond A. Stockmann, Stockmann 
Lumber Co,; Jack M. Haus and Harry Nyhoff, 
Jr., Consumers Lumber Co.; Ferd Payeur, Air- 
port Lumber Co.; Art BSullens, Hill-Behan 
Lumber Co.; Bill McKelvey, McKelvey Lumber 
Co.; Howard Baschen, County Lumber Co, ; 
Joe Tlapek, Hampton Supply Co.; Joe Echter- 
ling, Elwood Lumber Co.; Vernon Carreras, 
Ball Lumber Co.; Vietor Kory, Great Centra! 
lamber Co.; Russell Schaefer, Schaefer Sup- 
ply Co,; Carl Kottmeyer, Jefferson County 
Lumber Co 

Jerry Springman and Adolph Frank, Central 
Hardware Co.; Cliff Harrison, Harrison Lum- 
ber Co.; Larry Etakorn, Etzkorn Lumber Co. ; 
Bill Curtis, Vedder Machine & Hardware Co. ; 
KR. B. Currie, Berkeley Lumber & Supply Co 
J. W. Skaggs, Nahlik Lumber Co.; Jack Han- 
nebrink, Vandeventer Lumber Co.; Dick Reis, 
Big Bend Lumber Co.; Ted Forgus, Beyers 
Lumber Co,; John Krauss and Melvin Weyer 
mann, Castlewood Lumber Co.; Bob Wolf, 
United Lumber Co.; Bud Holekamp, Holekamp 
Lumber Co.; Gene Seidel and Julius Seidel, 
Seidel Lumber Co.; Al HBallmen, Melcher 
Schene Lumber & Hardware Co., and Lou 
Fehlig, Fehlig Bros, Box & Lumber Co 


Virgil K. Bastian has been named 
manager of Hixon-Peterson Lumber 
Co.’s Toledo, Ohio, yard. . . . Cameron 
Kyle and Dwight Hout, Portland Road 
Lumber Co., Salem, Ore., are con- 
structing a new 40’ x 100’ concrete 
block building at the yard to increase 
the firm’s dry storage facilities. 


Hollenbeck, Lumber 


Forma! opening of the Home Lum- 
ber Co. in Abilene, Tex., is reported 
by John N. Clary, owner. Stanley 
Canada is manager of the lumberyard 
and Jake Dogget is in charge of the 
shop, where windows and other wood 
units are made to order. 


Twelve courses for adults in archi- 
tecture, building construction and the 
mechanical equipment of buildings 
will be offered during the 1956 fall 
semester at New York University’s 
Division of General Education, reports 
Dean Paul A. McGhee. The fall semes- 
ter begins during the latter part of 
September and ends in January. 


W. Y. Ellis, Ellis Lumber Co., Shel- 
by, N. C., announces the opening of 
a new pressure-treating plant in Shel- 
by to be known as the Shelby Wood 
Preserving Co., with Hugh Dover as 
manager. The firm will specialize in 
pressure-treated lumber and posts. 


(continued on page 226) 


Obituary —————— 


Alvin K. Godfrey, 86, promi- 
nent in lumber circles in west- 
ern Canada, died on July 4 in 
Winnipeg, Man., after a short 
illness. Born in St. Louis, Mo., 
Mr. Godfrey came to Winnipeg 
in 1902 and assisted in the or- 
ganization of the Canadian Ele- 
vator Co., and a few years later 
founded the Monarch Lumber 
Co., Ltd. At his death he was 
chairman of the board of the 
company and one of the few re- 
maining members of the “old 
guard” of the Western Retail 
Lumbermen’s Association and 
The Retail Lumbermen’s Mutual 
Fire Insurance Co. 


He is survived by a daughter, 
Mrs. T. J. Porte; a son, John A., 
resident of The Monarch Lum- 
ner Co., Ltd.; six grandchildren 
and two great-grandchildren. 
Mrs. Godfrey predeceased him in 
1923. 
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COUNTER DISPLAY CARTON 
TELLS "EM—SELLS EM—ON GETTY CASEMENT OPERATORS 


Getty No. 4715 is an inexpensive angle-drive worm and gear 


operator for residential wood casements. It is precision built 
handsome in design—lubricated for a lifetime of tough duty 


Tells your customers how easy it quick and easy to install (each operator comes packaged with 
is to modernize their casements complete “do-it-yourself” instructions) 

—replace obsolete staybars or , 

worn-out operators—with this 

handsome Getty No. 4715 model. Display carton is printed in striking yellow and blue. Contains 3 


_ 


right-hand and 3 left-hand No, 4715 Operators in attractive 
bronze lacquer finish. Carton is sturdy, compact, easy to set up on 
counter or shelf. Top folds back, presenting selling message to 


customer, as illustrated 
Ask your wholesaler about this new money-making Getty dis- 


Eye-catching, colorful, this play now. 

counter carton's a sales help that 

ties rightin with Operation Home Getty Operat Are Used on More Casement Windows Than All Other Makes Combined 
improvement — works to get you 

extra sales whenever a customer 


fs rae os 
mes int ° 
aa tara M, 5. 'GET1 & CO., INC, + 3348 NORTH 10th STREET + PHILADELPHIA 40, PA, 
.—— 
Canadian representative: A. N Ormsby Ce 273 Scott St., Toronto 
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increase Your | 


Saies Volume and Protits 
with a 
WAGNER CHANGEABLE 


COPY BOARD 


» your most effec- 
tive, lowest cost 
means of getting new 
customers and re- 
peat business 


* Permits the imme- 
diate featuring of 
“speciais"’ 


* Keeps you ‘on top” 
of seasonal changes. 


New, attention-compelling advertising of items and prices can be 
arranged in a tew minutes with the ‘“‘mechanical hand" which 
eliminates the need of using ladders. Panels may be of any length 
or height. 


/ bring you free i/lustrated literature 








WAGNER SIGN SERVICE, INC. 


436 8. Hoyne Avenue Chicago *2. ittinols 


NAME 

FIRM 

STREET 

CiTyv 4&4 STATE 
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1956 Conventions 
OCTOBER 


18-19, Oklahoma, Oklahoma City, auditorium 


NOVEMBER 
27-28-29, Southeastern, Atlanta, Atlanta Bilt 
more hotel 


DECEMBER 

10-11-12-13, National Retail Lumber Dealers’ 
Asen., Chicago, Ill., International Amphi- 
theatre 


1957 Sanath 
Dealer Conventions 


The latest, up-to-date informa- 
tion concerning 1957 convention 
schedules is announced by secre- 
tary-treasurer Richard J. Breeden, 
Jr., of the Building Material Ex- 
hibitors Association. Again, Febru- 
ary wilt be the busiest month in 
1957 convention-wise, with as many 
as five conventions in session at the 
same time. 


JANUARY 
7-8-9, Kentucky, Louisville, Kentucky hotel 
15-16-17, Northwestern, Minneapolis, auditor- 


jum 

19-20-21, Wisconsin, Milwaukee, auditorium 

20-24, National Association of Home Builders, 
Chicago, Conrad Hilton and Sherman hotels 
and Coliseum 

23-24-25, Southwestern, Kansas City, auditor- 
ium 

27-81, Northeastern, New York City, Statler 
hotel 


PEBRUARY 

4-6-6, Intermountain, Elko, Nev 

5-6-7, Michigan, Grand Rapids, auditorium 

6-7-8, Middle Atlantic, Atlantic City, Chal 
fonte-Haddon Hall 

6-7, South Dakota, Sioux Falls 

6-7, Western Penna., Pittsburgh, William Penn 
hotel 

12-18-14, Illinois, Chicago, Hotel Sherman 

12-18-14, Tennessee, Nashville (no exhibits) 

18-14-15, Mountain States, Denver, Shirley- 
Savoy hotel 

18-14-15, Ohio, Columbus 

12-14-15, Virginia, Richmond, John Marshal! 
hotel (no exhibits) 

19-20-21, Wisconsin, Milwaukee, auditorium 

19-20-21, Western, Spokane, Davenport hotel 

20-21-22, Nebraska, Lincoln 

21-24, West Virginia, White Sulphur Springs 
Greenbrier hotel (no exhibits) 


MARCH 

1 to 15, Montana* 

8-4-5, North Dakota 

5-6-7, Indiana, Indianapolis, Murat Temple 

12-18-14, lowa, Des Moines, auditorium 

12-18-14, Carolina, Charlotte, coliseum 

18-14, Louisiana, New Orleans, Jung hote! 

21-22, Mississippi, Biloxi, Buena Vista hotel 

27-28-29, Independent Minnesota, St Paul, 
auditorium 


APRIL 

2-8-4 New Jersey, Atlantic City, Claridge ho- 
tel (no exhibits) 

10-11, Arkansas, Little Rock, Marion hotel 

14-15-16, Texas, Dallas, auditorium 

21-24, Northern California, Yosemite Nationa!) 
Park 

23-24-25, Southern California, Los Angeles, 
Ambassador hotel 

25-27, Florida, Daytona Beach, Daytona Plaza 
hotel (no exhibits) 


MAY 

2-8-4, Arizona, Litchfield Park, The Wigwam 

13-14-15, Georgia, Savannah, General Ogle 
thorpe hotel (no exhibits) 


NOVEMBER 

4-5-6-7, National Retail Lumber Dealers’ Asan., 
Pennsylvania, Philadelphia 

12-18-14, Southeastern, Atlanta, Atlanta Bilt 
more hotel 

16-16, Oklahoma, Oklahoma City, auditorinm 

*Tentative schedule, subject to change 
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you can be sure of all these premium 
qualities at no extra premium in cost ONLY with 


gl IITA TM Og 


® , enanncenisea tI 
DA L C ‘* Architectural Quality Redwood 
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CRA, CERTIFIED DRY 


All PALCO Architectural Quality 
Redwood is Certified Dry —perma- 
nent assurance of minimum shrink- 
age, swelling or distortion. Following 
proper air seasoning, it is cured in 
one of 25 modern kilns under rigid 
temperature and humidity controls. 
In an exclusive PALCO process, 
moisture content of each kiln charge 
is then equalized. 


a ee 


VERTICAL GRAIN ONLY IN 
ALL RESAWN SIDING 


If flat grain blanks are resawn, every 
alternate piece faces the heart and 
tends to “shell out” after long ex 
posure. Pacific resaws only vertical 
grain blanks — your assurance of 
virtually ageless appearance, resist 
ance to weather, and permanently 
ideal surface for painting. Only 
PALCO Architectural Quality in 
sures this value 


FLAT GRAIN PATTERNS RUN 
TO CONTROL “SHELL OUT” 


Flat grain is often desirable for 
beauty and functional requirements 
Pacific’s exclusive handling systems 
control every step of manufacture 
to see that the pattern is run on 
the proper face. It’s the bark side 
of flat grain that’s normally resist 
ant to “shell out” after long ex 
posure. Only PALCO assures this 
premium 


Spurily the test-in Redwond, WNL CO 


See Sweet's Architectural File, or send coupon for your 
personal copy of this aid to redwood specification — 
and informative booklet ‘From Out of the Redwoods" 


THE PACIFIC LUMBER COMPANY 
100 Bush St., San Francisco 4, Calif.~Dept. AL 


or write for copy Please send me without obligation 


Reprint of Architectural File Bulletin outlining specification 
date, PALCO Radwood potterns, sizes, grades, grains, etc 


[ From Out of the Redwoods colorful beoklet showing 
how PALCO Redwood and Redwood Products are produced 


NAME 


Since 1869 + Mills at Scotia, California 


TITLE 


35 E. Wacker Drive 
Chicago | 


100 Bush Street 
San Francisco 4 


2185 Huntington Drive 
San Marino 9, Calif 


COMPANY 


ADDRESS 


| 
| 
| 
THE PACIFIC LUMBER COMPANY | 
| 
| 


city 


MEMBER OF CALIFORNIA REDWOOD ASSOCIATION 
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44 6-inch 
Jointer Planers 


18-inch Jig Saw 


12-Inch 
Drill Press 


872920", the best you can sell 


Professional quality—that’s what sells Toro 
Home Power Tools like this rugged, precision- 
engineered &-inch Deluxe Tilt-Arbor Saw. And to 
make handling and selling even easier, Toro gives 
you 

J. Orderly distribution through franchised dis- 
tributors (listed on opposite page). 2. Authorized 
dealerships. 3. Toro Time Payment Plan. 4. Toro 
100-day Dealer Dating Plan. 5. National adver 
lising in Life. 6. Co-op local advertising. 7, Full- 


color consumer literature. 8. Point-of-sale display 
material. 9. Electric motor program. 10. Sales lead 
follow-through on national advertising inquiries, 
11. Prepaid freight. 


Authorized dealers are now being selected. Write 
or call the distributor nearest you. Sell the best 
you can sell... now! 


*Suggested retail selling price, higher in the West and 
Canada, subject to change. Table extensions and stand extra, 





TORO 
i 


TORO MANUFACTURING CORPORATION, 3044 SNELLING AVE. SO., MINNEAPOLIS 6, MINNESOTA 
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FIFTY REPRESENTATIVES, along with company officers and home office staff 


attended 


Macklanburg-Duncan's 36th national sales convention in Oklahoma City, Okla., recently. They 
are shown pe at the entrance to M-D's main plant in Oklahoma City. Brought in from every 
state, the salesmen and their wives toured the plant, inspected new buildings and observed 


new machinery in action, 


California Redwood 
Assn. Joins NLMA 


The California Redwood Asso- 
ciation, San Francisco, has accept 
ed an invitation to join the 
National Lumber Manufacturers’ 
Association, reports Leo V. Bodine, 
NLMA executive vice-president. 
Effective immediately, the Red 
wood manufacturers group joins 
the Federation of regional, species 
and product associations that com- 
prise the national lumber organiza 
tion. 

The California Redwood Asso- 
ciation becomes the sixteenth mem- 
ber association of the NLMA. 


OBITUARY 


William W. Woodbridge, Sr., 
72, prominent in Seattle, Wash., 
for many decades and well 
known in the lumber industry 
through his long connection with 
the Red Cedar Shingle Bureau, 
died recently. He was both secre- 
tary and manager of the shingle 
bureau for 20 years, retiring a 
short time ago due to illness. 
Born in Warrenton, Va., he came 
to Seattle long before the out- 
break of World War I and for 
many years was advertising 
manager of the West Coast Lum- 
berman’s magazine. He is sur 
vived by his widow, Emma; 
three daughters, a son and six 
grandchildren. 











Bur_ptnc Propucts MERCHANDISER 


Bill Baker's How-To 
Furniture Patterns 


Bill Baker of Design Enterprises, 
230 Mount Vernon Place, Newark, 
N Die has been 
custom - building 
fine furniture 
for 21 years 
His how-to fur 
niture patterns 
are especially 
geared for the 
do - it - yourself 
market. Made of 
heavy - duty pa 
per, they are 
die-cut to the exact 
size. Complete instructions are pro 
vided with each pattern, including 
cutaway perspective illustrations 
layout cutting diagrams as well as 
a detailed materials list 


Baker 


woodcut ting 


Plywood is the major material 
used in Bill Baker’s projects; av 
erage amount of plywood used for 
each pattern project totals $27 to 
$30. Complete with a display rack 
these patterns offer furniture the 
average home needs. Through his 
syndicated column, the publication 
of a newsstand-sold book, “Bill 
Baker’s Furniture You Can Build,” 
and the cooperation of a leading 
plywood manufacturer, Bill Baker’s 
patterns are designed to spur in 
terest in good furniture that’s 
easily made. 

(continued on next page) 
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THE MEW $250,000 building housing the general offices of Dierks Forests, Inc., in Hot Springs, 
Ark., is @ classic example of contemporary architecture in which wood and native stone have 
been artistically combined. The split level, air-conditioned building contains 16,000 square feet. 


“warenauey 
Om Ran 


EVERY FOOT A | aaa 


PROFIT MAKER 
for You... 


3 Sq. Ft. of 


Display Stand at 
NO CHARGE 





Rope Selling Power 


with Initial Order! 


THE 


ROPE RETAILER 


with Famous Waterbury “Blue Morker” Manila Rope 


Takes up only 3'2 sq. ft. of floor space . 
merchandises in the modern way the six sizes 
which sell — 4", 5/4”, %”, 4", %”, %”. 


SAVES SPACE...LABOR 


* Needs about 10 sq. ft. less space than six ‘2 coils. 
* Eliminates coil rope — reduces handling to a minimum. 


SELLS MORE ROPE 
PROFIT — $49 per sq. ft. of floor space (Based on 2'2 times 
turnover per year) 
THE ONLY CUSTOMER PACKAGED MANILA ROPE 
on patented continuous reels, that’s ready to sell 
in packaged and cut lengths. 


SMALLER INVESTMENT * STEADY REPEAT BUSINESS 


Ask Your Wholesaler About the WATERBURY 
ROPE RETAILER or Write Direct for Nearest Distributor 


ex WATERBURY COMPANY, INC. 


ya 88 WALLABOUT STREET 





TWh a 4, BROOKLYN 11, N. Y. 
Gi BURY). 


FOUNDEQ QUALITY ROPE MAKERS SINCE 1816 


. 1816 
~~ 


A easel 
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Dierks Forests Moves 
To Hot Springs, Ark. 


Dierks Forests, Inc., 
turer of pine paneling, window 
units and pressure-treated lum- 
ber, opened its new $250,000 gen- 
eral offices building in Hot Springs, 
Ark., recently to the public. Three 
television stations, three radio 
stations and the Hot Springs New 
Era newspaper cooperated in cov- 
ering the day-long gala open house. 
Formal! dedication of the building, 
located on a three-acre site and 
housing 77 employes, is planned 
for sometime in the future. The 
offices, formerly located in Kansas 
City, were moved recently upon 
completion of the structure. 

“From this nerve-center will be 
controlled the many far-flung oper- 
ations of Dierks Forests from the 
community of Dierks, Ark., to 
Kansas City, Mo., and from Wright 
City, Okla., to Pine Bluff, Ark.,” re- 
ports George L. Earnshaw, director 
of personnel. 


manufac- 


Lehon Celebrates 50th 
Year: Offers New Line 


The Lehon Company, Chicago, a 
50-year-old manufacturer of Mule- 
Hide brand of roofing and other 
materials, is introducing a complete 
line of bathroom cabinets and 
accessories as part of its Golden 
Jubilee observance. E. A. Leonard, 
president of the company, which 
was founded by his father, explains 
that diversification and product re- 
search are key points of the firm’s 
policy. 

Under the Lusterline 
wide selection of steel cabinets, 
chrome and stainless steel acces- 
sories, ventilating fans, bathroom 
wall heaters and steel access doors. 
Due to the product expansion, man- 
ufacturing is now carried on at 


(continued on page 232) 


brand is a 
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WALTER E. SELCK & CO., Chicago, 
recently celebrated its 12th anniver 
sary. All employes were treated to 
cake and ice cream 
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THIS WINTER 1S ...WHEN YOU SELL 


EVERY HOUSE IN TOWN | STERLING HALITE 
HAS FOUR POTENTIAL MELTING CRYSTALS! 
SOURCES OF PROFIT 


HALITE mevts 
HARD -PACKED 
SNOW AND ICE 
FROM .. LIKEWISE 


DRIVEWAYS FOR THE 








DOES THE 
SAME FOR 


NEEDS A BAG OF HALITE 
IN THE CAR...IT GIVES 
INSTANT TRACTION ON 

SNOW AND ICE! 


PssssT/ 
THE PROFIT PER BAG 
OF HALITE is 
HIGHER THAN FOR 
MOST OTHER ITEMS 


BEST OF ALL, 
THE WHOLE 
GANG OF US WILL 


se... HALITE 
FOR YOU! LOOK 
yessirnee! HALITE’S FOR THE ADs! 


QUICKER, AND IT GAVES 
YOUR. TICKER! 


§T’S A FACT: Every customer you have needs Sterling Halite Melting Crystals 

\ when there’s ice and snow on the ground: For driveways, walks, steps, and a bag ‘q (> 
in the car for emergencies. And this winter, all your customers will know about iy 
Halite. A big newspaper cartoon campaign is going to tell them how Halite saves J _ 
work .. . saves time... prevents accidents . . . and how little it costs. This is c 
advertising your customers will see, read, and remember. It will bring them into 
your store for bag after bag of Sterling Halite. So order now: Halite comes in 
10-Ib. bags (6 to a bale), and 25- and 100-Ib. bags. Check your wholesaler or ware- 
house today. P.S. This winter, use Halite yourself—to keep your sidewalks and 
driveway clear and safe! 


STERLING HALITE?® mettine crystats 
Product of International Salt Co., Inc. 


Meinng Crystols 
FOR CE & SOW REMOVAL 


Melts MORE Ice 
FASTER! 





RON IE MONS OW 33) BOA 








BUILDING PropucTs MERCHANDISER Circle No. 186 on Coupon, page 282. 








MANUFACTURER NEWS 


(begins on page 229) 





Wilmington, LIL; oye wwe Tenn. ; 
Cincinnati, Ohio; Middleton, Ohio; 
Houston, Tex., and Perth Amboy, 


a%. 


Formation of Medicine 
Cabinet Mfgrs. Assn. 


At a meeting held in Chicago 
recently, eight manufacturers for 
mally organized the Medicine Cabi- 
net Manufacturers Association. 
Charter members of the new or 
ganization are: Grote Mfg. Co., 
Hy-Plane Mfg. Co., Ideal Cabinet 


Corp., F. H. Lawson Co., Miami 
Cabinet Div. of The Philip Carey 
Mfg. Co., National Steel Cabinet 
Co., The Charles Parker Co. and 
Premier-Hall Mfg. Co. 

The products of the industry are 
defined as metal cabinets with in 
terior shelves, metal and/or mir- 
rored doors, lighted or unlighted, 
for recess mounting and primarily 
designed for medicine and bath- 
room supplies, but specifically ex 
cluding cabinets commonly re 
ferred to as “surface mounted.” 
Hunter-Thomas, Associates, 2130 
Keith Bldg:, Cleveland 15, Ohio, 
was engaged to manage the affairs 
of the group. Any inquiries should 
be directed to that address. 














“GALVANNEALED” FARM FENCE — Noth 
ing can touch Mid-States Galvannealed for 
long life, ability to last. It's triple-wrapped, 
heavily-crimped—built to resist expansion 
and contraction. Through a special heat proc 
ess, the copper-bearing wire has a thick 
coating of protective zinc tused into the steel! 


GOOD BUY FOR THE FARMER! 
GOOD DEAL FOR THE DEALER! 





HEXAGON NETTING—Unrolls 
flat, does not buckle or cur! be 
cause it is constructed with a re 
verse twist at the junctures of the 
wire strands, Made in | and 2 inch 
mesh. Galvanized before weaving 
Available in 150 ft. rolls 


CRAWFORDSVILLE 
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INDIANA 





MID-STATES 


Steel & Wire Products 


“GALVANNEALED” BARBED WIRE — 
Stays on the job long after ordinary galva 
nized wire must be replaced. Made of copper 
bearing wire with protective zinc fused into 
the steel. Barbs well-pointed and uniformly 
spaced on evenly twisted cables. Types and 
weights available for all needs. 








MID-STATES STEEL WIRE 
NAILS—Made from full-gauge, 
open hearth, copper-bearing steel. 
They're strong, well pointed, uni 
form and have well-centered heads 
that won't fly off or break. Bright, 
blued, cement coated or galva 
nized finishes, packed in 100 
pound cartons. 


ja * 


el 


MID-STATES STEEL AND WIRE COMPANY 


FLORIDA 


JACKSONVILLE 





NOVEL WAY of installing its Sealglas alumi- 
num foil blankets has been discovered by 
Sealtite Insulation Mfg. Corp., Waukesha, 
Wis. Installers are equipped with aluminum 
stilts for easy navigation. A Seattle contractor 
reports one installer can install 1,500 square 
feet a day with the use of the novel aluminum 
stilts (above). 


Architectural Woodwork 
To Hold Chicago Meeting 


The 4th annual convention of the 
Architectural Woodwork Institute 
will be held in Chicago at the 
LaSalle hotel, October 18-19. The 
meeting is expected to attract near- 
ly 500 special millwork manufac- 
turers and their suppliers. It will 
take place at the same time as the 
annual convention of the National 
Hardwood Lumber Association, 
which is also meeting in Chicago. 
Many sustaining members of AWI 
are also members of that group. 


Pack River Will Handle 
Crestbrook Timber Sales 


Pack River Tree Farm Products, 
Spokane, Wash., has been appoint- 
ed to handle sales in the United 
States of forest products manufac- 
tured by Crestbrook Timber, Ltd., 
Cranbrook, B. C., according to gen- 
eral sales manager W. F. Stewart. 
Crestbrook Timber operates seven 
sawmills and four planing mills, 
as well as dry kilns and other 
facilities. 

In addition to Crestbrook Tim- 
ber, Ltd., Pack River also manages 
forest products sales for North- 
west Timber Co., Coeur d’Alene, 
Idaho; Pack River Lumber Co., 
Sandpoint, Idaho; Thompson Falls 
Lumber Co., Thompson Falls, 
Mont.; Mount Spokane Lumber 
Co., Mead, Wash., and Creston Saw- 
mills, Ltd., Creston B. C. A sepa- 
rate division of the Spokane firm, 
with T. A. (Ted) Huetter as sales 
manager, handles sales of Tenex, 
interior wafer panels being manu- 
factured in Pack River Lumber 
Co.’s new plant at Sandpoint. 

(continued on page 234) 
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COMMEMORATING OUR 


ANNIVERSARY 
Ohare fas been Sawing Wed Sie Ve 


The original Ozan Lumber Company 18 
wood at Prescott, Arkansas, 65 years ago. 1 
succeeding changes and mergers, the enterpri 


Lumber Company with its principal mill at Graysonia, Arkans 


The present Ozan Lumber Company was organized at Pr 

with which Ozan-Graysonia later merged. Operatior have beer 
tinually expanded with additional saw mills at Delight and Rosboro, Arkansa 
Today, plans are under way to concentrate manufacturing at Prescott whe 
a new mill of 30,000,000 board feet annual capacit is to be built, embr 


Swedish type equipment for high efficiency 


Adequate sustained timber supply is assured by approxim 
of forest lands operated under Ozar ell-established 
program, augmented by neighboring Tree Farm h 


company actively promotes 


Ozan manufactures Arkansas Soft Pine exclusively. A superior qualit 
shortieaf, its outstanding advantages are soft texture, freedom from pit 
light weight, bright color, nail-holding power, ease in working, decorati 


figure and affinity for paints and finishes 


Ozan’s methods specialize in straight lumber, 100° 
graded. Production embraces every item fri 
satin-like interior trim, mouldings and pir 


SPIB Grade-Mark and Arkansas Soft Pine ree 


R COMPANY 
.@) 


ARK AWN 


, 
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Two Manufacturers 
Open New Warehouses 


Two manufacturers announce the 
opening of new warehouses, One, 
the Kaiser Aluminum & Chemical 
Sales, Inc., has established a new 
warehouse near Harrisburg, Penna., 
to facilitate the distribution of 
Kaiser Aluminum consumer prod- 
ucts in the northeastern states. 
EK. J. Jordie, who has been with the 
company since 1952, has been ap- 


pointed supervisor of the Harris- 
burg warehouse, which covers 
14,400 square feet. 

Marsh Wall Products, Inc., re- 
ports the opening of a new ware- 
house in Atlanta, Ga. Centrally 
located, the facility will enable the 
company to give overnight delivery 
service to most points in the south- 
east, according to John J. Marsh, 
sales manager. The building has an 
area of 7,200 square feet. Donald 
L. Harrison is warehouse manager. 
Recently, Marsh Wall Products es- 
tablished a new warehouse at 
Dallas, Texas, as headquarters for 
its southwest division territory. 


THE STREETS of your community reveal a good deal about 


you! They show whether—in the sale of building materials 


—you have stressed price or worth. . 


. whether you have 


sold along the lines of least resistance or had the foresight 


to “trade up” your customers to products of lasting 


quality, beauty and function. 


Your reputation is based on quality. In the final anal- 


ysis, so is your profit. Red cedar shingles and machine- 


grooved shakes—being the genuine article—assure both 


your reputation and your profit. 


RED CEDAR SHINGLE BUREAU 


5510 White Building, Seattle 1, Woshington 
550 Burrord Street, Vancouver 1, B.C 
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MEET AL LUMINUM, Kaiser Aluminum 
Company's talking robot, which will be one of 
the feature attractions during Kaiser Aluminum 
Day ceremonies at the 7th Annual National 
Metal Awning Association Convention-Expo- 
sition, January 11-14, at the Hotel New 
Yorker, New York City. The convention will 
feature three major selling-at-a-profit shirt- 
sleeve clinics and 100 exhibits. 


Dant and Warnock 
Form New Company 


Robert E. Dant and D. M. War- 
nock, both formerly vice-presidents 
of Dant & Russell, Inc., Portland, 
Ore., announce the formation of 
Dant and Warnock, Inc., a new com- 
pany located in Menlo Park, Calif. 
Manufacturer and wholesaler of 
ponderosa pine and allied species 
lumber, moldings and _ millwork, 
Dant and Warnock will operate two 
molding plants at Redding, Calif., 
and Klamath Falls, Ore. It will also 
handle the output of Heppner Pine 
Mills, Inc., Heppner, Ore., High 
Sierra Pine Mills, Inc., Oroville, 
Calif., and White Swan Lumber Co., 
White Swan, Wash. 

Robert E. Dant is chairman of 
the new company; D. M. Warnock, 
president. 





COMPANIES ANNOUNCE 





Formation of a Wood and Construc- 
tion Section as part of its technical 
service and development has been 
announced by The Dow Chemical Co., 
Midland, Mich. George E. Olson, for- 
merly with Dowicide Sales, has been 
named to head the new section and 
associated with him will be H. M. 
Tobey and H. A. Huber. In announc- 
ing the new group, vice-president 
Donald Williams said the section will 
be responsible for the development of 
applications for both new and estab- 
lished chemicals in the wood and 
construction fields. 

(continued on page 236) 
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Minnesota 


PAINTS 


Means MERCHANDISING 


Now ready to help you sell...the 
hottest new colors of 1956 


enamels, plus the Minnhue Color System of 294 
easy-to-prepare colors, you're ready to do busi- 
ness with the products and service they want 

Minnesota’s complete merchandising program 
includes everything from colorful direct mail 
pieces to special promotions and a Color Plan 
ning Studio equipped and ready to give a cus 


e What are the ten most popular colors for 1956? 
The ten most asked for? The ten easiest to use? 
The ten most talked about? 

Minnesota Paints’ merchandising for 1956 
capitalizes on color to the “‘nth” degree . . . gives 
you individual campaigns based on each of the 
questions asked above . . . campaigns designed 


This mall program features “colors 
for "56". Each folder sontains ten 
favorite colors based on consumer 
survey. 


to bring color-conscious customers into your 
store ready to buy. With Minnesota’s complete 
line of interior and exterior paints, varnishes and 


Big, colorful posters tie-in at point of 
sale. For window or in-store display. 
Veorious sizes. 


tom planning service. 


Here’s a program that means action! Step 
number one: mail the coupon below! 


Displays of all 
types ore ready to 
work for you 

to catch the eye 
to start the sole 


LE Sawren & SOM Owe 


Big, dramatic signs for highway, for 
sore are included in Minnesota's 
complete merchandising show 





294 consumer 
preferred colors 
in @ compoct, in 
dexed color chip 
cabinet—for in 
teriors, exteriors 


PLUS- 


®@ Color Pianning Studio 
© Architects, Contractors Promotions 


@ industrial Promotions 

@ School Boord Promotions 
© Farm Promotions 

© Special Promotions 


Newspoper mats, radio scripts, product 
Wterature of all kinds keep selling in 
many ways 


Ingenious, new, 3-di plaques 
can be wed in a variety of ways, 
take little space. 














MINNESOTA PAINTS, INC. 
FORT WAYNE ATLANTA 1101 THIRD STREET SOUTH 
\ MINNEAPOLIS 15, MINNESOTA 


innesota 
PAINTS 
/ 


OKLAHOMA CITY 


MINNEAPOLIS 





@ Please send me the Minnesota Paints 
MERCHANDISING atory 


Name 


Address 





State 
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The Stanley Works has appointed 
James F. Roche as director of public 
relations and Edward C. Benfield as 
manager of publicity... . Roche will 
be at the company headquarters in 
New York and Benfield at the firm’s 
main offices in New Britain. 


American Window Glass Co. has ar 
ranged to move its executive head 
quarters, on or about October 1, from 
ite present North Side Pittsburgh ad- 
dress to the Farmers Bank Building in 
downtown Pittsburgh The newly 
rented space will be redesigned and 


Pot-1 (- (=) 


OVERHEAD SECTIONAL 
GARAGE DOORS 


COMMERCIAL 


’ 


STURDY 











TRILINE 


LEVELINE 


fully modernized with central air con- 
ditioning and fluorescent lighting. The 
lease covers approximately 10,000 
square feet... . Election of Stanley J. 
McCarthy as vice-president and ap- 
pointment of Claude A. Potts as gen 
eral sales manager has been an 
nounced by Frank Hoke, president of 
Holeomb & Hoke Manufacturing Co., 
Indianapolis. Holcomb & Hoke manu- 
facture fabric-covered folding doors. 


On the retirement of John Patter- 
son, the Adams & Kelly Co. of Omaha, 
Nebr., has announced the appointment 
of Willard C. “Bill” Galliart as sec- 
retary-treasurer and manager of the 
company, and Chester W. “Chet” 
Winslow as assistant secretary-treas- 
urer and assistant manager. Bill 


Every Calder door 
con be equipped 
with extension of 
tersion springs and 
con be electrically 
operated ond rodie 
controlled. 


foto} fe Cad ws MANUFACTURING CO., Lancaster 4, Pa, 
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Galliart was the former sales promo- 
tion manager of Carr, Adams & Col- 
lier Co., Dubuque, la., manufacturers 
of Bilt-Well Woodwork 

ment of H. H. Whittemore as general 
sales manager of the Building Ma- 
terials Div. of The Flintkote Co., New 
York, is announced by I. J. Harvey, 
Jr., Flintkote president. Whittemore’s 
association with Flintkote began in 
1929 when he joined the company’s 
Western Sales Div. in Chicago, 


Ober Hoar 


Atlas Plywood Corp, has named 
Francis H, Hoar as controller and 
appointed Richard T. Ober executive 
accountant, according to an announce- 
ment made by Robert A. Muller, 
president, Both positions are new and 
are a part of the corporation’s cur- 
rent reorganization and expansion 
program. 


Walker Hamilton has been appoint- 
ed a special consultant to the Forest 
Products Div. of Olin Mathieson 
Chemical Corp., Robert H. Evans, vice- 
president and general manager of that 
division, has announced. Hamilton, 
who recently retired as president of 
Riegel Paper Corp., will act as advisor 
to the division for a contemplated ex- 
pansion of its kraft pulp and paper 
producing facilities at West Monroe, 
La. ... Appointment of Richard L. 
Scherbacher as advertising and pro- 
motion manager of Pomona Tile Manu- 
facturing Co., Los Angeles, Calif., is 
reported by president Drew Schroeder. 
Scherbacher succeeds Robert Rexroad, 
promoted to administrative manager 
of Pomona Tile. 


———— 
> 


y 
i 


ACME STEEL president, Fred M. Gil- 
lies, wields shovel at ground-breaking 
ceremonies for Acme’s new $1,500,000 
office building, Riverdale, Ill. With 
Gillies are J. M. Davis, president, La- 
Salle Construction Co.; Carl J. Sharp, 
Acme board chairman and G. C. Ditt- 
man. Schmidt, Garden and Eriksen, 
building architects. 
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Very Impressive Profits 
are yours when you sell 
the line that’s famous 

for quality everywhere! 


Consistently advertised in the nation’s buy-minded 
publications, K-V fixtures are the most-asked-for line of 
their kind. Customers prefer K-V’s lifetime sturdiness 
and beauty——virtues you will find most rewarding, too, 
in year ‘round profits and sales action 


K-V ... FIRST IN CLOSET FIXTURES 


Roomy K-V 552 Purse Rack View-all K-V 575 Tie Rack 


K-V ... FIRST IN KITCHEN FIXTURES 


Slide-away K-V 793 Towel Rack Easy-glide K-V 790 Pan Rack 


K-V ... FIRST IN BUILT-IN FIXTURES 


self-selling all-in-one 
Shelf assembly packages 


Easy to follow illustrated 
instructions on the boxes 
which contain a complete set 
of standards and supports for 
either open or set-in 


shelves for every use 


K-V 80 Standards 
with K-V 180 Brackets 


a 


K-V 233 Standards 
with K-V 239 Supports 


DO-IT-VOURSELF profits, 
too, from K-V Drawer Slides and 
K-V Sliding Door hardware. 


Check stock and stock up on 
the K-V fixtures folks will be 
asking for at your store! 


KNAPE & VOGT MPG. CO., 


GRAND RAPIDS, MICHIGAN 


Circle No, 99 on Coupon, page 282. 
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WINDOW MATERIALS 


the YEAR ROUND! 


Different 
Materials in handy 
do-it-yourself 


ROLLS 





Wide Selection 
to MEET 
EVERY NEED! 


Nu-V-Glass 

4" cotton mesh 
Vue-Lite 

4‘ economical cotton 
mesh 

Crystal-tite 
Extra-heavy, clear 
Cleer Plastic 

Medium weight 
Giaz-Screen 
\4'‘galvanized wire mesh 
Glaz-Screen 

10-mesh galvanized wire 
Glaz-Fabrik 
Paraffin-impregnated 
cotton 

Roll-O-Lite 


\“" cotton mesh 


CHICK HOUSES 


With SOL-O-LITE “ROLL GOODS" 
you sell to three big markets 
farm, home and industry. This low- 
cost, weather-tested glass substitute 
is in steady demand for: porches 
chick houses, farm outbuildings, storm 
doors and windows, greenhouses, fac 
tory and warehouse sky-lights, build- 
ings under repair or remodeling, sum- 
mer houses, m ox Boal etc. Outstanding Complete 
“do-it-yourself” appeal at popular low merchandising support 
prices assures steady sales and fast ‘*!¢* literature, free ad 


mats, point-of purchase 
turnover. displays, etc 


Order from your jobber, or write direct 


SOL-O-LITE 


LAMINATING CORPORATION 
4301 W. North Ave e Chicago 379, Ill 


Circle No. 100 on Coupon, page 282. 





NEW Bateiil@ as 


SentryLock Assembly 


Sargent & 
Lock assembly permit 
out of the dealer’s stock 
component 
latches and aligning 
tocked separately and 
embled to meet 


Company's new Sentry 
custom designs 
Sentry Lock’s 
knobs, 


tubes 


roses, 
may be 
quickly as 
customers’ require 
ments. Five different latch assemblies 
combined with various knobs—plain, 
cylinder, turn button, push button, coin 
lot button and emergency knobs—pro- 
vide 18 different functions. Five knob 
designs and 15 rose designs, including 
everal for 5” lockset may be 
combined to provide 75 lockset designs. 
The SentryLock is also available in 
complete basic stock Sargent & 
Co., Dept AL, 40 St., New 
Haven 9, Conn 
Cirele Ne 


basic 


use, 


sets 
Water 


241 on Coupon, page 282 


Foamflex Doorstrip 


Mortell Foamflex doorstrip comes 
attractively packaged in one 3’ length 
and two 7’ lengths——more than enough 
material to weatherstrip an average 
door on both sides and at the top, 
it is said, This new weatherstrip for 
doors is made with 4%” x %” clear 
beveled wood molding, to which has 
been bonded a leading edge of closed 
cell vinyl foam. J. W. Mortell Co., 
Dept, AL, Kankakee, II] 


Cirele No, 242 on Coupon, page 2862 


Exterior Door Unit 


A complete exterior door unit ready 
for installation in a conventional home 
has been added to the packaged E-Z 
Dor interior flush door unit line. The 
new exterior package includes inside 
and outside casing, finished and fitted 
exterior door, weatherstripped frame, 
sill and threshold and fitted aluminum 
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combination storm door, Twenty-eight 
designs of lights and decorator trim 
are available for the door in the ex 
terior package unit in standard sizes 
Continental Millwork Corp., Dept. Al 
300 W. Ewing, South Bend, Ind 
Cirele No, 243 on Coupon, page 282 


Basement Window Buck 


Introduction of a new steel window 
buck is announced. The bucks consist 
of an inner and an outer shell and are 
available for three sizes of windows: 
15” x 12”, 2-light; 15” x 16”, 2-light; 
15” x 20”, 2-light. The inner shell 
may be interchanged for use in 8”, 
10” and 12” walls. The bucks are used 
(1) where foundation concrete is 
poured above the windows, or (2) 
where concrete is poured to top of 
window only. Gabriel Steel Co., Dept 
AL, 13700 Sherwood Ave., Detroit 12, 
Mich. 


Cirele No, 244 on Coupon, page 282 





Aluminum Snow Shovel 


A new, all-aluminum snow shovel 
with the intriguing name, Admiral 
B-R-R, has been added to the expand- 
ing Gardex line of winter tools, Sturdi 
ly built and lightweight, it has a steel 
socket and wearing edge. Blade size 
is 18” x 14%”, The Northern Light is 
another new Gardex item—an alumi- 
num pusher with Gardex hickory han- 
die, mahogany stained. Blade size, 18” 
x 12”. Gardex, Inc., Dept. AL, Michi- 
gan City, Ind. 


Civele Ne. 245 on Coupen, page 282 


Seple mober 
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Shadowline Window Wings 


Contemporary panels, Shadowline 
Window Wings are made of wrought 
iron, to be installed like shutters. They 
can be installed in a few moments 
with a screwdriver and require no 
maintenance, it is said. They are fur- 
nished in black, but can be painted in 
any color and are available in three 
patterns: classic, contemporary and 
trellis. Shadowline Window Wings 
are 13%” wide and come in four 
lengths. Cumming Tools, Inc., Dept. 
AL, 501 E. 18th St., Kansas City 8, 
Mo. 


Cirele No. 246 on Coupon, page 282 


Jet Rocket Hammer 


New Jet Rocket hammer made by 
True Temper Corp. maintains features 
of the original Rocket hammer. Tubu 
lar steel handle made from a special 
boron alloy developed by the Timken 
Roller Bearing Co. Cushion grip ab- 
sorbs arm shocks; streamlined bell 
face head is locked forever to handle. 
Head and grip are finished in jet black 
to contrast with chrome-plated handle 
and red label. True Temper Corp., 
Dept. AL, 1623 Euclid Ave., Cleveland 
15, Ohio. 

Circle No. 247 on Coupon, page 282 


Calking Compound Cartridge 


The Armstrong Company announces 
a new Flow Control calking compound 
cartridge. The manufacturer states 
that the new cartridge is equipped 
with a diaphragm action retractable 


(continued on page 241) 
AND 
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Cut installation time 


COMPLETE \ By WEATHERSTRIP 
PaE-ASSEMBLED \ AND 


Includes aluminum jamb SASH BA LA M C E 


cover, steel flocked 
spring balances, spring 
covers. COVERS RIVETED 
PERMANENTLY. 


One piece for each side of double hung 
window! Just fasten the sash and the job is 
done. Installation time is half! Speeds window 
production, too! Increases profits! Complete 
range of sizes for all frame openings! Gives 
silent dependable operation plus tightest 
possible seal. Check with us today for prices. 





IMMEDIATE DELIVERY! 








SEND FOR THIS 
(6) Sj 


FREE CATALOG! + 
. Ff vA 4) j 


» Pio! = 
CENTRAL METAL STRIP CO. - 


y * : 
4343 N. WESTERN AVENUE ¢ CHICAGO 18, ILLINOIS \“S JUniper 8-8036 
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(ACME) ouauine 


BY-PASSING DOOR HARDWARE 


‘We ah. 
FASTEST TURNOVER 
with half the inventory’ 


We've reduced stock — increased 
profits—with ACME DUALINE 
Interchangeable Hangers for both 
%” and 1%” By-Passing Doors 








These are the things 


of which sales are made 




























These quality features in the 
NEW ACME DUAL PURPOSE 
HARDWARE mean cleaner profits 
for us...and customer satisfac- 
tion. 


OR 
GARAGE DOORS 





SOLID ALUMINUM TRACK — jump 
Proof, Rust-Proof. Provides extra 
quiet, fingertip operation 

NYLON WHEELS — Permanently lubri 
cated for silent, efficient, lifetime 
service 

















engl LOW HEADROOM—Only 114” required 
(ACME) between door and header 
my id ADJUSTABLE SIDE MOUNT HANGERS 
y. al ws pear 7 —Made of zinc lusteron plated steel 
pacthany 7 Slotted for easy, accurate adjust 
coor roe & 
imstacanion ment 
“ALL-IN-ONE” No. 110 Adjustable 
The litthe extra that makes the difference Nylon Floor Guide included with 
race each set 
between the commonplace and _ the OUT- (ACNE) 
STANDING nanees 0008 Get full details from your 
On aban jobber. Agk him about 
, ‘ : 6 ve 0008 fon 1% * : é 
Ihe additional quality that assures longe: a Sales Dis; Jays, or write... 





years of SERVICE 

Ihe greater distinction of design that swells 
the pride of ownership 

These are the things of which Raynor Doors 


are made 


Enjoy the greater profits of the faster moving 
quality items the things of which sales are made. 


pYNOR 





RAYNOR MANUFACTURING CO 
DEPT. A.L. DIXON, ILLINOIS 


Please send me FREE Raynor Literature 








Name 

Address — City _—____ ACME APPLIANCE MANUFACTURING CO 

ET te State é TH RAYMOND AVE ASADENA AL 
© 1956 Acme Applionce Manvtecturing Co 




















Circle No, 103 on Coupon, page 282. 
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plunger. It provides immediate release 
of pressure, which stops the flow of 
calking compound when plunger rod 


on gun is disengaged. The dual com- STANLEY 


partment plunger also provides for -_ 


expansion and contraction of the calk i, , 
ing compound when stored in high or B Ko 
low temperautre. The new cartridge UHL ays 


may be used in any standard cartridge 

gun, it is said. The Armstrong Co., first CAVER \ 
Dept. AL, 1001 E, 103rd St., Chicago yR D \ 

24 Ti wont Ive Na 
Cirele No. 248 on Coupon, page 282. md e 
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For Dual Open ng Fireplaces 


For Dual Opening Fireplaces N a d a li 
Dual opening fireplaces, with a view ew saw a e to ine 

of the fire from two rooms, have be 

come very popular, Heatform, Model 6 a” H68 onl 64 95 

D, with heating chambers above and 2 w :@,.8 y ° 


below the firebox, connected by air 
heating passages at each side, was 
developed to lend itself to dual-open- 
ing fireplace construction. The unit is 


shipped with a square end steel bar ba , = 
fuel grate made ofe% ” bars for wood This is Stanley's H68, a 6-1/2” companion to the new line of 


burning only. For cool air inlet and heavy duty builders saws. H68 cuts a 2 x 4 at 45° and 2-3/16" 

warm air outlet, the manufacturer’s at 90°, It has ball bearings throughout and every other work 

standard aluminum grilles may be saving feature of the new 6”, 7” and 8” Stanley saws 

used and painted to blend with the H68 has the “Ffree-Start’’ Guard that never sticks at any 

wy eet A Superior Fireplace Co., Dept. angle of cut and gives maximum blade coverage, H68 has the 

Sa pree E. 15th St., Los Angeles 21, Motor-Saver Drive that protects saw motor against shock 
ee caused by striking foreign objects like nails, etc, And H68 

costs only $64.95, Free display packed with each H68 


NOW 4 SAWS AT LOW PRICES 
8” H85 now only $79.95 
7. H70 now only $69.95 
642" H68 now only $64.95 
6” H65 now only $59.95 


Your Stanley Electric Tool 
distributor has the complete 
line now. See him. Ask about 
the display stand, as shown 
here, that can be yours ab- 
solutely free 


Standard Duty Lockset 


Following up its entry into the cy- 
lindrical lockset field with the low-cost 
Baronet series, Independent Lock Co. 
is introducing the ILCO Aristocrat, a 
standard duty lockset designed for helps, STA N a ft Y 
higher-priced residential and light 
commercial applications. With an all 

(continued on next page) 
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Let’s talk about 
termites! 


it's not a pleasant subject. But it’s a subject you 
shouldn't dodge if you're about to build an indus- 
trial structure or a new home. For every year ter 
mites ruin millions of dollars’ worth of wood. 


Termites feast on cellulose, the vital part of wood. 
They usually attack buildings through the founda 
tions. They are relentless in their search for food 
Like animated drills, termites will even bore 
through plaster and mortar to get to the food they 
want 


Discouraged? Don’t be! For chemistry provides 
wood with effective termite protection. This treated 
wood is called Wolmanized® lumber. Deep, thor 
ough pressure-treatment with a chemical preserva 
tive protects this wood. If termites try to eat 
Wolmanized lumber, they sign their own death 
warrants. 


Wolmanized lumber is protected against rot as well 
as termites, And this all adds up to longer service 
life. As for extra cost, it's a token amount when 
you consider the cost of one average repair job due 


to rot or termite damage 


Show this advertisement to your architect and 
builder, They will help you use Wolmanized lumber 
to the fullest advantage. They know where termites 
strike; they know which parts are most vulnerable 
to rot. Meanwhile, send for free booklet. It tells 
why Wolmanized lumber is so widely used. Koppers 
Company, Inc., Wolman Preservative Department, 
Pittsburgh 19, Pennsylvania 


SEND FOR FREE BOOKLET 


Koppers Company, Inc., Wolman Preservative Dept. 
1301-N Koppers Building, Pittsburgh 19, Pennsylvania 


Send me a free copy of your illustrated booklet on Wolmanized lumber 


Name 
Company 


Address 





LUMBER 


Circle No. 178 on Coupon, page 282. 
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steel] mechanism, solid brass 5-pin 
tumbler cylinder, the new lockset fea- 
tures screw-on roses on both sides. 
Available in wrought brass, bronze or 
aluminum. Maximum versatility is in- 
sured by the availability of 2%”, 5”, 
7” or 10” backsets. Independent Lock 
Co., Dept. AL, Fitchburg, Mass. 
Circle Ne. 250 on Coupon, page 282. 


.- 


Metal-Cane Inserts 


The Visador Company announces 
a new metal-cane insert ventilating 
grill in prefabricated frame for use 
in 1%” or 1%” closet, heater and 
utility-room doors and is also avail- 
able in cabinet and pantry-door thick- 
nesses. Moldings of gum, beech, oak 
and mahogany are designed to match 
the regular line of Visador prefabri- 
cated door lights and louvers. The 
metal-cane inserts are perforated 22- 
gauge bright steel providing 45% free 
air space, it is said, and are manu- 
factured in 28 standard sizes. The 
Visador Co., Dept. AL, 8500 Sovereign 
Row, Dallas 1, Tex. 

Cirele Neo. 251 on Coupon, page 282. 


Facing for Concrete Block 


Vitricon, a new facing for concrete 
block, offers builders a durable, highly 
decorative wall finish. Simply sprayed 
on the block face, the cold glazed 
cement mixture becomes an integral 
part of the block without bonding, 
baking, or pressure casting. It can be 
either factory-applied to block, or site- 
applied to wall by skilled applicators, 
states the manufacturer. Site-applied 
to a block wall, Vitricon cold glazed 
cement finish costs approximately 60¢ 
a square foot, including labor, it is 
said. The Cinerete Corporation, Dept. 
AL, Long Island City, N. Y. 

Cirele No. 252 on Coupon, page 282. 
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Sapolin Metallic Sprays 


New gold leaf and chromium effect 
coatings sprayed from an aerosol con 
tainer are said to give any surface a 
new and lasting metallic finish. New 
Sapolin metallic sprays used on both 
bare and worn nl: otc give a smooth, 
even finish that can withstand hard 
wear, it is claimed. The gold ieaf effect 
is said to be ideal for use on frames, 
lamps, ete. Both metallic sprays dry 
to the touch in just five minutes, 
reports the manufacturer. Sapolin 
Paints, Inc., Dept. AL, 229 E. 42nd St., 
New York, N. Y. 


Cirele Ne. 255 on Coupen, page 282 


Duo-Claw Hammer 


Duo-Claw Hammer is a new all- 
purpose hammer designed to save time 
by eliminating the need for an extra- 
leverage block for pulling heavy nails. 
Smoothly finished hickory handle. Head 
is heat-treated to a tool steel hardness 
and finished to a very smooth chrome- 
like finish. Handle is permanently se- 
cured in head with two zinc-plated 
wedges. A. Cripe Tool Mfg. Corp., 
Dept. AL, Box 155, Holly, Mich. 


Cirele No. 254 on Coupon, page 282. 
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Koppers promotion stimulates end use 


of Wolmanized pressure-treated lumber 


Wolmanized’ lumber treaters 


@ ATLANTIC GULF & PACIFIC CO. 
Monila, P. | 

© AUGUSTA WOOD PRESERVING CO. 
Augusta, Georgia 

@ CAPE FEAR WOOD PRESERVING CO. 
Fayetteville, North Carolina 

© COLUMBIA WOOD PRESERVING CO. 
Columbia, South Caroline 

COX WOOD PRESERVING CO. 
Orangeburg, South Carolina 


© CROSS, AUSTIN LUMBER TREATING CORP. 


Brooklyn, New York 

© DANTZLER LUMBER & EXPORT CO. 
Jacksonville, Florida 

* DARBY WOOD PRESERVING CO. 
Statesboro, Georgia 

© EPPINGER & RUSSELL CO. 
Eddington, Pennsylvania 

© EPPINGER & RUSSELL CO. 
Norfolk, Virginia 

© FOLLEY WOOD PRESERVING CO. 
Sumter, South Corolina 

@ GREENVILLE WOOD PRESERVING CO. 
Greenville, South Cerolina 

@ HONOLULU WOOD TREATING CO., LTD. 
Honolulu, 1. 


© JOSLYN MFG. & SUPPLY CO. 
Chicago, tilinois 

© LONG-BELL LUMBER CO. 
Longview, Washington 

oe WM. C. MEREDITH CO. 
East Point, Georgia 

@ MIAMI WOOD TREATING CO. 
Coral Gables, Florida 

oT. 8. MILLER MILL CO. 
Brewton, Alabame 

© OLIN MATHIESON CHEMICAL CORP 
Frost Forest Products Division 
Shreveport, Louisiona 

© POPE & TALBOT, INC. 
Portland, Oregon 

© ROBBINS MANUFACTURING CO. 
Tampa, Florida 

@ SHERWOOD TREATING CO. 
Winston Salem, North Carolina 

© TIMBER PRESERVERS, LTD. 
Hew Westminster, 8. (., Canada 

@ TUCSON PRESSURE-TREATING CO. 
Tucson, Arizona 

@ WEST COAST WOOD PRESERVING CO 
Seattle, Washington 

® WOOD PRESERVING CORP. OF BALTIMORE 
Baltimore, Maryland 


KOPPERS PRESSURE-TREATING PLANTS 


© OFRVILLE, ON 
© PORT MEWARK, WI 
© WAUMA, OFfG0N 
© WILMINGTON, CALIF 


© GAINESVILLE, FLA 

@ HOUSTON, TEXAS 

© WASHUA, HLH 

@ WORTH LITTLE ROCK, Age 


@ DENVER, COLO 
@ EVERETT, WASH 
@ FLORENCE, §. € 
@ FORDYCE, ARK 


© ADELAIDE, PA. 
@ BALTIMORE, MO 
© CARBONDALE, ILL 
@ CROSSETT, ARK 


For full information and illustrated booklet on Wol 


Manorstone Gets New Design 
A fresh new approach to the design 
of new Manorstone insulating siding 
is in keeping with Bird & Son’s na- 
tional roofing and siding promotion on 
color, in attempting to show the home- 
owner it is easy to exterior decorate 
his home—with accent on roof and 
siding colors. The important develop 
(continued on page 245) 


manized lumber, write to your nearest treater, listed 
above, or directly to Wolman Preservative Department 


WOLMAN PRESERVATIVE DEPARTMENT 


KOPPERS COMPANY, INC. 


1301-N Koppers Bidg., Pittsburgh 19, Pa. 
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BUILDERS HARDWARE 


for the EXTRA QUALITY touch! 
BUILDERS HARDWARE / —_ "A FEW OF THE MANY ITEMS IN THE IVES LINE OF BUILDERS HARDWARE” 


“\ ee amass 
wyotin 


154 : ADJUSTITE Junior 
FLUSH LIFT 
530 


108 
~ 22 TRAMZOM CUPBOARD TURN. 375 BLIND 


“"WEATHER-TITE” 
SASH LOCK BAR LIFT FLUSH LIFT asians CHAIN CATCH HOLDBACK 


- - ; 
V seem ake 0 
_— ; 90? MORTISE BOLT 
LETTER BOX 


287 470 CHAIN GUARD 
HOUSE PLATE 
ADJUSTER 68 


== 54 —— 
, FASTENER 61 436 
i. DOOR sToPs 
OPERATOR aS 
~ ‘ 
—_ © 350 
257 410 
ADJUSTITE 19 EXTENSION PULL 


“AUTOMATIC TOP CLOSER” Io FASTENER FLUSH BOLT 752 = 


ennes REE Om “se 
ANGLE DRIVE OPERATOR “ORDER from your Wholesaler” MAIL BOX 


Ss IVES COMPANY... NEW HAVEN, CONN. 


Cirele No, 104 on C onpon, page 282. 





























7 BESSLER 


DISAPPEARING STAIRWAY MODELS 
PERFECT CHOICE FOR 


. fo meet EVERY need! LUMBER YARDS 
and SMALL SHOPS! 














AS LOW AS 


A Méoium size, wedge-adjusted planer 
which is widely used in nearly all 
00 phases of the wood-working industry 


Equipped with sectional feed roll, sec- 
tional chip-breaker and four driven 
Generous Trade rolls which permit planing pieces of 
varying thickness without danger of 
Discounts! kick-back. Has built-in knife 
grinder, variable speed, in- 
P stantaneous control of lower 
Write for rolls, instantaneous mi- 
crometer control of 
Free Catalog pressure ber, shearing 
ber and other 
and Wall Chart highly desirable 
features. Sturdy 


BESSLER semi-steel cast 


DISAPPEARING we ews 
STAIRWAY CO. 8". A real pre- 
FREE CATALOG manlbe of aus. 
AND a 1900-8 East Market St erate price. Write 

Akron, Obie for descriptive 


WALL CHART \ bulletin—No. 54 


BESSLER DISAPPEARING STAIRWAY CO. 


1900-8 Bost Market $¢., Akron 5, Obie 

Please send free Catalog, Wall Chart, Prices and Discounts Pp U 4 q 

MACHINE WORKS 

238 EIGHTH ST., HOLLAND, MICHIGAN 
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pr eg } Ask for more facts about 


ment consists of a fresher, brighter ; : WINDOWS BY 


design, which improves the brilliance 
of the overall color effect, covering 


all of the embossed areas with com- ; 
plementary colored granules and which a Sn 

modifies the scoring lines. Bird engi ~ ia! at 
neers have also developed new exciting a. ae ‘ 
colors for Manorstone. Bird & Son, : 


Inc., Dept. AL, Washington St., East ‘ 
Walpole, Mass. . (Steel or aluminum) 


Cirele No, 255 on Coupon, page 282 





Exclusive Features ia 


VENTO Aluminum Awning Windows 
AUTOMATIC LOCKING . . . No gadgets to turn, 


no gimmicks to operate, nothing to get out of order, 
WEATHER TIGHT . . . VENTO alone keeps metal 
to metal contact plus metal to weatherstrip. 
UNLIMITED ADJUSTMENT... . Unique in ability 
to be quickly returned to proper adjustment. 
POWER PLUS CPERATOR .. . Screw—not worm 
geared—operator working in self-lubricating nylon 
journals. 

Vent Cover with Clock EFFORTLESS OPERATION . . . Nylon roller blocks 


at all friction points permit finger tip operation. 


lll 


A new de luxe vent cover with clock 
is available as an accessory to all 
Stanthony ventilating hoods. Finished VENTO ‘ 
in matching hood colors, it is available Steel Casement Windows 
in sizes 15” 97” ; 
in siz s 15” high or 27 i high. It com- All casements drilled and tapped to receive storm sash and 
plet« ly conceals the 3%" x 10" vertical screens, Operator arm guide channels attached with screws 
~— from the hood to the ceiling Ol for easy removal and replacement, if necessary ventilator 
soffit Hoods are pre-wired with built- frames constructed from the same heavy sections as the 
in switches, lights and easy-to-clean outside frame to provide greater rigidity and stronger venti- 
filters. A swing-down housing permits lators. 
easy access to twin-wheel blower and 
filters. Hoods are available in widths 
of 30”, 36”, 42” and 48”, Stanthony VENTO ‘ sé ‘ ” 
Corp., Dept. AL, 5341 San Fernando Bonderized “Champion 
Rd. West, Los Angeles 39, Calif. P 

Circle No. 256 on Coupon, page 282 Steel Basement Windows 


Effortless operation gives any of three ventilation openings, 
or sash removal. Sturdy 14 gauge jamb fins for easy installa 
tion in block or poured concrete walls, An improved cam 
latch and slotted opening allow greater tolerance, insuring 
positive operation and latching under all conditions. Base 
ment sash also made in Thrifty style in three standard sizes 
and in special sizes. Both Champion and Thrifty styles 
available in putty or putryless glazing. For poured basement 
walls, window forms available for both Champion and 


Thrifty styles to suit individual specifications. 

















VENTO Industrial and Commercial 
Steel Windows f 








Vento Pivoted, Projected and Architectural Windows 
Disc Tumbler Auxiliary Lock suitable for every type of commercial and industrial build 
ing, especially where abundant daylight and fresh air are 
desired, The result of many years of continuous development 
by experienced window engineers and craftsmen, they now 
are offered in a broad new range of types and sizes. 


A new auxiliary lock of simplified 
and improved design features a cylin- 
der plug retainer, which is said to 
keep the plug securely in place yet 


permits easy plug removal for re Perri? trtrtrtrtrtLteLeoLLittttttt | 


keying. The retainer also eliminates Please send further information on 


the need for plug retainer screws, Vento Windows as checked 
which “can work loose, it is claimed [) AWNING TYPE ALUMINUM ) STEEL BASEMENT 
the this C1) PIVOTED, PROJECTED, ARCH’T'L FORMED STEEL LINTELS 


According to manufacturer, 
lock is now designed to be installed ) STEEL CASEMENT UTILITY 


in the same standard boring as all Steel Products ARE YOU A ) BUILDER =» DEALER =) ARCHITECT 
other Dexter locks. Dexter Lock Div., Nome 
Dexter Industries, Inec., Dept. AL, 1601 CO., INE. 


Madison Ave., Grand Rapids, Mich Street 
Circle No. 257 on Coupon, page 282 249 COLORADO STREET 


BUFFALO 15, WN. Y. City and State 
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Makes it easy to 


nk the ; rac gI0ASi4 Beare Upper 
Aluminum Track suide of Extruded 
for Flush Mounting Aluminum 


to make the job perfect ! 


’ FREE! “9 
THIS TRACK lal > $14.68 worth of Track Free ! 
MERCHANDISER with the purchase of an assortment of E-Z Glide 


Track and Guides. Makes a complete track de- 
partment with counter demonstrators and litera- 
ture, yet occupies only two square feet of floor : 4 
space. Order display deal E-Z #500. #821 Track for 48A34 Upper 
Shipping weight 45 Ibs, i,” By-passing sith for 4%" By- 
passing Doors 


E-Z GLIDE TRACK DISPLAY DEAL #500 


Regular stock as part of the deal Retail Value 
38AS14 Lower Track 3 pes. 3 pes. 6 ft. 29. 
48A14 Upper Guide 3 pes. 3 pes, 6 ft. 
621 Lower Track 3 pes. « 3 pes. 6 ft. 
48A34 Upper Guide 3 pes. 3 pes. 6 ft. 
801 Fibre Track 3 pe. ” ; pes. 6 ft. 
200 Upper T Guide 3 p 4 it., cs. 6 ft. 
1801 Glides to be used with #801 or see 50 only 
Total Retail Value $112.50 


Less introductory Free Track (extra dealer 
Profit) 14.68 


Net Retail Value 97.82 ++ A " { 
DEALER COST — Not less 40%, Discount 58.69 — hare a eae, Yeon 
DEALER PROFIT $53.61 or more doors 





See us at the National Builders’ Hardware Exposition — Booth 47 


oe ware vo, THE ENGINEERED PRODUCTS CO, fur ticn 
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PONDEROSA PINE — SUGAR PINE 


Trade Mark 


WHITE FIR 
INCENSE CEDAR 
Annual Production 60 Million 
High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 


Maaufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 


DOUGLAS FIR 


Registered 
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“PARKER” © BUILDERS'’-SHOWCASE-CABINET HARDWARE 


DOOR CLOSERS 
PANIC BOLTS 
PERFORATED METALS 


© BRASS RAILINGS 
BUTTS & HINGES 


HIGHEST COAT & HAT HOOKS 


QUALITY 


FASTEST 


DELIVERY 


BEST 


COAT & HAT RACKS 
CONTINUOUS HINGES 
DOOR HANDLES & PULLS 
DOOR KNOCKERS 

DOOR STOPS & HOLDERS 
DRAWER HANDLES & PULLS 
GLASS PARTITION POSTS 
KICK PLATES 

LETTER DROPS 

METAL THRESHOLDS 


PILASTER STANDARDS 
PUSH & PULL BARS 
PUSH & PULL PLATES 
REGISTERS & GRILLES 
RODDING & TUBING 
ROPE RAILINGS 
SHOWCASE FITTINGS 
SLIDING DOOR TRACK 
SPRING HINGES 
STANDEE POSTS 


VALUE WRITE FOR CATALOG 
S PARKER HARDWARE MFG. CORP. 23-27 LUDLOW ST. + NEW YORK 2,.N. Y. » Phone WAlker 5-630 


Circle No. 110 on Coupon, page 282. 
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NEW PRODUCTS 


(begins on page 238) 





New Jellied Enamel 


Now you can put paint on a brush 
just like you squeeze on toothpaste. 
This is possible with Jelled Magic 
Semi-Gloss Enamel since it is in jelled 
form, not liquid, and is homogenized 
so it needs no stirring, claims the 
manufacturer. By squeezing the paint 
on the tip of the bristles, window 
frames are covered neatly and quickly. 
Other uses include painting furniture, 
woodwork, baseboards, kitchen cabi 
nets. Color selections can be made 
from many pastels and semi-deeptones. 
American-Marietta Co., Dept. AL, 101 
E. Ontario St., Chicago 11, Ill. 

Cirele No, 258 on Coupon, page 282 


Double-Hung Aluminum Window 


Albritton Engineering Corp., manu- 
facturers of Alenco peer nd win- 
dows has expanded its production 
facilities to produce a double-hung 
aluminum window. The new window is 
designed so framing and glass re- 
quirements are the same as the single- 
hung unit. The double-hung unit uses 
aluminum-backed, wool pile weather 
stripping and is available in 24 stock 
sizes and three standard picture-frame 
widths. Albritton Engineering Corp., 
Dept. AL, 2501 Wroxton Rd., Houston 
5, 
Cirele Neo. 259 on Coupon, page 282 
(continued on next page) 
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“Sell America’s 
Leading 
Fireplace” 











BUILDERS 
Gua HOME OWNERS 


=r) 


No man—owner or builder—wants to put a fireplace in a house 
unless he is confident that it will work and last for the lifetime 
of the house. That's why 3 out of 4 have put their confidence in 
the Heatilator Unit 


The Heatilator Fireplace Unit... 


.++has lived up to every sales claim made for it there 
are more Heatilator Fireplaces in use to prove those claims than 
all other makes combined 


. ++ has kept in step with progress over the years. |c has 
been steadily improved for more efficient operation. It is the only 
unit specifically designed for today’s modern homes 


. .» is the only fireplace unit with a positive Pressure- 
Seal Damper. By scaling off the chimney air-tight, it eliminates 
costly loss of heat in winter and of cooled air in summer 


. . . Is sturdily constructed with fully welded seams through 
out and a one-piece boiler plate firebox designed to last under 


even the severest usage 


& Write for folder giving full details and specifications 
Heatilator Inc., 669 E. Brighton Ave., Syracuse, N.Y 


HEATILATOR Pipiace 


Cirele No, 129 on Coupon, page 282. Q47 





... another NEW 
FLETCHER item for the 


“do-it-yourself” market. 


A COMPLETE REGLAZING KIT 

Here is the handiest kit of tools ever 
assembled to enable anyone to regiaze 
window sash. An instruction booklet 
explains in simple steps how o profes- 
sional reglazing job can be easily ac 
complished with the following tools 
contained in the kit. 


ELEC, PUTTY SOFTENER 
DIAMOND CLIPPER 


GOLD TIP GLASS 
CUTTER 


PUTTY KNIFE 
GLAZING COMPOUND 


WINDOW PAINT 
SCRAPER 


THE DIAMOND CLIPPER, for instance, 
is one of the 

above mention- 

ed tools. 

This very popular tool introduced this year 

is ringing up sales in every section of the 


country. It is the only tool of its kind sold at a 
price the home owner will pay. 


1 neatly and quickly drives DIAMOND 
points into any window sash and can also be 
used for framing pictures and mirrors, Any tool 
that will do a better job easier will always be 


ao popular seller . . . especially so when the 


price is low 


EVERY PRODUCT 


SOLD UNDER THIS TRADE MARK 
ASSURES YOU 
GUARANTEED SATISFACTION 


aea uv. @ PAT OFF 


LIKE THE GUARANTEE AND ASSURANCE 
YOU'VE ALWAYS RECEIVED WHEN YOU BUY 


FLETCHER GLASS CUTTERS 


THE FLETCHER-TERRY CO. 


844 SOUTH ST. ° FORESTVILLE, CONN. 


Cirele No. 111 on Coupon, page 282. 
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NEW PRODUCTS 


(begins on page 238) 





Linoleum Knife 


Darmon Tool & Mfg. Corp. announces its new L-30 
linoleum knife with replaceable blade. It is packaged in- 
dividually in a display box, which also becomes a self- 
storer for the purchaser. In addition to the hooked linoleum 
blade, the box contains a package of five straight blades. 
Darmon Tool & Mfg. Corp., Dept. AL, 520 Hunts Point 
Ave., New York 59 N. Y. 


Cirele No. 260 on Coupon, page 282. 


Versatile Sander-Grinder 


A new, improved model oscillating spindle sander-grind- 
er, claimed to be the first to utilize abrasives on work 
spindles under %” diameter, is announced. It is provided 
with spindles 4%", %” %” and %” in diameter, With the 
new smaller diameters, any kind of scroll-grill work or 
small radius contours can be machine finished many times 
faster, it is said. All arbors have taper-shanks, which in- 
stall instantly into a new taper-socket type main spindle. 
The complete arbor, drum and abrasive assembly installs 
or interchanges with another size in a few seconds. Boice- 
Crane Co., Dept. AL, 1000 Central Ave., Toledo 6, Ohio. 


Cirele Ne. 261 on Coupon, page 282, 


A New 11" Bandsaw 


An 11” bandsaw is the newest addition to the Magna 
line of single-purpose tools, which now includes a 6” belt 
sander, 4” jointer, 18” jigsaw and paint sprayer. Features 
include automatic blade tracking, single-knob blade guide 
control and table cross slots. The bandsaw is mounted on 
a single Power-Stand as a single-purpose tool; it also 
mounts on a double Power-Stand, a homemade stand, or 
on Shopsmith as an accessory. Magna Power Tool Corp., 
Dept. AL, Menlo Park, Calif. 


Cirele No. 262 on Coupon, page 282. 
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Correction 


Two headlines in the article, “How Dealers Compen- 
sate Their Salesmen,” were transposed in the August 
6th issue on page 54. This is how this column should 
read: 

For yards with less than 

$250,000 annual volume 
Annual Sales Annual Sales 
per employe per 


$31,500 $ 61,000 
42,000 150,000 
15,625 20,000 


aney 
High for the group 
Low for the group 


For yards with $250-750,000 
volume 
Average 
High for the group 
Low for the group 


35,700 
60,000 
18,500 


For yards with $750,000 


or more volume 
Average 

High for the group 
Low for the group 


Yards with mills 


Average 

Line yards average 

Average for all reporting 
dealers 


*Up about 10% from 1953. 
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Pi, 


Ohawk eee ate 


— 








OPEN THE SALE —) . . AND CLOSE IT: | 


Our dealers’ sales records Vohawk Plus Feature! To 


ac weeny ante nang help you give the ultimate 
sales and profits. in customer service, Mo- 
Their high quality is hawk provides prompt 
obvious even to the de livery w ith our own 
newest customer—— 
a sure way to build greater truck vans on all Mohawk 
volume and new business, Doors. 
for most customers today 
want quality. 
{ILWAYS ASK YOUR DISTRIBUTOR FOR 


Mohawk doors are avail- 
able in hollow warp-free 
or solid cores with Oak, 


eS ge MOHAWK ftiusH Doors 


throughout complies to 212 W. Ewing Ave 
the strictest standards. SOUTH BEND, IND. SUNBURY, PA 











WA Storm and Screen 
DOOR HARDWARE 


ONE-BORE 
PUSH-PULL LATCH 


Gueranteed quality. fast appli 
cation. Easy latching spring strike 


DOOR CLOSERS 








A New Kind ot Louver | NO. 90 DOOR CLOSER — Seif lubricated. Enclosed shock absorber spring 


the Midget Thimble lets air into 
places no other louver can reach, pro- 
tects paint, wood and metal from ex- 
cess heat and moisture 


Thimble Louvers are always used with NO. 80 DOOR CLOSER AND CHAIN PROTECTOR 
regular Midget Louvers, feature same with chain hold up spring. Self lubricated ond guere 








teed f 


easy push-in installation, hold securely 
without nails or screws. Perforated de 
sign is insectproof, won't clog when 


dame / 
] wil! ADJUSTABLE 


DOOR SPRING 


ont. lust turn end in 


painted 


Quick ple, 
0 


Midget Louver's standard line now 

offers chrome, anodized, copper, and IDEAL HINGES - : 

aluminum in 1, 1, 2, 22, 3, 4, and , Ba ae {- 
Plated or Stainless Stee! or | f) 

f inch sizes Solid Bras. Available with 
, . . Bronze Oilite Bearings , bras Ne 
Write for full information on humidity n a and brand Neu 

control write for description, | FLEX-IT DOOR STOP 
price ond delivery on these Prevents injury of damage will not mor deor 
ond other hardware items Rubber tipped spring steel! stop wrews inte 


seporate bare 


MIDGET LOUVER COMPANY + IDEAL BRASS WORKS, INC. 


250 GAST Sth STRHET «© ST. PAUL 1, MINN 





6 WALL STREET ° NORWALK. CONNECTICUT 
Circle No. 115 on Coupon, page 282. 
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The BENNETT 2-WAY PANEL SAW 
SOLVES YOUR panei cutting problems 


© RIPS OR CROSS CUTS with- 
out removing panel from 
machine 

@ ONE MAN OPERATION - 
one mon con cross cul or 
tip @ 4 « 12° panei 
quicker than two men con 
on a table sow 


® ACCURACY — ali cuts ore 
consistently squore. Verti- 
cal and horizontal scoles 
are attached for selective 
cuts 

@ SAFETY ~~ machine is foo! 
proof. Completely safe for 
unskilled heip 


There's no endorsement 
more genuine 
than a re-order! 


Reorders Prove Satisfaction 


Edward Hines Lbr. Co., Chicago 20 units 
Tynan Lbr. Co., California......... 2 units 
Alexander Lumber Co., Illinois 19 units 
Peter Lumber Co., Pa. and N. J. 6 units 
Whipple Bros., Inc., Pa. and N. Y 5 units 
U. §. Plywood Corp., N. Y. and N. J.. 4 units 
Diamond Match, Calif. and New Eng.. 8 units 


For cutting to size big sheets of wallboard, 
plywood, tileboord, sheet plastics, etc., noth 
ing equals the Bennett 2-Way Panel Saw. 
Satisfactory results are bringing reorders, 
Note at the right some representative con 
cerns which have reordered two to five times. 


You can't afford to be without a Bennett 2-way panel saw. 
For more information write TO-DAY! 


RICHARD C. BENNETT MFG. CO. (2: 


Circle No. 112 on Coupon, page 282. 


REMIND ’EM 
TO BUY 


with a simple counter display 


POR EXTRA SALES ot no extra effort, disploy 
Cortland Brand Nails and Brads on your 
counter, Nails come in Green Packages, brads 
in Yellow, with both clearly marked for weight, 
length and gauge. A complete stock of sizes 
(% Ib, % Ib, | Ib. packages) tokes little 
space, Tough, rust-resistont, with sharp points, 
true-formed heads. Accurately manulactured, 
unilormly finished. Made from finest electric 
furnace steel, Order them from your jobber. 


WICKWIRE BROTHERS, INC., CORTLAND, N.Y. 


Wire Screening 
Hardware Cloth PREE SALES KIT! Includes 
streamers, folders, newspaper 


Poultry Netting mats. Write for it! 


NAILS & BRADS 


Circle No, 113 on Coupon, page 282. 
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Wall Tile Cornerboard 


A new 9” x 10%” miniature corner- 
board is the latest sales aid developed 
by Miraplas Tile Co. Employing full- 
size Miraplas plastic wall tiles, it 
shows the customer at a glance how 
tile will look on her walls. Dealers 
can now get them in each of the 27 
decorator-approved colors in the Mira- 
plas line. They are designed to be 
hung on the wall, placed on the coun- 
ter or grouped in floor or window dis 
plays. Miraplas Tile Co., Dept. AL, 
980 Parsons Ave., Columbus 6, Ohio. 

Cirele No, 271 on Coupon, page 282. 


Moe Light Package 


An idea-packed merchandising pack- 
age was distributed to Moe Light sales 
representatives late in July for a con- 
tinuing program to tie in with Opera- 
tion Home Improvement. The port- 
folio was delivered to more than 850 
Moe Light distributors, who will use 
the merchandising package with the 
dealers in their area. The package 
contains “Six Steps to More Profitable 
Business.” Among the steps are: 
Tested tips on how to cooperate with 
the local OHI office, a series of one- 
minute radio spot announcements, 
mat ads, a series of newspaper and 
radio publicity stories. Moe Light, Div. 
of Thomas Industries, Inc., Dept. AL, 
410 S. Third St., Louisville 2, Ky. 


Cirele No. 272 on Coupon, page 282. 
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USE 


SPOTNAILERS 


to step up 
LU-RE-CO PROFITS 


The application of insulating sheathing or plywood 
to LU-RE-CO panels and for the fabrication of glued 
and nailed trusses are being tremendously speeded 
up with use of Spotnailers. These portable auto- 
matic nailing machines drive long, heavy gauge 
staples with holding power often exceeding that of 
6D nails. Either mallet or air drive Spotnailers are 


profitable for these operations, 


Have your local Spotnail man show how you can 
more than double the output of each man. 


Model B 





INC 


Circle No. 169 on Coupon, page 282. 
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STEEL 
WINDOW 
_WELLS 


ace Custom and Standard 


CUSTOM 
DEEP 
CORRUGATED 


STANDARD 
STREAMLINE 
CORRUGATED 





STYLE FOR TOP QUALITY 


Cudtom 





Varudlutd STYLE FOR PEAK ECONOMY 














For the finest quality construction, USF offers the 
Custom Window Well with rolled top, flat, masonry 
hugging flanges, and extra-heavy bright galvanized 
finish— available in both straight or round types 
For peak economy use USF's Standard Window 
Well—an especially devel 
oped streamline-corrugated 
well (for openings up to 45” 
wide) that provides years 
of service at lowest cost. 
USF Window Well Deal 
ers carry both in sizes to 
meet all classes of require- 
ment 


GRILLE GUARDS 


Ruggedly constructed with welded steel bor stock frames and 2” 
spaced cross bars to fit both styles of wells 


“i Steel Fabricators, Inc. 
vTelel iii Mme) ills) 


Circle No. 120 on Coupon, page 282, 





CELLS 


AS GOOD AS IT 


SMELLS 


TO THE 


REMODELING 


Super 
Cedar 


CEDAR CLOSET LINING 


a Z 


Cedar-lined closets are a “must” in remodelin 
if you suggest them to your customers! A 
nationally-advertised SUPERCEDAR is a clean, 
easy-to-handle product that anyone can install! 


Available in factory-sealed 4 and 8 ft. bundles. 
FREE newspaper mats, counter cards, litera- 
ture. Write today for full details about “cedar 
from the leader”! Dealer inquiries invited. 


GEORGE C. BROWN & COMPANY INC. 


Lergest Migr. of Aromatic Red Cedar in the World 
GREENSBORO, NORTH CAROLINA Estoblished 1886 
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INTERIOR 
SHUTTERS 


Styled, by 
Tyler 


A 
Complete 
Line 


These features SELL Tyler shutters .. . 


© Quality of product shown in beauty, proven by experience. 
© Quality of design constantly improved over the years, 
© Quality of workmanship guaranteed. 
© Quality of materials — kiln-dried white pine, complete line 
of best hardware. 
@ Wide range of styles and sizes with stationary or movable 
louvers, in single shutters, pairs, or groups 


Tyler also supplies a complete line of exterior shutters, win- 
dow blinds, and interior louver doors 


Write today for complete information on all Tyler products. 


167 Hapgood St., Athol, Ma 


Circle No. 158 on Coupon, page 282. 
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CLDEALER POl NTERST) 


You think cf BUILDING 


th Vinh of 


Truck Signs Get Extra Business 


Sterling Lumber Co., Fond du Lac, Wis. has four 
trucks which carry large signs on both sides, advertis 
ing the firm’s products and services. Red, black and 
white are the colors used. The truck signs show a 
fine modern house, while the copy says, “When You 
Think of Building, think of Sterling Lumber Co., 
Complete lumber, building material and millwork serv 
ice.” It cost $40 to equip each truck with two signs, 
but the advertising is well worth it, says manager 
John Thygerson 


Masonite 


Labels Convert Bins Into Sales Tools 


To make it easy for customers and yardmen to locate 
hardboard products, Michigan Lumber Co., Flint, labels 
the storage bins with neatly printed tags. Besides 
indicating the size and type of hardboard, the labels 
give length, width and thickness of the sheets. The 
tags also simplify inventorying hardboard products 
according to yard manager Leon Howay 


Courtesy Corporation 
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MR. RETAILER: reprint this over your own 


name in your local newspaper 


the CEILING «makes” 


this room...and it’s made of 


WOOD 


Never before has wood's natural beauty been so artisti 


cally used as today. The living room ceiling above is but 
one example. Warm, friendly wood panelling is the favor 
ite finish for den or play room. Kitchens are smartest 
when they're panelled with wood. For floors, wood comes 
in exciting new patterns, easy to install and economical 
to maintain 

The Do-It-Yourselfer prefers to “make 
wood. Professionals also prefer it for thos 
The favorite building material for centuries 
future is now bigger than ever. Thanks to its own propa 
gating power and modern tree farming methods 
will always be readily available. Look at it any 
like — it’s better to build with wood 


MR. RETAILER: your business i 
it’s as important to you as butter and eggs are 
A good wholesaler will help you avoid “cats and dogs.” Keep 
your inventory in good balance with the aid of NATIONAL 
AMERICAN LUMBER WHOLESALERS 


things” with 
bigger jobs 
win rd 5 


wood 


way you 


built around lumber 
to the grocer? 


4) fast 42nd Street, New York 17,N. 7 
1111} Yeon Building, Portiand 4, Ore 
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. ae : slide-lecture. W. R. Meadows Inc., 
SALES AIDS Dept. AL, 7 Kimball St., Elgin, IIL. ceeceeer an 
Cirele Neo. 273 on Coupon, page 282 WEADOQUART rr . 

Home Improveme,,, 


New Slide-Lecture Available Insulite Sign and Decal wt % 


W. R. Meadows has produced a A new hanging sign is now available 
slide-lecture entitled “Design Tech to dealers. It announces headquarters 
niques for Controlling Moisture in for home improvement and ties in with 
Building Structures,” As this prob the national OHI program. Bright and 
lem is of vital interest to all in the colorful, the new sign is weatherproof 
construction field W. KR. Meadows is and is suspended from a black metal 
now making this slide-lecture avail bracket. The size of the sign is 18%” 
able for showing at group meetings x 17%” and it is designed for either 
An experienced lecturer will be fur exterior or interior use. A dual pur- 
nished to answer questions and to pose decal featuring the same design 
hand out manuals that contain the as the hanging sign is also available. decal is 7” x 8%”. Minnesota and 
same technical information as the Designed for windows and doors, the Ontario Paper Co., Dept. AL, 500 In- 
vestors Bldg., Minneapolis 2, Minn. 
Circle No, 274 on Coupon, page 282. 
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Sie en a oe Od ee Oh OLOh ay 


the only complete unit on the market! 


Make my sales easier, 
faster, more profitable! 


Save my customers ; [at «| «| €6How to Replace a Sash Cord 

time, work and money! , Ps Samson Cordage is offering Spot 
i ae Cord users new replacement instruc 

tions. This new “How to Replace a 
Sash Cord” is actually a folded card 
that’s attached to every 100’ hank 
of durable Spot Cord. The cover points 
out the most efficient size of sash cord 
Continental Exterior Doors are for the wshciptoiens ay window and the in- 
side gives easy-to-understand instruc- 

making a big hit with contrac- . oe tions with six diagrams showing each 


tors and builders everywhere! step in replacing a sash cord. Samson 
Cordage Works, Dept. AL, 89 Broad 


Factory finished and factory 
° MY 2 ‘ 
hung for a perfect fit! Can be St., Boston 10, Mass 
installed in any standard open- Cirele No, 275 on Coupon, page 282 
ing in just 15 minutes. Com- 


". 


plete with Continental's exclu 


sive notched sill, bronze weath- 





er stripping and aluminum com- 
bination door, Choose from 28 


exterior designs. 


Complete Your Line with 
E-Z-DOR Interior Units 


E-Z-Dor pre-hung interior doors 
are available in all standard 
sizes and a choice of birch, oak 


or mahogany facings. 





Continental Exte- Clear Ranch Furniture Plans 
pe pela ck wy Vis. cr ne my Guar beth mavid ly cea gr A display containing 25 copies of 
in frome, or $4$ casing end cold air ovt.| each of six famous designer do-it 
yourself furniture plans is available 
to Cummins dealers as part of a spe 
Continental Millwork Cory cial promotion, which will be heavily 
—s W9 212 W. Ewing Avenve South Bond 14, tadione advertised in national) magazines and 
Bush date, ortene & epocitestions on | _ } Contingntel backed up strongly with other sales 
Pees s aids. This is said to be the first time 
pret that modern furniture by such noted 
Cley designers as William Pahlmann, Rus- 
(continued on page 256) 


arations for open queen for your pro stalled 
ings 
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INCREASE YOUR PROFITS 
sunoinc rarer, screens, erc. SELL OR RENT 





HANSEN 
TACKER 


WHEN yow sel! insulation, building 
paper, screens, etc. be sure you sell 
or rent @ HANSEN one-hand TACKER 
ond HANSEN Staples in the Bive Box 
Once you do, you start the soles 
ball rolling — your customers will 
come back for more Staples in the 
Bive Box, and this in turn will re 
mind them to buy more insulation, 
building paper, screens, etc 


36 MODELS — 80 STAPLE SIZES YOu CAN'T BEAT 
HANSEN mokes Tackers in 36 | A L L | A N C 7 ! 


Models and Staples in eighty sizes- 
but you need carry only two or three | Now manufacturing a complete 





models ond two or three staple sizes | line of aluminum and steel track CENTRALLY ‘eel@ bid?) 


Easy gripping action—smooth op with all accessories to meet = 
eration — dependable performance ‘ St : y TO SERVICE THE é 


moke a hit with your customers sliding door requirements GREAT UNITED STATES 
Hansen is easy to service. Chon 


nel cleaner ond Take-up jew Write, Catalog Available —~ 


moke it easy to do on-the-job 
servicing. WRITE FOR FULL DE 


TAILS 
, Metal Products 
5036 RAVENSWOOD AVE. 
Eo. CHICAGO-40-ILL 13852 KEAL e@ DETROIT 27, MICH. 





Circle No, 122 on Coupon, page 282. Circle No. 123 on Coupon, page 282. 


"a 


| ie | Z| NOW! 5% hous» sawnoRses 
McCloud Lumber Co. su se 


900 First National-Soo Line Building 


MINNEAPOLIS 2, MINNESOTA 


Selling the Products of 
The McCloud River Lumber Co. 
McCloud, Calif. 





Eye-catching counter display will sell these 
brackets — on sight! You get free display card 
printed two sides with 5 pieces 2 x 4's to 
make small horse pictured above with your 
order for 16 pair. Strongest, easiest-to-use 
brackets available. Ask your jobber or write 
for nearest supplier 


($1.40 weet 

RETAK $1.50 pew of Rockies) 
Convenient carton becomes attractive 
display for your window and counter. 


WESTERN | | 
T PONDEROSA PINE . , 
SOFT WOODS SUGAR (Genuine White) PINE . THOMAS PRODUCTS co. 
DOUGLAS FIR, WHITE FIR : 8490 Lyndon ° Detroit 38, Michigan 


Circle No. 124 on Coupon, page 282. Circle No. 125 on Coupon, page 282. 
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woop 
FINISHING 


made easy! 


SEALS! 
PRIMES! 


FINISHES! 


WOOD FINISH 


makes sales and resales 
because it’s so easy to use 


ANYONE can get a_ professional 
finish with Deft. Nothing else to use, 
no thinning. Deft SEALS, PRIMES 
and FINISHES, dries in 30 minutes 
Deft will not darken with ape 


Deft is a semi-gloss, mirror 
smooth intennor wood finish. Two 
coats produce a beautiful finish 
three coats a fine-furnirure, BAR 
TOP finish. May be brushed, roll 
ered of sprayed Deft-finish can be 


touched up sanded or steel-wooled 


Deft is nationally advertised 
and available through leading distributors 
Dette offers high profit 


it beautiful lithe graphed 


fast turnover 
helt package 


plus free point of sale materia 


See your distributor or mai this coupon 


| Desmond Brothers 


| 182¢ ' 
| Please send me comple 


| Dett Wood Finist 


letails about 


Neme 


| Address 


| 
| 
! 
I 
| 
! 
| 


State 


so ene emmmpane anil 


Circle No. 213 on Coupon, page 282 
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SALES AIDS 


(begins on page 250) 





sell Wright, Edward Wormley, Freda 
Diamond and George Nelson has been 
available on a do-it-yourself basis, The 
purchase of a small stock of Cum- 
mins tools entitles dealers to par- 
ticipate in this promotion. John Oster 
Mfg. Co., Dept. AL, 5055 N. Lydell 
Ave., Milwaukee 17, Wis. 


Circle No. 276 on Coupon, page 282 


$5 Trade-In Offer 

Syncro Corp. is launching the most 
intensive advertising and selling cam 
paign in its history featuring the 
firm’s new Mode] 210 True-Cut Jig 
Saw in the (1) IRHA Merchandising 
Kit, (2) the Saturday Evening Post 
IRHA advertising section of Nov. 24, 
and (3) in its own national advertis- 
ing program. While Model 210 lists 
at $29.95, it aqjually costs the con- 
umer only $24.95 when he trades 
his old hand saw or power saw 
the dealer and receives the $5 trade 
allowance, good only until Dec, 30." 
article traded in becomes the dealer’s 
property. Synero Corp., Dept. AL, Ox 
ford, Mich 


Civele Ne. 277 on Coupon, page 282 


Personalized Display 


Wood Conversion Co, has developed 
an unique display for use on the deal- 
er’s sales floor. The display is nearly 
6’ high and permits the insertion of 
an actual “personalized” photo of the 
dealer, Each Wood Conversion Co. 
salesman has been equipped with a 
camera to take pictures of dealers who 
stock Balsam-Wool insulation prod- 
ucts. Wood Conversion Co., Dept AL, 
First National Bank Bldg., St. Paul 
1, Minn. 


Civele No. 278 on Coupon, page 282 








FOR 


&& 


YEARS 


THE 
RELIABLE 
SOURCE 


QUALITY 


For 66 yeors Ellingson has 
been delivering satisfaction 
to buyers of 


®@ Ponderosa Pine 
®@ Douglas Fir 

@ White Fir 

@ Hemlock 


S Se 


-_ 
SS 


AN 


QAO 


ELLINGSON 


LUMBER COMPANY 


Klamath Falls, 
Oregon 


Circle No. 214 on Coupon, page 282. 
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Another big-selling cedar product from Giles & Kendall 
for do-it-yourself customers! 


KNOCKDOWN CEDAR CHEST UNITS 


made of genuine “Jennessee aromatic red cedar 


Nem 


at 


This 1s @ beautiful, completely milled out and 
sonded cedar chest from the heart of ger 
Tennessee aromatic red cedar Carefully 
selected for fine appearance and sturdiness 
it is solid %" cedar, with S-ply panel top that 
will not warp or crack. Each unit is complete 
with all hardwore, push button lock, brass 
ferrules. Size: 20 « 20° « 47 


Wholesale only—for name of 


GRIFFIN’ 


* strong promotional 
item to draw new 
customers. 

* across-the-counter 
item, packaged to 
take home. 

* nationally adver- 
tised in Living for 
Young Homemakers. 


You'll make the 
sales because... 


* customers want additional 
storage space that is moth- 
proof and handsome. 

* this is genuine Tennessee 
aromatic red cedar. 


* customer saves about 


$25.00 per chest. 


* anyone from 12 to 
70 is a potential 
customer. 

* only a screw driver 
is needed. 

* good gift item (esti- 
mated 50% of sales 
ore for gifts). 

* sells steadily the 
year ‘round. 


(( 

\ r 

CEDARCOM:! 
CLOSET WL 
LINING LN 


Another Giles & 
Kendall favorite 

with the handy 

mon. Manufactured 
from the heart of 

red cedar already 
tongue-and grooved 
with matched ends, 
available in different 
lengths and widths 
Goes on over exposed 
wall studs, plaster 
wallboard Free 
8-page illustrated 
guide booklets ready 
for your imprint. Free 
warranty against moth 
damage available with 
each completed job 


GILES & KENDALL COMPANY 


Box ‘‘F'’ Huntsville, Alabama 


Circle No. 126 on Coupon, page 282. 


more and more dealers 
are saying: 


— 


Here’s the “good line of 


hinges to handle”. 


ee that’s 


Cat. #08197 


Template Betts, Button Tigs 
with permanently attached Bearings 


MANUFACTURING CO. 


the trade’s way of saying, 
“We like to sell Griffin 
products.”’ Full line of 
wrought steel butts and 
shelf hardware. Just dis- 
play them, and you'll sell 
them. Order in any selec- 
tions you know your cus- 
tomers want. 


GRIFFIN 


“since 1899” 
ang, PA 


Circle No. 127 on Coupon, page 282. 


BUILDING PrRopUCTS 


MERCHANDISE} 


Something 


NEW 


Something 
DIFFEREN 


A new modern 
Combination Storm and 
Screen Door equipped 
with Easy Change 
Locking Device to permit 
easy change from 
Summer to Winter. 


The Sure Grip 
/ Protecto Plate 
, 7 
with the 
Easy Chonge 


locking Device 





ke Beautiful — Practical, con be 
painted in twe-tone colors to 
match or harmonize with 
color scheme of your house 


THE COMBINATION DOOR CO. FOND DU LAC, wis 





Circle No. 128 on Coupon, page 282. 
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STRENGTH 
for heavy duty 


GRAIN 
for finish beauty — 
you get them both with 


LARCH 


one of the dependable woods 


from the Western Pine mills 


Larch is a strong, beautiful wood that 
can be used ideally for either structural 
purposes or for many types of interior 
architectural woodwork. 

It comes in 3 select, 5 common, 3 
structural, 4 dimensional grades, and 
can be ordered in straight or mixed car 
lots along with other woods from the 


Western Pine mills. 


Get the facts on LARCH. Write 
for the raee illustrated booklet 
to Westenn Pine Association, 
Yeon Bldg., Portland 4, Oregon. 


The Western Pines 


| and these woods from 
idaho White Pine the Western Pine mills 
| WHITE Fin 


Ponderosa Pine INCENSE CEDAR 
RED CEDAR . DOUGLAS FIR 


Sugar Pine ENGELMANN SPRUCE 
LODGEPOLE PINE . LARCH 


ere manalactared to high standards of seasoning, grading, measurement 


TODAY'S WESTERN PINE TREE FARMING 


GUARANTEES LUMBER TOMORROW 


Circle No. 130 on Coupon, page 282. 
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How to make money on Onan 


Electric Plant Sales & Rentals 


SS 
with w minimum investment! 
































qadaa 
wa 


‘tt 
Model 205AJ-1P 
2,500 watts A.C. 


Model 5CCK-1P 
5,000 watts A.C 


You're set up for business 
with a few units and this 
ONAN Catalog! 


Several Onan plants in the range of 1,000 to 5,000 watts 
make a practical setup in getting started with this, 
profitable extra business. The rental units do three jobs 

. they make money, bring in new customers, and at 
the same time demonstrate dependable Onan perform- 
ance, paving the way for future sales, A unit like the 
popular 2,500-watt Model 205AJ-1P, displayed on your 
sales floor, takes care of the contractor who wants 
immediate delivery. Your distributor can quickly re- 
omg it... or you can order other sizes and models from 
1im for immediate delivery. 

Get the jump on your competitors with this Onan 
Electric Plant Bod pom! Sales setup. Call your Onan 
distributor or write to us. 


Write for information on the Onan 
Rental-Sales Plan today! 


D. W. ONAN & SONS INC. 


meme ems renee en pen ene ne ee ete 
2698 University Ave. $.£. © Minneapolis 14, Minn 


Circle No, 131 on Coupon, page 282. 
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GARAGE 


OVERHEAD -SECTIONAL 
DOORS 


General doors are truly the outstanding garage eflortiess no-tug open, yet maintain a firm weather 


doors of today, leading in Beauty, Performance and seal when door is closed 


Quality. They are constructed and designed to fit 
Top quality is assured becouse General Garage 


any architectural design and space requirement. We 
build General doors to fit Your need Residential Doors ore manufactured complete in ovr foctories 
or Commercial under our own rigid manufacturing and engineering 
Through our research and designing we hove per specifications, We build them for constant wear and 


fected the easy operation of the doors to give an hard use 


Division of Pick Manufacturing Company -- West Bend, Wisconsin 


Circle No. 132 on Coupon, page 282. 





























REFLECTOR HARDWARE CORPORATION DEPT AL-9 
Western Ave. at 22nd Place, Chicago 8, Illinois 


com letel adiustable Gentlemen | want to display more lines and still kee, 

P y | : P “3 All my merchandise in easy Buying-Reach" of 
z customer Please send rn your free fully ithustrated 
getting 125% MORE LIVE SELLING SPACE 


‘ 





gives you unlimited 
freedom. Show more ef 


guide to 


with Spacemaster Merchandising Equipment 


3 3 Narmne 


REFLECTOR- HARDWARE CORPORATION 
FENERAL- OFFICE AND FACTORY 
WESTERN AVENUE AT 22ND PLACE CHICAGO 6&6, ILLINOIS i 


NEW YORK FF — AN SHOWROOM 


Cin a te 
225 W. 34TH STREET 12TH FLOOR NEW YORK 1. NEW YORK , 
| _— a ae ee oe a | 
Circle No. 133 on Coupon, page 282. 
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WATUPAL- 


FOR ADDITIONAL 
TIE-IN SALES! 


DENNIX LEGS — the 
complete line of 
furniture legs. 


Heavy Duty 
Steel Bracket 
for straight or flare style 


BRASS LEGS 


Tapered ali steel brass 
finish, rust resistant. 
Made in 5 popular 
sizes, automatic self 
leveling glide, tilts, 
swivels, adjusts to 
Straight or flare style, 
complete with heavy 
duty bracket. 


WOOD LEGS 


-made of genuine 
hardwood beautifully 
tapered, in 8 popular 
sizes trom 344” to 28” 
Swivel glide or solid 
brass ferrule, heavy 
duty stee! bracket, 


WROUGHT IRON LEGS 


Hairpin leg made of 
heavy steel in 5 sizes, 
easily attached, available 
in black, brass or 
copper finish 


BED SPRING LEGS 


Gracefully tapered of 
genuine hardwood. 
Patented steel clamp 
converts any coil or 
flat spring into a 
Hollywood bed, 7” in 
height comes in 
mahogany, biond or 
unfinished. Also 


= available with casters 


SHELF SPACERS 


Revolutionary new way 
to bulld bookcases, room 
dividers, step tabies 
and shelves. Made 

in two sizes of 

genuine hardwood 


SHELF BRACKETS 


Heavy duty wrought 
iron for shelves, 
doorways, flower 








SEND FOR 
FREE CATALOG 


of the world’s finest furniture 
and bed legs, in wood, metal 
and wrought iron. 


DENNIX PRODUCTS COMPANY 
Dept. 9A. 78 Fifth Ave L] 


Circle No 233 on Coupon. page 282. 
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New Equipment 


"W" Fork Lift Truck 


Gerlinger’s new “W” fork lift truck 
is the manufacturer’s answer to de- 
mands for heavy-duty material han- 
dlers with wide axle front and back. 
The most recent introduction to the 
comprehensive Gerlinger line of fork 
lift trucks and material carriers is 
available in six capacities in a wide 
range of sizes: 12,000, 15,000, 16,000 
18,000, 20,000 and 22,000 pounds. All 
six wheels are standard 20” truck 
wheels, using standard pneumatic 
truck tires. Gerlinger Carrier Co. 
Dept. NR-AL, Dallas, Ore. 


Cirele No. 279 on Coupon, page 282 


; 


Ladder Type Hoist 


Speed and performance are com- 
bined in a new ladder type hoist de- 
vice, Unit weighs approximately 110 
pounds in the 16’ length. Hoist is 
designed to lift and stack bundles of 
roofing or shingles and similar mate- 
rials and can be fitted with an adapter 
to hoist concrete blocks, bricks or 
mortar buckets. When all materials 
have been lifted to the working area, 
the ladder is available for the work- 
men to climb. Bloomfield Tool and 
Gauge, Dept. AL, 2172 8. Telegraph 
Rd., Pontiac, Mich, 


Cirele Neo, 280 on Coupon, page 282. 


a 


Fe ee 


Pneumatic-Tired Dynamotive 


A new line of pneumatic-tired Dyna- 
motive electric-driven, gasoline-pow- 
ered industrial trucks is announced. 
Constant full electrical power is avail- 
able on demand by means of a heavy 
duty efficient generator powered by a 
gasoline engine. The pneumatic-tired 
Dynamotive is available in load ca- 
pacities from 4,000 to 6,000 pounds. 
Automatic Transportation Co., Div. of 
Yale & Towne Mfg. Co., Dept. AL, 
149 W,. 87th St., Chicago 20, Ill. 


Civele Ne, 261 on Coupon, page 2862. 
(continued on page 262) 
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3, 


COMPLETELY 
ABLE 


Same rail section used “as is” for platform 
quickly and easily adjusts te fit ng of any pitch. 


at. sr 
ANNAN 


LOW, LOW, LOW 
INVENTORY 


Simplicity of design permits the construction 
of any railing installation using 


ONLY THREE BASIC PARTS 


1. 4 or 6 foot Adjustable 
Railing Section used “as is’ 
on piatforms, slants to pitch 
of steps. 





HEE 


hy), 4a 
ry, 


“he 





Post used for end, corner, step 
or intermediate post 

3. Adjustable Fitting secures 
railing to posts, walls, columns, 
etc. Adjusts to any angle—any 
direction. Bolts furnished. 


| 2. Universal Pre-Drilled Newel 














. 
DO-IT-YOURSELF 


sells itself 
with this 


wRee DEMONSTRATION DISPLAY 
This full size Actual 
Installation Display 
sells Versa Railing 
FAST by demonstrat 
ing its 
SIMPLICITY 
ADJUSTABILITY 
RIGIDITY 
BEAUTY 
aid ECONOMY 
Display is Free with your first order of Versa 
Railing, comprising enough railing for approxi 
mately four installations, also complete adver 
tising and merchandising program FREE! 


Bae: or Call for Complete 
Or If You Are Coing to the 


NATIONAL HARDWARE 
SHOW 


SEE US AT 


BOOTH *456 


VERSA PRODUCTS COMPANY 
LOD! 1, OHIO 
Circle No. 234 on Coupon. page 282. 
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Write, Details 





Dealerships available 
for the most versatile 


JOIST HANGERS 


ever developed — 


Teco Trip-L-Grip Framing Anchors 


that eliminate heavy strap 
hangers, notching, shimming, 
and toenailing. 


One size fits joists from 2x4” to 2x12" 
STOCK ONE SIZE ONLY — 


and stock them now |! 
FREE — New Merchandiser! 
Attractive, 2-color 11” x 14” 
Counter Display, carrying illus- 
trated folders that show your 
customers how to use Trip-L-Grips 
most effectively. 


Write today for information 


TIMBER ENGINEERING COMPANY 


Dept. 56-A 


1319 18th Street, N. W 
Circle No. 140 on Coupon, page 282. 


Washington 6, D. C. 





| Gates! is the hottest 
line in the industry! 


Gates Systems are WINNING NEW POPU 


LARITY with builders and architects becouse of 


a history 
OF 
QUALITY 


their proven efficiency, versatility, speed and 
economy. Gotes are also GROSS SALES “WIN 
NERS” for hundreds of dealers throughout the 
country! 

GATES FORM TIES, used with all of the 
Gates Forming Systems, are a quality product 
to increase your sales. On any type of concrete 
forming, Gates Form Ties cut costs; save time, 
customer materials and labor! 

‘ ‘ c So, for GREATER PROFITS, add Gotes to 
satisfaction your present line of contractor's supplies. Easy 
to stock require little storage space, For 
lumber dealers, Gates Form Ties are a ‘nat 


ural” for tie-in sales of 24's, sheathing and 





Through the years, Mt. Ver- 

non flooring has delivered 

beauty, endurance and repeat sales. That's because 
there’s no substitute for quality—and it’s traditional 
that each strip of Mt. Vernon flooring be made of 
finest timber, and carefully manufactured and graded. 
For satisfaction and sales, make your next order 
NOFMA-certified Mt. Vernon Brand flooring. 


OAK ALSO BAND SAWN HARDWOODS 


BEECH Latest equipment; dry klins, 
pianing mill and flooring pient. 
PECAN Send us your inquiries. 


MOBILE RIVER SAW MILL CO., Inc. 


MT. VERNON, ALABAMA 


Cirele No. 141 on Coupon, page 282. 
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plywood panels. They're also profit-makers for 
transit and ready-mix operators 

in addition, Gates Engineering Service 
will assist you ond your customers with specific 


forming problems, form layouts, cost estimates 


ow 


, : 
da g stock 
© suggest 
sell Gates... it's Galvanized! 


Gates Deolerships are available in some areas 


WRITE FOR FULL DETAILS 


Gates & Sona. Ine. 
80 S$. Galapage Denver 23, Colorado 


av o/be 


Circle No, 142 on Coupon, page 282. 





A BETTER 
WATER VAPOR 
BARRIER! 


for under concrete slab and 
over crawl space where slab 
is not poured on the ground. 


D 


yay 


@ Cuts labor 


@ Gives greater 
protection 





© Lowers cost 


Meets 
V. A. and F.H. A, 
requirements! 


@ Richkraft 65 is the lowest cost 
membrane capable of meeting 
rigid fungus and moisture vapor 
conditions. The Kraft sheets are 
pre-treated with special fungicide 
in accordance with Housing Re- 
search Series No. 15 H.H.F.A. 
Under test, Richkraft 65 was an 
effective membrane to fungicide 
and moisture after constant ex- 
posure equal to years of time. 


Richkraft is easy to lay and easy 
to inspect. Tough, wide sheets 
resist puncture and leave a smooth, 
non-sticky surface for the trades 
that follow. Two men can do all 
the work needed. Richkraft 65 
actually costs less laid down than 
two layers of 15 Ib. felt mopped 
or 55 lb. roofing. 


And, there is a width for every 
job — 3, 4, 6, 7 and 8 fe. 


GET THE 
WHOLE STORY! 


a ons 
The Richkraft Company 

t $10 N, Dearborn Screet 
i Chicago 10, Illinois AL 


& 


reopen 


Please send me a bulletin and a sample of 
t Richkraft 65 


1 Company Name 





I Address 





Town... eh OE ee SANE 





Signed... Title. 
Lan ap an an aw an ep ananazan anes 


Circle No. 215 on Coupon, page 282, 
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NEW EQUIPMENT 


(hegins on page 260) 








| ment 


| 


| 





Safety Return Device 


A new spir’ator safety return device 
for automatic retraction of the motor 
carriage and cutting mechanism of 
DeWalt Model GE radial arm wood- 
working machines has been introduced 
by this firm, a subsidiary of American 
Machine & Foundry Company. The 
Spir’Ator unit greatly increases opera 
tor safety by immediately returning 
the cutting head to rear idle position 
the instant he relaxes his forward 
gull on the motor carriage. DeWalt 
nc., subsid. of American Machine & 
Foundry Co., Dept. AL, Lancaster, 
Penna. 

Cirele Ne, 282 on Coupon, page 282 


New Angle Finder 


Announced by the Racine Instru- 
Company, Racine, Wis., this 
Miracle Point indicator automatically 
determines angles and center points 
which ordinarily would require min- 
utes of measuring, scribing, comput- 
ing, and layout. The indicator con- 
ists of a mercury balanced level and 
degree-calibrated dial enclosed and 
mounted on a magnetized V-base. A 
center punch runs through the instru- 
ment to mark point locations. Racine 
Instrument Co., Dept. AL, 500 College 
St., Racine, Wis. 
Civele Ne. 2863 on Coupon, page 282. 


New Tilt-Arbor Saw 


The new Clausing 10-inch is a 
heavy-duty tilt/arbor saw offering 
many new features for greater pro- 
duction, accuracy and ease of opera- 
tion. Outstanding features include: 
heavier construction throughout for 
positive blade alignment at every 





cole SOLID 
R” <I MAPLE LEGS 


—S, 


There are hundreds 
of do- it - yourself 
uses for these at- 
tractive, easy-to-in- 
stall, solid maple 
legs. Ready-to- fin- 
ish, and in satin- 
black, with and 
without solid brass 
7 different 


Universal 


ferrules. 


lengths. 


Get in on plus profits now with fast-mov - 
ing PEG LEGS. For details, write: 


oO — 
ern furniture (ompany 
_— see _— 
A.L, 209 FRONT ST., N. W. 
GRAND RAPIDS, MICHIGAN 


Circle No. 235 on Coupon, page 282. 
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BPP MPM M Mee O MPP OOOO OT Ee 
|height, angle and cutting load; \”| 
idiameter arbor; sealed-for-life pre-| 
‘loaded ball bearings; new, exclusive, | 
continuous-duty motors one to three 
hp. Clausing Div., Atlas Press Co., 
Dept. AL, 2812 N. Pitcher St., Kala- 
UWIILHOLD Obese E | masco, Mich. 


Cirele No. 2864 on Coupen, page 2842. 
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The ONLY line that 

has the type and 

package for ALL 
your trade 


them! 


Knife Grinders » Unbalanced windows require 


Depend-O-Matic Knife Grinders will| § 3 many pounds of friction 
precision grind all straight edge cut-| @ ~~ which puts the “BRAKES” on 
ters whether the knives or blades are z 
of high Sogen sheet carbon steel 1 F ee free movement! 
laid (tipped) high speed, it is said, : 
Depend-O-Matics have an unusual fea- UNIQUE Balanced windows 
ture in that the V-Ways and the drive , 
mechanism runs in an oil bath. The | are free to move—independ- 
gears are mounted in grease sealed - ent of friction and pressure: 
housings and all bearings are pre- : : 
lubricated. The grinders are direct : holding devices. 
motor driven with 2 hp, ball bearing, j : ; 
fan cooled, continuous duty motor, De- Inexpensive and quick to 


pendable Machine Co., Inc., Dept. AL, » : 

P. O. Box 839-Z, Greensboro, N. C. + 3 install by carpenter on the 
Cirele No. 285 on Coupon, page 282. r job or by the Millwork Dealer 

AAP © or Jobber in window units at 


5 the shop. 


INSTALL 


eeSecececect oe cececececes: 


oo 


Handy sizes in re-fill 
glue guns 


Easy to use 
squeeze bottles 
in 2, 4, 7 and 
1702z. sizes. W il- 
hold glue is the 
best merchan- 
dised and fastest 
moving line. 


Pails and Drums for produc- 
tion shop economy 


Wilhold white glue 
is available in jars 
from 40z.to 1 gallon, 
and five gallon pails 
- jand drums for reserve 


shop supply. 


ree eee 
elece tele le tele! 


a 


atta ata a ate ete e' 


Satates 


SaleleleleleeD 


SSS 


Selelele! 


SUPE 


There’s a Wilhold glue for 


every need 
Wilhold glues in- C2 
clude : White glue, : 

= Waterproof, Con- 

3 tax,Re-Stik Cement, 

* Builders Adhesive 

zand Concrete Ad- 

% hesive. Assorted in 

shipment, 
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the World’s 
Hi-Duty Fork Lift Truck MOST EFF ICIENT 
A new model Hi-Duty fork lift : SASH BALANCE 


truck is announced to fill out the man- 
ufacturer’s line of models from {,000- 
pound capacity through 6,000 pounds. ’ f d bl -h g 
The new model Hi-Duty 600 has a - oF ou e un 
lifting capacity of 6,000 pounds rated 
at 24” and a normal stacking height 
of 10’, it is said. The Hi-Duty 600 
is powered by a new 6 cylinder, 75 
hp industrial engine. Transitier Truck 
Co., Dept. AL, 5475 N. Lagoon Ave., 
Swan Island, Portland, Ore. 
Cirele No, 286 on Coupon, page 282. 
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Big sales potential in 
Concrete Adhesive 


... for painting over cement and mas- 
onry...for finishing, resurfacing and 
oreo rete 
-..a bonding 
course for plaster. 


wee 


a 
Write for free sampies, catalog 
sheets and the names of jobbers 


Power Belt Conveyor 
The new Aluminum Arr-O-Mite 
power belt conveyors are light enough 
to be easily maneuvered by one man 
service you. _ , Available thru local 
WILHOLD whe con y yet sufficiently sturdy for rugged use. coe 
PRODUCTS Atwars ssii_ -* These units are ideal for truck load- 


WILHOLD PRODUCTS CO ing or unloading, stacking, or any oth- 
* 


er use where boxed, bagged or car- 
Chicago 44, Illinois 


toned materials are to be handled. 
Ad.#1008 — Les Angeles 31, Calif. Available 5’ to 20’ lengths, in 2%’ in-| Tam F UNIQUE BALANCE CO. 
sesenseunmnenepiananenanines 


WAANAANA (continued on next page) |)" 25 Bruckner Bivd., MW. Y. $4, H. Y¥. 
Circle No. 216 on Coupon, page 282. 
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NEW EQUIPMENT 


(begins on page 260) 





crements, 8”, 12” and 16” belt widths, 
powered with %, % or % hp motors, 
manual or screw adjusting stand at 
drive end, rest support and side 
handles at opposite end. Arrow Prod 
ucts, Ine s Dept AL, South Ferry St 9 
Grand Haven, Mich 
Cirele Ne. 287 on Coupon, page 202 


Solves 'Long-Board Problem’ 


A universal work support which 
solves the long-board problem has been 
introduced by Rockwell Manufactur 
ing Company's Delta Power Tool Div 
Designed for use in home workshops 


and light industrial applications, the 
new support features a six-caster roll- 
er head to support the free end of a 
long board and enables it to move in 
any desired direction during any ma 
chining operation. Delta Power Tool 
Div., Rockwell Mfg. Co., Dept. AL, 452 
Lexington Ave., Pittsburgh 8, Penna. 
Circle No, 268 on Coupon, page 282 


NOW! CASH IN ON THIS 
RARE PROFIT OPPORTUNITY! 


NEW LOW-COST HARDWOOD PLYWOOD 














Illustration shows pro 
nounced "V" grooves 
of RANDO-WALIL 
Small cut shows ran 
dom spacing of 
grooves 


a 


“¥” GROOVED 
IMPORTED LAUAN 


RANDO-WALL 


i/ Random V-Grooves, spaced to take nails (16 cen 
ters) in grooves 


‘7 Wider, deeper grooves, give distinct shadow line 
easy to see at a distance 


7 long edges “half-veed” to retain grooves after 
panels are butted together 


More for their 


money—that’s what builders want to 


offer prospects—what remodeling homeowners demand. 
You can cash in by featuring RANDO-WALL. 


SIZE 


VY, 3-ply 48x96 


MAIL COUPON TODAY 





Nome 
Ceompeony Name 


Addreou 
Headquarters 
for a 
World of Plywood 





AETNA PLYWOOD & VENEER CO. 
1732 N. Elston Avenue * Chicago 272, Illinois 


Please send me additional information about RANDO-WALL 
and prices, without obligation 








264 Circte No, 135 on Coupon, page 282. 
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Hand Truck for Gypsum Lath 


Here’s the answer to your gypsum 
lath handling problem—the Model RL- 
10 hand truck designed with the co- 
operation of U. 8S. Gypsum Company 
specifically for handling gypsum lath. 
Said to have perfect balance, careful 
design, and rugged construction. En- 
ables one man to handle up to 1,000 
pounds of gypsum lath. It is said to 
be ideal for handling crates, case 
goods, strip steel, machinery, and 
numerous other items. U. S. Products, 
Inc., Dept. AL, Columbus, Ind. 

Cirele No. 289 on Coupon, page 282. 


Fiberboard Sanding Disc 


A fiberboard sanding disc, which 
mounts in place of the saw blade on 
bench and arbor saws, has been intro- 
duced by Tuco Workshops, Inc. The 
rigid 8” and 10” fiberboard dises carry 
two sanding surfaces covered with 
aluminum oxide grits. The new sand- 
ing dise is said to eliminate the time- 
consuming work and inconvenience of 
scraping worn sandpaper from the 
metal sanding disc and gluing new 
sandpaper in place. Tuco Workshops, 
Inc., Dept. AL, Lockport, N.Y. 


Circle No. 290 on Coupon, page 282 


Radial Arm Saw 

A new radial arm saw is said to be 
engineered for complete safety and 
accuracy and to maintain its adjust- 
ments even when moved from job to 
job. The Craven one hp model with 
high torque motor is capable of han 
dling up to a 12” saw. All controls are 
located in front so that operator does 
not need to lean over work area when 
making adjustments. Micro Mecha- 
nisms, Craven Machine Div., Dept. AL, 
2 FE. Northfield Rd., Livingston, N. J. 


Cirele No, 296 on Coupen, page 282 


Remodeling Booklet 


The special 40-page section, 
“How to Organize and Operate a 
Home Improvement Department,” 
in this issue, will be reprinted in 
booklet form. Single copies $1. 
Send your order to American Lum- 
herman, 139 N. Clark Street, Chi- 
cago 2, Tl. 


t HEALEU LUTTE 
Pe 
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INCREASE YOUR SALES-DOLLAR VOLUME 
INSTANTLY with LATEX 
CONCRETE REPAIR 


elalel 


Waterproof TO PPING Will not 


Use in Chip, Crumble 
or Outdoors— or Powder— 


Eliminates Chipping, Roughening and 
Curing--Apply thin as 1/16" or More 
Than 1", Whatever Thickness Needed 


Camp's LATEX Camp's LATEX 
CONCRETE REPAIR* | CONCRETE TOPPING* 


New ‘‘Fix-it-Yourself"’ | Saves Contractors Hundreds 
Kit for Homeowners. of Dollars in Concrete 
A Terrific Seller! Replacement and Repairs 





Actual photograph of Illinois in 
stitute of Technology job (Archi 
tect: Ludwig Mies Vander Rohe 
and Pace Associates) 

Camp's LATEX CONCRETE TOP 
Actual photograph showing PING was employed to smooth 
housewife repairing huge crack and level ao damaged concrete 
in lawn wall. Job accomplished floor, badly blistered and pitted, 
in less thon 5 minutes resulting from fire. 18,000 sq. 
ft. of damaged concrete were re- 
conditioned without disturbing 
established heights 











@ Enables anyone to repair own 
brick, stone, masonry, etc., 
such as broken step edges, 
cracks in walks, walls, drive 





® Rough, Pitted, Trowel-Marked, 
Uneven or Broken Concrete 
and Masonry can be made 
ways, silos, curbing, smooth- smooth with a thin coat of 
ing rough surfaces, etc., quick LATEX CONCRETE TOPPING— 
ly and easily. No waste. INDOORS OR OUT—the an 
swer to those “frozen” or 
@ One kit is sufficient to patch “rain-pitted” concrete sur 
25 to 50 small holes or from | faces! 
100 to 300 lineal feet of small Easy to work—easy to apply 
cracks. 





Packed in drum, wt. 52 ibs., includ 
ing 40 Ibs. of powder, | gal. can of 
Lotex Mixer 

wnlt willcov 

app. 100 sa 

1/16°' thick 


@ Complete 14 Ib. kit includes 
special cementatory material, 
1 qt. rubber lotex and work 


i t | 
ing trowe RETAIL PRICE 


RETAIL PRICE $4.95 $10.00 


| 
| 


LIBERAL LIBERAL 
DEALER DEALER 
DISCOUNT DISCOUNT 


*Materials are the 
rly same REPAIR te 

he it 
Over 2! Years of « Tr 


small unl 
IP UNG. the 
large it 


Continvows Service 








The CAMP COMPANY, Inc., Dept. AL 


6958 South State Street, Chicago 21, Ill. 
Phones: TRiangle 4-4770-1-2 
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CONSTANT INSPECTION 


PRODUGT PERFECTION 


Every piece of Ponderosa Pine lumber bearing the 
Southwest trademark passes under the critical eyes 
of graders and inspectors not once, but many 
times before being shipped to market. You get 
the grade you ask for and the difference ts 
immediately apparent when you see clean, bright 
premium-quality Southwest lumber stacked along 
with others 

Made from virgin Ponderosa timber, milled with 
exacting precision; carefully kiln-dried, end-waxed 


for protection it's understandable why 


customers look for 
the lumber end- stamped 


with the "INDIAN SIGN"! 


‘\ Southwest 


LUMBER MILLS 











General Offices: P. 0. Box 908 Phoenix, Arizona 


Mills at: Flagstaff - McNary 
6000 cars shipped yearly and delivered when promised! 


SIDING ¢ SHEATHING « SUB-FLOORING 
ROOF DECKING « PANELING ¢« INTERIOR FINISH 
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NEW PRODUCTS 


(hegins on page 238) 





Shakertown Glumac Units 


To develop the use of its products 
in combination, Perma Products Co. 
is currently promoting its Shakertown 
Glumac Units, special matching-color 
nails and Jiffy Corners combined into 
what the manufacturer has termed 
“the best builder package in the busi 
ness.” The combination of products is 
reputed to give greater economy in 
the application of shakes. The 22 
Glumac Units in a square cover the 
same area normally requiring approxi- 
mately 400 separate shakes and under- 
course shingles, it is said. The Perma 
Products Co., Dept. AL, 20310 Kins- 
man Road, Cleveland 22, Ohio. 


One-Man Boat Carrier 

The new Universal Car Carrier is 
so designed that it is on or off in 
seconds without a mark or scratch on 
the car top, says the manufacturer. 
It will handle loads up to 500 pounds 
safely because the weight is supported 
on the rain-trough instead of the car 
top itself, it is said. No cups, bolts, or 
ties. Fits any hard-top car, station 
wagon or panel delivery, Quik-N-Easy 
Products, Dept. AL, 534 W. Foothill 
Blvd., Monrovia, Calif. 

Cirele Neo, 264 on Coupon, page 282. 


King-Size Wall Tile 

New Miraplas, King Size, plastic 
wall tile is big, 8%” x 8%”, and is 
available in many colors. It has all 
of the features of regular-size Mira- 
plas plastic wall tile, but in addition 
it tends to make small rooms look 
larger, it is said. Both products have 
complete trim sections. Miraplas, King 


Size, meets every requirement of easy 
installation; no structural changes ne- 
cessary, says the manufacturer. Mira- 
plas Tile Co., Dept. AL, 980 Parsons 
Ave., Columbus 6, Ohio. 

Cirele No. 265 on Coupon, page 242 


Stops Paint Peeling 


Drivent louvers are said to over- 
come expensive paint peeling on house 
exteriors. The new product acts as 
an inconspicuous louver to allow re- 
lease of moisture condensation trapped 
in wall space. No drilling of holes 
necessary; simply drive in with a ham- 
mer. Almost invisible and will not clog 
with paint; made of aluminum. Wilder 
Industries, Dept. AL, Keene, N. H. 


Cirele No. 266 on Coupon, page 282. 


Cirele Ne. 264 on Coupon, page 282. 
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To study product design 


Why products are made or fin- 


ished as they are is a good sales 


HERE’S THE SUREST WAY TO 
SATISFIED CUSTOMERS - and PROFITS 


The demond for prehung door units is 
growing rapidly and you can be the 
one to develop this business in your 
orea. Satisfy your customers with pre- 
cision Master Prehung Door Units (in 
terior or exterior) at low cost. 

Profits can be yours by using Master 
Prehung Door Manufacturing Equip- 
ment’. High speed, trouble free assem- 
bly of wood doors, split jambs and 
trim both sides can be accomplished 
economically, Machines come pre-set 
so the first unit and every unit will be 
perfect, 


point to feature in your advertis- 
ing, merchandising, display and 
over-the-counter selling conversa- 
tion. New changes that improve 
products make particularly effec- 
tive advertising copy and personal 
selling material 

To keep informed concerning 
product design, always have avail- 
able the most recent annual Deal- 
er Products File issue of Ameri- 


WRITE TODAY for complete information can Lumberman 


*Covered by Pat. & Pat. Pending 


+++ This is only one of 16 
ways in which this issue 


MASTER PREHUNG DOOR EQUIPMENT 
can serve you... 


Z & K Tool Company 
Claes mime |) ee es | 
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widths. Speedster Products Co., Dept. 
AL, 311 Franklin St., DePere, Wis. 


Cirele Ne. 269 on Coupon, page 282 


New Type Exterior Lockset 


A new, key-in-the-knob type exterior 
lockset, said to incorporate features 
usually found in more expensive mod- 

, announced. The new lockset 
when equipped with a deadlocking 
latchbolt is designated by the numbe1 
5207; with a plain latchbolt by the 
number 65237. In either case, the ex po 
terior knob is a five pin-tumbler lock 
ing mechanism and the interior knob 


ers is 


ible master-keying or keying 
alike, with other Yale locksets, pad 
locks. The Yale & Towne Mfg. Co., 


New Power Lawn Mower 


A new power lawn mower with float- 
ing knee-action reel suspension, which 
will provide professional-type cutting 
for the average lawn, is announced. 
Described as a “professional trimmer- 
type mower priced within the reach 
of the average homeowner,” Moto- 
Mower’s new 21”, dual drive, knee- 
action Lawnmaster is driven by a sec- 
tional ribbed rubber roller, instead of 
wheels. The mowing unit extends well 
ahead of the traction unit and the 
Lawnmaster will trim under shrubbery 
and over the edges of flower beds 
without scalping. Moto-Mower Com- 
pany, Dept. AL, Richmond, Ind. 

Cirele No. 267 on Coupon, page 282. 


One-Piece Masonry Anchor 


Star Expansion has introduced the 
Pin-Grip, a one-piece masonry anchor. 
By merely driving the pin protruding 
from the head, flush with the head, a 
permanent, tight fastening job will 
result, it is said. Star’s Pin-Grip 
masonry anchor is recommended for 
securing pipe clamps, electrical fix- 
tures, furring strip, insulation board, 
wood panels, metal signs, awning 
frames, etc., to any kind of masonry. 
A wide range of sizes are available. 
Star Expansion, Dept. AL, 142 Liberty 
St., New York 6, N, Y. 


Cirele No, 268 on Coupon, page 282, 


Adjustable Plaster Grounds 


A re-usable metal plaster ground 
for plastering to door jamb openings 
is being produced by Speedster Prod- 
ucts. Made of heavy-gauge, galvanized 
metal, the adjustable ground is said 
to save 15 minutes labor per door 
opening. Each set of grounds contains 
two pieces 6’ long, four pieces 2’ long 
and a liberal supply of double-headed 
nails, Grounds come in three different 
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a dual-purpose push button locking 
control. The use of a high security, 
Yale pin-tumbler mechanism makes 


It's just the right 
shape—height- 
and material to 
do the job best 


anywhere! 


Dept, AL, Chrysler Bldg., New 
17, N. ¥ 


Civele No, 270 on Coupon, page 282 


NEW 


A BIGGER...BETTER 
ALUMINIZED STEEL 


INCINERATOR 


Model HW-1345 


Union Steel's big, sturdy all-steel Incin- 
erator designed specifically to conform 
with practically all municipal incinerator 
regulations now provides a safer, posi- 
tive and practical burner that will lase 
for years to come, 

Made of heavy gauge, reinforced 
Aluminized steel for lasting rust protec- 
tion, with welded and locked seaming, 
the Incinerator’s tapered shape, side 
louvers, expanded metal top vent, plus 
the heavy duty steel rod bottom grate 
assure faster, more complete combustion 
in any weather 

Clean, attractive and easy to use, the 
Hi-Lo Incinerator is just what your cus. 
tomers have wanted... and at a price 
that they can enjoy. 


Specifications 


Reinforced, seamed and electro-welded 
Aluminized-steel and steel rod construc- 
tion. Natural rust-resistant finish. 16%" x 
18” at base, 3144" high, tapered slightly 


for nesting; 4 bushel capacity. Bottom 
grate of heavy steel rod, Shipping 
weight: 31 Ibs. 


Priced for Dealer 
profit and top 


consumer value! 


UNION STEEL PRODUCTS CO. 


Consumers Products Division 


ALBION, MICHIGAN 
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York 


HOME 


keeps people 


stirred u p 


Lots of homeowners, your best prospects, have 
the best of intentions when it comes to remodeling 
their homes, making repairs or investigating new 
house plans. They just need more information 
and a frequent reminder of your services. Here’s 
how to promote action: 

Try sending HOME Maintenance & Improve- 
ment quarterly to either your own mailing list or 
one we can develop for you. HOME is full of de- 
tailed photos and stories on house plans, home 
remodeling and repair, all referring to you, the 
local lumber dealer who sends them HOME, as 
source of materials. 


HOME holds great interest for all families— 
those who prefer contractor help as well as those 


Circle No, 90 on Coupon, page 282. 





who are looking for how-to information. A recent 
readership survey indicates that 989 of readers 
know the name of the dealer sending them HOME 
magazine; 75% have made purchases as a result 
of receiving it. 


Over 1600 lumber retailers have found that 
sending this helpful publication is a profitable way 
to advertise—because HOME makes it easier for 
the consumer to know what he wants to buy. It 
costs only 1le per copy, including your front cover 
imprint, all handling and mailing charges. 


We will be glad to send you full information 
about this outstanding promotional service. Just 
fill in coupon below and mail. Or, if you prefer, 
telephone collect. 








Service Manager, Room 2000F, 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 

Financial 6-5380 

( ) Send us complete information, with no obliga- 
tion on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 


Business name 
Street 
City Zone State 


Your name 
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CLDEALER POINTERS, 


Floor Markings Provide 
Fast, Accurate Measurements 


Tired of wasting time looking for a yardstick or 
ruler when he wanted to measure products sold by 
lineal measure, a New Mexico dealer painted convenient 
floor. 

“Now we don’t have to look for a yardstick everytime 
a customer wants a few feet of rope or weatherstrip 
ping,” says Bob Allen, co-owner, Raton (N. M.) Build 
ers Supply. “The measuring device also eliminates the 
need for rulers on counters where measurable mer 
chandise is handled. Everything purchased by the foot 
or yard can be measured right on the floor.” 

The reference marks are painted on the center aisles 
of the showroom for a distance of 25 feet. Opposite 
each mark is the figure denoting the measurement 
Periodically, Bob Allen repaints the marks and numbers 
to keep them looking fresh. 

Besides providing a convenient method for fast mea 
surement, the marks arouse interest among new cus- 
tomers, who ask what the figures represent. This gives 
the salesman an opportunity to explain and sell the 
customer on the firm’s fast service policy 


Pipe Racks for Shelf Supports 


When there is a limited amount of depth in storage 
space for panel materials, dealers often build their 
storage bins eight feet wide. This makes the bins but 
four feet deep, permitting them to be placed in tight 
spots. 

However, the weight of panels often causes excessive 
deflection of the bin shelves over the eight-foot span 

The problem has been solved at Knecht Lumber Co 
Rapid City, S. D., where wide but shallow panel bins 
have been made with two-inch round steel pipe as the 
shelf supports. These lengths of pipe are welded to 
vertical steel bars. The pipe supports show no 
deflection under the load 
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Lu-Re-Co Homes Now 
Nationally Advertised 


Means 

MORE VOLUME, 
MORE PROFIT 
for all 


AUTHORIZED DEALERS 


You Just 
Get More 
with 








This is a reduction of the 
first advertisement appearing in 
HOUSE BEAUTIFUL BUILDING 
MANUAL, HOUSE & GARDEN 

BOOK OF BUILDING, and NEW 
HOMES GUIDE 


* More Comfort 
« More Convenience 
« More Room 
+ More Styling 
+ More Savings 


DESIGNED BY 
FAMOUS ARCHITECTS 
SUCH AS 
BERTRAM A. WEBER 
FRED AND WILLIAM KECK 
Ll. MORGAN YOST 


Mere than 1,100 author- 


ized dealers have increased 
volume and profit with the 
Lu-Re-Co pre-asse mbled wall 
panel method of home building 
Now Lu-Re-Co is nationally ~~ 
advertised in leading home pub 

lications. All coupon replies 
from each dealer’s area will be 
sent to him so he can ce 

them into new home sales. That 


means even more volume... 


more profit 


Lumber dealers wishing to 
benefit from this national adver 
tising by becoming authorized 


Lu-Re-Co dealers should writ 





LUMBER DEALERS RESEARCH COUNCIL 


Ring Bldg. + 18th & M St., N. W.« Washington 6, D.C. 





Circle No. 143 on Coupon, page 282. 


269 





AHIMEL (Ly | 


PRODUCTS OF MERIT Zl 


® Linoleum Paste 

@ Waterproof Cement 

® Asphalt Tile Cement 
Rubber Tile Cement 
Wall Paper Paste 
Jell Size 
Patching Plaster 
Plaster of Paris 
Crack Filler 
Spackling Compound 

® Wood Putty 

® Daisy Brush Cleaner 











. and many other Products of Merit 
SOLD THROUGH LEADING WHOLESALERS 
EVERYWHERE 
Consumers Glue Company 


1515 Hadley St. 
St. Louis 6, Mo. 
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ne Hack Saw 





Now ONE hack saw blade 
for cutting all thicknesses 
of metal, Home owners 
and mechanics will really 
go for this new flexible 
blade. 


Individually carded 
blades 
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New Literature 


Consumer Data 


Big Homes'in new book. As a result 
of the demand for larger homes in 
1956, a new book “Spacious Homes 
You Can Afford” by George G. Foster, 
A.L.A. has just been published. 48 of 
Mr. Foster’s recent creations are dis- 
played, The publishers are Associat 
ed Plan Service of Huntington, Long 
Island. Paperbound and priced at 50 
cents. Associated Plan Service, Inc., 
Dept. AL, 384 New York Ave., Hunt 
ington, N. Y. 


Cirele No. 291 on Coupon, page 282 


Power Tools. A brand new, full 
color, 16-page comic book that tell 
the history of tools is available as a 
consumer giveaway or promotional 
piece. The comic book illustrates how 
Cummins lightweight, easy-to-use 
power tools are designed for use by 
every member of the family. The boo 
also features all the Cummins tools 
including drills, drill kits and Maxaw 
portable saws. John Oster Manufac 
turing Co., Dept. AL, 5055 N. Lydell 
Ave., Milwaukee 17, Wis. 


Cirele No. 292 on Coupon, page 282 


Technical Data 


“Clarklift Features” is the title of 
a 16-page, three-color brochure de 
scribing construction details, operating 
characteristics and maintenance fea 
tures of the new Clarklift line of for 
trucks. Numerous photographs and 
simplified drawings help explain many 
of the engineering features of the six 
model line. Special section on Clark’s 
new Hydratork Drive describes the op 
eration and interchangeability features 
of the power train. Clark Equipment 
Co., Industrial Truck Div., Dept. AL, 
Battle Creek, Mich 


Cirele No. 293 on Coupon, page 282 


Dryer Vents. Bulletin 164-L gives 
data on Leigh dryer vents and instal- 
lation kits, said to contain everything 
necessary for a complete clothes dryer 
ventilator installation. The Dryer- 
Vent is made entirely of aluminum. 
Outside hood is styled to blend with 
the house and conceals a floating valve 
that retards back drafts and assures 
better performance on all gas and 
electric dryers. Building Products 
Div., Air Control Products, Inc., Dept. 
AL, Coopersville, Mich. 
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Remodeling Booklet 


The special 40-page section, 
“How to Organize and Operate a 
Home Improvement Department,” 
in this issue, will be reprinted 
booklet form. Single copies $1. 
Send your order to American Lum 
139 N. Clark Street, Chi- 
cago 2, Il. 
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Brand 


Hogg 
MES CREEN®Z 
Rollers 


Concave Face 


2 models, for fibre gloss or metal screens. 


Standard 2” dia 
For inserting spline into frame after 
screening has, been positioned. 
Standard stock sizes are .093, .105, 
.125 and .170 width of face 
For fibre gloss roller model, 
1” section of chonnel, screen and 
spline to insure correct size roller 


Convex Face 


Prondens 2" dia. x 
16” face 


Primarily used in putting the screen- 
ing into the frome slot. Can be sup 
plied with 3/32” rounded edge 


Flanged 


Standard stock size is 2 and 
1-5/8" diameters by 9/16" width 
of face 
Special sizes on all above tools can be 
made to order. Send specifications 


HOGGSON & PETTIS MFG. CO. 
BOX 1650, NEW HAVEN, CONN., U.S.A. 
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FOR UNDERCOURSING 


DUOFAST 


STAPLE TACKER 


Your customers need and want these 
one-hand tackers for the job pictured 
above, as well as many other jobs 
speededand simplified by DUO-FAST 
TACKERS and STAPLES. 

You will like dealing with DUO-FAST. 
You will like our FREE SERVICE 
POLICY. You will like the dealer aids 
available. 


Write today for the Duo-Fast Story. 


DU0-FAST 


FASTENER CORPORATION 
860 Fletcher—Chicago 14 
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Cash-in on Home Improvement 


INCREASE YOUR FALL SALE 


WITH THIS EFFECTIVE 


The kit consists of the following five 
promotion tools, each especially 
created for a specific consumer sell- 
ing need: 


| Iwo pages of ad mats, suitable for 
newspaper use, a complete campaign to 
stimulate Fall business for you, One set 
features home improvement packages. 
rhe other set sells the products owners 
need to fix-up their homes for Winter 

such items as insulation, weatherstrip 
ping, calking, exterior paint, etc. A 
ready to use assortment of ad sizes from 
one column to three columns. Com 
plete layout and copy suggestions are 


included 


2 Detailed, easy to follow plans for an 
attractive OHI information booth. This 
booth will center customer traffic atten 


tion in your store on the home improve 


@ These sales booster materials 
are all you need to get your 
store started on the new “60 
Day Action Program for 

Fall & Winter Selling,” see 
the September 3rd Fall & 
Winter Merchandising issue. 


BuILDING Propucts MERCHANDISER 


promotion Ki; 


A special sales booster kit designed to help 
you sell home improvement packages and 
Winter home fix-up merchandise to the 
homeowners in your community. 


ment packages you feature, Simple to ) lelephor into Sales and 
How to Make 


Customers DY 


Inquiries 
Collections and Keep 
Telephone. I xperienced 


construct from materials you have on 
hand. Every dealer needs one. Can also 
in how to build your business 


be used as a display at community Op guidance 


eration Home Improvement activities via telephon 


ye llin 4 
phon ( 


prepared by telephone 
experts of the Illinois Bell Tele 


3 Two hundred 2-color door hangers 
Colorful 


OM pany 
die-cut notched for easy use 
calling cards for your outside salesmen 
to hang on door knobs in their house OPTIONAT 
sales calls. These effective ad 


which feature FHA Title 


I payment terms, sell 


to-house 


5 100 copie ol Home Maintenance & 


Improvement magazine, the 


vertisements 


both home im lumber 


dealer's own consumer magazine plus 


provement packages and pick-up met 


im attractive These are 


chandise, They provide a place for you display rack 


copies of the big Fall issue, an issue 


to rubber-stamp or imprint your name 
( pt ( tally written to ll comsumers the 


cold 


up merchandise and 


address and telephone number, plus 


home improvement packages, the 


space for your salesinan to sign his 


Li f ( _ 
name weather home fi 


the other product you will be promot 


ing during the Fall months 


4 Jelephone selling instructions. Three 
booklets Selling by Ti lephone Turn 


Minimum order i 100 copie 


Fall & Winter Merchandising 
American Lumberman Magazine 
139 WN. Clark $t., Chicago 2, Il. 


A Dservice 


hangers and telephone elling | 


f Please send id mats, OHT booth plas 200 door 


ructiot price AD 


AD 
Also include 100 copies of Home Maintenane /mf 


Whagasine and «lt pla rack price $15.00 


NAME 
COMPANY 
ADDRESS 
city STATE 


Please enclose money order or check with your orde! 


ee feeeeneeeseeesgseee#*ee#eee#ee#ee#e« 


eeeseeseeeeense@eneeneeweeneeeneenenenenee#e#e#e#e#####e# @# 
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NEWS in BRIEF 


(hegina on page &) 


NRLDA Appoints Kennedy 


W. FP. Kennedy, Jr., president and 
general manager of the T. H. Rogers 
Lumber Co,, Oklahoma City, Okla., 
has appointed chairman of the 
denler attendance and promotion com 
mittee for the 1956 Exposition of the 
National Retail Lumber Dealers Asso 
ciation, Chicago, December 10-13. 

His new appointment is in addition 
to his work as a member of the board 
of director in the national dealer 
organization, where he has been active 
in planning the national Exposition 


be« mn 


re ort ov 


You can’t beat 


oe 


® Give your metal roofs added life 
with Metallic Zine Paint (MZP), 
Covers in one coat by brush or 
spray. Stops rust, Sticks fast, ex- 
pands and contracts with metal 
to maintain unbroken coating, 
Covers 600 to 800 aq. ft. per gallon. 
In attractive colors. Tests started 
in 1942 prove MZP is best of 92 
roofing paints! Get the full story 
before you paint! 


FREE INSTRUCTION MANUALS! } 
Write To Field Office 

*American Zinc Institute ' 

324 Ferry St, Lafayette, Indiana, Dept. ALY 


Circle No. 236 on Coupon, page 282 


PACE SETTER! ¢ 


Palm-size 1 and 2 Ib. boxes 


Atlas sets the 
profit-filled, packaged nails 


BUILDERS SEE FEWER STARTS 


In mid-August, 20 of the nation’s 
leading builders got together in Toledo 
to discuss the continued decline in 
housing starts. The group consisted of 
the executive committee and past 
presidents of the National Association 
of Home Builders from all parts of 
the country. 

For three days these top builders 
closeted themselves in a meeting room 
n NAHB’s president Joseph B. Haver- 
tick’s swank Holiday Inn hotel, listen- 
ing to reports from different areas 
Their prognosis for the remainder of 
the year no great improvement in 
the rate of housing starts, a continua- 
tion of the trend for steadily increas- 
ing building costs, and no letup in the 
intense competition for home buyers. 

“We are going to have to lower our 
ights,” Haverstick summed up at the 
end of the conference, “Builders who 
have put up 100 houses a year ago 
are going to do 50 for a while. Al 


though I think we hit bottom about 
two months ago, I don’t see any great 
increase in building volume ahead.” 

N. H. “Nat” Rogg, NAHB econo- 
mist, predicted that the monthly Labor 
Department figures will show that 
new houses started in July will drop 
below 100,000, more than 20% under 
the number started a year ago. He 
said that nationally starts for the year 
were off 22% but that the decline in 
dollar volume has been much less. 
Most slackening in sales has been the 
lower price brackets. 

All the builders attending reported 
that they had boosted their advertising 
and promotion budgets from 20 to 
75%. Bright ray of hope is that in- 
ventories of unsold homes are “not 
a matter of concern,” according to 
Haverstick. FHA and bankers for 
months have been insisting on selling 
from a model with a limited inventory 
of completed homes. 


SOME MILLS REDUCE OUTPUT 


Lumber and plywood mills in_ the 
Pacific northwest are starting to fore 
cast reduced production to balance sup- 
demand and stabilize prices. 
At the present time there are a few 
concrete examples which might indi- 
cate a trend, 

Simpson Logging Co., Seattle, has 
announced a four-day week at two of 
its plywood plants. Multnomah Ply- 
wood Corp., reports a “25% or less” 
curtailment in product 


ply and 


Some western 
Oregon mills making studs have closed 
because of low market prices. 

Despite these isolated reports large 
scale curtailment by lumber and ply 
wood mills still seems to be urged “for 
the other fellow” by most mills. Be- 
cause of this feeling production con- 
tinues fairly high and prices for this 
reason are on the weak side for key 
items. 

Weyerhaeuser Sales Co., which sells 
the output of large Weyerhaeuse 
Timber Co., created a stir in the 
Douglas fir plywood market by bidding 
$64.50 a thousand square feet for a 
quarter inch thick plywood order for 
the U. S. Army Corps of Engineers. 
Since this is a net mill price, without 
the usual jobber and other discounts, 
it’s equivalent to about $70. 


Most sales in the industry in recent 


ty 
Dp 


and leads the field — with 
common, finishing and box 





pace again 


The trend today is self-service selection and self-selling 


packages 
Now . 


see how Atlas packaged nails can help you to 


more sales and greater profits 


@ Your stock is a displey 
@ Nothing to weigh 
@ Nothing to wrap 
@ tasy to inventory 


Now... call 
your supplier today! 
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Nails are stacked like toothpicks (not poured) and take 
50% less space than other packaged nails. 


Atlas racx corp. 


FAIRHAVEN, MASS. @ 


HENDERSON, KY 


Se pte mber 


4 


days have been at $72. Even though 
most millmen maintain today’s price 
is still $72 they are increasing the 
reports of discount sales at $68 to $70. 

“If you shake an order at $68 in 
front of the noses of a lot of mill 
sales managers, you get the order, 
one Portland wholesaler said. 

Last week as fir plywood prices fell 
to the lowest level in nearly three 
years, and industry output slowed 
down to 87.9% of capacity, Miles Mun 
son, general manager of Lane Ply- 
wood, Inc., Eugene, Ore., reported: 
“We are losing money right now. We 
have curtailed our production by al- 
most 20% and we are not even look- 
ing at business at the new $72 price.” 

Owen Cheatham, president, Georgia- 
Padific Corp., Portland, said: “We are 
not curtailing our overall production 
but we are cutting our output of 
standard sanded fir plywood and mak- 
ing in its place decorated plywood 
panels on which the price is more 
stable.” 

On the Douglas fir lumber side, ran- 
dom length green (undried) 2x4’s are 
being sold by mills for $67 to $68 to- 
day, down approximately $4 from three 
weeks ago and $12 below the year’s 
peak in April, Last August, the mill 
price was $78. “It’s an awfully weak 
market. You can’t peg the price,” says 
the Oregon manager for a company 
that wholesales lumber and also op 
erates mills of its own. 


Cement Output Rises 


Cement turned out a record 150 
million barrels in the first half, up 
about 10% from the year before. These 
heavier supplies, coupled with the dip 
in home building, have eliminated most 
of the shortages that plagued the 
construction industry last year. 

Price hikes now are rare and few 
are anticipated in the months ahead 
because of the new competitive condi- 
tions. Prices vary with different parts 
of the country but in the Pennsylvania 
Lehigh valley it’s $3 a barrel, 15¢ more 
than a year ago. 

(additional news, page 276) 
LUMBERMAN AND 
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for PROFIT MAKING 
IDEAS.....it’s a must! 


SrdaNNUAL 


a od 3 40) ©) Si On 
IN ACTION” 


at Chicago! 
Dec.10 thru 13 





A national product and 
equipment show for retail lumber 
dealers! Four full days, packed 
with action and discussion clinics! 
Get your registration in NOW! 

— Write: 


NATIONAL RETAIL LUMBER DEALERS ASSOCIATION 
18th and M Streets N.W. « Washington 6, D.C. 





WEATHERTIGHT ROOF PROTECTION 


CITY HOME BUILDINGS 
INDUSTRIAL BUILDINGS 
FARM BUILDINGS 


all benefit with Abesto low cost protection 


NEW ROOFS . . . EXTENDS ROOF LIFE... 
REDUCES ROOF MAINTENANCE 


NO JOB TOO LARGE—NO JOB TOO SMALL 


Abesto Liquid For built-up roof construction 


Abesto Fiberated For coating pitched or flat roofs 
Abesto Semi-Plostic......for spot patching and dampproofing 
Abesto Plastic For spot potching, caulking and flashing 


Abesto Lumiclad od reflective aluminum roof coating 


FREE LITERATURE UPON REQUEST 


c Abesto mFc. corp. f 


MICHIGAN CITY, INDIANA 


DEPT. AL 
Circle No. 147 on Coupon, page 282. 
BuILDING Propucts MERCHANDISER 


| NO MATTER WHAT THE 





| Woodworking Notes which you 
| can have FREE. 


SEALS THEM ALL — PERMANENTLY 
> . IT'S CLEARER 





IT’S STRONGER 

IT’S ALWAYS UNIFORM 
Over 3,685 Las 
ACTUAL SHEARING STRENGTH 


PER SQUARE INCH 


JOINT IT'S BOUND FIRM 
WITH ROGERS... and Rogers 
will Never Discolor Wood Ma- 
terials. The joints shown here 
are only 6 of the 24 Typical 
Joints shown in Rogers Book of 


VET ait 
im? 











It's full of helpful data, handy as a 
teaching aid. Send for Your Copy 
and Rogers Free Project Plans, 
TODAY! 
Rogers Glue is handy in Leather 
Crafts, Print Shops and other 
industrial arts classes, too 


RO LIQUID FISH GLUE > 


GLOUCESTER, MASS 
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CONVEY IT... 


FOR FASTER LOWER COST HANDLING 


Move flooring, laths, shingles, any building ma 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping 

fast, and at lowest cost, with Standard Conveyors, 
Get complete information write for Bulletin 


Dept U-.9 


STANDARD CONVEYOR CO 
General Offices 
North St. Paul, Minnesota 


Sales and Service in DRAVITY & POWER 


Principal Cities CONVEYORS 
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ADJUSTABLE LOUVERS = 7 sizes up 


to 92" base, from 4 to 8 vanes 


FIXED LOUVERS 4-12 pitch, 5 
sizes from 7’ to 12° base. 5-12 
pitch, 6 sizes from 38” to 115" 


brane 


FLUSH AND RECESSED LOUVERS 
Flush 11 sizes up to 30°x 24”, 
Recessed 7 sizes to 24"x 30", 


ROOF VENTILATORS 3 sizes. Fits 
shingled roofs of any pitch 


WALL AND UNDER EAVE VENTILATORS 
For under caves, COTHICES OF 


soflits 


FOUNDATION VENTILATORS — [it 
standard 16°x 8” block opening. 


{ll louvers and ventilators fur 
nished with FHA-~-required 
S-mesh aluminum screen and 
formed from .025" aluminum 
except Foundation Ventilators 
which are die-cast aluminum 








ALUMINUM LOUVERS AND VENTILATORS 


NATIONAL GYPSUM COMPANY 
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A house that breathes through every season lasts longer 








Stock the line that’s made to fill 
these year-round ventilation needs 


Proper ventilation enables houses to “breathe” through every 
season...it protects them and gives long-lasting life. Gold 
Bond Aluminum Louvers and Ventilators, with their variety 
of styles and sizes, make it possible for you to meet any 
ventilating requirement. Take a look at this complete line. 

There’s the Gold Bond Adjustable Louver, which fits 
4-12 through 12-12 pitch, a greater range than any other 
adjustable louver. It’s an integrated unit...can’t come apart. 
The Fixed Louver, ideal for attic fans, has an exclusive 
design that assures permanent and rattle-free installation. 

For frame, brick or veneer walls, the Flush Flange Type is 
readily installed. In new construction, or re-siding jobs 
where no wall framing is needed, the Recessed Flange Type 
is available. For shingled roofs of any pitch, use Gold 
Bond Roof Ventilators. Wall and Under Eave Ventilators 
supplement ventilation in roof or attic wall. 

Foundation Ventilators, available with or without dampers, 
can replace standard concrete bloc k or be attached to ends 
of wood-joists for poured concrete foundations. 

Get the full story on Gold Bond's full louver line by writing 
National Gypsum Company, Dept AL-96, Buffalo 2, N.Y. 


Gold Bond 
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OAK FLOORING 


All along the line, everyone agrees that Padgett 

Smith Oak Flooring made from Onark Mountains 

choicest oaks is the finest flooring of its kind money can 

buy. Every inch is carefully selected, thoroughly dried in 

modern kilns and is precision milled. Graded to NOFMA 

standards, Repeat orders from satisfied customers is no accident 
Won't you try a load on your next order? 


Write, wire or phone for particulars. Truck delivery within 600 mile radius 


ADGETT- MITH FLOORING COMPANY Wiiicin view, me 
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Watch sales go up 
when you install 
Multiplex Merchandisers 


Hundreds of leading lumber and building supply 
retailers have found that Multiplex Steel-framed 
Swinging Panel Merchandisers help them multiply 
their sales. 


BUILDING PRODUCTS DISPLAY CENTES 





This modern display equipment provides the most 
effective way to show samples of all types of flat 
merchandise such as plywood panels, wallboard, 
roofing, siding, moulding, etc. Customers like “to 
turn the pages’’ and make their own comparison 
and selection. 


Full-size sample doors —~ with simple pivot 
brackets attached —- are interchangeable with 
display panels 


Show it well, and it will sell! 


Drawing below illustrates the floor space @ 
needed for a typical 10-panel Multiplex Dis 
play. With 80” high panels, more than 330 ULTIPL DISPLAY FIXTURE C0. 





square feet of display space is provided. 
Coupon will bring you 
our Catalog of Display 907-917 North 10th Street * St. Louis 1, Missouri 
Equipment for Building 
Supply Dealers, In it are 
photos showing how many 
leading dealers are using 
Multiplex to boost soles 
You should find a num 
ber of worthwhile ideas 
in these pages. Send for CITY AND STATI 
your copy now 


Please send your Display Equipment Catalog 
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THE LUMBER MARKET 


Prices Downward 
In Seattle Region 


SEATTLE—-The market is soft 
with prices continuing a downward 
trend that has followed a pattern of 
weakness so far this summer. The 
trade is looking forward to a good 
fall business after the long lull of 
weak demard. Green fir dimension 
and boards wre hard to pinpoint but 
appear to be $2 to $3 less. Dry hem 
lock is in very good supply and 
dimension has followed fir declines 
settling at $2 below previous quota 
tions, Uppers remain steady 

Shingle prices, though soft, are 
holding. No, 2 perfections are hard 
to buy. Cedar siding is selling at 
new listed lower figures but there is 
no strength to the market. Pine lists 
are holding with weakness evident 
in shop and common items. Engel 
mann spruce sells at various prices, 
some at figures $2 to $4 below 
issued lists. Plywood is weaker 


Despite unusually warm and dry 
weather and fire closures inventory 
of logs in hands of mills and log 
gers in commercial waterways has 
built up to higher figures than last 
year at this time. On August 1 Puget 
Sound reported 430 million feet, an 
increase for the month of 941% mil 
lion. A year ago the total stood at 
367 million feet. Columbia river on 
August | had logs totaling 428 mil 
lion or 46 million more than on 
July 1 while a year ago the total 
reached 331 million feet. Grays Har 
bor stocks aggregated 64 million, up 
for the month 8% million 


Reduced Production 
Reported from Tacoma 


TACOMA Production curtail 
ment has hit both the logging and 
plywood industries 


At nearby Shelton, the Simpson 
Logging Co., a large plywood manu 
facturer, announced that it will close 
down both its Shelton and McCleary 
plywood plants one day a week in 
an effort to balance production with 
orders. The plants will be closed on 
Fridays, establishing a four-day 
work week, Monday through Thurs 
day 


H. W. MecClary, the company’s 
logging and plywood production 
manager, said an “unhealthy condi 
tion has persisted for months and 
will not be corrected until a balance 
between production and demand 
stabilizes the price picture.” He said 
operations at the two plywood plants 
would be scheduled according to new 
orders received. “This serious drop 
in plywood business,” according to 
McClary, “results from existing 
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plants operating full schedule, new 
plants getting into production and 
a general slowdown in national home 
construction.” He said stable prices 
are needed to give confidence in the 
plywood industry. 


The log curtailment is an entirely 
different situation and has come 
about because of protracted “off and 
on” operating conditions that have 
resulted because of an unusually 
long dry spell. Hoot ow! shifts have 
been in effect whenever and where- 
ever possible, but even so logging 
has suffered more heavily than usual 
and supplies are short. Operators 
are bending every effort to take full 
advantage of any cooler weather and 
higher humidity, no matter how 
temporary it may be. Forestry offi- 
cials say 1,295 acres have been 
burned during the first seven 
months this year in what they de 
scribe as “the most severe forest 
fire season in Washington since 
1952.” 


Slice Prices in 
Northern California 


SAN FRANCISCO—Demand for 
lumber in the northern California 
market is slow, with order files 
down and mills beginning to show 
a willingness to slice prices in order 
to get the business 


Much of the slump, according to 
industry spokesmen, can be credited 
to the recent series of strikes among 
carpenters, plumbers and plasterers, 
which halted commercial as well as 
residential building 

Along with this, home builders 


are finding the going a lot tougher 
and sales of new homes are being 


promoted with a greater vigor than‘ 


ever before. New construction, of 
course, is down from last year. 


For the first time in months the 
slowness has also affected the Cali 
fornia redwood industry, which 
hitherto has been rolling along al 
most at its own pace. Plywood pro 
ducers are frank to admit they are 
being hurt and some of them have 
gone as much as $2 and $4 below 
the “official” $76 base. The same 
situation is arising in the Douglas 
fir field also, with purchases of di- 
mension and green boards off from 
previous weeks and prices remain- 
ing soft 


Some northern California mills 
have closed because of a price struc- 
ture that has seen utility and better 
studs failing to move at $60. Stand- 
ard and better green dimension has 
been only slightly higher at $70, 
with slow sales. 


September 


4 
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STAR SHAPED house designed by A. C. 
Ledner, New Orleans architect, emphasizes 
development of new wood framing tech- 
niques. Standard one-inch southern pine 
sheathing is the structural skin that ties 
together larger lumber framing. The 
method involves less material than con- 
ventional methods 


New Wood Framing 


The Southern Pine Association re- 
ports that many modern architects and 
builders believe wood framing has even 
larger capacity, which we are just 
beginning to realize. For example, one 
of wood’s greatest assets is its high 
strength in proportion to weight. 
Logically lighter and more graceful 
homes are safe and possible. 

This type of advanced thinking has 
recently been incorporated into the 
design of a house by architect Albert 
C, Ledner, New Orleans. The house is 
wood frame but it has an unusual roof 
structure which consists of a 12 gabled, 
12 pointed, pleated “star.” This is 
made of a series of triangular sections 
which appear as different planes or 
membranes. Rigid wood struts take 
the thrust of the roof load down to 
the footings. There are no buttresses 
and the walls are non-bearing. 

The entire structure is very simple, 
light and strong. What’s more signifi 
cant, a large area was roofed and 
walled with much less material than 
conventional methods would have in 
volved. Traditionally wood sheathing 
always has added strength but here 
ties together larger lumber members 
and enabled fewer members to do the 
job. 

Milton Ryan, San Antonio architect, 
goes a step further. He is exposing 
conventional wood framing rather than 
plank-and-beam, the usual medium fo1 
this device. Using southern pine, Ryan 
leaves the ceiling joists exposed to 
give the impression of a beamed ceil 
ing. Some of his rooms will be par- 
titioned with nothing more than a cur 
tain of studs mingled with greenery. 
On the exterior, the studs are also 
exposed as the frames for picture 
windows. 

Southern Pine Association also be 
lieves that laminated lumber will grow 
in popularity for modern homes, They 
point out that the glued wood arches 
and beams of any length permit post- 
free interiers and add to the appear- 
ance of the house. 
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AAI-SPEED 
INSTALLER 


SELL it for profit! RENT it for 
profit! LEND it for profit on 
increased sale of Molly screw 
anchors! Patented Hi-Speed 
Installer makes perfect instal- 
lations. Installs 8 Mollys per 
minute in prepared holes. 
Handles any size Molly with- 
out change or adjustment. 
Easy to use. 


CORPORATION 
DEPT. 120 
READING, PA, 
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> KI LL insures the | 


uniform top | 
quality of 


RUSSELL & PUGH 





Ponderosa 
Pine 
Douglas Fir 
and Larch 


i: Idaho White 
ussell & Pugh Lumber Co. 


p= 


~ 


Springston, Idaho ¥ 
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susimess, PAYS OFF” 


Your Winslow representative can call on you, at your convenience, and prove 
with “details and facts’, how you can set up @ profitable Winslow Ready-Mix 
plant at @ reasonable overall investment. 


Here are some 
typical dealer 
reports . 


“our Binanbatch in- 
vestment paid for it- 
self in approximately 
one year” . “big 
increase in tie-in sales 
since handling Ready- 
Mix in our yard” 

“we get additional bus- 
iness in our area be- 
cause we sell Ready- 
Mix.” Take advantage 
of the Binanbatch 
Ready-Mix profits . . . 
have our representa- 
tive prove to you a 
minimum investment 
puts you in the Ready- 
Mix business 


Send coupon for 


complete details Actual otograph, Ready-Mix  installe- 
tlon at Huston Lumber Company—at Carey, 
Ohle 


WINSLOW SCALE CO. 
P. O. Box 1198, Terre Haute, ind. 
Please send information on Bin for Ready-Mix 





Neme 
Address 
City 


State 
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NEEDED ON MORE THAN TEN MILLION 
WOOD OVERHEAD GARAGE DOORS... 


ry : 
Ngabo-door 


Seals out Cold, Rain, Snow and 
Dust Keeps Heat in 


Cushions Closing Prevents Door 


Damage and Rotting 

Easily Instalied in 15 Minutes 
Using Rust-proof Aluminum Nails 
Purnished 


SELF-SELLING POLYETHYLENE PACK 

AGE makes colorful, eye-catching 
counter displays that tell the whole story. &-foot, 9 foot and 
16-foot lengths for standard doors 1S0-foot reela to take 
care of demand for other sizes 


POPULAR PRICED 40% Profit on 

8-foot package, $2.95; 9-foot package Made of Pure Viny 
$3.25; 16-foot package, $5.90. By the Won't crack in wir 
foot, 6c per foot (nails extra), 6 ter or soften in eur 
9-foot lengths, 12 to master carton ner; not affected | 
16-foot length, 6 to master cartor oll, gasoline, et 
150-foot reels, 2 to master carton 


ORDER TODAY! if your distributor does not stock Seal-o-door 


Seal-o-frame. tell us his name and order direct trom 


DYER PRODUCTS COMPANY 


CANTON 2, OHIO 
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Lumber Prices at Press-Time 


The following index is intended merely as « check on buying practices. It is « compilation 
end average of mill prices at press time and should not be considered as current on the day 


the magazine is received. The prices should be useful in followin 


check on purchases made approximately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertical Grain Flooring 
OLR 


1x4 70.00 


Fiat Grain Flooring 
1x4 45,00 
\xb 65.99 


4.00 
160.00 
Drop Siding 
inh (Pat 
xh = Pat 
Ceiling 
Yer4 125.00 
14 115,00 


150.00 
150.00 


55.00 
6% 00 


$106 
Riis) 


120.00 

110.00 

Boards and Shiplap and 2" (Green) 
P 
66 
7 


57 


Construction Dimension 


Standard Dimensior 
2x 4 
2x 
x 
“ei 
Zaid j I 
Utiiity Dimension +/! only 
7x 4 


CEDAR SHIHGLES 


Royals 
o. | 

No. 2 
No, 3 2 4/7 


4/2 
af? 


Perfections 
No 

No, 2 
No. 3 


MKKK 
No. | 
No, ? 
N } 


WESTERN RED CEDAR 
Prices for red cedar siding 
bundling &' to 16° are 
Beveled Siding, '/, Inch 


\, 4 ined 
{ ‘ 
’ ) 
6 
8 


y 
y i 


b 

i 
y t 
' 
Clear Bungalow Siding, % inch 

“ ' 70.00 

10 incl 190.00 


12 incl 220.00 


Finish, 8 and Btr, $2 or 45 
&' to |é' of rough 

ty & 

ixi0 


Cealing or Flooring, 8 and Btr 
D to 16° or longer 
8 & Bir 
tnd 4.00 
ix4 44.0 
Discount on mouldings 6’ to 20° odd lengths 
Series 6,000 
Listing je ‘ 
sting 2.00 and - t plus 4 
Clear Lattice An 1% 5' to i8 
100 lin, ft 
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} ° 


in mixed cars, 


100.00 
120.00 


110.00 
110.00 


75.00 
7§.00 


WESTERN PINES 


Ponderosa Pine 
c 


4/4® 


We 


f 


1 Of 
4594 


Commons, $2 or 45 
248%. 

xBR 110.00 

112 ® 8.06 
idaho White Pine 
Selects $2 of 48 

1x6 

310.00 
265.00 


ChBrr, Ri 
D RI 9 
Commons, $2 or 45 
No. | 
ix 6 140.00 
Ixt2 190.00 


Sugar Pine 
Selects $2 or 45 
5/4 
C&Btr, Ri , 316.00 
D RI 265.00 
Shop, $25: 
No. | 
5/4 52.00 
6/4 152.00 


OAK FLOORING 
2, Wel / 


Clear Plain 


WV 
k 

Se! Plain 
r 

#1 Com 
Ww 
ry 

#2 Com 
Pine W 


tt! Com. & Btr 
Shorts 


SOUTHERN PINE 
Vertical Grain Flooring 
B&Btr 
x4 230.00 
Fiat Grain Flooring 
x4 60.00 
xb 165.00 
Drop Siding 
xd #106 
in6 Bil 
Boards & Shiplap 


170.00 
170.00 


xf 
120.00 
7.0 
84.00 


1x6 
N D grade) 120.00 
N 2 89.00 
No, 3 78.00 


No. | Dimension (Dense) 
1? 4 
on 8.00 


“ 
4 98.00 
2x 6 00.00 
ie 
0 


104.00 
797,00 99.00 
2x 110.00 0.00 
Zut2 130.0 10.00 
No. 2 Dimension (Dense) 
» 4 ” YY 6 00 


2x 4 7 Oo 94.00 
ax 8 88.00 90.00 
x 74.00 99.00 
x 100,00 00.00 
No. 38/L Only 
2x 4 
2x 6 

4 


é 


5/4 R8W 


end 
/4 RW 
290.00 
245.00 


No, | 
42.00 
44.00 


market trends and as « 


8/4 RW 
300 .00 
255.00 


No.2 
110.00 
114.00 


No. 4 
68.00 


66.00 


1x10 
320.00 
275.00 


No. 3 
108.00 


sssss~ 


S388 88888 


REDWOOD 


Bevel Siding 
G. Clear All Heart 
G. Clear All 
G. Clear All 
V.G. Clear Al 
a 
7 
2 
7 
GS 
- 
> 
Zs 
7 
- 
? 


Heart 
Heart 
rieart 
| Heart 
| Heart 

Heart 
Heart 
Meart 
lear | Heart 
V.G 


mn above sizes 


Note: A grade 
tor '/2 % and % 
Finish 

ix 4 Clear Heart $45 

lx 6 Clear Heart S45 

Ix 8 Clear Heart S45 

1x10 Clear Heart $45 

Ix!2 Clear Heart S45 


WESTERN HEMLOCK 


Vertical Grain Flooring 
BS Btr 


1x4 150.00 


Fiat Grain Flooring 
1x4 135.00 
1x6 140.00 
Drop Siding 
Ixb (Pat 
Inb (Pat 


135,00 
135.00 


#106) 
#116) 
Celling 
Yqx4 110,00 
1x4 116.00 


Boards and Shiplap and 2" (Dry) 

1x6 1x8 
74.00 76 00 
47.00 697.00 
60.00 62.00 


Construction 
Standard 
Utility 


Construction Dimension 


Standard Dimension 


me. 
Utility Dimension r/! only 


/ 


ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


é 
N 8 fi 


No. | Dimension 


¥ 


No. 2 Dimension 


4 
é 

é 4 } 
Mills are now grading boards No. 2 and 3 com 
mon, Millis do not grade out No 
as in fir 


1956 A MEI 





Redwood Siding $5.00 less 


3 dimension 








JUST OFF THE PRESS! 





including the latest 
official specifications as issued 
by the Wood Flooring Institute 


FREE e@ Jo Get Yours Write— 
J.W. WELLS LUMBER CO. 


MENOMINEE, MICH. 
Circle No. 225 on Coupon, page 282. 


a 





‘DENNING STOCKADE FENCE 


| Low COST, RUSTIC TYPE FENCE: 


IN 25 Ft. ROLLS, READY TO ERECT! 


This is the rustic-type fence so much in demand 
today for use around patios and yards. Avoilable 
in 5 and 6 foot heights in rolls of 25 feet. Easily 
erected with posts and stringers 





Closely spaced palings of 4" x 1%" cedar, cypress or pine ore wire 


| bound to heavy galvanized wire. Palings weather to an attractive gray, 


making a handsome, low-cost fence 


DENNING PICKET FENCE 


LOW COST 
EASY TO ERECT 


Handsome and eco 
nomical, made from 
pine or cedar pick 
els, securely woven 
with galvanized 
wire. Available in 3, 
3% and 4 feot 
heights in 50 ff 
rolls, painted white, 
green or red, Write 
for complete infor. 
mation and prices 


DENNING MANUFACTURING co. 








P. O. Box 1396 


Joliet, il. 


Circle No. 222 on Coupon, page 282 





GILLIES BROS. & CO. Ltd. 
BRAESIDE, ONTARIO, CANADA 


WHITE PINE  stros 


STROBUS) 
Also some Norway and Spruce 
AIR-SEASONED — WATER-CURED 


Rough or Dressed 


Mfrs. of 
Genuine 


Capacity 28 million feet annually 
Sawmills — Braeside and Temagami, Ontario 
Established 1842 cee Member W.A.W.L. 








Circle No. 223 on Coupon, page 282. 


SELF SERVICE 
INCREASES SALES 


Price mark 

help your customer 

DISPLAY TICKETS 
MOULDING TICKETS 
SPECIAL SALES CARDS 
BIN TICKETS 


themselve The I ive! 
al Price Marking ten 

the only system that 
has price tickets numer 


ically arranged in handy 





book form 











UNIVERSAL PRICE MARKING SYSTEM 


Minneapolis 15, Minnesota 








40! Washington Avenve South 





Circle No. 224 on Coupon, page 282 








__EXCHANGE SAWMILLS SaLes Co. 


1400 R. A. LONG BUILDING 


Since 1879 
KANSAS CITY, MISSOURI 





PHONE: VICTOR 2-6560 
TWX RC-484 


Sales Department for YONCALLA LUMBER CO., YONCALLA, OREGON % Green Fir Dimension * 


WManupacturers and Distributors 
SOUTHERN AND WESTERN WOODS 


Boerds * 


Catting 








Circle No. 226 on Coupon, page 282 


BUILDING Propucts MERCHANDISER 





Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 


Rates. 

1 Time — We per word tor each insertion. 
Minimum charge of $1.00 per iine. 

3 Times — iSe per word for each consecutive 
ingertion. Minimum charge of 75c 
per line. 

Add $1.50 per insertion for blind ads bearing 

box number. 

Ne agency 

allowed 


commission ot cash discount 


All ads tor classified section must be in Pub- 
lisher's office 14 days preceding date of publi- 
cation. Advertisements are set in uniform 6 
point style. No cuts or special borders 
allowed. 

Replies forwarded without additional charge. 
Count five words to a line and when less are 
epecitied ot used, regular line rate is charged. 
When answering box numbers or mailing copy 
tor ade address them to: 


AMERICAN LUMBERMAN, INC, 
139 N. Clark &t., Chicago 2, Ill. 





HELP WANTED 





WANTED: Man to head millwork department of 
large Central Kentucky retail lumber and cus- 
tom millwork firm, Must be thoroughly familiar 
with estimating, detailing, and billing. Archi- 
tectural Woodwork for ublic buildings, 
churches, schools, etc. Apply by letter givin 
all pertinent information to Savane laiber 
Mig. Company, P. O, Box 6884, Lexington, 
Kentucky 


Retail lumber yard in northwestern Indiana 
will be needing a young man experienced in 
general office work and handling counter 
trade. Excellent opportunity for an energetic 
and ambitious young man. Please reply in 
your ewn handwriting to Box N-50 American 
umberman, Inc 


Wanted: Young man with experience in the 
retail lumber busi , lor ger of a line 
yerd in a emall town in Central Illinois. Ad- 
dress Box P-50 American Lumberman, Inc. 





SALESMAN 
Lumber—Builders Supplies 
Excellent opportunity with established concern. 
Replies strictly contidential. State age, experi 
ence, salary expected, etc. Write P. O. Box 81, 
Fort Wayne. Indiana 


WANTED — Young. aggressive man currently 
employed by lumber wholesaler, or similarly 
employed, whe would be interested in starting 
his own commission lumber business with as- 
sured source of supply guaranteed by experi- 
enced West Coaat whelesaien. Write full partic- 
ulers stating age and experience, Reply only 
Uf sincere in wanting to start your own business. 
All replies strictly confidential. Reply to Box 
R.20 American Lumberman, Inc 





WANTED — RAILS 





RAILS. New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kila Trucks in stock 
M, KE. PRANK 


460 Lexington Ave., New York 17, N.Y. 
401 Park Bidg., Pittsburgh 22. Pa. 
105 Lake Street, Reno. Nevada 


STEEL RAILS 
16#, 2H, UH, WH. IH, OR and heavier 


MIDWEST STEEL CORPORATION 
S18 Dryden &t.. Charleston. West Virginia 
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SITUATIONS WANTED 





Detailer—Biller 


Experienced in all t Millwork. Have han- 
died jobs to $100, in value. Address Box 
P-48 erican Lumberman, Inc. 


BOOKKEEPER 


Preter distribution yard, wholesale or some 
manufacturing. Consider any vacancy. Familiar 
lumber terms, Been self employed for some 
time. Desire otherwise. Middle age. Address 
Box R-21 American Lumberman, Inc. 


Lumberman, experienced all phases of retail 
merchandising desires to purchase small or 
medium size active yard in Michigan. Would 
consid g t basis with investment 
and purchase privileges. Address Box R-22 
American Lumberman, Inc. 





Manager of retail lumber and building supply. 
Thirty years experience retail and wholesale. 
Also ma t, Know busi thoroughly. 
Fifty-three years of age. Can relocate any- 
where. Address Box 23 American Lumber- 
man, Inc. 








LUMBER & DIMENSION 
FOR SALE 





For Sale: Juniper posts. poles and lumber. Pine 

oles. Cut to specification. Aromatic red cedar 
combos and closet lining. Please ask for prices. 
P. E. Cayton, Edenton, North Carolina. Phone 
4 


66). 


FOR SALE 
Approximately 12,000 BF redwood tank staves 
and decks, 2’ and 3’ thick, 6° to 15’ long. 
Klatzky Brothers, Inc. 
Houghton, Michigan 


Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 


Also 


Extension Ladder Rails 
Cut Door Stock 


Mouldings 
Step-Ladder Stock 


Millwork Blanks 
Inquiries answered promptly: 
Al Clements Lumber Co. 


Eugene, Oregon 


Phone 6-253] TWX EG-049-U 


4 care 6 Hardwood stacking sticks 3¢ each. 
Gaiennie Lumber, Box 1774, Shreveport. Le. 





SALES REPRESENTATION 
AVAILABLE 





Manulacturers representative company of 
three experienced men, two and half years in 
business desire an additional volume line for 
lumber and building supply dealers in the 
State of Indiana and Louisville, Kentucky. 


Reply to: D. D. Dawson & Company 
500 Board of Trade Building 
Indianapolis 4, Indiana 





BUSINESS OPPORTUNITIES 





Lumber yard buildings for lease. 150 ft. front 
age. Ample storage tacilities. Excellent loca- 
tion on Truck Lane in Twin Falls, Idaho. 
Owner retiring. Operated business for twenty 
ears as Twin Falls Lumber Company. Write 
Tenn 5S. Kimes, Box 1099, Twin Falls, Idaho. 


SALES REPRESENTATIVES 
WANTED 





COMMISSION SALES REPRESENTATIVES 
WANTED 


for a few choice protected territories to cover 
lumber, building material and hardware trade 
for old established door lock manufacturer. 
Mention territory covered and lines carried. 
Address Box R-24 American Lumberman, Inc. 


Distributors—Dealers Wanted 


Here's an excellent opportunity to handle one 
of the fastest selling items in the building 
specialties field. It's DECRO-WALL — the 
unique 3 dimensional vinyl plastic wall cover- 
ing that simulates authentic brick and stone. 
In demand by home owners everywhere, 
DECRO-WALL sells easily, quickly. profitably. 
A limited number of territories are stili avail- 
able to promotion minded distributors Dealer- 
ships open everywhere. For full information 
on the DECRO-WALL profit story, write to: 


THE DECRO-WALL CORPORATION 
901 Nepperhan Ave., Yonkers, N. Y. 





BUSINESSES FOR SALE 





FOR SALE: Retail Lumber and Coal Yard in 
northern Kentucky. Conveyors to truck. 
Good Ly yard. Will inventory. ess 
Box N-56 Ameri Lumb Inc. 








EXTRUDED ALUMINUM COMBINATION 
WINDOW, DOOR AND PORCH ENCLOSURES 
DETROIT AREA 


faciliti Py Ludi 





Complete manufacturing g 
machinery, tools, jigs, fixtures, extrusion dies, 
10,000 aq. ft. leased plant. Inventory of fin- 
ished goods, raw material, parts, etc., en- 
abling continuous sales to active customers in 
several states. Key personnel, trade mark, 
1" ti terial, also included. Reply 
P. O. Box 3714, Oak Park 37, Michigan. 











For Sale: Lumber Yard in Elliott, Montgomer 
County, lowa. Good farming community. Ide 
location for independent tor. mpar 
tively small investment will handle. No in- 
ventory to purchase. Address Green Bay Lum- 
ber Company, Des Moines, lowa. 





SAWMILL FOR SALE 


Efficient, well-designed gang mill op- 
eration located on twenty acres in 


Southern Oregon with railroad facil- 





ities. This is a pletely d mill 
powered by air and electricity. Ample 
timber holdings to be sold with mill if 


desired. Plenty of open market logs 


available. For further information, write 


Box P-57 American Lumberman, Inc. 


Lumber and building material store in fertile, 
fast-growing Willamette Valley in egon. 
Fast profitable turnover on small stock. Town 
with population of 12,000 up including sub- 
urbs. Live industries with excellent payrolls. 
Yearly volume of yard $75,000; inventory about 
$12,000; Real Estate and buildings $312, 
Mild climate, good fishing 
ally good | for family 
umberman. 


equipment $2,000. 
and hunting. Especi 
oa. Address Box P-59 American 
ne. 


September 3, 1956, AMERICAN LUMBERMAN AND 








BUSINESSES FOR SALE 


USED MACHINERY FOR SALE 


USED MACHINERY FOR SALE 





CALIFORNIA LUMBER YARDS 
FOR SALE 
Advise the approximate size of yard you would 
be ieteonetell ta. Twohy Lumber Co., Licensed 
lumber yard brokers for over 40 years. 714 W. 
Olympic Bivd., Los Angeles 15. 








FOR SALE: Old established retail lumber 
busi Northeast wi in, real estate. 
buildings, inventory and equipment. To settle 
—, Address Box R-25 American Lumber- 
man, Inc. 





FOR SALE: Newly established paint, wall 

paper and floor covering store in a steadily 

gevee town in Oregon's Central Williamette 

‘alley. Owner leaving state for other business 

jatoceste. Inventory and fi 

H A $25,000 to 000. Address ‘inquiries to 
M. Stratton, 2040 E. 37th Street, Albany. 





Oregon. 





FOR SALE OR LEASE 
Lumber yard, area approximately y noone | 
ft. with plenty of storage sheds—railroad si 
ing—retail lumber store. Established 10 years. 
Located on Chicago's Southwest Side on State 
pewte. Address Box R-26 American Lumberman, 
ac 


FOR SALE 


Modern unstocked retail lumber yard on U. S. 
Highway 71 in Fayetteville. 
UTLEY AND COMPANY INC. 
Fayetteville, Arkansas 





USED MACHINERY FOR SALE 





Green Chain—This chain iy 128 foe with heavy 
duty chains approximate! feet in length. 
These lengths are H-82 ih length belt roller 
bearings. One motor is 7 10 H. P. motor. 
220/ volt connected to a Boston reductor. 
The feed chains are sonny 35 feet in 
length. The feed chain is operated with a 
10 H. P. Westinghouse motes pe CS induction 
motor. This chain is peo new and can 
be seen in operation at Lumber 
Co., Inc., 4141 South Santa iy % Drive, Littleton, 
Colorado. Priced at $3250.00 F.O.B. Littleton. 
Colorado 





Planing Mill Machinery For Sale 


Left Hand 8” Band Saw, 64° Wheels. 3 block 
Knight Manufacturing Carriage. Boss Timber 
izer, 30x16. Berlin #91 planer and matcher 
156. American #341 Resaw. 54°° Wheel. 12° 
Hermance Sticker. Saw 7427. 
racer 10” La Saw Clamp 

° ncaster red Blower #40. Baldwin 
AB -. saw sharpener #4015. Blower ians 
35 to 60°’. Sprinkling system eine 100x100. 
Machines motor belt driven on Rockwood 
bases with starters. Attractive prices. For 
further information write: 


+ ae Lumber Co., 2315 N. Elston. Chicago, 


USED WOODWORKING MACHINERY 
FOR SALE 


Mershon Saw: 16° special Band Timber 
Edger and Timber Resaw, with 8-0" exten 
sion front table—4" x 44" diameter wheels 
6-0’ x 11'-0" floor space. 


1 G.£. motor—20 mo op of Il—torm K—J 
Phase—220 Volts—\200 R 


1 Cutler-Hammer Starter—size 4 across the 
line—Bulletin # . 


Atlantic Works Timber Bed Planer—24"' x 24" 
—with 24” x 32’-0" wooden top sliding bed— 
one top head. 


1 Westinghouse Motor—25 : ye a t¥pe c.3.— 
3 Phase—220 Volts—1730 RB 


1 * 25 H.P.—G.E. Compensater—-DESSI8016- 
-Ki—60 cycles—3 Phase 


G.E. Alternating Current Frequency Cha 
Generator—t ATB—8 Pole—Form PK— 


/100 cycles—21.4/% KW—Ar- 

69. 375 volts—3 phase. 

or 40. C centin- 

c coninuene. With 1 direct 

connected oxciter GE. Direct current gen- 


erato: '7$24-—F ra 
fr 12 hep 


orm Pr ale 
125 caine at full load—1.5 
—18 350043-83. 


—900/1500 


ood rking diti R for = 
have discontinued stocking and handlin 
bers. Uf interested, make offer. Send innalsies 
to: 





The Hallack & Howard Lumber Company 
P. O. Box #1140 
7th & Larimer Streets 
Denver 4, Colorado 


LOG LOADING TRACTORS 


4 International T9 wide gauge crawler tractors 
wit ke: center ted cable controlled 
telescopic swing cranes, revolves 240°. Ideal 


for oomee logs. Like new. Government sur 
plus. $ .00 seach. 


0. C. EVANS 
PHONE 195, MT. STERLING, KENTUCKY 








LUMBER TRUCKS FOR SALE 
2—Ford Cab-over-engine trucks with Rolloli 
bodies. Good condition. Priced $500.00 each. 
1 Fruehauf Trailer Rolloff $300.00 
1 Ross Carrier (new motor) Model 70-—-$3000.00 


Bishop Lbr. Co., 2315 N. Elston. Chicago, Ill. 


FOR SALE 
1 used 137-M Woods electric 6° moulder, with 
1 set each of 2 round and 4 square heads 
and hoods. This machine purchased used by 
us from large piane compny having con 
stant maintenance contracts on it. We desire 
to sell without having ever installed it, due 
to change in plans. Price: $5975.00 
HUSS LUMBER COMPANY 
1350 Fullerton Avenue 
Chicago 14, Illinois 





2S aI Ce aRE.. 


Circle No. 227 on Coupon. page 282. 
BUILDING Propucts MERCHANDISER 


as well as 
TOLEDO, 





WE HAVE YARDS 
AT THESE POINTS 


FOR SALE 


V-60 Yates Resaw 60°° LH—+tilt rolls. Practically 
new. Pilot wheel set works for fractional saw- 
ing. V-belt drive 75 HP, Six 18 gauge saws. 
Last word for complete unit. $8600 00 

HUSS LUMBER COMPANY 


1350 W. Fullerton Ave 
Chicago 14. Illinois 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and iniormatien. 
THE MINNESOTA SPECIALTY CoO. 
Minneapolis, Mina. 


ADDRESSOGRAPH AND PLATES FOR SALE 


10,000 plates size 4x4 with storage steel cab 
inet. Addressograp Model H-3 complete 
$350.00. Mimeograph machine $50.00. liott 
Card Printing Machine $100.00. Standard Ea 
velope Sealer Model-H $15.00. Bishop Lumber 
Co., 2315 N. Elston, Chicago, Ill 





BOOKS FOR SALE 





LOGGING. By N.C. Brown. The principles 
apd methods of harvesting timber in the 
United States and Canada. This book will help 
the student and operator to gain a betier un 
derstanding of logging moleds employed 
Price $5.00. 


pe LUMBER CALC ATOR, A usetul 
pocket size manual including a | 

culator tor standard sizes, leg a 
mated weights of lumber and useful miscel 
taneous lumber tabulations. Price 50 cents 


SCRIBNER'S | aay —F AND LOG BOOK. In. 


sawmill 

men, . ete, Veet pochet_ cee of Ie) popes. 

giving tables on scantling and measures. 

round timber reduced to inch measure by 

Doyle's Rule, leg tally calculations, end other 
4 bi heed wth, Price $1.00. 


WOOD STRUCTURAL DESIGN DATA. Com. 

| by National _ Lumber Manufacturers’ 

on physical, chem 

leal, and mechanical pr ies of wood, and 

may) showing how to determine the correct 

size of member, also on standard sizes, meas- 
urements, and trade terms. Price $2.50. 


BLUEPRINT READING. By Dalsell, McKin. 
ney and Ritow. A practical book of sell 











to the building w& 
and answer method is womneld and two sets 
of plans are included. Price $1.75. 


AMERICAN LUMBERMAN, INC 
199 N. Clark &t., Chieage 2. Ml 


SAVE ON TRANSPORTATION 
OUR NEAREST POINT 


WE CAN 


BAYARD 


« 
@ALLYANDER, 


RUSTIC 


WLBSTER SPRINGS 


POST and RAIL 
SCREEN TYPE PICKET 
RESIDENTIAL ~~. 
panera > ©; 
“Wee PRODUCTS CO., Totede, Onin ~ \) 


WRITE for CATALOG \ 
@CLINCHBAURG, VA. 





Circle No. 232 on Coupon, page 282. 
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Jeffreys - McElrath 


MANUFACTURING COMPANY 


P.O. Box 137 — Tel. 3663 MACON, GEORGIA 


@ DOMESTIC AND EXPORT 
@ FABRICATED BOXES 
@ CRATES — PALLETS 
@ SOUTHERN HARDWOODS 
@ YELLOW PINE LUMBER 
@ OAK FLOORING 


Daily Capacity 300,000 feet 
Factory Locations 


Macon, Ga. 


mill ville, Ga. 
Ga. Chase City, Yo 


Keesviile, Va. 
Arkwright, c. 


Raleigh, WM. 





Jackson, Go Oxford, MN. C 








Circle No. 228 on Coupon, page 282 


For lasting Beauty and Protection— 


choose ee Kidge aay 


Decorator Styling and 
Superior Craftsmanship are 
carefully blended to 

bring you the finest in 
overhead doors! 


COMPANY 
TH JUNCTION, WN. J 


poor 


MONM 


In ovr complete line, there is a 
Circle No. 200 on Coupon, page 282. 


a1 
ay 
o 
s1 


FOR INFORMATION ON 


Advert i daele lta t 


h eppear 


bers at the right wh 


ents on which you 


Ridge Door for every home, taste and budget. 


4 
4 
ae 
4 


101 102 103 104 105 106 
121 122 123 124 125 126 127 128 129 130 131 132 133 134 135 136 137 138 139 140 


in the service of 


LUMBERMEN 


rection 
tg in pro 

2 Spee wumbel industty 
@ professional safety engineers 


© more than 90 br 


an 
coast to coast a ch claim offices 


nd in Canada 


Substentia!l dividends have been returned to 
policyholders since organization in 1912 


Lumbermens “UM UUL) Hw 


James $. Kemper, chairmon H. G. Kemper, president 
Chicago 40 





Circle No. 229 on Coupon, page 282. 





ee 


— = 








= 





“Specialists in Ook Floer- - 


= 4 — 
WEBSTER &i 
(uk ing. Generel wheleeal> ==] 

‘ =, ors of all lumber items. ~~), 
Contact vs on your 
aeeds. 


HE. WEBSTER LUMBERCO., (*'°* 4.‘°r9 849 
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“WHAT'S NEW!” 


17 

37 

57 

77 

7 99 100 
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33 
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Mail te American Lumberman & Building Products Merchandiser, 139 N. Clark St., Chicago 2, Ill 


September 3, 1956, AMERICAN LUMBERMAN AND 





ADVERTISERS’ INDEX 


Abest Mfg. Cory 

Acme Appliance Mfg. Co 
Aetna Plywood & Veneer Co 
Ahonen Lbr. Co 

Alliance Metal Products 
Alsynite Co. of America 
Aluminum Co. of America 
American Floor 
% The 
American Lumberman 
American Machine & Foundry 
Co.. The 

American Steel & Wire Div., 

{ Steel 


Surfacing Mact 


American Zinc Institute 
Andersen Corporation 
Armstrong Co The 
Arrow Fastener Co., In¢ 
Atlas Plywood Corp 
Atlas Tack Corp 


Baker-Raulang Co,, The 
Belson Manufacturing Co 
Bennett Mfe. Co., Richard C 
Kessler Disappearing Stairway 
Co., The 
testwall—Certain-teed Sales Corp 
ilt-Well Woodwork 
lack & Mfg. Co., The 
trown & Co., Inc., Geo, C 
tunyan Lbr., © Paul 
suse Machine 


Calder Manufacturing Co 
Camp Co., Ine. The 
Canadian Forest Products Ltd., 
Huntting-Merritt Shingle Diy 
Capitol Products Corp 
Carr, Adams & Collier C« 
Celotex Corp., The 
Central Metal Strip Co 
Clarke Sanding Machine Co 
Colorado Fuel and tron Corp 
Columblia-Geneva Steel Div 
Columbia Mills, Ine., The 
Combination Door Co., The 
Congoleum-Nairn, Inc 
Gold Seal Div 
Consumers Glue Co 
Continental Millwork 
Continental Steel Corp 
Copeland Lbr. Co 
Cupples Product 
Companies, Inc 
Cyclone Fence Dept 
& Wire Dis U.8 


Corp 


Corp 
Curths 

American Steel 
Steel Corp 


Manufacturing Co 
Dennix Products Co 
Desmond Brothers 

De Walt, Ine 

Dexter Lock Division, 

Dexter Industries, In¢ 
Disston Division, Henry, 

H. K. Porter Co., Ine 
Donley Brothers Co., The 
Dow Chemical Co., The 
du Pont de Nemours & Co., 
Dyer Products (Ce 


Denning 


Ellingson Lbr. Co 
Engineered Products Co 
Evans Producta Co 
Exchange Sawmill 


Fastener Corporation 
Filon Plastics Corp 
Fletcher-Terry Co., The 
Flintkote Co., The 

Fiynn Mfg. Ce Michael 
Ford Div. of Ford Motor ¢ 
Frantz Mfg. Co 

Fry Roofing Co., Lioyd A 


Gabriel Steel C 
Gates & Sons, In 
General Doors 
Div. of Pick Mfg. Co 
(General Tire & Rubber ©: 
Pennsylvania Di 


i-~Pacifie Cory 


PRODUCTS 


BUILDING 


MERCHANDISER 


Gerrard Steel Strapping Di 
I S. Steel Corp 

Getty & Co,, Inc H. 8 

Giles & Kendall Cx 

Gillies Bro & 

(Gilas-Kraft, Im 

Goodman Lbr, Ce 

Graham & Ce Ine John H 

Pulley & Hardware ‘ 

Gireenlee Tool C 

Griffin Ce G. W 

Manufacturing ¢ 


(jrant 


Griffin 


Hager & Sons Hinge 
Hansen Mfg 
Hardwood Ply 
Harri Ine 
Heatilator in 
Hobbs Wall Lbr. (« 
Hoggson & Pettis Mfg. © 
Holcomb & Hoke Mf; 
Holt Hardwood ¢ 
Homasote Compan 

Home Maintenance & I 


Ideal Dra Work Ine 
International Harvester ¢ 
International Salt Ce In 
Ives (%« The HL B 


Jaeger Machine Cr 
Jeannette Div 

The General Tire & Rul 
Jeffreys-McElirath Mf; 
Jones & Laughlin Steel ¢ 


Keystone Alloy cs 

Keystone Steel & Wire ¢ 
Keystone Wire Cloth Co 
Kimberly-Clark of Michigan, In 
Knape & Vogt Mfg. ¢ 

hoppers Ce Inc 


Leigh Building Product Di 
Air Control Product In 
Libbey * Owens « Ford G1 
Life 
Lockwood Hardware Mf 
Glass Fibers ¢ 
Bell Lbr. Co 
Cement Cx 
& Co In John 
imber Dealers He 
Mutual ¢ i 
supton Window 


earch ¢ 


umbermen 


od ¢ 


Mall Tool Co 
Marlite Div. of Masonite Cory 
Masonite Corporation 
Mauk Lbr. Co., The C 
Mauk Seattle Lbr. Co 
McCloud Lbr. Co 
McKinney Manufacturing ¢ 
Mechanix Illustrated 
Medford Corporation 
Michigan-California Lobr. ¢ 
Midcontinent Adhesive C« 
Midget Louver Co 
Mid-States Steel & Wire ¢ 
Minnesota Paint Im 
Mobile River Saw Mill ¢ 
Moe Light Div 

Thon Industries, Inc 
Mohawk Flush Door 
Molly Corporation 
Morrison Steel Product Ine 

Roly- Door 
Multiplex ay Fixture C 


xport ¢ 
Fabricator 


Marking 


-ational-Amert 
Lor Assn 
ational Gypaum ¢ 
National Lead Co 
vational Lock Co 
ational Manufacturing C 
ational Plastic Product 
Nevamar Diy 
National Hetail L 
w Castle Product Ine 


imber Dealer 


( 





world, The showgirl 
outstripped the choru 


risa happy wai 
¢ has a lot of fun 
nds (wo meanings in 


When there t mn 
* 


mn dont tab 


night and we st 
* * 


aid she was m mourning for her third 


{ Hiollywoo 


md insisted ves in her martinis 


if an miro 

r 4 sf eqgumning a lifelong business association 

Her , a concern offering every ft 1 building material 

ways at a price that is fair and wrth s that is courteously 
hictent 

WVewmale your inquries 

ods Let's get together » 


mcerning ov / handise and meth 


imple Celia ads 
t one of then 


cret method o% id in an me tax office: “I don’t under 
stand this, lady. Yo mee had four children by two different 
husbands but l dependents 

That's right. Tu ’ first hushand, two ! 


HOT PRES 
MAUK means rep 


ho You Kn What Dept 
Do you know what a wolf 1 
and the hap pine f i pursue 
Do you know what lage is” When it tak 
ry a good time as it did to have it 
lo vou know what MAUK is 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 
Toledo, Ohio 
Circle No, 160 on Coupon, page 282. 








HOME IMPROVEMENT SERVICES 


(hegins on page 130) 





As mentioned heretofore, it is our belief and we 
have found through experience that a modernization 
department must be handled as such—a separate de- 
partment in order to operate it successfully and with 
great efficiency. 


Trained salesmen. The personne! involved in the 
modernization department must be well-trained, com 
petent people, who give and devote all their time to 
just this end of our business. At Mohawk, the men 
who sell general modernization rarely are involved 
in kitchen planning. 

The men in the kitchen planning division are busy 
constantly with kitchen jobs and all of them have 
been trained in the various factories whose products 
we sell. 

Our garage salesmen are experts. They know all 
conditions that are likely to develop and are in a 
position to answer all questions concerning this type 
of work on the spot. 


All of the men in the department, regardless of the 
division in which they are engaged, are equipped at 
all times with all price information both as to labor 
and materials, finance information and applications 
and contract forms. While a great many inquiries re 
quire study and planning and cannot be closed on the 
first visit in a large metropolitan area like Detroit, 
we find it necessary sometimes to be in a position to 
strike while the iron is hot. On some jobs like siding, 
roofing, garages and even in some cases additions, 
attic modernization and recreation rooms, our men 
can price a job immediately after inspection and 
measuring and close a deal on the spot. 


Smooth operation. A good manager, who is at the 
same time a thoroughly equipped estimator and sales 
manager, is required to head up the service. Under 
him, and just as necessary to the ultimate success of 
the department, are a good general superintendent 
and conscientious salesmen. 


Last, but certainly not least, is the need for a well- 
planned setup for the handling of installations 
whether this be through one’s own labor or by sub- 
contract. Whatever method is used to accomplish 
the job of installing materials, it must be done with 
dispatch, efficiency and must be of the highest qual- 
ity. Once promised, a completion schedule must be 
religiously adhered to. There is no one cause for 
dissatisfaction greater than delays and broken prom- 
ises. Once a job is started, it must be a continuous 
operation, coordinating all crafts to a successful 
completion. 

Quality of materials used must be the best suited 
for the purpose. The use of shoddy materials, sec 
onds or low grades to save money is a pennywise, 
dollar-foolish procedure, as the labor cost is constant 
and generally even higher when using poor-quality 
materials. With good materials and first-class instal 
lations, a dealer can feel secure when he associates 
his good name with a job. 


A modernization department can be a success and 
add dollars to sales volume if: 


1. It is a separate department. 


It is aggressively promoted. 


2 
3. It is wet! manned and well managed. 
4 


it uses the best of materials and labor. 
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On pour against any kind of rough weather 


Nauonal Storm-Proof Hardware 


This stoutly built hardware will defy the ravages of storms 
bringing rain, snow or sleet. Hanger wheels are in tandem and 
equipped with anti-friction steel-hardened roller-bearings to pro- 
vide a smooth glide for the hanger wheels. Hangers have both 
vertical and lateral adjustment features. 


There is a size and style to fit the requirements for both small and 
large sliding door installations. 


The specially designed Storm-Proof Rail that serves 
these hangers has a large protecting hood which 
keeps the rail clear of all ob- 

structions such as snow, ice 

and even birds’ nests. 


The rail joints are dovetailed, 

forming sections into practically a 

one-piece rail. No splice covers are 

necessary. The cover of the rail can 

be removed at any time for paint- 

No. 77 ing the inside of the rail. Rail is fur- 
Flexible nished in 4, 6, 8 and 10 foot lengths. 


Storm-Preet Door age No. 88 Adjustable Storm-Proof Door Hanger 


\ ; 
MANUFACTURING COMPANY 
TERLING, ILLINOIS 


Circle No. 161 on Coupon, page 282. 
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SPECIFICATIONS 


URE . ia 
p TO SEC “ a three books at the left are a “must” for 


nECOMMENDE 
RICK WALLS anyone who is interested in good masonry 
DRY B ; construction. One describes the type of work- 
manship recommended to secure dry brick 
walls. The second describes the specifications 
recommended to secure dry brick walls. The 
third describes the type of workmanship recom- 


mended for good concrete-block walls. 


Kach of these books has been endorsed by 
foremost authorities. Each has received a cita- 
tion of merit from the Producers’ Council and 
the American Institute of Architects, Each is 
fully illustrated, clearly written. Each contains 


a wealth of really valuable information. 
These books are not advertisements for our 
§ WORKMANSHIP ‘ product, Brixment. They are published and 
TO SECURE Dry made available to members of the building 


trades solely as an industry service. Mail the 


. k ; 
Bric coupon, today, for your free copies. 


TYPE O 
RECOMMENDED 


Walls 
LOUISVILLE CEMENT COMPANY, LOUISVILLE, KY. 


i 
eee © 


ai | Manufacturers of 
om, | 


BRIXMENT FOR MORTAR 


| | eae 


Louisville Cement Company—Dept. 2 


second and Walnut Streets, Louisville 2, Kentucky 


(rentlemen 


Without cost or obligation, please send me a copy of each 


of your three books on masonry construction 


Name 
Firm 
“tires 


City 


Circle No, 162 on Coupon, page 282. 





